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1:05 Powering P&C on Guidewire Mike Rosenbaum,
' Cloud Platform Chief Executive Officer
. N . Priscilla Hung,
Jestlin Py adiaud Adoption President and Chief Operating Officer
1:35 om Customer Success Program and Christina Colby,
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Diego Devalle,
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s and Platform Roadmap Roger Arnemann,
General Manager of Analytics
i . Jeff Cooper,
2:55 pm Executing on Our Cloud Model Chief Einancial Officer
3:15 pm Team Q&A Executive Team
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Cautionary Language Conceming ForwardH_ooking Statements

This presentation contains “forward-looking statements” within the meaning of the “safe harbor” provisions of the Private Securities Litigation Reform Act
of 1995, including but not limited to, statements regarding our financial outlook and our future business momentum related to our cloud vision and strategy.
These forward-looking statements are made as of the date they were first issued and were based on current expectations, estimates, forecasts and
projections as well as the beliefs and assumptions of management. Words such as “expect,” “anticipate,” “should,” “believe,” “hope,” “target,” “project,”
“goals,” “estimate,” “potential,” “predict,” “may,” “will,” “might,” “could,” “intend,” variations of these terms or the negative of these terms and similar
expressions are intended to identify these forward-looking statements. Forward-looking statements are subject to a number of risks and uncertainties,
many of which involve factors or circumstances that are beyond Guidewire’s control. Guidewire’s actual results could differ materially from those stated or
implied in forward-looking statements due to a number of factors, including but not limited to, risks detailed in Guidewire’s most recent Forms 10-K and 10-
Q filed with the Securities and Exchange Commission as well as other documents that may be filed by the Company from time to time with the Securities
and Exchange Commission.

In particular, the following factors, among others, could cause results to differ materially from those expressed or implied by such forward-looking
statements: quarterly and annual operating results may fluctuate more than expected; the impact of the COVID-19 pandemic on our employees and our
business and the businesses of our customers, system integrator (“SI”) partners, and vendors; seasonal and other variations related to our customer
agreements and related revenue recognition may cause significant fluctuations in our results of operations and cash flows; our reliance on sales to and
renewals from a relatively small number of large customers for a substantial portion of our revenue; our ability to successfully manage any changes to our
business model, including the transition of our products to cloud offerings and the costs related to cloud operations; our products or cloud-based services
may experience data security breaches; we face intense competition in our market; our services revenue produces lower gross margins than our license,
subscription and support revenue; our product development and sales cycles are lengthy and may be affected bIV factors outside of our control; changes in
accounting guidance, such as revenue recognition, which have and may cause us to experience greater volatility in our quarterly and annual results;
assertions by third parties that we violate their intellectual property rights could substantially harm our business; weakened global economic conditions
may adversely affect the P&C insurance industry including the rate of information technology spending; general political or destabilizing events, including
war, conflict or acts of terrorism; our ability to sell our /)roducts is highly dependent on the quality of our professional services and Sl partners; the risk of
losing key employees; the challenges of international operations, including changes in foreign exchange rates; and other risks and uncertainties. Past
performance is not necessarily indicative of future results.

The forward-looking statements included in this presentation represent Guidewire’s views as of the date of this presentation. The Company anticipates that

subsequent events and developments will cause its views to change. Guidewire undertakes no intention or obli?ation to update or revise any forward-
looking statements, whether as a result of new information, future events or otherwise. These forward-looking statements should not be relied upon as

representing Guidewire’s views as of any date subsequent to the date of this presentation.



Powering P&C Innovation on
Guidewire Cloud Platform




Understanding Guidewire Requires an Appreciation of
the Importance and Size of Property and Casualty Insurance

3 9

Massive global market Touches almost Provides protection
every person and from catastrophe-
business on earth driven loss



P&C Insurance Is a Massive Global Market

~1,960 insurers Americas

60+

~1,600+ Global

$2.5T DWP

Source: SwissRe Institute “Sigma, No 3/2021”; for the US P&C insurance we’ve excluded U.S. A&H market premiums at $1,037 billion, as reported by NAIC; for other regions, P&C insurance accounted as “non-life” and includes

premiums for workers’ compensation, medical insurance, and accident & health.




P&C Insurance Touches Almost Every Person and

Business on Earth

% DWP 50% DWP
PERSONAL LINES ~50 ) COMMERCIAL LINES =™ )
Automotive Residential Travel Property Workers’ Ocean Marine
Comp
Earthquake Pet Watercraft Environmental General Professional
Liability Liability
Mortgage Recreational Personal Injury Machinery Farm Fleet
Vehicle

Source: 2021 AM Best DWP Report (US DWP only)



P&C Insurance Plays a Significant Role in Managing

Growing Catastrophe and Cyber Risk

| Innovation is required to close the |
l growing protection gap :

2 & (o}
: 6\ 10/
LA
@ L_*-l S ® 22
- -
Climate Change Cyber Global Wealth Near-Zero

interest Rates

Catastrophe Exposure Capital

>$250B Cat Loss / yr Insurance uses finance, technology, and analytics 66% of Cat Loss and
to link exposure and capital to backstop risk, 90% of Cyber Loss
>$1T Cyber Loss / yr instill stability, and enable economic growth uncovered

https://www.swissre.com/institute/research/sigma-research/sigma-2019-02.htmi https://www.mckinsey.com/~/media/mckinsey/industries/financial%20services/our%20insights/state %200f%20proper

ty%20and%20casualty%20insurance%202020/state-of-property-and-casualty-insurance-2020.ashx




We Strive Every Day Toward a Simple Mission g

To Power Insurance

Innovation

With a cloud platform the
I industry trusts to engage,
innovate, and grow efficiently



I We Are the Global Leader in P&C Core Systems

Figure 1. Magic Quadrant for P&C Core Platforms, North America

2021 Gartner® Magic
450+ insurance brands on Guidewire Quadrant™ for P&C Core
Touching 22% of P&C DWP Platforms, North America R

Global reach across AMER, EMEA, APAC

Duck Creek Techno\oqles.

Majesco
o
Gartner names Guidewire Biecoe @

Insurancesuite a 2021 Magic Guidewire (InsuranceNow) .
Quadrant Leader

Insuresoft @

Sapiens @
Gar‘tnel' names GuideWire OneShleIdwMarket2\uuoms‘)mwlTy ® .HS
InsuranceNow a 2021 Magic Oneshield (Enteprise)

[ ]
Quadrant Challenger

Rated as a market leader by
Gartner for the 7th year in a row

ABILITY TO EXECUTE

COMPLETENESS OF VISION As of March 2021 © Gartner, Inc

FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 Source: Gartner (September 2021)

Gartner, Magic Quadrant for P&C Core Platforms, North America, Sham Gill, James Ingham, 14 September 2021
Gartner and Magic Quadrant are registered trademarks of Gartner, Inc. and/or its affiliates in the U.S. and internationally and is used herein with permission. All rights reserved



A Modern Core Platform Is Central to Every P&C Initiative

Digital

Core
L G Analytics

Record

Guidewire provides a unified Core System of Record to the P&C industry
(Underwriting, Policy Administration, Claims Management, Billing)



A Modern Core Platform Is Central to Every P&C Initiative

Digital

DIGITAL

Digitally transformed insurers can
engage customers and agents with
personalized products and
responsive omnichannel service,
natively connected to their core

Pata platform

Content Analytics




A Modern Core Platform Is Central to Every P&C Initiative

Digital

ANALYTICS

Modern analytics leveraging
artificial intelligence and machine
learning enables insurers to make
better underwriting and claims
decisions, streamline

Pata and automate processes,
Improving combined ratios

Analytics

Content




A Modern Core Platform Is Central to Every P&C Initiative

Digital

DATA

Accessing and harnessing new
universes of data and data science
derived insights enable insurers to
underwrite and price risk in new
and nontraditional ways

Content Analytics




A Modern Core Platform Is Central to Every P&C Initiative

Digital

CONTENT

Preconfigured solutions that
embed line-of-business, region-
specific, and market-specific
requirements speed time-to-
market and an insurer's ability to
Pata grow efficiently

Content ! Analytics




Marketplace

Guidewire Cloud Platform

xEngage and Custom Digital Experiences

Jutro User Experience Framework

API and Integration Services

m
(2)
: o
Policy, Underwriting, i; ) -:] . Predictive Analytics, Compare, 2
Claims, Billing, and - D) Explore, Cyence, n
Portals ClaimCenter BillingCenter PolicyCenter and HazardHub ‘39
. :
s . e
A3 4
InsuranceNow InsuranceSuite Analytics
Authentication, Scale, Provisioning Guidewire Cloud Platform (GWCP) Monitoring, ClI/CD, Security

Regions Cloud Infrastructure (AWS) Backup, Disaster Recovery




Continued Success of Our Cloud Platform Represents a
Large Addressable Opportunity

Analytics and Data Offerings
That Complement Core Platform

New Customer Wins

$0.7B

Current Fully
Ramped ARR

DWP Monetization (ARR)

DWP Penetration

Source: Guidewire Analysis



Majority of Core DWP Opportunity Remains Untapped

100% = $1.1T 100% = $0.7T 100% = $0.6T

. Opportunity . GWRE Cloud GWRE Self-Managed

DWP Penetration by Tier

Source: SwissRe Institute “Sigma, No 3/2021”; for the US P&C insurance we've excluded U.S. A&H market premiums at $1,037 billion, as reported by NAIC; for other regions, P&C insurance accounted as “non-life” and
includes premiums for workers’ compensation, medical insurance, and accident & health.

Guidewire Analysis



Majority of Core DWP Opportunity Remains Untapped

100% = $1.0T 100% = $0.8T 100% = $0.7T

. Opportunity . GWRE Cloud GWRE Self-Managed

DWP Penetration by Region

Source: SwissRe Institute “Sigma, No 3/2021”; for the US P&C insurance we've excluded U.S. A&H market premiums at $1,037 billion, as reported by NAIC; for other regions, P&C insurance accounted as “non-life” and
includes premiums for workers’ compensation, medical insurance, and accident & health.

Guidewire Analysis



We Continue to Achieve High Competitive Win Rates

Core System Decisions Core System Decisions by DWP

16 Vendors
16 Vendors Guidewire Guidewire

Undisclosed

Undisclosed

Guidewire (Cloud Upgrades) Guidewire (Cloud Upgrades)

Source: Guidewire Analysis; includes DWP for new core system decisions, which is not necessarily incremental to Guidewire’s total DWP under management. “Undisclosed” includes decisions where selected vendor was
unknown or decision was to build internally. Deals involving a cloud upgrade with new core system decisions are treated as two decisions and included in both Guidewire and Guidewire (Cloud Upgrades) and DWP is allocated.



Taking Advantage of This Opportunity Requires

Execution Across Four Key Pillars

Growing cloud Driving a repeatable Embedding Continued expansion
adoption and product innovation innovative Data and of our partner
delivery cycle Analytics solutions ecosystem and

Marketplace



InsuranceSuite Cloud Sales Are the Best Indicator of
Our Cloud Transformation and Momentum

FY 2019 FY 2020 FY 2021
m|S Cloud




I Total Cloud Adoption Is Accelerating Across
InsuranceSuite and InsuranceNow

A

CEM

FCCI

MetlLife

Weston

FY 2019 FY 2020 FY 2021

® InsuranceNow =[S Cloud

MrtA



I Strong Inflection in IS Cloud Production Deployments
Providing Critical Successful References to Drive New Sales

FY 2019 FY 2020 FY 2021
m S Cloud




Six-Month Product Development Innovation Cycle

Now Clearly Established

May 2020

November 2020

April 2021

4

20 [F 21

October 2021

E Release

.~y

yyyyy

April 2022

F Release

October 2022

Seamless upgrades provide faster access to innovation




Analytics Is a Big Opportunity and Use Cases
Abound in Our Customer Base

Quantify Cyber Risk ggctﬁ’n(;lsbal
Improve Risk Selection
gqqdzgo.

Achieve Pricing Accuracy

e 5 O /0 Better Segment Customers and Prospects bearey

Deals in FY 2021 Deliver Better Buying Experiences SSDONEGAL
included at least one
Data or Analytics product :
yHes p Increase Subrogation Recovery LB TR
Improve Claims Operations y-\mica|
Increase Renewals
—

Note: Analysis includes deals for Guidewire developed software products; only deals over $40K in ARR.



Our Consulting Partner Ecosystem Continues to Expand

66 Consulting Partners and Business Associates 13,500+ Guidewire-trained Sl consultants

/\
BI b @ Capgemini@® CastleB .
accenture  Qlchemy  AtoS|Syntel O business agility m By TCY”’*‘
- B-Prost software
evoleeﬁg
CENTRIC CG I Cognizont @CIoudGaia Deloitte. D; dev&del EY oo AEXAVALU ‘e, S —
- WS aameers recenoio0y - wovaTion. - GROUB

]

°
IKORZ- EALLLER - iinogain w

INNOWAVE

. +i
QF"'"::"" HEXAWARE

global services

FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21

sn WPQ e KANO ST [ o R— 2,300+ Certified Cloud Consultants

7417

= 2315
@ oo NAT online we project  (OSBl  sevacor slalom

TATA
( O steri SOMPO st-1L5+> TRAT synpulse CONSULTANCY
}SO"@ IS sopradsteria @ OMPO w772 g CISTRATUS SERVICES

632

779 VOONYX S ZenSan
VOKOL we e Mg r
‘Software engineering experts w‘gr?’.}f;%"
j

FY19 FY20 FY21

tenZIn—g VALU‘EM"C.)';‘EVEUM

Note: Guidewire analysis: tracks total number of consultants who have gone through Guidewire training, self-study, or partner trained programs



Guidewire Marketplace Accelerates
Innovation and Lowers TCO P

- 730+ apps from Guidewire and 130+ TClearray
partners who grew 43% annually @ctamzcH @ marey

@hearsay

- Open, flexible, plugin-based approach = chronovo handdii CLARA
accelerates insurtech adoption ag.s CLAIMEOX

, ¥ GhostDraft
G genpact & FRISS

- -_—
@ LexisNexis: o Kuse
@ CAMBRIDGE ’ ) LCSREm
]j[ FISPAN

“7) Betterview

- Poised to accelerate due to cloud adoption
and standardization

(ZVONE INC

%150 Claims Pariners
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Cloud ARR Growth Is Best Measure of Our Success

$ in millions

Cloud ARR $234
$62
FY 2018 FY 2019 FY 2020 FY 2021

Note: Cloud ARR is defined as ARR from sale of Cloud products only. For self-managed customers upgrading to IS Cloud, the ARR of the migration contract is accounted for in its entirety in Cloud ARR upon

start date of IS Cloud migration contract, with the previous self-managed ARR being reduced to zero.



Driving Cloud Adoption




I Guidewire Cloud Platform
The Only Platform That Supports Insurers at All Tiers and in All Geographies

© |

'\l\ AVIVA
© T I % \ AMERISURE . .
1299 usak - “AMA Guidewire’s core touches 22% of global
yAmical
(Canada) Canal )y WGt ey DWP
———— XX /
AMERICAN FAMILY MS.(;F economical 'NEMCC cwmm Eif'ﬁ'ﬁfﬁiw\w ch ..
o _— Of the remaining 78% of global DWP not
Church . . o . -
il e copens ECE touched by Guidewire, ~50% is still using
AioiNissuran:e JHARTFORD e l= Mutu; ‘|| W tF ::m:p ny H
‘,;l‘“"» & GORE MUTUAL SHERINEEEE malnframe SyStemS
e ER) e L
/‘ﬁ L] L]
ﬂ Ee maprre  Hollard e WHEMIC 15% of InsuranceSuite installed base has
Nationwide LaCapitale ’ LSURANGE /72 )
adopted InsuranceSuite Cloud today
A MetLife @ LY eRoMUTUEL ~
T The only cloud solution in the market t
—— RLI Eratin * e only cloud solution in the market to
5 | lead industry modernization for both
RSA UAIC W . .
(UK) I o nsurance i - existing and new customers worldwide
= Wawanesa @zokcw T
SE “lnsvrance (Canada)

Note: Chart includes examples of InsuranceSuite Cloud customers only



Guidewire Cloud Provides Significant Business and

IT Value for Customers

&Y

Stability Business agility Fast access to innovation
Scale Speed-to-market Lower cost of ownership
Security



Guidewire Cloud Provides a Single Platform Supporting
Greenfield and Large Book of Business

Greenfield Existing Book of Business

Test and learn Core system of record with

Net new LOB complex integrations

Live on Guidewire Cloud Deliberate approach

Platform as fast as 90 days




Industry's Largest Partner Ecosystem Facilitates Cloud

Transformation Initiatives

Customers ask
themselves

“How do we reduce project costs
when over half is due to hundreds
of complex integrations?”

“How do we mobilize the talent
necessary to ensure this
transition is successful?”

“What is the best
strategy for us?”

Guidewire eases integrations with
a wide marketplace of innovations
pre-wired to IS Cloud

Guidewire provides peace-of-
mind through vast Sl ecosystem
of talent and expertise

Guidewire leads integrated
strategy with Customer
Success Program



Each Cloud Proofpoint Accelerates Customer Adoption

Trailblazer Successful Adoption

P

Market Confidence Proof Points




I Customer Success Is Paramount

Ensure that every y
single customer is
successful in adopting
Guidewire Cloud

Demonstrates our commitment to customers
at every stage of their journey

Focused on business outcomes, from
adoption of Guidewire Cloud through full

value realization

Provides customers with both continuity and
targeted support to take full advantage of the

technology




Customer Success Program
and Customer Q&A




o ‘ Path to Success

Chart Your Course Launch Your Solution Achieve Business Objectives

Mobilize and Execute Adopt and Evolve



We've Built a Cloud Service Operating Model to

Maximize Our Customers’ Success

Executive Customer Success Technical Expertise Guidance and
Sponsorship Management and Support Adoption Support
Q S,
(™) P “Q:
2-2 =
Named relationships between Multiyear success targets to Guided onboarding experience Standards and guardrails that
customer and Guidewire business objectives . enable market differentiation in
executives Consistent engagement whether an efficient way
Joint planning for roadmap programs are led by Guidewire,

Direct influence and advocacy adoption partner, or customer Boost programs to enhance
into Guidewire strategy capability adoption and usage

Comprehensive production support



Customer Fireside Chat

Jas Dhindsa Greg Pfluger

Chief Technology and Data Officer, Chief Information Officer,
Gore Mutual Insurance Personal Lines and Life,

American Family Insurance

N
& %/I%RTEUAL AMERICAN FAMILY®

> GO FORWARD




Executing on Cloud Innovation
and Platform Roadmap




I Successfully Executing on Guidewire Cloud Platform

elease
Data & Analytics

InsuranceSuite Core

- w Guidewire Cloud Platform (GWCP)



Guidewire Cloud Platform Services and Components

xEngage and Custom Digital Experiences
Jutro User Experience Framework

APl and Integration Services

O
o &
% : Predictive Analytics, Compare, O
= Policy, Claims, i; ) -:] — Cg. Explore, and Cyence &’
Billing, and Portals o ; n
= ’ -
E ClaimCenter BillingCenter PolicyCenter HazardHUb 3
= 3
. E i
. LEC I
A3 4
InsuranceNow InsuranceSuite Analytics
Authentication, Scale, Provisioning Guidewire Cloud Platform (GWCP) Monitoring, CI/CD, Security

Regions Cloud Infrastructure (AWS) Backup, Disaster Recovery




Guidewire Cloud Platform Now Available Worldwide




I Rapidly Growing Scale and Maturity of GWCP

Regions
Customers*
Environments 360+

Deployments 2,500+

Transactions 100/sec 1,000/sec

*k%

*Customers on Guidewire Cloud Platform **Excludes 6 cloud customers who have not yet moved to GWCP In validation as part of Dobson release criteria



GWCP Is Designed to Scale* to the Needs of Our

Largest Customers

8SM+ 100M+ 15K+ 100+

Transactions/Day Policies in Force Active Users Total Integrations

tt 1t

*Note: Per Guidewire Cloud customer deployment




I Hybrid Cloud Model Leverages, Protects, and Optimizes

Hybrid tenancy approach Multitenant : ;
y y app Cloud-Native Services Guidewire Cluster

— Single-tenant IS Core 1

— Multitenant cloud services o@

Guidewire Cluster i S

Preserves investment

in InsuranceSuite : IS Core
|

Optimizes cost efficiency . o

~ Containerized workloads . S

Gateway IS Core

— Orchestrated by Kubernetes §
|

Balances speed of adoption, o@

)
performance, and cost ), .
= IS Core g
MaX|mlzeS CUStomer value Microservices Customer API-Based Customer N

Customizations




A Cloud Platform That Unlocks Data in the Core

» Cloud services for high-end analytics

— Dynamically scales to serve all key analytics
needs

— Customers don’t need to build and maintain
themselves

InsuranceSuite

S»E

Live Data Streaming

IS

S N NS
Cloud Data Lake

Data Studio

» Access to core as well as third-party data

« Enables wide range of Bl and predictive
analytics apps

« Data Studio enables this faster than ever

before @')

— Quick access to pre-curated data sets

— Business and IT users can quickly create Cloud
their own Data Access

®=

Guidewire
Analytics Apps




Deliver Smart-Loop Analytics to P&C

Enabling live insights

to make people and GUIDEWIRE
systems smarter SMART LOOP
&,

Learn
Continuously



I Analytics Solves P&C Insurance Business Problems

Inform investors of S&P Global
creditworthiness of Ratings
businesses worldwide

Leverage non-obvious, curated
external data to better select

and price risk = DONEGAL.

INSURANCE GROUP

Guidewire
Smart Loop

Automatically triage incoming
submissions to focus on

Quantify cyber-risk exposure profitable business é, SOMPO

to better manage capital and
reinsurance AON

Better segment
customers and prospects

for profitability 1@@?%@



Leverage More Data to Drive Granular Risk Insights

229

& ==

Your Data Curated External Data Anonymized Peer Data
Get fast, easy access to your own Enrich your data with integrations to See how you are performing against
data with Guidewire Data Platform third-party data from relevant sources your peers with anonymized peer
and Data Studio as well as behavioral casualty data data in Guidewire Compare

captured in the Cyence data
listening engine




Make Better Decisions with HazardHub Property Data

Make informed individual decisions B < eom0sms )
1,000+ geospatial risk variables, including perils from
air, water, earth, and fire to micro-segment, ProSPECt,  (ostes e e tooun camauore et D)
write, and manage risks profitably Earthquake ®
Assess portfolios ®
Portfolio view of personal and commercial U.S. -
property risk e oty 28 =B s o Fre St f
oy i @ |

. . ﬂ‘

Get valuable risk scores in seconds it ST o

HazardHub’s API delivery for any U.S. address
Caldor Fire in South Lake Tahoe, CA
Started 08/14/21
220K acres burned & 75% contained @ 09/23/21



I Embed Intelligence to Sharpen Decisions at the Edge

Desktop ‘v Claim (000-00-000003) |v REET ‘v Address Book ’v Report Utility |v Vacation

E ClaimCenter™
. - =) Pol: 1042322649 Ins: Ray Newton Dol: 08/30/2021  Adj: Andy Applegate (Autol - TeamA)

i> Actions

Predictive Analytics Summary  Retum toSummary

Apply powerful predictive models
Prebuilt Guidewire Predictive Analytics models to
deliver analytics projects faster, or your own models
through open-source integration

Summary

Current History

Overview

O High Top tenth of severe claims Recommendation: Refer to supervisor
Status

Health Metrics Severity

Timeline
© Warning Top tenth of severe claims 95% Recommendation: Refer to supervisor

Workplan
Embed insights in workflows
g IE Loss Details Estimate $52,754.00
Predictions in underwriting and claims workflows 2 Brposures
Predictive Factors
4% Parties Involved
P poi Predictor Name Predictor Value Predictor Influence Contribution To Total Influence
olicy
Deploy q u ickly T Exposure Limit 250000.00 -159 ﬂ
. . Vehicle Damage Rank 70 -118 - 26%
Models deployed in days instead of months B Notes |
n Vehicle Towed Yes -93 - 21%
I8 Documents
Litigation Probability 53 -61 13%
#: Plan of Action
Sl Days Between Loss and Report 0 -27 ' 6%
= Services

Date

A Litigation

(D] History




Learn Continuously to Improve Outcomes

Measure your performance
Claims and underwriting performance tracking in
Explore and comparison to your peers in Compare

Conduct A|B testing

Champion | challenger approach to raise the bar

Monitor predictive models
Early detection of drift and opportunity for variable
selection and micro-segmentation

E Compare™

View or Edit Existing Scenario v

Claim Comparison (Claim)

¥ Descriptive
# Companies
# Exposures

# Claims

# Exposures per Claim

‘ % Closed

% Zero Incurred
% Catastrophe
% Litigated

¥ Basic Financials

Indemnity Incurred

Indemnity Paid

Indemnity Paid as % of Indemnity Incurred

Expenses Paid

Recoveries Received

Closure rate relative to peers

Our Company versus Benchmark

Our Company Benchmark Deviation
1 24
148,037 12,064,115
72,466 7,233,767
204 1.67 |
72.3% 94.1% N
0% 0% |
1.7% 1.8% Il
0.2% 1.3% |
$4.665 $5,326 n
$3.347 $4,657 =
71.7% 88.3%
$24 $158 [
$298 $484 |




I Respond to Increasing Cyberattacks

Estimated global cost from
ransomware in 2020

Increase in cybercrime since
Covid-19 lockdowns began’

Of SMBs surveyed have had
a cyberattack in 20192

Average payout by U.S. businesses
for ransomware attacks?

Average payout by U.S. large
enterprises for ransomware attacks3

THE WALL STREET JOURNAL

English Edition * dition | Video | Podcasts | LatestHea

Home World US. Politics Economy Business Tech Markets Opinion Life&Arts RealEstate WSJ.Magazine @~ Search Q

TAKE A SURVEY We want to hear from you. Take part in this short survey to help shape The Wall Street Journal. Take Survey, ®

# WSJNEWS EXCLUSIVE | BUSINESS

o Colonial Pipeline CEO Tells Why He Paid Hackers a $4.4 Million Ransom
v Joseph Blount says he needed to quickly restore service after cyberattack threatened East Coast supply
lin] UPCOMING EVENTS i
& €he New Pork Eimes
The M.TA. Is Breached by Hackers as
Cyberattacks Surge
Agriculture | Business | Food & Drink | Nation | Nation & World

One-fifth of U.S. beef capacity wiped out by
cyberattack on JB

Hackers with suspected ties to China penetrated the New York
transit agency’s computer systems in April, an M.T.A. document
shows. Transit officials say the intrusion did not pose a risk to

o2 pm riders.

f@!u»ﬂ[@

AAAAA
aaaaaaaaaaaaa

Not interested



https://purplesec.us/cyber-security-trends-2021/
https://ponemonsullivanreport.com/2019/12/cyberattacks-on-smbs-rising-globally-becoming-more-targeted-and-sophisticated/
https://www.coveware.com/blog/q2-2020-ransomware-marketplace-report

Deliver Fast, Accurate Cyber Insights with Cyence

Capture Broad Data

Cyence collects and curates cyber-risk
data at scale and quickly returns
information about a company

Acme Corp @

Industry: Retail trade

Annual revenue: $20M-$50M
Employee count: 501-1000
Location: Greensboro, NC, USA

Risky software and applications
Shared hosting

Technology exposure

Website performance

Model Individual Risks

Cyence’s expert data science
team creates models to give you
insights into target companies

Loss

Analysis Firmographic

Exposure

Probability Signals

Get Portfolio Insights

Cyence compares how companies
interact with each other in a
portfolio or industry

hnnp

:_::I:_ll

[

Cyber Portfolio

Average annual loss: $2.7M
Ground up loss: $369M




A Strong Roadmap Ahead

12

s :

Continue Scaling Observability Jutro
GWCP Dashboards Web Application Platform
: : Cloud-Native
Product Lines Solutions Services



Extending InsuranceSuite with Cloud-Native Services

Common Functional

Cloud Services Cloud-Native Business Services
Services
o Access
Authentication . Control
Property Translation gﬁ;a shot
Service Service Serv?ce
Subscription Provisioning Micro App Configuration
Service Service Service Service
Rating Rules ® cams Product Line oo ssion
Service Service Service Service Serlioe




I Submission OCR Service Extension of InsuranceSuite

r PolicvConter™ Desktop |v  Account |v  Policy |v  Contact [v Search |v Team  Administration | v . Q
=] TolicyLenter
ACORD Document Review Close
Actions
ACORD 130/ Page 1 o - Frick Paper WC 3 Q Page 1 of
Ay Agency Name Application.pdf 4

ACORD 130/ Page 2 (StateR... @) ~
|
My Activities ‘ Armstrong and Company

- )
ACORD" WORKERS COMPENSATION APPLICATION

ACORD 130/ Page 3 By v

My Submissions ACORD 130 / Page 4 ©

My Renewals

23 Other Policy Transactions

My Queues

& Uploaded ACORD Documents

ALL STATES

ACORD 130 (2017/05) Page 1

e |




Desktop Iv Account |v Policy ‘v Contact |v  Search | v  Utility ‘v Administration | v . *

[7 PolicyCenter™

Uploaded ACORD Documents
Actions

Summary

My Activities

Drag and drop files

© Upload file

My Submissions
@ My Renewals
2@ Other Policy Transactions Seacy Q =

-§ My Queues Status v Account Number v Account Name v Organization v Producer Code v Product v Last Updated By v Last Updated On v

& Uploaded ACORD Documents




Guidewire Cloud Accelerates Customer Efficiency

Scale and capacity
on-demand

Continuous process
optimization

Lower workload
processing costs

Faster solution
deployments

Optimize IT
infrastructure spend

Worker cost reduction
through automation




I ... and We’re on Track in Driving Our Efficiency

8 FUTURE RELEASES>

CloudOps Process Optimization

'@ —

!

‘ » Continuous software updates
‘  Cloud integration framework

» CI/CD development automation
 Self-service and automated provisioning
* Blue/Green deployment model

Note: lllustrative, not drawn to scale.



I GWCP Releases Focus on Efficiency

Gather Provisioning Requirements
Build CI/CD Pipelines
Provision Tenant Environments

Define Tenant AD Groups

Set Up Tenant Identity Provider

Load InsuranceSuite Code

Define SDLC Permissions and Branches
Register Tenant with GCC BANFF
Set Up Tenant Logging W
Configure Tenant Environments
Verify Tenant Onboarding
Create Project Environment

Deploy InsuranceSuite Code

Register with Microservices
Register with CDA

v
4
4
v
4
4
v
4
4
v
4
4
v
4
v




GWCP Efficiency by the Numbers*

FY20 10 100

FY21 46~ 226

*Based on fiscal year ending July 31st **Excludes 6 cloud customers who have not yet moved to GWCP




Executing on Our Cloud Model




I Over 80% of New Sales from Cloud in FY21

Cloud New Sales Compared with Total New Sales

FY16 FY17 FY18 FY19 FY20 FY21
mCloud = Self-Managed

Note: New Sales is defined as incremental Average Contract Value from sales activity in the period.



Benefits of Cloud Model

Cloud enables TAM Expansion Customer LTV Scale Matters More
Guidewire to best
1 Guidewire Role Expansion Recurring Revenue Choosing the Right
service the P&C Partner Is Consequential
iInsurance |nd ustry Sticky Core Systems of
Record Market Share Key to
Spend on Core System Building Industry Platform
On-Prem Cloud Long Customer
Relationships Analytics and Ecosystem

Opportunity

Guidewire ] HW/nfra

. Runtime . Implement / Upgrade

Note: Spend on Core System is illustrative and not drawn to scale.



I Model Gaining Momentum

ARR Growth Accelerating

14%
/v ~
13%
Cloud Driving Subscription Revenue Inflection
FY20 FY21 Fy22*
Subscription Margins Starting to Show Leverage
Subscription Revenue
Increased Confidence in Target Model el
. v
_M%
FY20 FY21 Fy22*

*FY22 numbers are per the mid-point of the outlook provided on our Q4 earnings call dated September 2, 2021.



I ARR Normalizes for Divergent Revenue Patterns

- Subscription and Support Revenue Topline Software Growth Rates

- Ratable revenue recognition over the duration of the
committed term

- Cloud software usually provisioned in 30-60 days
after deal execution

- License Revenue

- Upfront revenue recognition over the duration of the

committed term 14%

— Standard duration is 2-year initial terms followed by n 13%
annual renewals 12.%___’/‘/‘

- ARR 12%

- Annualized recurring value for all term licenses,
subscription agreements, maintenance and hosting
contracts

- Excludes perpetual licenses and professional services

In some arrangements, a portion of recurring contract value is
allocated to services revenue for revenue recognition purposes, but
not for ARR

- Aligns to annual invoicing amounts in ramped FY19 FY20 FY21 FY22*
agreements

-o—ARR Growth ® License and Subscription & Support Revenue Growth

*FY22 numbers are per the mid-point of the outlook provided on our Q4 earnings call dated September 2, 2021.



I Long-Term, Durable ARR Growth Driven by Cloud

$ in millions

FY19
m Cloud = Self Managed

Note: ARR results are as of the FX rate at end of the respective fiscal year.



Cloud Driven by InsuranceSuite Cloud Momentum

Total Cloud ARR InsuranceSuite Cloud ARR

$ in millions 3-yr CAGR llens 3-yr CAGR

119%

FY18 FY19 FY20 FY21 FY18 FY19 FY20 FY21

Note: Cloud ARR is defined as ARR from sale of Cloud products only. ARR for InsuranceSuite Cloud (IS Cloud) is defined as ARR from IS Cloud deals only. For self-managed customers upgrading to IS Cloud,

the ARR of the migration contract is accounted for in its entirety in Cloud ARR upon start date of IS Cloud migration contract, with the previous self-managed ARR being reduced to zero.




Ramped Contracts Provide Tailwind to ARR

Fully ramped ARR defined as:

- Annualized value of recurring revenue at year five for ramped contracts

- Ramped pricing agreed to with customers and based off pricing schedule outlined in contract
- Pricing schedule may extend beyond the committed contract period

- Pricing schedule is time-based and not milestone-based

Fully Ramped ARR
$ in millions 3-yr CAGR

= Backlog

EARR $610

Aggregated Ramps: InsuranceSuite Cloud Deals Since FY2018

FY19 FY20

Note: Aggregated Ramps shows the incremental ARR from InsuranceSuite Cloud deals signed in FY2018, FY2019, FY2020 and FY2021 and aggregated into a single cohort. This analysis only includes
incremental ARR as a result of the InsuranceSuite Cloud deals and excludes any existing ARR that the customers had prior to signing the Cloud deals.



I Product Investments Driving Our Cloud Efficiency

8 FUTURE RELEASES

CloudOps Process Optimization

'@ —

!

Continuous software updates

} « Common cloud services

 Cloud integration framework

» CI/CD development automation

+ Self-service and automated provisioning
 Blue/Green deployment model

Note: lllustrative, not drawn to scale.



Increased Confidence in Target Model

Cloud Transition Y5\

Phases FY21A FY22

Midpoint Outlook

$582M $662M Over $1B
40% 48-53% 75%+
$743M $785M $1.2B

65-67% 73-75%

59-61% 66-68%
14-16% 26-29%

17-19% 29-32%

Note: FY22 midpoint of the outlook is from the outlook provided on our earnings call on September 2™, 2021. Margin numbers are non-GAAP. For actuals, please see appendix for a reconciliation of GAAP to
non-GAAP numbers. Operating Cash Flow Margin assumes company is not a cash taxpayer.



I Growth and Efficiency Will Drive Subscription Gross Margin

* FY21 is expected to be the trough for Subscription Margin
« Margin expansion is driven by durable subscription revenue growth
« Improving cost and operating efficiencies is expected to drive margin expansion on headcount costs

Subscription Gross Margin Subscription Gross Profit

FY19 FY20 FY21 FY22 FY19  FY20 FY21 FY22

Headcount Costs B Other Costs [l Subscription Gross Margin / Profit

Note: Non-GAAP subscription margins; illustrative and not drawn to scale. HC Subscription Cost of Revenue includes Compensation, Benefits, Employee Welfare, Travel, Facilities, Contractors, Allocations and Intercompany
adjustments. Other Subscription CoR includes Marketing, Software fees and AWS, and other costs not associated with headcount.



I Investing for Profitable Growth

« Continue to invest to capitalize on huge market opportunity

* Expect to grow operating expenses at lower rates than ARR

+ Expense comparisons to GAAP revenue growth are impacted by varying revenue patterns
* Investments to balance topline growth with margin expansion

Growing ARR Faster Than Operating Expenses

ARR Growth @ Total Operating Expense Growth

Note: lllustrative and not drawn to scale. Non-GAAP Total Operating Expense growth.



I Model Gaining Momentum

ARR Growth Accelerating

14%
/v ~
13%
Cloud Driving Subscription Revenue Inflection
FY20 FY21 Fy22*
Subscription Margins Starting to Show Leverage
Subscription Revenue
Increased Confidence in Target Model el
. v
_M%
FY20 FY21 Fy22*

*FY22 numbers are per the mid-point of the outlook provided on our Q4 earnings call dated September 2, 2021.



Q&A



[y

Navigate what's next.



Reconciliation of Non-GAAP Subscription &
Support Gross Margin

I N A T T

GAAP Subscription & 51% 42% 35% 39% - 41%
Support Gross Margin

Non-GAAP adjustments:

Total stock-_based 39% 4%, 4% 3%
compensation

Amortization of intangible 129% 9% 5%, 29%
assets

COVID-19 Canada
Emergency Wage -% -% -1% -%
Subsidy

Non-GAAP Subscription &
Support Gross Margin

66 % 55% 43% 44% - 46%



I Reconciliation of Non-GAAP Gross & Operating
Margin

COVID-19
Sbtaos(:g Amortization Canada
As % of Revenue Combensa of Intangible | Emergency | Non-GAAP
tign Assets Wage
Subsidy
50% 5% 2% -1% 56%
(14)% 16% 3% -1% 4%
46% 4% 1% -% 51%
(21)% 16% 1% -% (4)%

*Excludes the impact of the acquisition holdback impacting R&D expense, which will be reflected upon completion of purchase accounting.



