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Pressure on Insurance Industry: Driving New Expectations,
Innovations and Competition

People

Changing customer Impacts of economic Shifts in needs and
demographics conditions risk profiles

Changing customer Psychology /
expectations Behavioral Economics

0
Technology
Emerging Explosion of
Technologies New Data
DVATIO
Platform Solutions RA
Insurance Enterprise

U oA

Market Boundaries

0

New Competitors and Shifting and Shifting and changing
Product Innovation expanding Channels Market Boundaries °

InsurTech Competition for
talent and capital

Source: Majesco 2017 Future Trends — The Shift Gains Momentum
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Disruption Model - Digital Revolution
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Source: Majesco 2017 Future Trends — The Shift Gains Momentum
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New Expectations
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Consumers: Insurance Not Easy To Do Business With

. Geln z Geln Y Geln X Boolmer Sil?n't | A M AJ E SCO
NATIONAL RETAIL STORES - |
LOCAL RETAIL STORES g Customers whose

STREAMING TV, VIDEO, MUSIC

entire insurance

CABLE TV PROVIDERS

CREDIT CARD REWARDS JOUmey IS easy give
ONENERETALERS 7 6 up to 76-point higher
o pt. NPS scores

‘/ — HIGHER NPS

INSURANCE - AUTO / HOME o @

Download the report to learn more: The Rise of the New Insurance Customer: Shifting Views and
Expectations — Is Your Business Ready for Them? http://go.majesco.com/new-ins-customer

INSURANCE - LIFE / ANNUITY & @ &

Source: Majesco The Rise of the New Insurance Customer, The Rise of the Small-Medium Business Insurance Customer
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SMB: Insurance Not Easy to Do Business With

Number of Employees
SMB Products . 1—|9 | 10—|99 100—|499

Small-Medium business 9

customers who rate research,
purchase and service aspects

of their insurance journey as e ~ 9
“easy” give up to 80-point

LOCAL SERVICES / RETAIL

ONLINE RETAILERS

BANKING SERVICES

higher Net Promoter Scores
compared to customers who
rate even one part of the

” experience as “not easy.”
80..

< A MAJESCO HIGHER NPS

CREDIT CARD REWARDS
MOBILE PHONE PROVIDERS

OFFICE SERVICES

INSURANCE - LIFE

EMPLOYEE BENEFITS -

Source: Majesco The Rise of the New Insurance SMB Research
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Millennial and GenX Influenced by Digital Technology and New Economy

Digital Technology Gig and Sharing Economy

Figure 2. Major Consumer Tech Launches Since 2001

Year Product or Service

2001 Apple iPod I :

2003 Skype ]

2004 Facebook, GrubHub

2005 YouTube, Amazon Prime =,

2006 Twitter

2007 Apple iPhone, Netflix streaming ’

2008 Airbnb, Spotify, EAT24, Android operating system |

2009 Uber, Grindr B

2010 Apple iPad, FaceTime, Instagram, WhatsApp jl ——
2011 Snapchat, Amazon Prime Video, WeChat » IS
2012 YPlan, Tinder & :
2013 Deliveroo | ‘ : ﬂ‘\,_ ‘
2014 UberEATS, Apple Pay, Amazon Prime Now } I[F‘ L—T / |
2015 Apple Watch, Periscope Bty
2016 Pokémon Go, Oculus Rift

Source: Fung Global Retail & Technology

By 2020, more than 60% of small businesses in the US will be owned by Millennials and Gen Xers — who prefer to do
as much as possible digitally. The gig and sharing economy is an example of the significant digitally-enabled changes
in people’s behaviors & expectations redefining the nature of work, business models and risk profiles.

Source: Majesco Market Opportunity: Growth in Commercial and Specialty Insurance
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New Economy (Gig & Sharing) in Early Stages of Growth

Non-employer business growth by industry, 2003-2013 (U.S. Census)

Other services™

Administrative and support
and waste management
and remediation services

Professional, scientific, and
technical services

Health care and social
assistance

Real estate and rental and
leasing

Arts, entertainment, and
recreation

Transportation and

|

warehousing

o

200,000 400,000 600,000 200,000 1,000,000
MNumeric change in nonemployers

The “other services” sector gained the most with nearly 1 million
non-employer businesses, including occupations that involve on-
demand services, such as pet sitting, appliance repair, etc. well
suited to gig employment

Source: Majesco Market Opportunity: Growth in Commercial and Specialty Insurance

¥\ MAJESCO

e Marketplace platforms make it
easier for businesses and
freelancers to make supply and
demand connections across a wide
variety of disciplines like:

* Freelancer.com

* Upwork
* Guru

e 2016 Upwork and the Freelancers
Union’s annual survey estimated
that 55 million people or 35% of
the U.S. workforce chose
freelancing (defined as “Individuals
who have engaged in supplemental,
temporary, project- or contract-
based work, within the past 12
months”) as their means of work

© 2017 Majesco. All rights reserved


https://www.freelancer.com/
https://www.upwork.com/
http://www.guru.com/?Ref=login.aspx

Behaviors and New Expectations Impacting Insurers

Pre-Retirement
Millennials (1977- Boomers (1953-
Gen Z (1995-1999) 1994) Gen X (1965-1976) 1964)

Paid for something with a company’s app (e g Amazon, Starbucks) 42% 30%
Paid for transportation through a ride sharing service like Uber or Lyft 35% 29%
Use a fitness tracker like Fitbit, Garmin, etc 41% 46% 39% 34%
Used a cloud-based software application with a monthly subscription fee (e g Microsoft Office) 36% 24% 16% 16%
Paid for something with ApplePay, SamsungPay or similar 34% 35% 24% 11%
Purchased auto, home/renter or life insurance from a website 31% 38% 22% 27%
Owned/used a smart home device like a thermostat, smoke detector, etc (e g Nest) 30% 23% 16% 17%
Bought insurance for an item or event for a specific period of time (e g camera, vacation, wedding, etc ) 23% 29% 21% 27%
Used an app or service to monitor your home (e g Ring, ADT, etc ) 18% 16% 15% 15%
Rented someone else's room or home through a service like airbnb or VRBO 17% 23% 18% 17%
Used a device in your car that records driving usage and behavior 17% 17% 11% 14%
Used a 3D printer or an item produced by one 16% 10% _
Purchased health insurance through an online exchange 16% 11% 12% 13%
Rented a car through a service like Zipcar or Turo 14%

Used/operated a drone 14% 13% 8% 10%
Worked as an independent contractor/freelancer 13% 17% 17% 20%

Rented out your own room or home through a service like Airbnb or VRBO
Bought petinsurance
Worked as a driver for a ride sharing service like Uber or Lyft

Rented out your own car through a car sharing service like Turo or Getaround

Paid for something with Bitcoin
None of the above 6% 5% 15% 16%

“ MA]ESCO Source: New Upcoming Consumer Research Report © 2017 Majesco. Al rights reserved n



Year on Year Change in Experience
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Paid for Use a fitness tracker Paid for something Used a device inyour Rented someone Used/operated a Purchased auto, Rented out your own
transportation like Fithit, Garmin, etc with ApplePay, car that records else's room or home drone home/renter or life room or home
through a ride sharing SamsungPay or driving usage and through a service like insurance from a through a service like
service like Uber or similar behavior airbnb or VRBO we bsite Airbnb or VRBO
Lyft

H Gen Z + Millennials o Gen X H Pre-Retirement Boomer

“ MAJESCO Source: New Upcoming Consumer Research Report © 2017 Majesco. All rights reserved




Interest in New, Innovative Products & Channels
Rapidly Growing for Consumers

o A large “swing group of the younger generations” accelerate adoption
90% . .

Pay per mile Behavior Based Bundled Lifestyle & Prevention On-Demand
80% Behavior

70% T = =

60%

50% B I I o
40%

30%

20%

10% I

0%

GenZ GenY GenX Boomer Silent GenZ GenY GenX Boomer Silent GenZ GenY GenX Boomer Silent GenZ GenY GenX Boomer Silent GenZ GenY GenX Boomer Silent GenZ GenY GenX Boomer Silent

Get charged for auto insurance based Let your auto insurance price be Have insurance integrated into the next Let your life or health insurance price be  Let your home or renters insurance ~ On-demand insurance - Buy insurance
on how many miles you drive partially based on data you share from acar, house, or other item you purchase —partially based on data you share from a  price be partially based on data you for a specific item or event (like a rental
device that tracks your driving and not purchased separately fitness tracker share from a connected device like a  car, camera or a trip) for a set period of
performance thermostat, smoke detector or home  time (like an hour or a day) whenever
B Very Likely 5 m 4 = Swing Group security system you need it

“ MAJESCO Source: The Rise of the New Insurance Consumer Research © 2017 Majesco. All rights reserved n



Interest in New, Innovative Products & Channels
Rapidly Growing for SMBs

100%
N A large “swing group” could greatly accelerate adoption
80% Connected Pay how you

Pay per mile P2P Prevention On-Demand

property drive

0% _ o o o e
60%

50%

40% —_ —_

30%

20%

10%

0%

1-9 10-99 100-499 10-99 100-499 10-99 100-499 10-99 100-499 10-99 100-499 10-99 100-499
employees employees employees employees employees employees employees employees employees employees employees employees employees employees employees employees employees employees

Get charged for auto insurance based Join a group of other businesses to Buy services that prevent accidents or Let your commercial property insurance Let your auto insurance price be On-demand insurance - Buy insurance
on how many miles you drive share the costs of insurance premiums | claims instead of buying insurance that | price be partially based on data you partially based on data you share from a for a specific item or event (like a rental
and small claims, but also share rebates pays you after you’ve had an accident or share from a connected device like a device that tracks your/employees’ | car, camera or a trip) for a set period of
if the group doesn’t file any claims in a claim thermostat, smoke detector or home driving performance time (like an hour or a day) whenever
year security system you need it

W Very Likely-5 ™4 = Swing Group -3

“ MAJESCO Source: The Rise of the New Insurance SMB Research 2017 Majesco. All rights reserved n



Market Shift: Customer’s Life Journey

Insurance 2.0 Insurers engage customers with services
that create value for them across their life journey

© { \

First Car First Job Marriage

(/. iy
College Job Change / Accident Vacation
Start Business or lliness

Source: Upcoming consumer and SMB report
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https://www.northwesternmutual.com/financial-guidance/life-events/getting-your-first-job
https://www.northwesternmutual.com/financial-guidance/life-events/getting-your-first-job
https://www.northwesternmutual.com/financial-guidance/life-events/getting-married
https://www.northwesternmutual.com/financial-guidance/life-events/getting-married
https://www.northwesternmutual.com/financial-guidance/life-events/buying-a-new-home
https://www.northwesternmutual.com/financial-guidance/life-events/buying-a-new-home
https://www.northwesternmutual.com/financial-guidance/life-events/welcoming-a-child-or-grandchild
https://www.northwesternmutual.com/financial-guidance/life-events/welcoming-a-child-or-grandchild
https://www.northwesternmutual.com/financial-guidance/life-events/retirement
https://www.northwesternmutual.com/financial-guidance/life-events/retirement
https://www.northwesternmutual.com/financial-guidance/life-events/when-my-child-turns-18
https://www.northwesternmutual.com/financial-guidance/life-events/when-my-child-turns-18
https://www.northwesternmutual.com/financial-guidance/life-events/accident-or-illness
https://www.northwesternmutual.com/financial-guidance/life-events/accident-or-illness
https://www.northwesternmutual.com/financial-guidance/life-events/losing-your-job
https://www.northwesternmutual.com/financial-guidance/life-events/losing-your-job
https://www.northwesternmutual.com/financial-guidance/life-events/loss-of-a-loved-one
https://www.northwesternmutual.com/financial-guidance/life-events/loss-of-a-loved-one

Technology

New Innovations
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Advances in Technology Create Challenges and Opportunities

Cognitive / Al

* Digital Intelligence

* Customer Engagement

* Game-changing knowledge
Learn & adapt

Talent expansion

Autonomous Vehicles

* Premium Decline

Embed insurance in Subscription
Rental Fleets

Commercial Fleets

@ kash

2 e G Internet of Things Qi Zo0C N Alternative Payments
w OE®D o—T o g Eocne Klarna ©bitcoin i o .
2¥ INTERNETof" L Vehicle wBilvieLater POLL  [Eae@ Mobile (Apple PaY)
P ° zipmark °
o THl GSA y Property s PayPal '
e © Safety MO, e * Messenger Services
- * Rehab / Recovery Arerpoy) T AeHbM & * Bitcoin
Drones -eXChangeicer q
* Underwritin sstransdcti Attty
Claims g B}jg(:ktcg}:%rrl&aﬁl\ct * Commercial & Wholesale markets
© com . o
« Vehicle & Propert PR fii e 'ypljité‘(‘ji y * Reinsurance & London Market Consortiums
Perty o) chyplo 10110 * US Market — The Institutes Consortium
* Cat Events woorkcryptographydata®
. P v Virtual / Augmented Realit
Chatbots / Robotics T A . Claim/s 2 g
* 80% business use by 2020 I1H0 B
. » . ” * Loss Control
* New native app & replace “mobile apps
: * Rehab / Recovery
* Robo Advisors / Agents
e Customer Engagement
e Customer Engagement .
o . * Training

“ MA]ESCO Source: Majesco 2017 Future Trends — The Shift Gains Momentum © 2017 Majesco. All rights reserved



Explosion of Data Offers Challenges and Opportunities

B Multimedia
el (. O 10X
oriented loT faster growth

Manufacturing & 8 @ than traditional
. I

Enterprise lo]

business data
4428 44 428

2009 2010 2011 2012 2013 2014 2015 2016 2017

Business data

Fig. 2. Estimated data growth in various categories and overall’

Source: Majesco Winning in a New Age of Insurance: Insurance Moneyball
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Decline of Traditional and Growth in New Opportunities

Evolutionary

INDUSTRIAL AGE INFORMATION AGE

Social, behavioral and technology
trends create new industries, markets,
businesses and risks that require new
data, products, and services

Market Shift

Technology advances enable carriers to create
finer segments, more accurate, personalized and
optimized pricing with new sources of data and

New Markets analytics for CL traditional coverages

and Risks

@ Segmentation &
Optimization

Internet

@ Base CL Coverage

Telematics

Mainframe Client-Server

Addi Punch Cards
Machine

IEM 305
RAMAC

Calculators

B COMMERCIAL & SPECIALITY GROWTH OPPORTUNITIES

Boomer 1985 1990
1975 1980 |
1965 1970 New Technolod

Silent

1960

ga0 1945 1950 1955 enerations tur
1

Source: Majesco A New Age of Insurance: Growth Opportunities for Commercial and Specialty Insurance in a Time of Market Disruption
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Market Shift

T =~ essssn s ms s

Open-
Source

ket Characteri

Revolutionary

DIGITAL AGE

Inter-connected Risk Landscape
New “Hot Growth™ Industries
Risk Prevention & Related Services

Connected Multi-Purpose Products

Sharing Economy

Al S Cognitive WVirtual
Blockchain i

IoT Cloud /
S SaaS

Platform
Solutions

Autonomous
Vehicles Payment
Methods

Chatbots,
Robotics

Mobile

Gen £
S025 2030

2020

stics

© 2017 Majesco. All rights reserved




Rise of the Platform Economy

Platforms: Disruptive Force Redefining Business Models, Industries, Economies, & Society

a@_gon - _D‘UCAN \%/,‘\ ‘f lo:

frov

)8 A

Source: Upcoming Cloud Business Platform Report
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100%

90%

80%

70%

60%

50%

40%

30%

20%

10%

0%

GenZ Millennial GenX  Boomer

Doing things that reduce risk to get free
or discounted services and products as
rewards

W\ MAJESCO

New Innovations Attractive to Consumers

GenZ Millennial GenX  Boomer

Using services that prevent or minimize
accidents or claims

GenZ Millennial GenX  Boomer

Buying insurance online from a new
brand that is backed by an insurance
company you are familiar with

B Definitely Would B Probably Would

Source: New Upcoming Consumer Research Report

GenZ Millennial GenX  Boomer

Using auto insurance where price is
partially based on miles you drive

May or May Not (Swing Group)

SOCIAL

GenZ Millennial GenX  Boomer

Using insurance that gives any money left
over after claims at year end to

causes/charities chosen by you

© 2017 Majesco. All rights reserved

@

CONTEXT

GenZ Millennial GenX  Boomer

Using insurance to cover an event with a
specific duration such as travel, a

wedding, birthday party, etc



100%

90%

80%

70%

60%

50%

40%

30%

20%

10%

0%

OTHER SERVICES

GenZ+ Gen X (1965- Pre-Retirement
Millennial 1976) Boomers
(1977-1999) (1953-1964)

Using services that prevent or minimize
accidents or claims

W\ MAJESCO

New Innovations Attractive to SMBs

OTHER SERVICES

GenZ + Gen X (1965- Pre-Retirement] GenZ + Gen X (1965- Pre-Retirement
Millennial 1976) Boomers Millennial 1976) Boomers
(1977-1999) (1953-1964) | (1977-1999) (1953-1964)

Doing things that reduce risk to get free or
discounted services and products as rewards

o=

SOCIAL

Joining or forming a group of businesses with g
similar unique insurance needs to get
specialized coverage at a more competitive
rate

m Definitely Would m Probably Would

SOCIAL

GenZ + Gen X (1965- Pre-Retirement
Millennial 1976) Boomers
(1977-1999) (1953-1964)

Joining a group set up by the insurance
company for people with similar businesses
and interests, to network with other members
and get group discounts on insurance and
other items related to your interests

May or May Not (Swing Group)

Source: New Upcoming SMB Research Report

QUOTE/BUY

GenZ+ Gen X (1965- Pre-Retirement
Millennial 1976) Boomers
(1977-1999) (1953-1964)

Buying insurance online from a new brand that
is backed by an insurance company you are
familiar with

© 2017 Majesco. All rights reserved
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SOCIAL

GenZ + Gen X (1965- Pre-Retirement
Millennial 1976) Boomers
(1977-1999) (1953-1964)

Joining or forming a group to share the costs
of business insurance premiums and small
claims, but also share rebates if the group

doesn't file any claimsin a year



Market Boundaries

New Competition
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Multi-Channel Dominates

Consumers rely on multiple
sources and channels

Used 2+ sources of information to research purchase/renewal
Bought Renewed Total

Auto (BT EEERYUY T
Home /Renters o o 8% 30%
Life Insurance R s B 3% I 6%

Used 2+ methods / channels to do research (among thosewho did research)
Bought Renewed Total

Auto s - o

Home/Renters

Life Insurance

Businesses use multiple sources and
channels — particularly larger ones

Used 2+ sources of information to research purchase/renewal
Bought Renewed Total

19 employees B s I
10-99 employees B el 39%
10049 employees [ o D  50%

Used 2+ methods/channels to do research (among those who did research)
Bought Renewed Total

1-9 employees B D 2o% N 49%
1099 employees N sox D sox D 7%
100499 emplovees [N oo D o D 6%

Source: The Rise of the New Insurance Customer and SMB Research

2017 Majesco. All rights reserved



100%

90%

80%

70%

60%

50%

40%

30%

20%

10%

0%

P2P

GenZ(1995-  Millennials  GenX (1965- Pre-Retirement]
1999) (1977-1994) 1976)  Boomer (1953
1964)
pP2p
W\ MAJESCO

Consumer Interest in New Offerings

How likely would you be to consider buying this offering the next time you were in the market for insurance?

GenZ (1995-  Millennials  Gen X (1965- Pre-Retirement]
1999) (1977-1994) 1976) Boomer (1953-
1964)
Al + mobile app

Al + mobile app

On-demand +
individual items

Gen Z (1995-
1999)

Millennials
(1977-1994)

Gen X {1965- Pre-Retirement
1976) Boomer (1953
1964)

On-demand, individual items

mVery Likely (5) m4 mSwing Group (3)

GenZ (1995-
1999)

Source: New Upcoming Consumer Research Report

Online life 1

Millennials
(1977-1994) 1976)
Online life 1

Gen X {1965- Pre-Retirement
Boomer (1953

1964)

2017 Majesco. All rights reserved

GenZ (1995-
1999)

Online life 2

Millennials ~ Gen X (1965- Pre-Retirement
(1977-1994) 1976) Boomer (1953-
1964)
Online life 2
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70%
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SMBs Interest in New Offerings

How likely would you be to consider buying this offering the next time you were in the market for insurance?

Compari Site Online platform

+ digital wallet

Gen Z + Millennial Gen X Pre-Retirement Gen Z + Millennial Gen X Pre-Retirement
Boomers Boomers
Comparison site Online insurance management platform + digital wallet

New online brand

Gen Z + Millennial Gen X Pre-Retirement
Boomers

New online brand

m Very Likely (5) m4 wmSwing Group (3)

M\ MAJESCO

Online HR platform w/ WC

Gen Z + Millennial Gen X Pre-Retirement
Boomers

Online HR platform with integrated WC

2017 Majesco. All rights reserved n



Comparison to Current Insurer: Consumers

Pre-Retirement Boomer

GenZ (1995-1999)  Millennials (1977-1994)  Gen X (1965-1976) (1953-1964)
Is easier to use? 2.50 2.55 2.54 2.46
P2P Is easier to understand? _ 2.50 2.58
Meets your needs better? 2.69 2.72 2.80
Is easier to use? 293 2.65 2.35

Al + mobile app Is easier to understand? 2.83 2.63
Meets your needs better? 2.75 2.49
Is easier to use? 2.91 2.76

On-demand +

. . . . Is easier to understand? 2.78 2.78 2.47
individual items

Meets your needs better? 2.79 2.76
Is easier to use? 291 2.84 2.71 2.40
Online life 1 Is easier to understand? 2.80 2.84 2.71 2.40
Meets your needs better? 2.78 2.77
Is easier to use? 2.78
Online life 2 Is easier to understand? 2.90
Meets your needs better? 2.69 2.93 2.85 2.45

Source: New Upcoming Consumer Research Report

A MAJESCO 2017 Majesco. All rights reserved ﬁ



Blurred Industry and Lines of Business Boundaries

Focus on Creating Customer Value + Leveraging Ecosystems = New Blurred Insurance Offerings

: s
Life / Health L
R O
Wellness PR, =
» (o S . e 'h oy A
&30 ;‘f‘:{?ﬁ gﬁ
Mobility & Safety o ol ;,‘“
B = D ". ::@ $
“ge ' ’ﬁi \..
Smart Products, Physical S8
Assets, Facilities & :; 21
Infrastructure Y.
PR

Source: Upcoming Cloud Business Platform Report

© 2017 Majesco. All rights reserved
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Industry Pressures and the Knowing — Doing Gap

REALITY

NEW INNOVATIONS

» “New” Issues

» “Traditional” Issues

¥\ MAJESCO

KNOWING

What companies are
worried about

Pace of change
Emerging tech
Customer expectations
Business models
Competition from
outside the industry
Digital

Legacy systems
Data & Analytics
Security

Talent

Misses

» Competition from inside
the industry

vV vvyyvVvyy

vV vy Vvyyvyy

PLANNING

What companies’
priorities are

DOING
Companies’ responses to
changing market

Customer experience
Digital strategy
Product innovation
Channel expansion
Legacy replacement
Data & Analytics
Cost reduction

Borderline

» Business model dev.
» New market segments
» New LOBs

Misses

» InsurTech engagement

vV v VvV Vvyvyy

Source: Majesco 2017 Strategic Initiatives: Knowing vs. Doing

» Product innovation
» Channel expansion
> Legacy replacement

Borderline

» Customer experience
> Business model dev.
» Demographics

WISYES

» Sharing economy, Tech for well-
being, Gig economy, Healthcare

» Chatbot, Payments, Al, Wearables,
Blockchain, Drones, Gamification,
Connected cars
& homes, Driverless cars,
3D printing

© 2017 Majesco. All rights reserved



Response to Technology
Trends ... is Weak

Response to Business Trends
Better ... But Not Great

How actively is your company responding to/applying these emerging technologies to your
strategic initiatives/planning for 2017-2019?

Chathot / roboadvisor
Alternative Payment Methods (Apple Pay, Google Pay, etc
Artifiial Intelligence

Wearable Connected Devices
Blockchain

Drones / Aerial Imagery
Gamification

Connected Vehicles

Connected Homes

Driverless / Autonomous Vehicles
Biotechnology

Exoskeletons

30 Printing

0% 10% 200 30% 40% 50% oD% 70% B0%  90%

Blofocusonthis-1 M2 M3 m4  MAdively responding- 5

100%

How actively is your company responding to/applying these husiness trends to your
strategic initiatives/planning for 2017-2019?

Demographic changes (eg Millennials)

New insurance products (e g single item, on-demand, limited duration,
et )

New, alternative channels (e g agaregators, retall, efc |

Creation of Amazon ike customer experiences

New insurance business models (e g on-demand, social /P2P, etc )
Shared economy [Uber, Airbab, etc )

Technology for improving quality of life / well-being

Workforce trend of independent contractors / crowd-sourced options
Healthcare (exchanges, affordable care act etc )

0% 10% 20% 30% 40% 50% o0% 0% &0%

ENofocusonthis-1 M2 B3 B4 WAdively responding- 5

S0% 100%

W\ MAJESCO

Source: Majesco 2017 Strategic Initiatives: Knowing vs. Doing

© 2017 Majesco. All rights reserved



Result: Disruption of Insurance Value Chain

Traditional Carrier Strengths: Traditional Carrier Strengths:
Brand & Agent Network Large, Historical Data Sets

|
: .
Marketing Distribution Pricing Underwriting Risk Transfer SZ?ticcye

|

R

Aggregators, Compare Sites

be what is left for traditional insurers.
Non-traditional competitors can also get
capital and contracts with third parties.

S

MGAs
External Data and Content ﬁ

Provi
roviders Hedge Funds,
Venture Capital TPA, BPO

|
|
|
|
|
|
|
If adjacent players are successful, this could :
|
|
|
|
|
|

Source: ReinventiWsMpqqgs@meraging the Power of Data, Analytics and Cloud Core Systems Report © 2017 Majesco. All rights reserved ﬂ



InsurTech Filling the Gap of Unserved or Underserved Needs

coverager

FOR PERSONALIZED INTELLIGENCE REPORTS CONTACT COVERAGER VIA COVERAGER.COM

170 NEWLY FUNDED BRANDS - USA (100) . EUROPE (41) . Asia(19) [l CANADA (5)

AFRICA(3) [ AUSTRALIA (2)

L L - i B LT L]
] ow[© @ m[E o [@ O D= |l |mea
Cape Analytics|  CoverWallet | Everplans Indico || Metromile ky&nm Smart Drivinc || Understory Amodo DigitalGenius | PORT S p || Health2Sync ©  YuMiGo
[rE” S B w - . -

C cv oo (et ' G { vidren D I'I @ "” CoveRa
__Coptricity ] __Cyence EY!‘E:‘B‘_*J,i ‘%, _Namely | PrecisionHawk Snapsheet || UpGuard fabylon Health) | Push Doctor_}{ TrackActive i _Covera
" pe— B E— - I - w e Wy W PP =

2 En RIS O - Ir U ’

§“ ﬁ L‘L‘ wuR ‘ cred @ oo | E 000 N

CareCloud | DisputeBills FIGO Isaac Re Nauto QBIS Spex Vericred Brolly Finanzchef24 | Qover WeSavvy Jimexu Dialogue
L] ] & - [ [ L] [] ] [] ] m ’, [ ] m L]
..o setty | @l | auilt B @ O |8 | mosi | ==
CirusMD | DocSynk FLO Tech Jetty Nexar Quilt Sprinklr Verifly Buzzmove || Friendsurance]  Quealth Zugar Znap Masil Fluttrbox
] L] ] L] B i [ ] ] [] ] ] [ ] . A
] f @ {.} next [Crasx relayr. ok's <3
oo ext mm| & | = | s it

ClaimKit | Drive Spotter | ForeverCar || Justworks Next Remedy | Sure Verisk Clark insly.om Relayr  121Policy.com OkChexian League |

i [ P o . [ i ] L] = insure i ] i
P Forward e B (&) s o i sing An .'

C Goji .* (L'..) 4 Sy Viocity ps thing m Good Doctor ' '

Clearsurance | Drones Goji Konolabs ||  Omelnc Riskalyze | Symbiont Viocity Adv Insure A Thing | Rightindem Bayzat
Telernati R0

C |o— mm ] O B B O a2 B~

CloverHeakth | Dynamis SW. || Gravie || Ladder ||  Oscar RiskiQ Telematic |  Zendrive Coverfy || massUp Samlino.dk BookDoc Pixelated Aerobotics
1 ] 4 . 1 " (] (]

| [ | B Ol e | [l | B | R o

Cogito Corp. | ible Healt Leaselock Pager RiskMatch The Zebra Zipan Cuwva Moneyb: Shareny Compareitd PolicyPal Emerge
@ = O = O (] ] O m m

< | IER | vieeo 0) m @ ra f @ Shift R BT

Connecture | Embvoiwr Hippo Lemonade PediaQ Root TheGuaranto Zuble Cytora s || Shift Tech Demyto RenewBuy Hepstar
= L] ] L] L] L] L] - ﬁ' - [] L]

@@ [me @ B[R0 6 m U — 5 3
ConsejoSano | Emerge.me Hixme Livegenic Pivotal | Troy 36081 digl.me Simph e EasyPolicy SmarthR Boundlss
m w L L ’ﬂ ] I L m L | 2l - L]

= . in ental w PJ Slice | trym E @ - 5P {(*}} oo } go

Convercent Estify Inbenta || Melody Health|  PokitDok Slice Labs Trym Alan ,'0‘9;3:1 Neos Spheil GramCover || Turtl | Flamingo Vent|

Source: Majesco Grenfields and Startups Report
W\ MAJESCO

© 2017 Majesco. All rights reserved



InsurTech and New Entrants Creating New Business Models
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InsurTech Funding

2012 - Q2 2017 Q2 2017

M United States
m United Kingdom

M United States
M United Kingdom

Germany M France
m China Germany
India India
M France Other
Other
2012 - Q2 2017 Transactions: 605 Q2 2017 Transactions: 64

Source: Quarterly InsurTech Briefing Q2 2017, Willis Towers Watson
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InsurTech Investment
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$189,460,000
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InsurTech Accelerators
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Insurance Technology Funding and Count
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https://www.venturescanner.com/

InsurTech 1000+ Companies

No Single Entity Can Out Innovate an Ecosystem of Thousands
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Digital Age — Driving a Revolution of Disruption and Change

Evolutionary s Revolutionary —>

INDUSTRIAL AGE INFORMATION AGE DIGITAL AGE

Insurance 2.0
Business Model designed to
support a new market,
technology and demographic
assumptions for Gen Z,
Millennial & some Gen X

Insurance 1.0
Business Model designed to

support a traditional market,
technology and demographic
assumptions for Silent,
Boomer & some Gen X
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Digital Insurance 2.0 Platform

DISTRIBUTION &
APPS CONTENT INTEGRATION
SYSTEMS OF ENGAGEMENT CUSTOMER
(DIGITAL) REGULATORY 10T JOURNEYS MOBILE
78
Yo
0 0

SYSTEMS OF  SYSTEMS OF
RECORD INSIGHT

(CORE) (DATA & ANALYTICS)

LOCALIZATION SOCIAL

¥\ MAJESCO

0
&

CLOUD
OPTIMIZED

ATOMIC API

Partner Digital EcoSystems

Source: Upcoming Cloud Business Platform Research

© 2017 Majesco. All rights reserved n




Yin-Yang of Core Insurance and InsurTech

yin-yang (/2% ) describe how seemingly opposite or contrary forces may actually be complementary,
interconnected, and interdependent in the natural world, and how they may give rise to each other as
they interrelate to one another.

CORE SYSTEMS INSURTECHS
SUPPORTS TRADITIONAL BUSINESS MODELS e  SUPPORTS NEW BUSINESS MODELS
SEEMINGLY PROCESS / TRANSACTION ORIENTED * ANALYTICS / ENGAGEMENT ORIENTED
OPPOSITES e BACK OFFICE SYSTEMS *  FRONT OFFICE SYSTEMS
DEEP INSURANCE ROOTS e DEEP TECHNOLOGY ROOTS
COMPLEMENTARY « CUSTOMER FOCUSED OPERATIONALLY EFFICIENT & COMPLIANT
INTERCONNECTED « FUSION OF TECHNOLOGY AND INSURANCE — EFFECTIVE SOLUTION
INTERDEPENDENT « SUPPORT FOR TRADITIONAL & NEW INSURANCE BUSINESS MODELS

FUSION OF CORE SYSTEMS AND INSURETECHS ARE SHAPING DIGITAL INSURANCE PLATFORMS

© 2017 Majesco. All rights reserved n
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% who said their company...

100%

90%

80%

70%

60%

Keep & Grow Existing Business -

Race to the Future — The Path Forward Transform & replace legacy

Modernization /
Transformation
Programs & Cloud

Optimize existing business while
creating new

O Digital Front-End
and Engagement

MARKET DRIVERS

New Business Model for New
Generation of Buyers

Expanded/were expanding Developed/were developing Developed/were developing  Replaced/were replacing G ree nf| e | d &
channels new business models new products legacy systems

Companies that had Lower Growth in past year (1-6) B Companies that had Higher Growth in past year (7-10) Sta I’tu p | n |t|at|VeS

Source: Majesco 2017 Strategic Initiatives: Knowing vs. Doing
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Investing in a Powerful Industry Platform for the Digital Era

Next Generation of Digital Platforms

Core Systems WA MAJESCO

WA MAJESCO W\ MAJESCO Digital@ Insurance

P&C SUITE L&A AND GROUP SUITE

Ecosystem

Cloud Computing
W\ MAJESCO

CLOUDINSURER Industry Platforms

“ MAJESCO © 2017 Majesco. All rights reserved



“ MA]ESCO Convergence  Resources ~ Mews ~ Blog ~ Events Partners Company -

SOFTWARE ~ CONSULTING SERVICES ~ GREENFIELDS MARKETS ~ THOUGHT LEADERSHIP -~ CUSTOMERS

A Renaissance in Insurance

Majesco is focused on transformation as a path to renaissance. Read our views on RECENT BLOG POSTS
these influencers of change and how you can embrace them as a path toward a
renaissance of your business. Explore All Blog Posts By v

October 12, 2017 | By: Denise Garth

THOUGHT LEADERSHIP .
b A aesco The Insurance Renaissance Rolls On

CHANGING INSURANCE FOR THE DIGITAL AGE

Co-written with David Smith, CEO of Global Futures and
Foresight (GFF), this report provides a view on the disruption
and change within the global insurance market with views from
Majesco and GFF.

DOWNLOAD (3)

It has been a busy week engaging the
industry and considering the future ... first
at our customer conference, Convergence
2017, followed by InsurTech Connect. Both
conferences had record attendance, a sign
that insurers are both grappling with
RESEARCH, INSIGHTS & MORE... Filter By Type ~ change and engaged in making ...

Read More ©

WWW.Mmajesco.com

Downleading requires registration.

THOUGHT LE&DERSHIPm THOUGHT LEADERsmpm THOUGHT LEADEnsmpm October 5, 2017 | By: Denise Garth

Wake Up! Insurance is Changing!

g—- ] W, HAESCO

W ragsce WA rasco “Insurers must disrupt themselves — a
path many are on, albeit at different
stages.” David Smith, Strategic Futurist The
digital revolution is disruptive. It is

Changing Insurance for Winning in a New Age of Greenfields, Startups rewriting the rules of business, and with it,
the Digital Age Insurance: Insurance and InsurTech: redesigning organizational and business
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