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Safe Harbor

This presentation is for informational purposes only and is not an offer to sell securities or a solicitation of an offer to buy any securities, and may not be
relied upon in connection with the purchase or sale of any security.

This presentation is proprietary and is intended solely for the information of the persons to whom it is presented. It may not be retained, reproduced or
distributed, in whole or in part, by any means (including electronic) without the prior written consent of Guidewire Software.

This presentation contains forward-looking statements. All statements other than statements of historical fact contained in this presentation are forward-
looking statements|, including statements related to our financial projections and future product developments]. In some cases, you can identify forward-
looking statements by terminology such as “may,” “will,” “should,” “expects,” “plans,” “anticipates,” “believes,” “estimates,” “predicts,” “potential” or
“continue” or the negative of these terms or other comparable terminology. These statements are only current predictions and are subject to known and
unknown risks, uncertainties and other factors that may cause our or our industry’s actual results, levels of activity, performance or achievements to be
materially different from those anticipated by the forward-looking statements. These forward-looking statements are subject to a number of risks,
including those described under the heading “Risk Factors” in our periodic reports we have filed with the Securities and Exchange Commission (the
“SEC”). Although we believe that the expectations reflected in the forward-looking statements are reasonable, we cannot guarantee future results, levels
of activity, performance or achievements. Except as required by law, we are under no duty to update or revise any of the forward-looking statements,
whether as a result of new information, future events or otherwise, after the date of this presentation.

n u n u n u

In addition to U.S. GAAP financials, this presentation includes certain non-GAAP financial measures. These non-GAAP financial measures are in addition
to, and not a substitute for or superior to, measures of financial performance prepared in accordance with U.S. GAAP. See the Appendix for a
reconciliation of these non-GAAP financial measures to the most directly comparable GAAP financial measure. These non-GAAP financial measures may
be different from non-GAAP financial measures used by other companies.

This presentation contains statistical data that we obtained from industry publications and reports generated by third parties. Although we believe that
the publications and reports are reliable, we have not independently verified this statistical data.

The following is intended to outline our general product direction. It is intended for informational purposes only, and does not, and shall not, constitute
binding agreements or contractual obligations of any sort. It is not a commitment to deliver any software or functionality. The development, release,
and timing of any features or functionality described remains at the sole discretion of Guidewire.
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1:00-2:00

Company Update and Vision

Speaker
Marcus Ryu, CEO

2:00-2:30

Cloud Readiness

Priscilla Hung, COO

2:30-3:00

Product Strategy Update

Ali Kheirolomoom
Chief Product Officer

3:00-3:15

Break

3:15-3:45

Customer Story: Nationwide

Michael Keller
Former EVP & CIO, Nationwide

3:45-4:30

Financial Highlights

Curtis Smith, CFO
Jeff Cooper, VP Finance

4:30-5:15

[ GUIDEWIRE

Cocktail reception
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Our chosen domain

-



~1,500 insurers

P&C Insurance Market Overview

Global Tier 3/4/5

<$1B in DWP

1,200+

~S2T pwe -

=

i

a

1.2B $171B 128M

vehicles insured insured cat economic loss insured employees

Source: SwissRe, World Bank, World Development Indicators and EconStats; AIR; Social Security Administration; Insurance Research Council; Kaiser; Guidewire analysis



To deliver the industry platform that P&C

insurers rely upon to adapt and succeed in
a time of accelerating change—and to ensure

that every customer succeeds in the journey



Optimize Meet digital Use data in Cover Embrace Simplify IT
Operations... imperative | new risks complexity
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Transforming Engagement Model

ao
ao|oo
Drll:l EII_ID On-Premise Cloud
Business
requirements
Customer/Partner
Implementation, Customer/Partner

Upgrades + Support

Infrastructure I 1
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Customer Motivations for Cloud

Legacy Replacement On-Prem Migration Greenfield

1,100+ with no
Guidewire core

G GRINNELL

MUTUAL.
VERMONT MUTUAL
=l INSURANCE GROUP

Qdden Mu%/

2y, Since 1860 .
“surance ©°

575+ installations
at 275+ customers

icare

~300 tier 1 and 2
insurers

ﬂ Nationwide’
5 on your side

-

B MetLife

“ BerkleyOne

[ GUIDEWIRE
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Guidewire InsurancePlatform™

[ GUIDEWIRE

Digital

.

(e[ [+

EnterpriseEngage VendorEngage CustomerEngage
ServiceRepEngage ServiceRepEngage ProducerEngage ProducerEngage
for Salesforce for Salesforce

8 O]
y €] 0]
=
PolicyCenter ClaimCenter BillingCenter Underwriting InsuranceNow
Management
DataHub InfoCenter Live Predictive Analytics Cyence
Risk Analytics
© Guidewire Software, Inc. All rights reserved. Do not distribute without permission. Page 15



* Partnering to deliver CRM for P&C
* Launched first products in May

* 50+ joint customers




66 Today, when our customers contact
us they expect us to know them.
Salesforce and Guidewire will enable
that, accelerating our ability to use
our data and take action on it,

improving first-call resolution and
overall customer satisfaction.

'ﬁ ./ Peter Moreau, ClIO, Amica Mutual




Analytics and Data Services Business Unit




Optimize Meet digital Use data in Cover Embrace Simplify IT
Operations... imperative new risks InsurTe complexity

¥
......
.....




Analytics and Data Services Opportunity

Customer Challenges

 Over-abundance of data sources
 New risks to intermediate

* Data science needed to
automate high-volume decisions

Requirements

* Advanced data listening, ML/AI
* P&C models

» Targeted business applications

* Cloud elasticity and scale




Building on Momentum

Cyence Risk Analytics: 37 customers

CYENCE Companies  Porifolios ~  Industries  Scenarios B -  Search all companies Q I ESinoallon s

Manufacturing — Food and Beverage Manufacturing * Download Report (PDF) % Do

Higher Risk = | GmbH

i Uk Holding 2

Motivation

Predictive Analytics:

Guidewire Live: 39 customers

17 customers

=7 Pol: 2879347646 Ins: Paul Vickery  Dol:06/22/2017  St:Open  Adj: Dana Evans (US - HQ - Auto - Normal)  Oct 27, 2017

(2) 3rd Party Bodily Injury - Bill Morgan < > Uz

/

B Explore™
. Detalls 15O Pre Analytics  Evaluations 1 3
AssignedGroup_Narme keyword: "KSC Ademin, CSC Admin, ASC Admin®  “Clerical® sctivity pattermsonly A7 ot + - Current Hi
) / A o ; Al Escalation Risk High Risk
Total Activities ®
Assigned <24hrs Closed <48hrs
e = Rsir Create > Ciose ntribution to Prediction
39.61 56.04 60.81% 60.37% Mi
Claimant 2
p Fil
s r " signed
count il Assigneduser Create > Closed Count -

Subject. Diaz 36.867 13,090

Qlercal Request- Send Document w2 @ care 10269

Clercal Requuest. Call Out mes W = o

Glerical Requaest- Call out to ac to file daim ) Lackey w2 ez

Glerical Request- Cal Out -O/C contact 19 Delgad cesen 5

Clerical Request- Call Qutto OPC 155 Hudson 45692 5398

Qlerical Request- Call Out - FNOL = . P, o

Glercal Request- e with 07C 2 e = e

Glerical Recpaest- repart claim 0 OPC 1z e 163 o

Glercal Request- Gl Out - Please report claim to.0pe & . o e

Clerical Request- Send Document- Please send PL-530F to CLMT with 84

ihe estimae aliached. Thark you.

Ermot Bawd. Frmatisa &
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Guidewire Customers Public Open source Proprietary 3" party Social

P&C Data Lake

=.. O
. o m
. { Machine Learning @E Modeling J

Cyber | Reputational | Small Business | Supply Chain Underwriting | Distribution | Service | Claims Mgt

215t century risks Lifecycle



New Leader: Paul Mang

* Leader, Enterprise Analytics, Aon plc
* Global CEO of Analytics, Aon Benfield
* Partner, McKinsey & Company
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Example 1: Risk Assessment

Conventional Cyence

G G
=] —
Bob’s Thompson
Hardware Tools
Services assembly, installation small engine repair,
glass repair
Products garden supplies, paint, | power tools; large

hardware

landscape equipment

— =]
Bob’s Thompson
Hardware Tools
Revenue S2M $2.2M
Employees 20 18
% off-prem work 0% 0%
Work done >15 ft None None
Seasonal employees | 0 0

Social media

“great advice”

“not well trained,
clueless”

Nearest hospital

0.5 miles

7 miles

v

“Low risk” J

v

“Low risk” ¢

v

“Low risk” J

v

Medium to
High Risk x

[ GUIDEWIRE
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Example 2: Claims Triaging

Situation
* Goal of improving specialty claim process
* 9% large loss claims ID’d at 45 days

* Desire: Accelerate triage, and settle or defend

Predictive Analytics
* Expect 3-5 pct pt loss ration reduction
* 66% additional large loss claims ID’d at 45 days

* Acceleration of meritorious settlements

ATLAS

FINANCIAL HOLDINGS, INC.

Severity

S50k
S40k
$30k
$20k
$10k

SOk

Before

After

45-99 100-199 200-364 365-609 601+

Claim Age In Days

Claims

1,000
800
600
400
200

0

[ GUIDEWIRE
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Sizing The Opportunity
Sales & distribution

Non-obvious Embedded
Plan ning & external data analytics

strategy

Claims

Underwriting and
pricing data

$3-5B
Machine Enterprise risk Frauc.l Adaptive
learning management analytics workflow

$1B S1B

Preo!ictive Other claims
modeling tools Insurer analytics

S0.5B $1B

Current gen solutions Next gen solutions
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Sizing The Opportunity

S8B+ opportunity
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Winning in Our Market




Growth in Licenses of Core, Data, and Digital

1,235

Data

992

739

Digital

Core

515
93
358 (e

40

16
367

302
= E3 I

FYO8 FY09 FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18

Growth in licenses accelerating due to expanding product portfolio

Source: Guidewire analysis, licenses include subscription
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Total Company Revenues: FY 2004-2018

(S in Millions)

vissCYENCE > $661

A MetLife

FY17: 1st IS Cloud Customer &3

ISCS

514

v

License
) cacleeye _
FY16: @ ANALYTICS -~ 424

381

. 350
- @9 Millbrook > 301 Maintenance
FY12: IPO » 232
172
Services

©

ClaimCenter

77

FYO4 FYOS FY06 FYO7 FYO8 FY09 FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18

Note: Prior to 2009 financials were not audited
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Growth in Data and Digital Products

Attach Rate to New Core Sales % of Installed Base

0,
16% 69% e2 60%
()
48%
32%

FY15 FY16 FY17 FY18 FY15 FY16 FY17 FY18

Proven ability to expand beyond the core

Source: Guidewire analysis, does not include Cyence or InsuranceNow
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Growth in Market Metrics

Total Number of Customers Premiums Under License*

S in Billions

38 $454
423

FYO8 FY09 FY10 FY11l FY12 FY13 FY14 FY15 FY16 FY17 FY18 FYO8 FY09 FY10 FY11l FY12 FY13 FY14 FY15 FY16 FY17 FY18

Customer community comprises ~“25% of insurers and premiums

* Premium Under License = Total of licensed premiums, across all customers that are licensing one or more products (excludes Cyence)
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Customers by Tier

DWP FY14 FY18 P&C Insurance Industry
Tier 1: >$5B A >0+
Tier 2: $1B to <$5B 250+
Tier 3: $300M to <S$S1B 47 101

- 1,200+

Industry adoption across insurers of all sizes

Note: Guidewire analysis; Customers may include non-P&C Insurers and reinsurers
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Core DWP Penetration by Region

 Americas W EMEA APAC

Guidewire

e

100% = $937 billion 100% = $668 billion

Guidewire

@

Guidewire

@

100% = $509 billion

Significant opportunities still continue to exist in all markets

Source: Guidewire analysis, SwissRe
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Land and Expand

FY17 FY18

100% = S Total New Sales 100% = S Total New Sales

Land 34% Land 39%

Expand 66% Expand 61%

Broadening product portfolio increases expansion opportunity

Source: Guidewire analysis, excludes New Sales from Cyence
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Global Footprint and Credentials

Poland

Norway
. Germany .
e Denmark FmIand{
Netherlands
Belgium
United Kingdomi

 od \

& France ?
Switzerland \ »
spain )AUStria A fapan
\’ ItaIy > ]

Mexico _Puerto Rico . Hong Kong
India

——Curacao /\b
H. . ’T“ Malaysia
Colombia Thailand &—1Indonesia

Peru _ Singapore”
Paraguay &\ Brazil
®  Uruguay ‘ New Zealand
¥y
P4

Argentina South Africa v

620+ projects completed or underway in 30+ countries; 240+ customers now live
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Competitive Landscape

Duck Creek - DXC - Japan: build
Tier 3-4: - Fadata - ANZ: DXC
- Insurity - Keylane - China: eBaoTech, Sinosoft
- Majesco - Prima _+ ASEAN: emerging )
- niche vendors - RGI
) ) - SAP
- Sapiens
Sequel
Sisnet
- TIA )
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Win-Loss Rate for Core System Decisions: FY17-FY18

100% = Total Number of Decisions 100% = Total Amount of DWP

Did Not Compet‘

36+ Competitors 36+ Competitors

Did Not Compete

Winning more than half of global decisions and ~2/3 of total DWP

Source: Guidewire analysis
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Measures of Core Market Penetration

DWP _ DWP Under Contract
Penetration Total DWP
Revenue _ Annual Fees

Opportunity Total Fees Possible for All Products

Measures can be applied to existing customers and overall market

Note: DWP = Direct Written Premium

[ GUIDEWIRE



Customer Penetration (excluding Cloud and ADS)

Customer DWP Penetration

Customer Revenue Opportunity

B Penetrated B Unpenetrated B Penetrated ® Unpenetrated
Tier 3 UIETE
Tier 4/5 Tier 4/5
50 100 150 200 250 300 350 400 - 100 200 300 400 500 600 700 800 900
S in Billions S in Millions

Significant revenue opportunity in installed base

Source: Swiss Re, AM Best, NAIC (2013); Guidewire analysis
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Market Penetration (excluding Cloud and ADS)

Market DWP Penetration

Market Revenue Opportunity

W Penetrated M Unpenetrated W Penetrated W Unpenetrated
200 400 600 800 1,000 S 200 400 600 800 1,000 1,200 1,400 1,600
$ in Billions $ in Millions

Significant global revenue opportunity

Source: Swiss Re, AM Best, NAIC (2013); Guidewire analysis
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Continued Growth of InsurTech

Digital Attackers
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Significant Investment in New Insurtech Entrants
100% = ~$2.5B investment since 2012

Emerging Technologies

Data & Analytics / 300+

Cyber :

Business Process
Underwriting Analytics Enhancement P&C New I.nsurTech
Fraud Detection New Products Start-ups since 2012

. et
Internet of Things Data & Distribution

Auto Claims Estimation
Claims Supply Chain

Field Estimation

Agent Enablement
Customer Communication
Property Claims Analytics =

83%
of Invested Dollars from

] ‘,%’ Insurers and Reinsurers

An expanding universe of strategic, partnerships, and sales opportunities

Sources: Willis Towers Watson, CB Insights, Guidewire analysis

Page 43

I 1 G U I D E W I R E © Guidewire Software, Inc. Al rights reserved. Do not distribute without permission.



Goals for Next 12 Months

Win the Platform Mandate

Increase Momentum in Europe

Accelerate Cloud Transition

Succeed with ADS Business

[ GUIDEWIRE
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Cloud Readiness

Priscilla Hung, Chief Operating Officer

September 2018
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Training & certification

Production Implementation
* 5 L | =
o & " [ i ko
. T =
8 | l{ i3 &
=
@ Upgrade ‘ o
o ! e 3
Assurance g %
= o R W & e "




Benefits of Cloud

* Accelerate speed to market

* Transfer risk and complexity

* Scale partner ecosystem Network ISGII@A ° Innovate with InsurTech
effects benefits

* Accelerate best practices

* Lower run-time costs

Guidewire  Empower platform mission

benefits * Increase R&D focus

* Increase revenue
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Cloud Drives a New Division of Labor

oo

aojoo

-

ERNE!

On-premises Cloud
Business Key Cloud Business Terms
requirements
Customer/Partner * Saa$s subscription pricing

Implementation, Customer/Partner * SLA - Uptime, response time,

security guarantees, compliance

Upgrades + Support

* Rapid release cadence

Infrastructure .
1 * Quarterly success review
* Implementation by Guidewire
Software 1

Services and cloud-certified Sls
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Unifying Company Functions Behind Cloud
&

Cloud

Product Information
Customer/Partner Development Security

Cloud Customer
Operations Success

E Cloud

Infrastructure

Partner

Enablement
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Guidewire Cloud™ Credentials

100%

Of platform deployable
in cloud

[ GUIDEWIRE

150+

Customers with at
least one product

InsuranceNow
Customers

InsuranceSuite
Customers

© Guidewire Software, Inc. All rights reserved. Do not distribute without permission.
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Scaling SI Partners for Cloud [F GuiDEWIRE

PARTNERCONNECT™
J # of Guidewire-trained

' Building a better D
E e CGPWMUNQ pwc consultants at Sl partners

Coghnizant Deloitte.

7,000
tenZIﬁﬁ ‘TS CsBl

BearingPoint.

\N1EQ
business agility - " CastleBay [}‘ %8.".5 rS FDC CYN®SURE

acentwre o CGl  <Bpam>  kor-|

(( ﬂ H — o]
4 CENTRIC)) TIT3 TECHNOSERV FY09 FY10 FY1l FY12 FY13 FY14 FY15 FY16 FY17 FY18
(> ingainc %« InfoSyp Jjiec R

Partners fully engaged for cloud and on-premises deployments

Page 53
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AWS Partnership

amaZzon

web services

Advanced

Technology
Partner

Financial Services
Competency

[ GUIDEWIRE
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Adapt and succeed™
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InsurancePlatform Strategy Update
Ali Kheirolomoom, Chief Product Officer

September 2018




Optimize Meet digital Use data in Cover Embrace Simplify IT
Operations... imperative new risks complexity
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Optimize Guidewire Imperatives
Operations

* Modernize user experiences

Standardize insurance product definition

* Data-driven, straight-through processing




InsuranceSuite 10 — Unified Customer View

= Po er”

Desktop Account | w Policy | = Search v  Reinsurance ~ Team ~  Administration ~

ACTIONS S
Account Holder Summary: Ray Newton

Details

Ray Newton Accounts

Ray
Unit Habil Cube

S st s o 360° policyholder view,
o s S unified engagement timeline,

2 n $4,200
§ Claims

o & 1-Click actions

Current Policies

Policy # Status Effective Date  End Date Product Premium

Personal Auto  $1,453 Change « File Claim

Personal Auto $1,353 File Claim

$1,353 Change File Claim

Open Policy Transactions

[ GUIDEWIRE
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InsuranceSuite 10 — Underwriter Dashboard

I i . ] Search =  Reinsurance - Team ~
ACTIONS Y
I.l"-‘ Policy Contract v
& Tao
m:
Billing
Anne Applegate
Contacts
feme Low Hazard Insurance
Farticipants

Syndicated content,

actionable insight, & sT3642 | S Sse85 | $8,688

[F T o arned Premiurm Tetal Incurrd

straight-through processing .

Financial Transactions Due Date Priority

Billing

[ GUIDEWIRE
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Standardized Insurance Product Content

Completed all 6 ISO Lines of Business
across all 50 states

First to fully automate delivery of ISO
content into Policy/Rating system

Greater barrier to entry, higher win
rates, and reduced customer TCO

[ GUIDEWIRE

E PolicyCenter Desktop v Agcount v Policy + Contact Search v+ JTeam Adm

» mm Enigma Fire & Casualty

Clause Details

8 Users & Security v

I Rating v Earthquake And Volcanic Eruption Endorsement (Sub-Limit Form) (Building)

£ Business Settings v Instructions

2 Monitoring v show All

X utilities v Description Current Value New Update - 01,
v [ tarthquake And Volcanic Enu. Available Available

® Product Content Analyze

v Attributes

Earthquake And Earthquake And Volcanic Eruption En.

lidingAddi CP78uildingAdd|Grp
Required Required
v Coverage Terms
v Blanket ID Number (if app
v Attributes
Description Blanket 1D Numb. Blanket 10 Number (if Applicable)
Required No No
Value Type Other Other
Priority 200 200
Increased Annual A ga. Available Available
Limit Available Avaltable
Manual Premium Available Available

Percent of Total Exterfor Available lable

© Guidewire Software, Inc. All rights reserved. Do not distribute wit
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Adopted Update - 10/01/2017 Vo1

Avallable

Earthquake And Volcanic Eruption.
CPTBulldingAddiGrp

Required

Available

Blanket ID Number (if Applicable

Available
Available
Available

Available

ut permission.




Meet Digital Guidewire Imperatives
Imperative

* Link to insurers’ digital transformation initiatives
* Embed insurance in front-office CRM

* Deliver personalized, omnichannel experiences




Digital Products & Solutions

Digital Engagement
Persona-Based Apps

— A *

B0 BEQ

S )

B Ll QEE
0

-

[ GUIDEWIRE

Digital Small Business (DSB)
Cloud Solution

g
)%

Insurance CRM
Cloud Solutions

salesforce

S )
EEm QED

© Guidewire Software, Inc. All rights reserved. Do not distribute without permission




Digital Engagement Experiences

futureCState g; FAQ English (US) ¥ mewton@guidewire.com v

nsurance Lomparny

Deliver Insurance your way.

Single pane of glass across
all engagement channels
and interaction modes
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Digital Small Business (DSB)

Quote & Buy Experience

Quote & Bind online, manage
policies, and pay premiums

I 1 G U I D E W I R E © Guidewire Software, Inc. All rights reserved. Do not distribute without permission.




Digital Small Business
Engagement Manager

E EngagementManager *

Barbers

imensions Theme Journ

ymize Your Theme @

Rule-driven site design,
market segmentation,
and user analytics
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Salesforce / Insurance CRM
& Q. Search salesforce

Sales Home Chatter  Leads  Contacts Opportunities = Accounts w Policies ~»  Claims ~  Activities
ACCOUNT
E Ray Newton

SUMMARY  ACCOUNT CONTACTS  ACTIVITIES QUOTES TRANSACTIONS  CLAIMS  BILLING AUTOMATIC PAYMENTS

ACTIVITY

Account Details Customer Summary Mew Task
Name Account Status

Subject
Ray Newton Active 0 1 2 ubjec

Non-pay
Late Payments .
Address Producer Code(s] Y Cancalation

100-002541 Armstrong (Premier)

Delinquency

The Landmark @ One Market Filter Timeli -
Customer Since In-force premium Lifetime premium liter fimeling
; Customer Since
Suite 300 2011 (6 years) €1,221 €21,432
June 20, 2017 NEXT STEPS

94105 Total losses Losses in the last 12 months Policy count D Acme Co - Rend

ctomo : 360° View of Customer

discuss potentig

. Policy, Billing, & Claims Info

Cancel Name Lei Chan

PAST ACTIVITY
v Current Policies

PRODUCT STATUS POLICY NUMBER LAST VIEWED * NAMED INSURRED EFFECTIVE DATE EXPIRATION DATE

In Force 5592241020 11 hours ago Ray Newton 6/20/17 6/20/18 Follow up with

Name Adam Chd

In Force 5592241020 11 hours ago Ray Newton 6/20/17 6/20/18
Call 1 with Lei

Interested in pa

up about budg:
In Force 5592241020 11 hours ago Ray Newton 6/20/17 6/20/18

MName Lei Chan

In Force 5592241020 11 hours agoe Ray Newton 6/20117 6/20/18
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alesforce / Insurance CRM

Financial Ser 5 Contacts +  Financial Accounts ~  Assets and Liabilities Financial Goals w  Financial Holdings ~  Opportunities ~ More »

Opportunity
Personal Auto Quote

m @ m e

ACTIVITY Products (0)

[C) nNotes & Attachments (0)

Quote Request

Quote 1 2, Upload Files

Fully Functional
[ we 4 v
Quote & Buy Journey

A There are underwriting issues associated with the Premium Program offering. h D Contact Roles (0)

Basic Program A Premium Program Standard Program Stage History (2)
$25.33 /mo. $206.83 /mo. $130.50 / mo. Propasal/Price Quote

m _ : €0
Now o -
= ;. 75%

3 31/10/2017
General Coverages - Apply to all vehicles By:  Dan Naughton

27/10/2017 13:51
| Uninsured Motorist - . Uninsured Motorist - Uninsured Motorist - Value Proposition
Bodily Injury Bodily Injury Bodily Injury
torist - B Unir d Mot
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Use Data in Guidewire Imperatives
New Ways

* Enable analytics-based SmartCore™
* Stream real-time operational insights

* Deliver persona-based analytics apps




SmartCore™ Enablemen
Litigation Risk Detection

E ClaimCenter™ v Search v  Address Book ¥

Pol: 4775949863-02 Karen Egertson  Dol: 04/04/2018 Adj: Andy Applegate (Autol - TeamA)

E summary
® Overview
® Status Details S ytics Litigation Analy

® Health Metrics z
ent History

e
P

E Workplan
Solution Summary

= Loss Delails

Exposures

3

< Parties Involved

Infusing risk analytics
models directly into core
operations

] policy " Solution Details
& Financials
B Notes

& bocuments

72 Plan of Action
Relative Contributionto Prediction < Value

73 Services YaYS ¢ © 100 142

EJ subrogation -6

ure limit

A Litigation
L L

€O History y part rank {
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SmartCore™ Enablement
Litigation Risk Detection

[ GUIDEWIRE

Predictive Factors

Factor = Relative Contribution to Prediction %

Days in between loss and report date 100% -100
Claimant's age 76% -76
Exposure limit 76% -76
Lost time from work -62

Body part rank (0..100) I 4%

Value =

143

150000.00

Yes

Visibility into score and
all factors contributing
to risk prediction
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Live Analytics Services
Real-Time Insights in Guidewire Core

(1) 3rd Party Bodily Inj ynthia Hong < > vproesosur:

2 summary ~
T Workplan

2 3
£ LossDetails ~ P

Details 150 | Analytics

cnowledge Watch Suppress Action =

FE Parties Invalved A4
. =

2] S oo

Embedding real-time data
feeds to provide actionable
insights to claims users
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Live Analytics Apps

Claims Explore Dashboard

2,247,020
Ty Sess 64.53% ‘ 25.219% 9 49

R BN

Real-time Claims activities
cycle times, trends, and
service levels
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Embrace Guidewire Imperatives
InsurTech

» Offer curated Marketplace of partner add-ons
* Reduce complexity of integrations through Open APIs

* Facilitate rapid innovation through test & learn




Guidewire Marketplace
Improved UX & Faster Discovery

Claims Management Policy Administration Digital Engagement

B

Fast, visual discovery

of 500+ accelerators @

Data & Analytics Billing Management Contact Management

Discover by Partner
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DevConnect [1 GUIDEWIRE
MARKETPLACE ustomer Deployment

Automotive Damage Inspe

Famg

Fhana *




Before DevConnect: With DevConnect:

Customers need to Customers activate &
write integration code use add-on (no coding!)



Guidewire Marketplace — Insurer Analytics

Add-Ons

SEARCH FILTER
Vendor From To

INTERACTIONS Day | Wesl ADD-ON STATISTICS

Add-on Vendor Used Since Uptime

Add-on usage’ serVice Enterprise Car Rental Enterprise M 2017 99.2%
level attainment, &

On-Demand Claims WeGolook June, 2017

rule-based selection

Drone Property Airware July, 2017
Appraisal

On-Demand Repair Jan, 2018

Telematics Claims Jan, 2018
FNOL

Claims Fraud Detection FraudScope Feb, 2018
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Simplify IT Guidewire R&D Imperatives
Complexity

* Optimize InsuranceSuite for Guidewire Cloud
* Deliver P&C cloud microservices leveraging AWS

* Enable business-driven visual configuration




Our Cloud
Technology
Playbook

. Deliver cloud platform driving standardization
. Assemble turnkey cloud-native solutions

. Enable “visual configuration everywhere”

. Grow network via Marketplace/DevConnect

. Deliver core, data, and digital microservices



—_———— e —— —

Client Apps )

Rating Microservice ((«H))) o a

Discovery APl Gateway Service
Authentication

MICROSERVICES

REST API

Rating fms]

Service
Management

=0

Service
Configuration

Common Service Fabric
Availability | Failover | Load Balancing | Logging | Monitoring | Rollback | Scaling | Tracking

0O

InsuranceSuite InsuranceNow




InsurancePlatform
Business Architecture

Digital Claims Underwriting Other
Concierge Insight Commercial Solutions

OC0DSDOD

InsuranceSuite DataHub Live Analytics Cyence
Risk Analytics

= 8

Digital Small Insurance
Business CRM

InsuranceNow Underwriting

Management

EnterpriseEngage

Digital Engagement Services Data & Analytics Services

Integration | Visualization | Transform.

Visual

Config

Business
Configuration

Experience
Configuration

Infrastructure
Configuration

Interaction CRM ‘ Experience

Services

REYES

Services

P&C Business Services

(Microservices)

P&C Core Services

(Macroservices)

Services

Services

RERYES

amazon Cloud Infrastructure

webservices”

Product
Model

Product Model
Management

Model Template
& Add-Ons

Product Model
Services

Platform
Ecosystem

Guidewire
Marketplace

Developer
Experience

Federated
Integration




InsurancePlatform
Business Architecture

Account Activity Assignment Contact Product Def

P&C Business Services

] ) Doc Mgmt FNOL Payment Pricing Doc Production
(Microservices)

Quote Rating Submission Commission Others...

Page 88
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InsurancePlatform
Business Architecture

P&C Core Services
(Macroservices)

Policy Admin Underwriting Billing

Page 89
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InsurancePlatform
Business Architecture

Auditing Authentication Authorization User Analytics ChatBot

Governance Logging Monitoring Provisioning Telemetry

Geocoding Storage Test Framework Upgrade Others...

Page 90
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ﬂ Nationwide’
is on your side

Business and Technology Transformation
at Nationwide

Mike Keller

Guidewire Analyst Day
September 20, 2018



Nationwide is...

in 457 retirement plans, based ﬁ 8th largest auto insurer

on humber of plans

total small business insurer % . n H

writer of farms and ranches #1 writer 7th largest 8th largest
of corporate life commercial lines insurer life insurer
2nd |a|‘geSt #8 .... #1 pet insurer
domestic specialty (Excess & Surplus) commercial lines insurer = .
provider 1
of defined

$100 million retirement plans homeowners insurer writer of variable

) . . ) . annuities
of venture capital to invent and reinvent customer-centric solutions.

Nationwide is committing more than contribution 7th Iargest I 7th Iargest




Transforming Nationwide’s Core Business With InsuranceSuite

Claims Transformation Personal Lines Transformation Commercial Lines Transformation

Simplify insurance products, processes and technology

Scope Simplify claims processes

Personal Lines Standard Products Commercial Lines Standard Products
and technology by
replacing all claims core AerEsle Mo Uil Business Owners  Workers’ Compensation
systems with Guidewire Auto and Property General Liability
Farm Inland Marine

o 10?% 50% 25%
T| m el ine *

2012 2016 2015 2021 2017 2023

Guidewire S
Platform @ @ @ Q @

ClaimCenter Guidewire Digital DataHub PolicyCenter Add-on Modules CustomerEngage ProducerEngage DataHub InfoCenter
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Transforming Specialty Business With InsuranceNow

Private Client Excess & Surplus Nationwide Pet
Scope Grow private client business Run Management Liability and Introduce new insurance products
by rapidly expanding Specialty (MLS), Contract and services to grow the
products and services Underwriting and Brokerage business, while reducing
across the country lines more efficiently and operational risk

effectively on single, modern
iInsurance platform

_ _ 10@% 25% 0%
Timeline _ _

2013 2016 2017 2020 2018 2020

Guidewire e e e
Platform

InsuranceNow InsuranceNow InsuranceNow
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Business Innovation With InsuranceSuite via Guidewire Cloud™

Digital Small Business Collaboration

Scope Compelling, digital insurance offering for small business owners

Combines Nationwide’s experience and scale as #1 small business insurer with Guidewire’s proven track
record to deliver personalized, omni channel insurance experience for the small business owner

Planning to launch offering this year

Guidewire
Platform

O OO O6 @0

Guidewire Digital InsuranceSuite PolicyCenter BillingCenter ClaimCenter Add-on Modules DataHub InfoCenter
Cloud
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Nationwide DSB Video




Nationwide’s Cloud Strategy

Aggressively pursuing “cloud first” strategy, with aspiration of having 80% of applications in the
cloud by 2021.

Heavily invested in Guidewire platform, making their cloud capabilities critically important for
following reasons:

Cloud technology and DevOps practices are prerequisite to operate at speed and agility demanded
today. Guidewire’s cloud adoption will allow Nationwide to accelerate

9 Cloud promotes zero downtime and currency. We anticipate Guidewire’s cloud adoption will eliminate
complex, costly upgrades that cause business disruption and operational risk

9 Cloud has potential to reduce our TCO through the broad adoption and support of both open source
technical environments and pay for use billing model
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Financial Update

Curtis Smith, CFO
Jeff Cooper, VP Finance

September 2018




Framing Fiscal Year 2019 and Beyond

Understanding i ASC 606 impact on revenue (primary impact on term licenses)
ASC 606 * ASC 606 impact on commissions

Cloud Driving * Transformational shift expanding TAM

SWDEMRVIEEE - sybscription revenue growth and margin impact

Changes * Cloud driving new division of labor with system integrators

Key Metrics New metrics to help investors understand progress

Target 5-Year * Cloud transition requires update to 5-year model

Model
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Understanding 606

Impacts on Revenue and Commissions




ASC 606 Revenue Impact to Guidewire

Contract Type

ASC 605 Treatment

ASC 606 Treatment FY19 Revenue

Annual fee upfront at earlier of

New Term License (1+ years) due date or cash collection

Term License Annual Renewals Ratable revenue recognition

Subscription Ratable at specified annual fee

Impact

Annual fee upfront for entire

initial term Significant in 606

Annual fee upfront on renewal

date Significant in 605

Ratable at an average of annual

) : Moderate (ramps onl
fees in committed term (ramp y)

606 Impact on 2019 Revenue

Loss to Retained Earnings

-+

Benefit from 606

Largely neutralized

[ GUIDEWIRE
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Term License Rev Rec: Old World vs New World

Legacy Contract Approach — Through FY18

ﬁ
1'0

FY17 FY18 \ FY19 J

FY20

A)

New Contract Approach — FY19 and Beyond

606 - Unremediated

$2.0M loss to Retained
Earnings

FY17 FY18 FY19 FY20

* 4 year Term License at $1.0 M per year
* Annual renewals beginning in FY21
* Q4 start date

Recognize term license revenue on annual basis in
Q4 each year based on earlier of payment
received or due date. At renewal in FY21, begin

8)

606 - Remediated

FY19 FY20

Recognize term license
revenue on annual basis in
Q4 of each year

FY17 FY18

ratable revenue recognition because no VSOE

'é‘/ Contract Unremediated

Initial Term remediated to end in FY18, renewal —i
period begins in FY19

B

605 - Remediated
4 N\

Recognize term license
revenue on ratable basis
beginning in FY19 Q4 at
beginning of first renewal

FY17 FY20

FY18 k FY19 )

() comparable () Not Comparable

[ GUIDEWIRE
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ASC 606 Commission Expense Impact

* Costs to obtain a contract - primarily sales commissions - will be deferred
and amortized to match revenue recognition

* Assumes a 5-year amortization period

Commission Type Current standard New standard
(ASC 605) (ASC 606)

Term License * Recognized as incurred e License commission costs will be recognized 40% in year 1,
(2+1 contract) 0% in year 2, and 20% per year in years 3,4, and 5

* Maintenance commission costs will be recognized ratably
over the 5-year amortization period

Subscription * Recognized as incurred * Recognized ratably over the 5-year amortization period
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Cloud Driving Business Model Changes




Cloud Shift to Subscription

FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19E

Perpetual

Subscription

Term

Source: Guidewire analysis
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Cloud Impacts on License & Other Margin

Subscription % of License & Other Revenue License & Other Gross Margin

97%

95%

14% *

9%

FY17 FY18 FY19E FY17 FY18 FY19E

*: Based on midpoint of outlook provided on Q4 Earnings Call
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Cloud Impacts on Services

Services as % of Total Revenue (FY12 — FY19E)

Growth Drivers:
* Cloud
* Europe
* ISCS
0,
46% 45% i
0, o/ *
40% 41% 40%
I 4% 4%
FY13 FY14 FY15 FY16 FY17 FY18 FY19E

FY19E mix remains elevated; enabling S| partners for cloud

*: Based on midpoint of outlook provided on Q4 Earnings Call
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Key Metrics




Key Cloud Metrics

Subscription New Sales as a % of Total New Sales: 40% to 60% in FY19

— Total New Sales: internal measure of average annual value of contract over 5-

Transition years; perpetual license values adjusted to equivalize to an annualized amount

Metrics

InsuranceSuite Cloud Deals: 4 to 8 Deals in FY19

— Possible to sell multiple deals to the same customer

Subscription Revenue: $48 to $54 Million in FY19

— Revenue sold under subscription agreements for cloud-delivered products

Go Forward
Metrics

Annual Recurring Revenue (ARR)
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Annual Recurring Revenue

($ in Millions) * ARR: annualized recurring value at period end for active:
$475-$487 — Term Licenses
15-18% o
$414 — Subscription Agreements
0,
$344 20% — Maintenance Contracts

— Hosting Contracts

Excludes perpetual licenses and professional services

Multi-year term contracts adjusted to annualized value

Aligns to annual invoicing in ramp agreements

Bottoms-up analysis by customer, cannot be derived from
financial statements

FY17 FY18 FY19E

Source: Guidewire analysis; assumes 7/31/18 exchange rate for non-USD denominated ARR
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Target 5-Year Model




Target Model

FY17A FY18A FY19E

* Sales growth

% Subscription of New Sales 6% 36% 40-60%
— Subscription % of new sales and

Subscription % of License and

2% 9% 14%" revenue increasing
Other Revenue 0 ’ ’ : . .
— Product and international expansion
Services % of Total Revenue 34% 41% 40%
Total Revenue $514M $661M $747M° , ,
« * @Gross margin contraction near term
Gross Margin 69% 62% 60%
— Lower subscription GM
Research & Development 22% 22%
] — Increased Services in revenue mix
Sales & Marketing 17% 15%
G&A 8% 8% * OPEX
. " — Increased R&D spend
Operating Income 21% 17% 15%
x — S&M efficiencies
FCF 25% 19% 16%

*: Based on midpoint of outlook provided on Q4 Earnings Call; Details can be found in appendix
**: Excludes one-time $35-40 million due to HQ buildout
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Key Drivers to 5-Year Target Model

Cloud
Operations

Grow and shift new sales towards more subscription, from 36% in FY18 to 80%+

Expand within customer base and migrate on-premise customers to the Cloud

Standardize contract terms to optimize margin

Maximize deal sizes to absorb fixed costs

Drive standardization and conformance to drive cost efficiencies
Balance offshore and onshore resources

Streamline processes via automation tooling

Mobilize Sis to own larger share of cloud implementations
Decrease services revenue as a % of revenue to 30% or less

Drive Services margin to 20%+

Drive down expenses as a percent of total revenue

[ GUIDEWIRE
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5-Year Target Model

FY17A FY18A FY19E
% Subscription of New Sales 6% 36% 40-60% 80%
Zt::s;crrli:;t\i’(;::/: of License and 2% 9% 14%: 50%
Services % of Total Revenue 34% 41% 40% <30%
Total Revenue  $514M se61M sam "$1.38
Gross Margin 69% 62% 60% 65-67%
Research & Development 22% 22% 17-19%
Sales & Marketing 17% 15% 12-14%
G&A 8% 8% 5.5-6.5%
Operating Income 21% 17% 15% 28-30%
FCF 25% 19% 16% 29-33%

*: Based on midpoint of outlook provided on Q4 Earnings Call; Details can be found in appendix
**: Excludes one-time $35-40 million due to HQ buildout
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Q&A
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A



Any discussion of product herein is intended to outline our general
product direction. It is intended for information purposes only, and may
not be incorporated into any contract. It is not a commitment to deliver
any software or functionality. The development, release, and timing of

any features or functionality described remains at the discretion of

Guidewire.
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Appendix



Q1 & Full Year FY19 Guidance

(S in Millions) NON-GAAP

TOTAL REVENUE 159.0 - 163.0 740.5 - 752.5
Gross Margin 59% - 61%
Non-GAAP operating income 14.5-18.5 104.5 -116.5
Operating Margin 14% - 16%
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Reconciliation of Non-GAAP Operating Income

S in Millions

Total stock-based
compensation

Amortization of intangible

assets

Non-GAAP operating income

FY 17(A)

FY 18(A)

FY 19 Q1(E)

FY 19(E)

101.7 - 104.7
28,6 - 29.6
104.5 - 116.5
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