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Cautionary Note Regarding Forward-looking Statements

This Annual Report on Form 10-K, including Management s Discussion and Analysis of Financial Condition and Results of Operations, contains

certain forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. Forward-looking statements may

be identified by words such as expects, intends, anticipates, plans, believes, seeks, estimates, Wwill, or words of similar meaning and
are not limited to, statements regarding the outlook for our future business and financial performance. Forward-looking statements are based on
management s current expectations and assumptions, which are subject to inherent uncertainties, risks and changes in circumstances that are

difficult to predict. Actual outcomes and results may differ materially due to global political, economic, business, competitive, market,

regulatory and other factors, including the items identified under Item 1A Risk Factors.

We undertake no obligation to publicly update any forward-looking statement, whether as a result of new information, future developments or
otherwise.
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In this Annual Report on Form 10-K, unless the context otherwise requires, Genworth, — we, us, and our referto Genworth Financial,
Inc. and its subsidiaries.

Item 1. Business
Overview

Genworth Financial, Inc. is a leading financial security company dedicated to providing insurance, investment and financial solutions that help
meet the homeownership, life security, wealth management and retirement security needs of more than 15 million customers, with a presence in
more than 25 countries. We are a leading provider of key products and related services whose growth we believe is benefiting from significant
demographic, legislative and market trends that are increasingly shifting responsibility for building financial security to the individual. We
distribute our products and services through extensive and diversified channels that include: financial intermediaries, advisors, independent
distributors, affinity groups and dedicated sales specialists. We are headquartered in Richmond, Virginia and had approximately 7,000
employees as of December 31, 2007.

We enable homeownership in the U.S. and internationally, helping people purchase homes with low down payments, coupled with the use of
mortgage insurance that protects lenders against the risk of default. Through our homeownership education programs, we also help people keep
their homes when they experience financial difficulties. We help individuals accumulate and build wealth for financial security in the U.S. Our
wealth management products include financial planning services and managed accounts. Life security offerings include our payment protection
coverages in Europe, Canada and Mexico; and in the U.S., term and universal life insurance, as well as care coordination and wellness services.
We help people achieve financial goals and independence by providing retirement security offerings. In the U.S., retirement security products
include various types of annuity and guaranteed retirement income products, as well as individual and group long-term care and Medicare
supplement insurance. Across all of our businesses, we differentiate through product innovation and by providing valued services such as
education and training, wellness programs, support services and technology linked to our insurance, investment and financial products that
address both consumer and distributor needs. In doing so, we strive to be easy to do business with and help our business partners grow more
effectively.

As of December 31, 2007, we had the following operating segments:

Retirement and Protection. We offer a variety of protection, wealth accumulation, retirement income and institutional products.

Protection products include: life insurance, long-term care insurance and a linked-benefits product that combines long-term care

insurance with universal life insurance. Additionally, we offer Medicare supplement insurance and wellness and care coordination

services for our long-term care policyholders. Our wealth accumulation and retirement income products principally include: fixed

and variable deferred and immediate individual annuities, group variable annuities offered through retirement plans, and a variety of
managed account programs, financial planning services and mutual funds. Institutional products include: funding agreements,

funding agreements backing notes ( FABNs ) and guaranteed investment contracts ( GICs ). For the year ended December 31, 2007, our
Retirement and Protection segment s net income and net operating income were $565 million and $762 million, respectively.

International. In Canada, Australia, New Zealand, Mexico, Japan and multiple European countries, we are a leading provider of
mortgage insurance products. We are the largest private mortgage insurer in most of our international markets. We also provide
mortgage insurance on a structured, or bulk, basis which aids in the sale of mortgages to the capital markets and helps lenders
manage capital and risks. Additionally, we offer services, analytical tools and technology that enable lenders to operate efficiently
and manage risk. We also offer payment protection coverages in multiple European
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countries, Canada and Mexico. Our payment protection insurance products help consumers meet specified payment obligations
should they become unable to pay due to accident, illness, involuntary unemployment, disability or death. For the year ended
December 31, 2007, our International segment s net income and net operating income were $580 million and $585 million,
respectively.

U.S. Mortgage Insurance. In the U.S., we offer mortgage insurance products predominantly insuring prime-based, individually
underwritten residential mortgage loans, also known as flow mortgage insurance. We selectively provide mortgage insurance on a
structured, or bulk, basis with essentially all of our bulk writings prime-based. Additionally, we offer services, analytical tools and
technology that enable lenders to operate efficiently and manage risk. For the year ended December 31, 2007, our U.S. Mortgage
Insurance segment s net income and net operating income were $171 million and $167 million, respectively.
We also have Corporate and Other activities which include debt financing expenses that are incurred at our holding company level, unallocated
corporate income and expenses, eliminations of inter-segment transactions, the results of non-core businesses that are managed outside of our
operating segments and our group life and health insurance business, which we sold on May 31, 2007. We acquired Liberty Reverse Mortgage,
Incorporated ( Liberty ), an originator of reverse mortgage loans, on October 31, 2007, as part of our focus on retirement needs and enabling
consumers to have liquidity to meet certain financial obligations. The results of Liberty are included in our Corporate and Other activities. For
the year ended December 31, 2007, Corporate and Other activities had a loss from continuing operations and a net operating loss of $162 million
and $141 million, respectively.

On a consolidated basis, we had $13.5 billion of total stockholders equity and $114.3 billion of total assets as of December 31, 2007. For the
year ended December 31, 2007, our revenues were $11.1 billion and net income was $1.2 billion.

Our principal U.S. life insurance companies have financial strength ratings of AA- (Very Strong) from S&P, Aa3 (Excellent) from Moody s, A+
(Superior) from A.M. Best and AA- (Very Strong) from Fitch, and our rated mortgage insurance companies have financial strength ratings of

AA (Very Strong) from Standard and Poor s ( S&P ), Aa2 (Excellent) from Moody s, AA (Very Strong) from Fitch and/or AA (Superior) fr
Dominion Bond Rating Service ( DBRS ).

Genworth was incorporated in Delaware in 2003 in preparation for the corporate formation of certain insurance and related subsidiaries of the
General Electric Company ( GE ) and an initial public offering of Genworth common stock, which was completed on May 28, 2004 ( IPO ). In
2006, GE completed its final offering of our shares and no longer owns any of our outstanding common stock. See note 1 in our consolidated
financial statements under Item 8 Financial Statements and Supplementary Data for additional information.

Market Environment and Opportunities

As a leading financial security company, we believe we are well positioned to benefit from significant demographic, governmental and market
trends, including the following:

Aging global population with growing retirement income needs. More than half of the world s oldest citizens, aged 85 or above, live
in six countries. In 2007, 500 million people worldwide were aged 65 and older; by 2030 that number will increase to one billion

(one out of every eight of the world s inhabitants). In the U.S., the percentage of the population aged 55 or older is expected to
increase from approximately 22%, or 65 million, in 2004 to more than 29%, or 97 million, by 2020, according to the U.S. Census
Bureau. Life expectancy has risen to 75.0 years for men and 79.7 years for women, according to the U.S. Social Security
Administration, and further increases are projected. For a married couple, each aged 65, there is a 50% likelihood that one will

survive to age 91 and a 25% chance that one will survive to 95, according to Society of Actuaries tables. Meanwhile, fewer

companies are offering defined benefit plans than in the past, and the U.S. Social Security Administration in 2006
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projected that its reserves could be exhausted by 2040, potentially creating the need for individuals to identify alternate sources of
retirement income. Additionally, U.S. savings rates overall are at historic lows. We believe these trends will increase demand for
wealth accumulation offerings, income distribution, long-term care insurance and liquidity solutions as part of a responsible financial
plan. Similar trends are occurring globally, as populations age, and we see selective opportunities to expand our retirement income
and wealth accumulation offerings to countries outside the U.S.

Growing lifestyle protection gap. The aging U.S. and world population, coupled with other factors such as the decline in defined
benefit plans in the U.S., is creating a significant life and retirement security gap for many individuals. A growing number of
individuals have insufficient resources, including insurance coverage, to ensure that assets and income will be adequate to support
desired lifestyles now and in the future. Declining savings rates, rising healthcare and nursing care costs, and shifting burdens for
funding protection needs from governments and employers to individuals, are contributing to this gap. Many individuals are facing
increased personal debt levels, with limited or no resources to manage against unforeseen events. We expect these trends to drive
increased demand for life and long-term care insurance and a linked-benefits product and payment protection coverage we offer, as
well as for our asset accumulation and managed money products and services, income distribution and liquidity offerings.

Increasing opportunities for mortgage insurance internationally and in the U.S. We expect that increasing homeownership trends
and initiatives, capital regulation and risk management activities in the U.S., Canada, Australia and Europe will contribute to the
growing use of mortgage insurance and related services. Globally, government housing policies and demographic factors are driving
demand for housing, particularly among underserved minority and immigrant populations. These needs are being met through the
expansion of low-down-payment mortgage loan offerings and legislative and regulatory policies that provide capital incentives for
lenders to transfer risk to mortgage insurers. A number of these factors also are emerging in some European, Latin American and
Asian markets, where lenders increasingly are using mortgage insurance to manage the risks of loan portfolios and to expand
low-down-payment lending. In the U.S., the demand for mortgage insurance increased during 2007 as a result of market conditions
including increased regulatory and market focus on credit risk, ongoing tightening of underwriting standards, an increase in the
volume of mortgages purchased by the government-sponsored enterprises ( GSEs ), a return to traditional fixed rate mortgages, a
decline in simultaneous second mortgages and mortgage insurance tax deductibility.

Competitive Strengths

We believe the following competitive strengths will enable us to capitalize on opportunities in our targeted markets:

Table of Contents

Leading positions in diversified targeted markets. We believe our leading positions in long-term care insurance, managed money
services, income distribution offerings, payment protection insurance in Europe and international mortgage insurance, as well as
certain products within our life insurance and retirement income businesses, provide us with a strong and differentiated base of
business that enables us to compete effectively in these markets as they grow. We also believe our strong presence in multiple
markets provides a diversified and balanced base of business, reduces our exposure to adverse economic trends affecting any one
market and provides stable cash flow to fund growth.
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Product innovation and breadth, plus service offerings. We continue to innovate and offer a breadth of products that meet the needs
of consumers at various stages of their lives. We believe these products are positioned to benefit from current trends among
distributors to limit the number of insurers with which they maintain relationships to those with the highest value-added product and
services. Our services include consumer programs such as wellness information, medical screenings, care coordination and other
services that complement our insurance offerings. We strive to maintain appropriate return and risk thresholds when we expand the
scope of our product offerings.

Extensive, multi-channel distribution network. We have extensive distribution reach across a broad network of financial
intermediaries, independent producers and dedicated sales specialists. We maintain strong relationships with leading distributors by
providing a high level of specialized and differentiated support, technology and service solutions to enhance their sales efforts and
targeted educational and support offerings, including certified courses. During 2007, we expanded our distribution reach to provide
long-term care insurance products to the approximately 39 million members of AARP.

Innovative capital markets solutions. We believe we are an industry leader in developing capital markets solutions and investment
products that allow us to use capital more efficiently and increase our returns, manage risk and support new business models. We
were the first company to securitize statutory term life insurance reserves ( XXX securitizations ), and we were again the first
company to create a similar solution for statutory universal life insurance reserves ( AXXX securitization ).

Technology-enhanced, service-oriented, scalable, low-cost operating platform. We actively manage costs and drive continuous
customer service improvement. We use technology to enhance performance by automating key processes to reduce response times
and process variations. In addition, we have centralized operations and established scalable, low-cost operating centers in Virginia,
North Carolina and Ireland. We also outsource selected back office support services to a small group of professional service
providers in India.

Disciplined risk management with strong compliance practices. Risk management and regulatory compliance are critical to our
business. We employ comprehensive risk management processes in virtually every aspect of our operations, including product
development, underwriting, investment management, asset-liability management and technology development programs.

Strong balance sheet and high quality investment portfolio. We believe our size, ratings and capital strength provide us with a
competitive advantage. We have a diversified, high quality portfolio with $73.9 billion of cash, cash equivalents and invested assets
as of December 31, 2007. Approximately 95% of our fixed maturity securities had ratings equivalent to investment grade and
approximately 1% of our total investment portfolio consisted of equity securities as of December 31, 2007. We conduct active
asset-liability management, and we pursue selected portfolio, hedging and capital markets strategies to enhance portfolio returns.

Experienced management team. We have an established track record of successfully developing managerial talent at all levels and
have instilled a performance- and execution-oriented corporate culture.
Growth Strategies

Our objective is to increase targeted revenues, grow and protect margins, expand operating income and enhance returns on equity. We do this by
focusing on the following strategies:

Capitalize on attractive growth prospects in key markets. We have positioned our product portfolio and distribution

relationships to capitalize on attractive growth prospects in our key markets:
Retirement and Protection. We believe growth in managed money and retirement income will be driven by favorable demographic trends and
products designed to help customers accumulate assets
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and convert them into reliable income throughout their retirement years or other desired periods. In life insurance, we believe growth will be
driven by the significant protection gaps among individuals and families. In long-term care insurance, we believe growth will be driven by the
increasing needs of an expanding, aging population and the lack of funding for these needs from government programs or corporate benefits. We
also believe consumers will increasingly seek linked-benefits products and liquidity solutions to help them fund retirement and health care
needs.

International. We continue to see attractive growth opportunities in international mortgage insurance as homeownership and the use of
low-down-payment lending expand globally. Our international mortgage and payment protection insurance businesses have established business
relationships or licenses in multiple countries in North America, Australia, Europe and Asia. We also believe global markets will present
increasing opportunities for other product expansion beyond mortgage and payment protection insurance particularly in the areas of managed
money and retirement income, as populations age and consumers seek products that help them achieve financial security. In payment protection
insurance, we believe growth will result from increasing consumer borrowing in Europe, expansion of the European Union, reduced
unemployment benefits in key European markets and our expansion beyond Europe.

U.S. Mortgage Insurance. Even with the current downturn in the U.S. housing market, we believe that long-term demographic trends supporting
the U.S. housing market remain strong, with continued strength in the first-time homebuyers market, which includes ongoing growth in
emerging market household formation and homeownership. We believe this long-term demographic trend will drive demand for high
loan-to-value debt. We also believe that various market forces, including recently issued guidance from U.S. federal financial regulators to
financial institutions on risks related to non-traditional mortgages, ongoing tightening of underwriting standards, an increase in the volume of
mortgages purchased by GSEs, the return to traditional fixed rate mortgages, a decline in simultaneous second mortgages and mortgage
insurance tax deductibility, may help increase the use of fixed rate mortgages and the use of our mortgage insurance products.

Further strengthen and extend our distribution channels. We intend to grow distribution by continuing to differentiate in areas

where we believe we have distinct competitive advantages. These areas include:
Product and service innovations. Examples include the introduction of a number of products, including a group variable annuity with guaranteed
income features and guaranteed withdrawal benefit features to the qualified plan markets (401(k) plans), our registered FABN product for retail
investors, new features to our Income Distribution Series of variable annuity products, return of premium term life insurance products, our
linked-benefits product for customers who traditionally self-funded long-term care expenses, our CornerStone AdvantageS™ product which
offers lower cost individual long-term care insurance, our HomeOpeners® mortgage insurance products designed to attract first-time home
buyers and private mortgage insurance products in the European market. Additional service innovations include programs such as automated
underwriting in our life, long-term care and mortgage insurance businesses, dedicated customer service teams and customer care programs
supporting wellness and homeownership.

Collaborative approach to key distributors. Our collaborative approach to key distributors includes our strong support and educational offerings
of consultative selling practices, joint business improvement programs and tailored approach to sales intermediaries addressing their unique
service needs. Additionally, we are expanding product and service offerings broadly in the financial advisor and managed money arena as we
coordinate our asset accumulation businesses under the leadership of AssetMark Investment Services, Inc. ( AssetMark ).

Technology initiatives. These initiatives include proprietary underwriting systems, making it easier for distributors to do business with us,
improving our term life, long-term care and mortgage insurance underwriting speed and accuracy while lowering our operating costs.
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Enhance returns on capital and increase margins. We employ five levers to drive higher returns on capital and increase margins.
These levers include:
Adding new business at targeted returns and optimizing our business mix. We have introduced new products, revised pricing and targeted higher
return distribution channels in multiple business lines to increase returns. For example, in our Retirement and Protection segment, we have
shifted capital to higher return, fee-based products. In our International segment, we leverage our international platforms for faster growth in
markets in which we are generating our highest returns. In our U.S. Mortgage Insurance segment, we are increasing our focus on distribution
channels that have higher returns, and also benefit from our service-oriented marketing approach.

Capital generation and redeployment. We generate significant statutory capital from in-force business and capital efficiency initiatives, which
we then actively redeploy to new business and acquisitions. We also consider share repurchases or dividend increases as alternative capital uses
when we do not see additional opportunities to fund growth. We have certain blocks of business with low returns including older blocks of
long-term care insurance and certain blocks of spread-based annuities, life insurance and institutional products. In 2007, we released a
significant amount of capital supporting spread-based annuities and institutional products, including capital released from the maturity of older
issued fixed annuities and GICs. We also released $511 million of statutory contingency reserves supporting our U.S. mortgage insurance
business. Additionally, we received gross cash proceeds of approximately $660 million in May 2007 upon completing the sale of our group life
and health insurance business.

Targeted use of capital markets. We continue to make progress in using the capital markets to optimize capital efficiency, manage risk and
support new business growth models. During 2007, we completed approximately $790 million of statutory term life insurance reserve
securitizations. In addition, we continue to evaluate capital market opportunities to redeploy capital from lower returning blocks of business.

Operating cost reductions and efficiencies. We focus on reducing our cost base while maintaining strong service levels. We continue to evaluate
and identify significant opportunities for improved efficiency and functional consolidation to enhance growth and improve margins.

Investment income enhancements. We seek to enhance investment yields by evaluating and gradually repositioning our asset class mix, pursuing
additional investment classes, using active management strategies, implementing best in class technology and hiring experienced portfolio
management and risk professionals to significantly enhance our flexibility and overall capabilities. We expect our investment portfolios to make
a gradual contribution to Genworth s return on equity progression over the next several years.

Retirement and Protection

Through our Retirement and Protection segment, we market various forms of managed money, retirement income, institutional, life insurance
and long-term care insurance products and services. In connection with our strategy to expand our managed money business, we acquired
AssetMark, a leading provider of open architecture asset management solutions to independent financial advisors, in 2006. Retirement income
focused products include variable annuities, fixed annuities and single premium immediate annuities. We also offer specialized institutional
products, including FABNs, funding agreements and GICs. Overall, we look to improve spreads on our spread-based products, including our
retirement income spread-based and institutional businesses, and expand our presence in fee-based products and services offered by our
managed money and retirement income businesses. Protection products include term life insurance, universal life insurance, long-term care
insurance for individual and group markets, and Medicare supplement insurance and other senior services.
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The following table sets forth financial information regarding our Retirement and Protection segment as of or for the periods indicated. For
additional selected financial information and operating performance measures regarding our Retirement and Protection segment as of or for
these periods, see Item 7 Management s Discussion and Analysis of Financial Condition and Results of Operations Retirement and Protection.

As of or for the years ended

December 31,
(Amounts in millions) 2007 2006 2005
Revenues:
Managed money $ 336 $ 199 $ 132
Retirement income 1,912 2,161 2,338
Institutional 516 572 442
Life insurance 1,959 1,807 1,623
Long-term care insurance 2,836 2,626 2,347
Total revenues $ 7,559 $ 7,365 $ 6,882
Net operating income:
Managed money $ 44 $ 20 $ 10
Retirement income 212 175 200
Institutional 43 42 37
Life insurance 310 313 275
Long-term care insurance 153 153 172
Total net operating income 762 703 694
Net investment gains (losses), net of taxes and other adjustments (197) 30)
Total net income $ 565 $ 673 $ 694
Total segment assets $94,360 $92,820 $87,243

Managed money

We offer asset management products and services to affluent individual investors. We provide and tailor client advice, asset allocation, products
and prepackaged support, services and technology to the independent advisor channel. We achieved double-digit sales growth over the last three
years in this business and expanded our presence in the managed account service provider market, also known as the turnkey asset management
platform market, through the acquisition of AssetMark. The combined resources of Genworth Financial Asset Management, Inc. ( GFAM ) and
AssetMark provide us with the opportunity to become a leading provider in this market. As of December 31, 2007, we were ranked fourth based
on the fourth quarter 2007 Managed Account Research published by Cerulli Associates ( Cerulli Research ) with more than 100,000 accounts and
$21.6 billion of assets under management.

Products

GFAM s asset management clients are referred to us through financial advisers, and we work with these financial advisers to develop portfolios
consisting of individual securities, mutual funds, exchange traded funds and variable annuities designed to meet each client s particular
investment objectives. Most of our clients for these products and services have accumulated significant capital, and our principal asset
management strategy is to help protect their assets while taking advantage of opportunities for capital appreciation. Advisory clients are offered
the custodial services of our trust company, Genworth Financial Trust Company.

Through its open-architecture platform, AssetMark offers to financial advisors one of the most comprehensive fee-based investment
management platforms in the industry, access to custodians, client relationship management tools and business development programs, to enable
these retail financial advisors to
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offer institutional caliber services to their clients. AssetMark also serves as investment advisor to the AssetMark Funds which are mutual funds
offered to clients of financial advisors.

Additionally, through our affiliated retail broker/dealers, we offer annuity and insurance products, including our proprietary products, as well as
third-party mutual funds and other investment products.

Distribution

We distribute these products and services through approximately 5,500 independent investment advisory professionals and more than 2,400
financial professionals affiliated with our retail broker/dealers.

Competition

We compete primarily in the managed account service provider market. The market is highly competitive, and is differentiated by service,
convenience, product offerings and price. The ten largest companies in the managed money market comprise approximately 95% of assets under
management based on Cerulli Research.

Retirement income

We are focused on helping individuals create dependable income streams for life or for a specified period of time and helping them save and
invest to achieve financial goals. We believe our innovative product design reduces some of the risks to insurers that generally accompany
traditional products with guaranteed minimum income benefits. We are targeting people who are focused on building a personal portable
retirement plan or are moving from the accumulation to the distribution phase of their retirement planning.

Fee-based retail products
Variable annuities and variable life insurance

We offer variable annuities that offer customers a variety of separate account subaccount investment options, as well as the option to make
allocations to a guaranteed interest account managed within our general account. Generally, the contractholder bears the entire risk associated
with the performance of investments in the separate account, other than for certain contractual guarantees such as the guaranteed minimum death
benefit ( GMDB ), or guaranteed minimum income stream, described below.

Variable annuities generally provide us fees including mortality and expense risk charges and, in some cases, administrative charges. The fees
equal a percentage of the contractholder s policy account value and typically range from 0.75% to 3.30% per annum depending on the features
and options within a contract.

Our variable annuity contracts generally provide a basic GMDB which provides a minimum account value to be paid upon the annuitant s death.
Contractholders may also have the option to purchase riders that provide enhanced death benefits. Assuming every annuitant died on

December 31, 2007, as of that date, contracts with death benefit features not covered by reinsurance had an account value of $6,872 million and
a related death benefit exposure of $37 million net amount at risk.

Our Income Distribution Series of variable annuity products provides the contractholder with a guaranteed minimum income stream that they
cannot outlive, along with an opportunity to participate in market appreciation.

As a solution to the trend of employers moving away from traditional defined benefit retirement plans to defined contribution plans such as
401(k) plans, we have introduced to the qualified plan market a group variable annuity with guaranteed retirement income and guaranteed
minimum withdrawal benefit features. This product is

11
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designed to offer participants the ability to secure guaranteed retirement income with growth potential during the accumulation phase while
maintaining liquidity; and during the distribution phase, to provide guaranteed annual income with upside growth potential with varying degrees
of liquidity with respect to underlying assets.

In addition to variable annuities, we offer variable life insurance products on a limited basis.
Institutional Asset Management Services

Until December 31, 2006, we managed a pool of municipal GICs issued by affiliates of GE. As of January 1, 2007, we now provide transition
and consulting services to the GE affiliates for their municipal GICs through December 15, 2008.

Distribution

We distribute these products through banks, national brokerage firms and independent broker/dealers. The underlying mutual funds are
distributed via a direct salesforce and through defined contribution plan record keepers. We continue to work with additional record keepers to
adopt this product on their platforms.

Competition

There are numerous competitors in this market within all major distribution channels that we sell through. Our Income Distribution Series of
products enable consumers to opt for lifetime guaranteed income beginning immediately or on a deferred basis. We have been an early mover in
this market space and believe we are well positioned to compete.

Spread-based retail products
Fixed annuities

We offer fixed single premium deferred annuities ( SPDAs ), which require a single premium payment at time of issue and provide an
accumulation period and an annuity payout period. During the accumulation period, we credit the account value of the annuity with interest
earned at a crediting rate guaranteed for no less than one year at issue, but which may be guaranteed for up to six years, and thereafter is subject
to annual crediting rate resets at our discretion, based upon competitive factors and prevailing market rates, subject to statutory minimums. Our
fixed annuity contracts are supported by our general account, and the accrual of interest during the accumulation period is generally on a
tax-deferred basis to the owner. The majority of our fixed annuity contractholders retain their contracts for five to ten years.

Single premium immediate annuities

In exchange for a single premium, immediate annuities provide a fixed amount of income for either a defined number of years, the annuitant s
lifetime, or the longer of the defined number of years or the annuitant s lifetime. Fixed annuities also include annuitizations chosen as a
settlement option for an existing deferred annuity contract.

Structured settlements

Structured settlement annuity contracts provide an alternative to a lump sum settlement, generally in a personal injury lawsuit or workers
compensation claim, and typically are purchased by property and casualty insurance companies for the benefit of an injured claimant. The
structured settlements provide scheduled payments over a fixed period or, in the case of a life-contingent structured settlement, for the life of the
claimant
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with a guaranteed minimum period of payments. In the third quarter of 2006, we discontinued sales of our structured settlement annuities while
continuing to service our retained and reinsured blocks of business.

Distribution
We distribute these products through banks, national brokerage firms and independent broker/dealers.
Competition

We compete with a large number of life insurance companies in the single premium immediate annuity marketplace. We continue to see
long-term growth prospects for single premium immediate annuities based both on demographics and government policy trends that favor a
greater role for private solutions in meeting long-term retirement needs. We believe long-term experience with mortality and longevity,
combined with disciplined risk management, provide competitive advantages in how we segment and price our products.

We have long-term bank distribution relationships that we believe allow us to maintain the distribution shelf space needed to succeed in this
highly competitive fixed annuity marketplace. Sales of fixed annuities are strongly linked to current interest rates, which affect the relative
competitiveness of alternative products, such as certificates of deposit and money market funds. We have experienced fluctuations in sales levels
for this product and expect these fluctuations to continue in the future. We maintain pricing disciplines to achieve target return levels through
varying interest rate environments.

Institutional

We offer funding agreements, FABNs and GICs, which are deposit-type products that pay a guaranteed return to the contractholder on specified
dates. Our institutional products are used by qualified and non-qualified plans that desire the features and guarantees inherent in these
instruments. We sell these specialized products to institutional customers for use in retirement plans, money market funds and other investment
purposes. In December 2005, we launched a registered FABN program to institutional investors. In January 2007, we launched a second FABN
program which is a global medium term notes ( GMTN ) offering primarily offered to non-U.S. investors. In December 2007, we began offering
FABNSs to retail investors through our registered FABN program.

We approach the institutional markets opportunistically and issue new business when we can achieve targeted returns and maintain an
appropriate mix of institutional and retail products. We may experience significant fluctuations in new deposits as we will issue new business
when interest rate spreads are favorable and may issue no new business when interest rate spreads are not favorable.

Products

Funding agreements are purchased by institutional accredited investors for various kinds of non-qualified accounts. Purchasers of funding
agreements include money market funds, bank common trust funds and other corporate and trust accounts and private investors, including
Genworth Global Funding Trust and Genworth Life Institutional Funding Trust as part of our FABN programs. GICs are purchased by
Employee Retirement Income Security Act of 1974 ( ERISA ) qualified plans, including pension and 401(k) plans.

Our funding agreements generally credit interest on deposits at a floating rate tied to an external market index and we generally invest the
proceeds in floating rate assets. When we issue fixed rate funding agreements, we may enter into counterparty swap arrangements where we
exchange our fixed rate interest payment for a floating rate that is tied to an index in order to correlate to the floating rate assets. The funding
agreements issued through our FABN programs are typically issued for terms of one to seven years. Substantially all of our GICs allow for the
payment of benefits at contract value to ERISA plan participants prior to contract maturity in the event of death,
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disability, retirement or change in investment election. We carefully underwrite these risks before issuing a GIC to a plan and historically have
been able to effectively manage our exposure to these benefit payments. Our GICs typically credit interest at a fixed interest rate and have a
fixed maturity generally ranging from two to six years.

Distribution

Our FABNS are distributed through investment banks. We place our funding agreements directly and through specialized brokers. GICs are sold
both directly and through investment managers.

Competition

We compete with other large, highly rated insurance companies in these institutional markets. Our credit quality, both long- and short-term,
liquidity and price differentiate us in these markets.

Life insurance

Our life insurance business markets and sells products that provide a personal financial safety net for individuals and their families. These
products provide protection against financial hardship after the death of an insured and may also offer a savings element that can be used to help
accumulate funds to meet future financial needs. According to the American Council of Life Insurers, face value of new life insurance coverage
sold in the U.S. totaled $2.9 trillion in 2006, and total life insurance coverage in the U.S. was $19.1 trillion as of December 31, 2006.

Products

Our principal life insurance products are term life and universal life. We also have a runoff block of whole life insurance. Term life insurance
products provide coverage with guaranteed level premiums for a specified period of time and generally have little or no buildup of cash value.
We have been a leading provider of term life insurance for more than two decades, and are a leader in marketing term life insurance through
brokerage general agencies ( BGAs ) in the U.S.

Universal life insurance products are designed to provide permanent protection for the life of the insured and may include a buildup of cash
value that can be used to meet particular financial needs during the policyholder s lifetime.

Underwriting and pricing

Underwriting and pricing are significant drivers of profitability in our life insurance business, and we have established rigorous underwriting and
pricing practices. We retain most of the risk we currently underwrite. We have generally reinsured risks in excess of $1 million per life.
Beginning January 1, 2007, we increased our retention limit to $5 million for new policies. From time-to-time, we may reinsure any risk
depending on the pricing terms of available reinsurance. We set pricing assumptions for expected claims, lapses, investment returns, expenses
and customer demographics based on our experience and other factors.

We price our insurance policies based primarily upon our historical experience. We target individuals in preferred risk categories, which include
healthier individuals who generally have family histories that do not present increased mortality risk. We also have significant expertise in
evaluating people with health problems and offer appropriately priced coverage based on stringent underwriting criteria.

Distribution

We offer life insurance products through an extensive network of independent BGAs throughout the U.S. and through affluent market producer
groups, financial intermediaries and insurance marketing organizations. We believe there are opportunities to expand our sales through each of
these and other distribution channels.
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Competition in our life insurance business comes from many sources, including many traditional insurance companies as well as non-traditional
providers, such as banks and private equity markets. The life insurance market is highly fragmented, with the top ten term life insurance
companies comprising approximately 47% of industry sales and the top ten universal life insurance companies comprising approximately 46%
of industry sales based on LIMRA International data for 2007. Competitors have multiple access points to the market through BGAs, financial
institutions, career sales agents, multi-line exclusive agents, e-retail and other life insurance distributors. We operate primarily in the BGA
channel and are building out our capabilities in other channels. We believe our competitive advantage in the term life insurance market comes
from our long history serving this market, our service excellence, underwriting expertise and capital markets leadership. We are currently
building out our universal life insurance product suite to take advantage of increased distributor and consumer demand.

Long-term care insurance

We established ourselves as a pioneer in long-term care insurance over 30 years ago. We are a leading provider in the industry. Our experience
helps us plan for disciplined growth built on a foundation of strong risk management, product innovation and a diversified distribution strategy.

In July 2007, AARP selected us as its provider to offer new long-term care insurance products to its approximately 39 million members, and we
entered into a five-year exclusive endorsement agreement with AARP in the fourth quarter of 2007. This relationship will provide access to two
new distribution channels, telephone and internet sales, with direct access to customers.

In addition, in July 2007, we announced our plans to file for a premium rate increase of between 8% and 12% on most of our block of older
issued long-term care insurance policies and are currently in the process of implementing this rate increase. This block represents approximately
$700 million, or 40%, of our total annual long-term care insurance premium in-force.

Products

Our individual and group long-term care insurance products provide defined levels of protection against the high and escalating costs of
long-term care provided in the insured s home or in assisted living or nursing facilities. Insureds become eligible for certain covered benefits if
they become incapable of performing certain activities of daily living or become cognitively impaired. In contrast to health insurance, long-term
care insurance provides coverage for skilled and custodial care provided outside of a hospital or health-related facility. The typical claim has a
duration of approximately one to four years.

In 2007, we launched Cornerstone AdvantageS™, a low cost consumer product. We believe that our lower price point and coinsurance structure
offers an affordable product to a consumer base that would traditionally not have purchased our long-term care insurance products.

In 2006, we introduced a series of product upgrades designed to provide a variety of pricing and benefit options, enhanced service capabilities,
broaden types of coverage and simplify individual product features. In this connection, we expanded our group long-term care insurance
business. We also offer a linked-benefits product for customers who traditionally self-funded long-term care expenses. Our linked-benefits
product combines universal life insurance with long-term care insurance coverage in a single policy. The policy provides coverage for cash
value, death benefits and long-term care benefits.

We expanded our Medicare supplement insurance product in a majority of states and have seen growth in these new states. To further expand
our senior supplementary product capabilities, we acquired Continental Life Insurance Company of Brentwood, Tennessee ( Continental Life ) in
2006. This acquisition more than doubled
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our existing annualized Medicare supplement premiums in-force and provides a potential platform for expanding in other senior supplementary
products. In 2007, American Continental Insurance Company, a subsidiary of Continental Life, expanded its offering of competitively priced
Medicare supplement insurance product in 24 states where it was previously not licensed.

Underwriting and pricing

We employ extensive medical underwriting policies to assess and quantify risks before we issue our long-term care insurance policies, similar
to, but separate from, those we use in underwriting life insurance products.

We have accumulated extensive pricing and claims experience, and believe we have the largest actuarial database in the industry. The overall
profitability of our long-term care insurance business depends on the accuracy of our pricing assumptions for claims experience, morbidity and
mortality experience, lapse rates and investment yields. Our actuarial database provides us with substantial data that has helped us develop
sophisticated pricing methodologies for our newer policies. We tailor pricing based on segmented risk categories, including marital status,
medical history and other factors. Profitability on older policies issued without the full benefit of this experience and pricing methodology has
been lower than initially assumed in pricing of those blocks. We continually monitor trends and developments and update assumptions that may
affect the risk, pricing and profitability of our long-term care insurance products and adjust our new product pricing and other terms, as
appropriate. We also work with a Medical Advisory Board, comprised of independent experts from the medical technology and public policy
fields, that provides insights on emerging morbidity and medical trends, enabling us to be more proactive in our risk segmentation, pricing and
product development strategies.

Distribution

We have a broad and diverse distribution network for our products. We distribute our products through diversified sales channels consisting of
approximately 130,000 appointed independent producers, financial intermediaries and 1,200 dedicated sales specialists. Approximately 200
employees support these diversified distribution channels. We have made significant investments in our servicing and support for both
independent and dedicated sales specialists and we believe our product features, distribution support and services are leading the industry.

Competition

Comp