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InsurTech is a vast universe...

InsurTech Activity Across The Value Chain

Policy Management Tools / Software

W FinanceFox (¥ GetSafe (& 2 Knip
M veniyiist [ CLak< EMBROKER ggLp
W, MAJESCO 15! [ GUIDEWIRE
coverwallet Ginsurity outshared

Claims Management Tools / Software
gl i D2 ENSEIVIOPG, Sclera
e (= claimkit 72 st
=  Powered by — \, INSLY
snepsheet [LEIJAS| €5 procede.

Online Distribution - Direct to Consumer
C/arrier Affiliated
Aggregators CompareAsi Homesite policybazaar . New Carriers
QuotePie Goj | Ly zENSURANCE Stride P1cwel PROGRESSIVE
® NsuranceouoTes um o Simoly BLshess R
. _ e Bungalow QSipyELshess D one ExpressTerm
“2INSWEB CoverHound “comparaonline 2newBuy, AR
otelab ey | POlICYBenius jnsurify  *fode IR | % HealthSherpa 5% Beagle
otelab A1 . (o) H "V!(‘g'll(‘n'
O SELECTQUOTI ﬁﬁlﬁﬂﬁ Coverfo)( Ups e ::CEPC;-.-"*.R" X Getinsured ala n e
EVERMTE “-simple%ungﬁ?sypoﬁgy QU”t ',l ,‘;“1115”.[1—__1’*@_ Simplylnsured esurance
1eIQUOTE | @r@ ziy comparecom - zebramyls | Clover |ypioht | ] Ladder
e Qisureon s L 4N it L ven A
ey QSCAr
F IACLE LIFE

a ‘ turtlemint g

—
biraAFYA P BIMA O pesasazanro  finanzen de

Innovative / Specialty Insurance
' % e ‘ PassportCard

:‘?i'fg'?r"r:ll’ (
cuvva

[ [ — t'T'C_DV'?mzin.c»fni.aningenie
o nsure
SURE- bh) 8&0@ bunker A

Employee Benefits Admin / Insurance
Exchange Technology

Engage'.?x.\:m.a“av <Z'afﬂfaenefws
business: Y o (G)GUSTO

m | maestro health

AAYIR
GHNVIC cague
ZUman

BenefitMall

ZENEFITS PLANS DURCE WEX Health

L Namely LimelightHealth
Hixme

Oensqrgm
GUEVARA

M Gather €
9. 00,0
deg (OTHERWISE

Wecouen ¥ emom&e
Wecover 7%, fe SO-SUIe .50

+ METEOPROTECT’ ?:7

Data & Analytics
Safesite COVAA;w!_VULa

Shift Technology Py

uanTemplate ‘
Q P A AnalyzeRe  _ "iupsﬂ,s
g Analyfics ==dP"" 70 e y e
& @™ Tonosuss M WorldCover O,‘friend-J rance

) §
v inspcls)l eillsl’t‘(’r ?E?‘AXELML 7‘“{}6

besure™ inshared 4 ¥
o . . Dt
¥¥Y PEERCOVER |NS

I‘)))) rapidminer g % Spatialkey
; : ._Social Intelligence’ ™
enservio ~- [l twentyfirst o) cuslecre inovolon o
Y VIVALENN & . ¥ ANALYTICS Jf
© Lheagh € Kount” garnix 45coreData mBOUGHTBY 2l
dacadoo Atidot (S‘) Climate o : .

& n

Sales, Marketing and Engagement

ZYWAVE (F massup: g

loT / Telematics

Ao~ N Health S I Tuek
' ~5§5'f'tbit Velltok & ——=IPIP=ZLINZ
J £ ZIPa_rl c:/zr .EB'X v sureill \ HB?,LTK

@ THe FLoow @Xccuscore @) svromane
aocT

IJ Spoter e

MyDrive Ag'erov & Technalogies

. g
Dyhaimis i <
DY g(». DRIP eliza. @ ONE i M Vertafore

W\ @ NUANCE EE;\}S}.{V,;\.,’.‘FE a\ ArpLicD, B

' MISFIT
[ Home

@ Collectiv Heakt .\ crreocs @ Gz
cwell | Health. jysTwoRrks, rray Health PaDiveway TrueMotion @@y zendrive |



...with significant funding

$724M in Q1 2018

e 16% increase over Q417; 155% increase YOY
« 66 Total Transaction

Quarterly InsurTech Funding Volume - All Stages

($ in millions)

$2,000+ $1.852
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1,500
1,000 A
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0
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Deal Count 2013 2014 2015 2016 2017 2018
P&C: 5 B 1 8 8 6 10 8 12 12 13 19 4 18 30 28 22 33 25 41 43
L&H: 15 8 10 4 1 6 20 15 13 9 15 21 18 16 8 15 % 32 23 10 23

Source: “Quarterly InsurTech Briefing Q1 2018” Willis Towers Watson / CB Insights



Which requires focus and discipline

Focused on macro trends for small business
owners

#1: Small end of small commercial (less than 10
employees) is a large and attractive market

#2: Small business owners are starting their search for
Insurance online

#3: Customer expectations continue to increase as
retail and banking provide more ease of use

Created need to develop and understand digital
distribution for small commercial



Small Commezrcial Digital Distribution

Two most common business models

Digital Managing General Agent (MGA)
« Seek access to capital (paper)

« Want to own customer experience (product,
underwriting)

Digital Agencies
* Use carrier products

 Enable improved customer experience to
understand and find right product




Common themes across our partnerships

#1: Partners are independent agents
#2: Have more developers than producers
#3: Operate centralized fulfillment model

#4. Diverse customer acquisition

#5: Collect vast amounts of data to understand market




Key capabilities needed to enable partnerships

Enhanced customer experience and efficiency
are needed to be successful and profitable in
targeting small business owners

As a carrier we need to provide

0 Efficient Workflow 9 Quick UW decision P Consistent appetite

Digital partners are driving large
volume and need to be able to
process opportunities quickly

Quote API

When a referral is needed often the
first to answer is the first to win

CR( L

o Express UW

O
00

Consistency of target risk
characteristics (class and profile)
easily explained and executed

O\ Digital appetite




Building a more efficient way to quote

- Digital partners want to

» y control the customer
Digital partners are driving large .
volume and need to be able to eXpeI‘Ience

process opportunities quickly
« They wanted a better way to

e Quote API pass data
« Wanted to reduce manual

entry as much as possible

Dedicated resources to leverage the ACORD XML
standard to allow quoting through an API



What is XIMIL and API?

« eXtensible Markup Language — a set of information
defined by tags

- <InsuredOrPrincipal =
- «GensralPartyInfos
- «<MNamelnfos
- «<CommliName:
<zCommercialMame>Patel 2 Bakery and Delicious Center of Goodness</CommercialName:>
< fCommiMame:=
<l egalEntity Cd = CP</LegalEntityCd=
- <TaxIdentity=
<TaxldTypeCd=FEIN </ /TaxldTypeCd=
=Taxld>435839454 < /TaxId>
< Taxldentity >
< /Mamelnfo=
- <Addr=
<Addr1>89 BEACH VIEW DRIVE</Addrl=
<Addr2>BLDG 2</Addr2 =
=City>FRESNO = ,/City >
<StateProvCd = CA=</StateProvCd=
<PostalCode>93650</PostalCode
< /Addr=
- <Communications:s

- Application Program Interface — an interface that
allows software applications to communicate with
each other



How do we interact with APIs everyday?

K A Y AK Hotels Flights Cars Packages Rentals
New York (NYC) < Boston (BOS) ﬁ Mon 12/4
IR ADVICE

B\;',‘ now

PRICE BEST « PRICE

129 outor1sin | mEsen
- 12:30 pm

MORE Aty NYC

Stops
‘ AMTRAK
7‘ Save up 0 25
i Rastrctions apply
Times

Take-off New York (NYC

“. 8:00 am
LGA

amazon pay

Track Prices Receive emads with price changes and travel tips for this irip

5% with Saver Fares an Ihve way to Boston

Cruises More v

1 adult, Economy

:

J-  DURATION v

4:35 pm 4h 05m Amtrak
BOS
Show trains

No middie seats, just low fares

$57
Amarican Alrines
6:59 am On5m  pr

Continue with Facebook

Sign in with Google

ii

n Sign in with LinkedIn




We developed an API to allow quoting

verwaliel

External Partner AP Management
Platform {Apigee or
E==5 =
Crvarmalion
NEED A QUOTE FOR YOUR BUSINESS RIGHT NOW?
] 22 .

ceCLIQ i

| nternal Sarvices . ‘/) 'nsureon

Orchestration Layer NGI Quote Service/Better
{PCF ICCU/AWS) Create Agreement (8CA) vogre

YOUR COMPANY

* Our API allows the “interview” to occur anywhere
while feeding information into eCLIQ

« Agents have ability to customize the user experience
and speed up ability to quote arisk




Example of API in action

ABOUT ~ CONTACT LEARNING CENTER BLOG

COVERHOUND

AUTO HOMEOWNERS RENTERS BUSINESS LIFE

Compare with Confidence,
Purchase with Ease.

q ' 0520

Business Insurance Personal Insurance

Let us help you find the right coverage Find coverage for your vehicle or home

N
ny




Enabling better communication with partners

3) consistentappetite Challenge: How can we effectively

communicate appetite and underwriting
Consistency of target risk guidelines with our partners

Charcffterisfc.s {3055;”0' P r":f ’Zf)  Needs to be centrally stored but outside
EaRlly explaIned and execute of our online portal (APl means less time
spent on our portal)

O\ Digital appetite * Needs to be simple to navigate and
consume (Partners want to get the

information quickly)

* Needs to be able to interact with
partners workflow platforms (Need ability
for partners to integrate directly into their
platform if desired)

Instead of building internally

we partnered with Ask Kodiak el ratete




Ask Kodiak provides simple way to search for coverage

.”Kndl:-(u’nmulllr_- X W —

C O | 8 Securs | https//askkodiak.com'¥ mome

AskKODIAK

HOME | CARRIERS AGENTS WHOLESALERS | SIGNIN [ SIGN UP FOR FREE

AskKODIAK Helps Agents And
Brokers Find Coverage For Their

T~ —C — T X
C“ents. —
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Allowing agents and brokers to identify potential markets

Q SEARCH CARRIERS WHOLESALERS =/ £ ACME INSURANCE AGENCTY KYLD < .]
Description of Business v

Business Owners

Lawyers' offices

clear
HOMEBODIEQ

Primary State

AGGRESSIVE

Standard Workers Compensation

Coverage Type(s)

Anticipated Premium @
$0 $5,000,000

o

Admitted ©
Commercial Urnbrella Plus

Excluded Results ©

@ Show results (if any) which your company has
chosen to hide by default.

: - LOOKING FOR MORE
Results From © RESULTS?

v ACME Insurance Agency (2)

Options might be hidden. Fi
v Trusted Carriers (28 Carrier or Wholes
v Other Carriers (79) the Trust Us! butt

they share listings w

Trusted Wholesalers (2)

Other Wholesalers (6)




Leverage APIs to distribute content

Program
Administrators

Wholesalers

Carriers

Alliances

Appetite
API

>

P
>
P

AskKodlak.com

PENGUIN

Carrler Portals

N
Q'r/llstedChOice.com
Broker Websltes

M TechCanary




Find Coverage For:

W& Liberty
> Mutual.

INSURANCE

We are leveraging the tool to provide a way to
display appetite and UW guidelines




PRODUCTS & COMPANY SETTINGS « RAYMOND «

6 products found.

Description of Business v

%l-i_bcr_txmtgl Libert %’l-ibﬂl}i Mutual
INSURANCE INSURANCE INSURANCE

Primary State

Coverage Type(s)

%‘ Lil)crty Mutual

INSURANCE

%’ Libcrty Mutual

INSURANCE

%’ Liberty Mutual.

INSURANCE

Agents can search and identify products quickly



Q,SEARCH

Liberty Mutual Insurance Company
- d L
General Liability
Liberty Mutual's general liability product is the perfect s

S AL > - L UL
o ic endorsement bundles to help protect your clients businesses

Get Started!

Eligible States Underwriting Guidelines

Gt

._-‘L’.pg,

o

Give us the ability to customize content with
guidelines and documents for each of the products



Bringing Digital Efficiency to the Independent Agent

Independent agents are the largest distribution
channel for small commercial insurance

Combining local presence with enhanced customer
experience are a powerful combination

Leveraging the lessons learned and capabilities
developed we can begin to explore use cases across the
broader distribution force




Closing Thoughts

#1: The driving force of technology adoption is
the need for improved customer experience

#2: We are still in the early stages of the
evolution

#3: “True disruptive innovation takes root initially
In simple applications at the bottom of the
market and then relentlessly moves up market™
— Clayton Christensen

*http://www.claytonchristensen.com/key-concepts/



