November 2021 ; J |

. Strictly Private & Confidential.




Agenda

Strictly Private & Confidential.

Opening Remarks

Socotra Presentation

Breathe Life Presentation

Qover Presentation

Flybits Presentation

Perspectives on Partnerships with The Co-operators

Ben Harrison
Partner, Head of
Partnerships
Portage Ventures

Ken Holmes
VP, Sales

Patrick Viau
Chief Client Officer

Jean-Charles Velge
Co-Founder

Gerti Dervishi
Chief Revenue Officer

Dan Sinclair

Vice President, Corporate
Development & Co-Head
Co-operators Corporate
Venture Fund

(@ sagard

2



Portage is a global fintech venture capital fund

US$2.8B 52 8 3

Assets Under Management'? Investments Number of Countries Funds in Market
Invested in

« Global deal flow driven by our presencein multiple geographies, reputation as

Global Perspective fintech experts, and extensive network of LPs, advisers, and industry contacts

« Deepfintech knowledge facilitates a focused approach to deal sourcing
« Extensive theses developed in corefocus areas

« Investing and operational experience across all aspects of fintech
Investmentand Operational - Established process leading to signs of expected winners within our portfolio
» Experience leading both early-and growth-stage investments

Expertise in Fintech

Value Creation Team Accelerates « Vertical experts provide expertise in areas such as technelogy, marketing,
Growth in Portfolio Companies enterprise sales, cybersecurity, and data infrastructure

« Portage believes that corporate LPs derive significant financial and strategic
strong and Expanding Corporate value through our partnerships and insights model

LP Network + 40+ LP-portfolio company partnerships to-date generate S100M+ in Enterprise
Value® for portfolio companies

Focinfomation regad ng okl i on o1 pefonmande i nman on, 0 keaoe refer 1o “ Parform ance Repanting " on page 34

PORTAGE= .
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The partnership framework in action

ON THE RADAR FIRST MEETING / USE CASE PROJECT LAUNCH
DEMO IDENTIFICATION INITIATION
Incumbent
Incumbent Incumbent Incumbent Incumbent
Conduct high level Conduct evaluation of: Evaluate for: Enggge;takihc:jldetrs o .
evaluation of: onduct evaiuation of: - Strategic priority onirm bUdget SCOPERY  Implementation of:
] Business model . and timeline « POC
» Strategicfit Analvsis of offeri alignment Initiate risk :
» Business problem nalysis ot ottering Fit (product, (IEEEE TS * Pilot
Deeper market, risk) ASSESSHICnE * Project
understanding of Decide best course Initiate contract
company - discussions
of action (POC, .
Cultural fit Pilot or Project) Ident_lfy and secure
required resources
Alignment > Alignment > Alignment > Alignment > Alignment
What are the biggest Is there a business, Is this use case Are we aligned on all key Have we delivered on
opportunities in the culture, and capability fit? appropriate for the requirements, plans, and what we promised?
market, and which align objective(s) we are trying expectations?
best to our strategies? to achieve?

Start Up Start Up Start Up Start Up Start Up

Define: Introduction or demo Engage with key LP Ensure that: Define:
* Your ideal partner to highlight: contacts and identify: * Project team and * Success and
« Your value * Business Model + Business resourcing are measure it

proposition and * Product/service opportunities available Risk and
placein the offering Potential paint compliance

competitive Value add to LP and points

documentation is
landscape use cases

up to date

Strictly Private & Confidential. (@ sagard



Partnership Best Practices and Lessons Learned

Start-ups are not custom development
shops
Start-ups are flexible but the need to significantly

alter offerings to address the use case is usually a sign
of abad fit

Have the right people at the table
Engage the right decision makers to ensure quick
turnaround and reduce roadblocks

Focus on the use case

This helps provide a clear focus and goal - making it
easier to articulate and prove the value of the
partnership

The basics to partnerships still apply

Have a clear goal, define KPIs and intended outcomes,
provide clear deliverables and timelines, and monitor
and report

Right-size the onboarding process
Legal and risk assessments should reflect risk level
for the intended use case with the start-up

A quick no is better than a drawn out

maybe
Be honest about fit - it saves everyone time

Keep lines of communication open - Don’t be overwhelming

N WO DN -
O N O O

always Start-ups have limited resources so limit the demands
Talk often to establish trust and ensure challenges on their time by providing clear contact and oversight
are resolved in a timely manner points

Strictly Private & Confidential. @ sagard 5
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A seriously powerful Insurance platform out of the box

Socotra can run your entire policy admin operation, from quote to claim, for Life AND P&C

Underwriting  Policy Admin
& Rating

Billing Claims Reporting

Automated
Underwriting

Technical
Premium

External
Data Calls

Peril-based
Premium

Quotes/Bind

Out of Sequence

Endorsements

Renewals

Cancellations

Document/Form
Generation

Lapsing and
Reinstatement

International
Currency Support

Payment
Plans

Invoicing

Subclaims

Reserving

Claims
Payable

Canned
Reports

Commissions

Event

Stream

APlIs

¢ socotra



Socotra lives at the intersection of the
iInsurance industry and modern cloud

Insurance

Non-Insurance

Custom/On-premise Modern Cloud
Software Platform

[ GUIDEWIRE & BriteCore

A MAJESCO o Dukcreek

SIEBEL. EpiCc Seode 32 Dropbox

¢ socotra

¥ socotra



What we hear from insurers

18-24 month deployment lead time
“Socotra got us live in 6 months versus 27 months with
our previous vendor”

- Tier 1 Commercial carrier

Unwanted reliance on SlI’s / vendors for

any level of change
“We went live with no SIs and no Services from
Socotra”

- Tier 1 Auto carrier

Systems that restrict growth
“We deploy products faster than we used to get out of
the design phase”

- Tier 1 Life carrier

Socotra Marketplace means you can leverage pre-built
integrations from data providers, claims solutions, and
more. This enables getting to market 2-3x faster than
incumbent/legacy solutions.

Total platform transparency at docs.socotra.com means

real empowerment for insurers. Anyone can deploy it, in
50% of the time for 60% of the cost.

Next-gen data model means a new world of agility.

Quickly and cheaply launch or migrate any insurance
product, in any geography, through any distribution
channel; on a single platform.

¢ socotra

=



We've been busy, and we're just getting started...

7 years ago this was a concept for an underserved market and we
started building for a complex industry

3 years ago we achieved Product-market fit
@ Nationwide’ gég/lnl:tallhﬂnl

Idg
In the last 3 quarters, 140% customer growth
(h bamboo Bsigo  elgha

‘secure

Berkley STy Z% TONI Digital

Y socotra



Trusted by our global customers to develop new
products and manage their existing book of business.

& Nationwide oy gactal AV Ms®amlin

United States United States United Kingdom United Kingdom
Personal Lines Motor Disability Income Vehicle Interruption Cover Commercial Lines
for Uber drivers (Division of MS&AD; )

idg £ Hippo Berkley Ty

RETIREMENT | BENEFITS | LIFE

Australia United States United States United States

Personal Lines Motor Confidential Personal Asset Insurance Term Life
(Division of Sum itomo Life)

1

Y socotra



Socotra is the only modern core platform
to engage customers and reach new markets.

A core platform that empowers you to rapidly develop and deploy products
your customers want, and distribute them in any manner you like.

Average Socotra Average Socotra customer during . .
. . After going-live:
implementation:

Upgrades $0

customer:
Live 3x faster Saves 50%

Implementation Timeline
o o o o o o O o
Eirgg?g;f 2 Months 5 Months 6 MoTnths 7 MOIIthS 9 MoT ths 10 Months 12 MoInths
o elsha B ZSHIPPO. Nf o = iag  Mutwal
FAIRMATIC = )
SYE.RA

RETIREMENT | BENE

¥ socotra



Case Study: AXA

One of the world’s largest insurers wanted to
launch an insurance product for Uber drivers in
the UK as quickly as possible.

AXA wanted to partner with Uber by providing them
with a new-economy insurance product-- “Vehicle
Interruption Cover,” which gives income protection to
Uber drivers in the UK whose driving has been
interrupted. AXA wanted Uber drivers to be able to
purchase it through the app.

“In only nine months AXA was able to design
and launch a first-of-its-kind, new-economy
insurance product without any

customization.”

How we helped

Socotra’s powerful data model and open APIs
made it easy for AXA to configure a new
product and integrate it with Uber’s driver

platform.

Geography: UK

Partners: Uber

N socotra




Case Study.
Mutual of Omaha

A century-old life insurer charts a course to the
cloud.

As stalwarts in the insurance industry, Mutual of
Omaha recognized the benefits of shifting from legacy
systems to modern technology in order to deliver
better customer experiences. Partnering with Socotra
helped them transform their policy operations and
develop their first (and most complex) insurance
product entirely in the cloud. One year later, their
Disability Income insurance product has already
launched nationwide, and Mutual of Omaha will apply
the new process and cloud architecture across

multiple existing product lines.

6} MutuarOmana

“Socotra showed us what frictionless software
looks like and challenged us to incorporate, in
our own designs, pluggability concepts and
encapsulation. When exploring and evaluating
other vendor solutions in the insurance value

chain, we apply the Socotra standard to them”

- Jerry Sayre, Chief Software Engineering

Officer, Mutual of Omaha

Results

-  Mutual of Omaha’s new platform built on
top of Socotra can take insurance products
from definition to MVP in less than 100
days.

Mutual of Omaha’s “run” cost on Socotra is
50% lower than its legacy platform.

Mutual of Omaha’s revised application
process resulted in a significant reduction
in time required from application to
issuance from 50 days to 20 days.

Geography: United States

Product: Disability Income Y( socotra




Case Study.
—lpha Secure

A startup MGA wanted to launch a new cyber
insurance product for any business and industry.

Elpha Secure, a startup MGA focusing on cyber liability,
wanted to launch a new cyber insurance product but
needed a policy administration system to manage its
back-end insurance functionality. Elpha Secure had the
technical resources to implement an insurance core
platform and without a complete insurance team was
able to design the product and go live in less than two

months.

e .

‘secure

“Elpha Secure holds the Socotra speed
record for going live with its cyber insurance
product in only

six weeks.”

How we helped

Elpha Secure took advantage of Socotra’s
30-day free trial and public documentation to
quickly configure its new Cyber Insurance
product on their own. Socotra’s open API
structure enabled easy integration with Elpha
Secure’s front-end and other systems,
significantly reducing their development

timeline and costs.

Geography: United States

Partners: AXB Stripe

N socotra




Nationwide’

Case Study: Nationwide

“Nationwide is going from concept
A large carrier wanted to launch a new digital .
Sk : : e to deployment in 8 months— an
insurance platform targeting millennials.

unheard of timeline in the industry.”

Nationwide wanted to get a new digital insurance How we helped

platform to market as quickly as possible. The vision

o I Socotra was the only platform that
was to allow millennials to take a photo of their driver’s

license, answer four simple questions, and get a quote could provide the agility required to

in less than a minute. Leveraging a legacy policy admin accommodate the tight time

system would have delayed their timeline by years .
g 4 e constraints, a clear and seamless

(instead of launching in months) and led to

T e e product implementation, and a clear

integration strategy that promoted

innovation.
Geography: United States

Partners: /
EY

N socotra




As an insurer, know your rights

—
.

You have a right to documentation
You have a right to choose your implementation vendor
You have a right to keep operating during upgrades

You have a right to your data

CL-

You have a right to a free trial

¥ socotra
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D breathe”

The Life Insurance Distribution Platform November 2021

B breathe”
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B breathe”



Advisors expect
an enhanced experience to thrive

@)
g} S 0o—0—0 Q @
A Y

Sell more Stay relevant Easy-to-use Build Customer
tools relationships Peace of mind

B breathe”



The modern life insurance distribution

the distribution

1. Broken process: advisors and customers channels
working in silos

2. Costly dropouts: long and painful buying process

3. Uninformed decisions: little to no data on customers

4. Undifferentiated distribution: carriers are commoditized

B breathe”



The modern life insurance distribution

the experience

1. Unified buying process through connected channels

2. Enhanced role for advisors

3. Greater access to life insurance products for consumers
4. Leverage power of data to learn and adapt Distribution

as a key differentiator for carriers

B breathe”



Breathe Life is
& HYBRID powering life
insurance
distribution

B breathe”



OUR PURPOSE

To increase global adoption of
life insurance

$ 1.6 Billion

Total Insurance Coverage Amount

B breathe”
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Best User Experience

e We are digital experts bringing a
fresh UX perspective.

e Carriers, distributors and
customers appreciate the

frictionless experience.

d% Do you have any life
insurance coverage already?
't om

Do you own life insurance?

A ]

B breathe”



We Power Hybrid Distribution

Policy

Advisors Administration

! Consumer
Direct -
———————————— Engagement
_____________
([ RARSES I i

CallCenter  —— /- potic

= upport
Insurance Buyers
desales — T Data Analytics
Inside Sales Data An:

Consumer Experience Quote e-App Connect
Prospects Capturing & Routing and sell To Delivery and Manage

B breathe”



WE POWER INDUSTRY-WIDE ANALYTICS

Carrier 1 —~ i
arrier ‘}’1@ o Insights
N

- e Gapsin Insurance Product Offering

o }g . o Market & Consumer Segmentation
~\ e Distribution Channel Performance

e UI/UX Optimization

Example: 15% White Space Identified

Intelligent Platform

u e Data-Driven Product Recommendation
e Smart Omnichannel Dispatching

. __~ o Best Next Action for Advisors/Agents
Carrier 5 e Accurate Predictions (Fraud, Churn, Conversion)
Example: 2X Conversion Rate Potential on Better
: Product Recommendation
Carrier ... % '

B breathe”
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SIMPLE SAAS PRICING MODEL

We reduce the risk by integrating all costs into our recurring annual fee
vs. high upfront costs and lower costs down the line.

Traditional Vendor D breathe”
Implementation
Integrations
Analytics
Support
Optimization N/A

B breathe”



We Power Client Results

. Teachers Life NATIONAL
NNNNNNNNNNNNNNNNNNNN BANK

https://youradvisorwebsite.com

La Capitalé. ssa

viaction . ‘Coo
e of viagion (@ FaithLife

% RBC DC
A\E| Insurance ‘== WORLDSOURCE
RBCH @ INSURANCE NETWORKING,

q

@ financial life

DASHBOARD

¢

"o

B breathe”



Consumer
Satisfaction

35%

Increase in average premium

WE POWER RESULTS

Increase in policy sales

35%
33%

Decreasein
time to issue

Reduction in
costs of
acquisition

2 45%

Dormant advisors reactivated

1%

Advisor
Satisfaction

B breathe”



The Breathe Life Team

Management

Advisors

lan
Jeffrey
CEO

Patrick
Viau
CCO

Henri de Castries
Breathe Life Investor &
Former CEO

Maria Hancock
Breathe Life Board
Member &

Former CIO ERM

AIG]

~

Seb Carlos
Malherbe Benfeito
CPO . CTO

IN

Hould

COO

Scott Cochran
Breathe Life Investor &
Executive VP New
Markets, F&G

Paul Desmarais Ill
Chairman & CEO

% Sagard Holdings

John Stokes

Partner

real

Sharon Ludlow
Breathe Life Board
Member &

Former CEO

@ Swiss Re

§9@e3
©20¢9003

Headquarters
Montreal, Canada
Toronto, ON

@

£Q09

L06®

world class team of insurance experts, designers,
developers & data scientists

A
O

) ’Q

B breathe”



) qover

API driven
insurance for
disruptive players

#Hackinginsurance



lconic players love us!

ReVOIUt M monese Insure My Tesla

J deliveroo W(rw Glovo

XX\ COWBOY. oo

+ many
more



Rewiring the Insurance industry

Complex landscape... ...Made easy

L] Products

i
é Regulatlon
cHUBB

=
{Q . & S:;tomer @ E} .wokOM

W

Cla|ms / . m
0 M
Finance

We have built a full stack insurance u solution with cutting-edge
technology to enable any business to embed, p-sell or cross-sell
insurance



We are a Tech Company providing full stack insurance solutions

LICENCING & INNOVATION & INTEGRATION, COST & VOLUME & CUSTOMER
AGILITY TIME TOMARKET CUSTOMER SATISFACTION EXPERIENCE
- - Customer Tech e e .
Risk Carrying m Servicie Solution Distribution
wakam Revolut
@ NN {-Baloise J deliveroo
E qover - "
cCHUBR > W
AlG COWBOY.

Global digital turn key solution to distribute insurance



Tech

Open-API -
White-label
100%
proprietary

D
€7265.50
e §°

Fully Modular
Micro-architecture Can
launch any product in

days/weeks

Tech
Infrastructure
built!

How we crack the puzzle

Data

Big Query
Infrastructure
in place
connected to
numerous
source of data

@

Collecting Data,
harvested by
eCommerce Best
Practices

Building a
competitive edge
for the future

Insurance

Pan-European
licenses Delegation
of Authority from
12 insurers

Gig Economy

We master boring stuff:
Local Regulations /
Audits / Compliance

Insurance
Infrastructure
built!

Operations

Centrally
operated
in Brussels
>95% Customer

Satisfaction

EIEIEIEIE -

Operational Excellence
800k insured handled
from Brussels

Operational
Infrastructure
built!

Pan
European

Mastering complex
insurance
Active in 32+

countries

Unique ability to
launch and manage
Pan-European
programs

Unique Pan-European
capabilities
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Fully Embedded Insurance solution

Your Claims..
within the app

Global Insurance Solution
included in Paid Plans, 33
countries

Insurance Consultancy &

Creation of the “Plus” Plan

Revolut

‘ V/g‘A
’ VISA
Give your everyday
finances a boost

Get more out of your money for less than the coffee

Open API Integration — Real-Time Data
exchange
Full Claim Journey automated and

integrated by API in Revolut app

Revolut

www.revolut.com

Neobank with 12M+
Personal customers

Insurance embedded in
the paid plan to increase
the frequency and
average amount of
payments

Encourage the conversion
of free users into paid
users

Open API


http://www.revolut.com/

In real-time, a rider that switches-on
his App get insured instantaneously

8 deliveroo GlOVO WO{I

Freelancers insurance that protects them
while working and logged to the platform

Usage based
insurance solutions
for Food Delivery
platforms
100.000+ riders

insured on the road

Live in 11 countries
in Europe

Accident & Health
and Liability
insurances



Q

qgover

#Hackinglnsurance
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http://www.qover.com/

©Flybits

My Insurance

Be in the moments that matter.

November 2021
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BACKED
BY GLOBAL
LEADERS

Flybits wins Frost & Sullivan's
2021 Global Product Leadership
Award for customer experience

in financial services

Contact us at:
https://get.flybits.com/flybits-icmif

Investors

POINT72

—I . mastercard.
® VENTURES

PORTAGE citl VENTURES

T reinventure

Select Accolades

TOP STARTUPS

(F%Ireat
CAN ace ——— 2020 ——
HAWARDS To [T BEPORTONBUSINESS
T Work. DNVIDI CANADAS TOP GROWING
GoLb Sy : MAIL* COMPANES
L Certified

ooooooo -oct2021

& vodafone

& BOSCH

Technik fiirs Leben

Z Trellis

Capital

0P | ARTIFICIAL 2
YO | ATELLIGENcE
CEOS OF 2020

1orlO

growth

©Flybits
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30% of Netflix subscnbers watc
hoices comes from their personal
W recommendation feed'

Everything-as-a-Service
Intelligent | Dynamic | Feed

Why not

insurance?




Challenges in the insurance space

The insurance industry is undergoing a massive shift in customer expectations

1. Customersare expecting personalization throughout their
insurance journey, from a tailored quote all the way to a
personalized claims approach (i.e., not just paying a cheque
for repairs, but creating a network of service providers for
home insurance).

2. Low product differentiation and low brand loyalty results in
customer retention focused on price-sensitivity and value
services (i.e,, claims handling process).

3. Insurtechs are disrupting the industry with novel pricing
strategies, coverages, and digital experiences

O Flybits



PRODUCT SUITE | FINANCIAL SERVICES | MY HEALTH MODULE

Introducing Mylnsurance

An always-on solution that elevates
the insured's experiences at every
lifecycle stage, for every moment.

— —

9:41 Wil S -\

< My Health & Q

hlI Policy Offers

_ Il =
Onboarding |

Wealth

Policy engagement

You claim has been
received and is being

Beneﬁts awareness reviewed.

® o | |[nsurance

Additional services

and more

Rewards acceleration

Health education

Claims management

Cross-sell banking / wealth

NN NN N N N NN




My Insurance

Provide your customers with a next-level insurance
recommendation feed, pre-packaged with a variety of
touchpoints, ranging from underwriting to cross-sell to claim
resolution. Unify and increase usage of your loyalty programs.

. Tailored
A4y Onboarding <$ Loyalty & Rewar@
(E‘. Policy Management> C_O& Claim Notiﬂcatio@
@ Cross-sell/ $ Loss Adjustments & ~2| Risk Prevention
My Insurance Modules: "~ Upsell Claim Settlements and Education

My Car My Health My Home

O Flybits



Financial services: A la carte modules

At Flybits we provide you with a broad variety of templated experiences and use
case libraries completely customizable to your brands. This will enable you to easily
design and launch campaigns at speed, to capture the moments that matter.

My Car

My Financial
Wellness

My Travel

My Health

My Loans

My Card

and more...

My Home

My Bank

My Offers

Templated

Data-ready

O Flybits



MY HEALTH INSURANCE

An array of available templated experiences provided by Flybits

9:41

< My Health

Al Health Clai

Tennis courts are now
open!
For the month of June, we have special

discounts for tennis players! Click to see our
partner gyms.

See fitness partners

Discounted prescrintions

@ B B 0 O

Home History ~ Makeclaim  Coverage  Foryou

Issuance / Onboarding

A % g-:
N N’ N’

Reminder to Medical history / Welcome package /
—

purchase quote i@ personal details % digital onboarding

Coverage, balances & benefits Related
summary, education, contact beneficiaries
details

Policy Management

Reminder to add / Policy change Up-sell family

change additional notification insurance
coverages

Value-add Services

e
E f
Fitness club Digital health Nearby providers

memberships services and (i.e., pharmacies,
consultation doctors)

Claims

Loyalty & New Products

Activity tracker / loT Fitness and Health community
wellbeing invitation

&
e @

Nearby offers Health discounts

Cross-sell / Up-sell Billing

2 &

N’ N’

Cross-sell to other Travel health Invoice /
insurance lines coverage delinquency / rebate

alert

Renewal & Expiration

=) ©

__/  \¥Y

O Flybits



MY HEALTH INSURANCE

An array of available templated experiences provided by Flybits

9:41

< My Health

Policy Offers

You claim has been
received and is being
reviewed.

Hi John, we're taking a look at your claim now
and will update you within the next 48 hours.

Check claim status

¢ Dismiss i

@ B 0 &

Home History ~ Mokeclaim  Coverage  Foryou

Claim Education Claim Handling

] .- Iy k

Claim instructions Forward to live One-click access
(via app, call center) chat to claims

£o

Claim received
confirmation

What to do in
emergencies

Healthcare provider
referral details

Risk Management / Alerts —-—

Claim payment

notification

Government health Travel-based health
alerts warnings / advice

7 B

Accident prevention
services (i.e., stroke,
heart attack)

Personalized health Health check
and fitness reminder
education

Claim declined
notification

0

Customer service
survey

E(-’)

Direct bill healthcare
provider

a

-
Claim adjudication
notification

Missing claim
details reminder

O Flybits



The value of Flybits

Payoffs of investing in your digital sales stack

Improve customer
satisfaction

10-15 ppt

Increase in NPS

Digital disruption ininsurance: Cutting through the'noise, McKinsey
Perspectives on Personalization, McKinsey
Profiting from Personalization, BCG

Stronger revenue

10-30%

Revenue growth from
lasting customer loyalty

Greater monetization of
existing traffic

2-3Xx

Faster revenue growth by
personalizing experiences

©Flybits



Flybits

A powerful
platform with 3
key value
propositions

Channel intelligence

Increase conversion by leveraging our
multifaceted intelligence engine to drive

relevant, personalized end-user experiences

Elevated and unified

experiences across products

Activate turnkey and customizable product modules
that map back to your products and services.

Dining/Entertainment (@S

Rewards (€3
Travel (@G

Shopping

i.e. Lifecycle
i.e. Account
Management

/’/// ¢

i.e. Programs

Turnkey integration

A 1-time, lightweight API-based integration within
your app and across their platform, complete with

theming and flexible data ingestion.

Preloaded data
and analytics

Prebuilt Ul I

Feed into marketing
platforms




The Flybits Stack

Powered by 5 Key Flybits Pillars

—

Intelligent consumer experience

Intelligent last mile delivery that leverages Al to provide a
Netflix-like experience to your customers. Drive customers back
into your app with relevant content in the moment that matters.

A 1-time API-based integration

Flybits Concierge is an embedded layer that sits inside your
existing mobile app. Designed to avoid IT constraints and
expedite time to market, Concierge takes as little as 1 week to
integrate.

Orchestration & decisioning

A no-code Studio for marketers to design and launch new
experiences directly into your mobile channel in minutes,
without relying on technical support. Quickly test and learn, and
discover what consumers care about.

Data ingestion

Flybits assembles your proprietary data and enriches it with
OOTB 3rd party and device level data. Data ingestion is flexible
to accomodate the stage of your data journey. You can connect
via APls, streaming or a simple CSV upload.

Al-Driven Optimization
Leverage Flybits Smart Tools to optimize targeting and prioritize
experiences, with our auto-generating machine learning engine.
No technical expertise required.

Personalized
Channel
Engagement

Access to Library
of 300+ Turnkey
Experiences

Insurer Data &
Services
3rd Party Data
& Services

«&y Device

v”" Level Data




Flybits as the Orchestration Layer

Executive Summary

Insurer and its services as templates,
enabling frictionless automation, activation,

churn mitigation, and upsell

Data infrastructure designed for easy
ingestion/normalization across disparate

systems

Multi-tenant infrastructure to enable Install
Once, Deploy Everywhere model, enabling

different business units

Support of regional schemes and enabling

new tech partners

Flexible deployment based on
geography regulation

Insurer Assets

APls Mobile Web

Agents/A Call
dvisors Centre

O Flybits

Orchestration Layer

Engagement Orchestration,
Engagement Manager, and
Experience Builder

Agent/ Broker / External Partner Data
Bank Assets Systems and Services

Other Vendor
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Thank Youl!

Contact us at:

https://get.flybits.com/flybits-icmif




ICMIF Webinar

Perspectives on
Partnerships Q&A

Ben Harrison
Partner & Head of Partnerships
Portage Ventures

Dan Sinclair
Vice President, Corporate Development &
Co Head Co-operators Corporate Venture
Fund
The Co-operators Group




Partnership Playbook

Guiding principles and tools to help achieve mutually beneficial partnerships between LPs and Portcos

Best Ifractices and Tools
For Limited Partners

OBJECTIVE
Move forward a strategic initiative or solve a tactical pain point for the busi

KEY CONSIDERATIONS

« Is there a problem or pain point to solve?

« Is there executive or business support to implement?

« Has the market been scanned for best potential partners?

« Are internal capabilities mature enough to support a fintech partnership?

BEST PRACTICES

+ Remember you are owners in these companies and it benefits everyone w
ecosystem partners with each other where possible

«“You don’t need to find the unicorn™

TOOLS
«Internal strategic roadmaps

« Support the identification of potenti
opportunities between LPs and Port
organizational goals and objectives

«In cases where there is no natural ali
LPs and PortCos, help inform the col
strategic fit and industry trends to st
opportunities

Strictly Private & Confidential.

CASE STUDY

How National Bank Life Insurance Co.
defined their opportunity and found

the right partner.

For a successful,
swift partnership,
enterprise firms need
to have a clear vision
of what they want

National Bank Life
Insurance Co. needed
to strengthen their
digital offerings to
help advisors
distribute their life

insurance product line

Honestly evaluate
capability gaps in
order to decide the
best partners to
fill them

Breathe Life's
significant expertise in
digital marketing stood

out. Their strong
content strategy and
support, including
social media marketing,
was a contributor to
National’s decision
to partner with them

CASE STUDY
10

THE PARTNERSHIP
FRAMEWORK
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If you're interested in
learning more about
Portage Ventures

Get in Touch
Ben Harrison
Partner & Head of Partnerships

bharrison@p3vc.com




Acknowledgment and Disclaimer

By accepting receipt of this document and reviewing the content set forth herein, you acknowledge having read and agreeing with the following terms.

The information contained herein is in summary form for convenience of presentation. It is not complete and it should not be relied upon as such. The information set forth herein was gathered from various sources
which Sagard Holdings Manager LP (“Sagard”), the investment manager of Portage Ventures, Sagard Credit Partners and Sagard Healthcare Royalty Partners, believes, but has not been able to independently verify and
does not guarantee, to be accurate.

The attached material is provided to you on the understanding that you will understand and accept its inherent limitations, you will not rely on it in making or recommending any investment decision with respect to any
securities that may be issued, and you will use it only for the purpose of discussing with Sagard your preliminary interest in investing in a transaction of the type described herein. Any investment in private markets is
subject to various risks; such risks should be carefully considered by prospective investors before they make any investment decision. Each prospective investor should consult its own professional advisors as to legal,
tax, accounting, regulatory and related matters before investing.

Investments in any fund sponsored by Sagard have not and will not be recommended or approved by any federal, provincial or state securities commission or regulatory authority. The foregoing authorities have not
passed upon the accuracy or determined the adequacy of this summary.

Sagard is registered as an investment adviser under the U.S. Investment Advisers Act, 1940, as amended; however, neither Sagard nor any of its affiliates are registered under Canadian securities laws.

Certain statements and certain of the information contained in these materials represents or is based upon “forward-looking” statements or information based on experience and expectations about these types of
investments. The forward-looking statements in these materials include statements with respect to, among other things, projections, forecasts or estimates of cash flows, yields or returns, scenario analyses or proposed
or expected portfolio composition and anticipated future events, performance or expectations. For example, such statements are sometimes indicated by words such as “expects”, “estimates”, “believes”, “forecasts”,

“seeks”, “may”, “intends”, “attempts”, “will”, “likely”, “should” or negatives thereof and similar expressions. Forward-looking statements are inherently uncertain and are not guarantees of future performance and are

subject to many risks, uncertainties and assumptions that are difficult to predict. Therefore, actual events or results or the actual performance of Portage Ventures, Sagard Credit Partners and Sagard Healthcare
Royalty Partners may differ materially from those reflected or contemplated in such forward-looking statements as a result of various factors. No representation or warranty, express or implied, is made as to any
forward-looking statements and information and no undue reliance should be placed on such forward-looking statements and information. Sagard has no obligation and does not undertake to revise or update these

materials or any forward-looking statements set forth herein, except as required by law. In addition, unless the context otherwise requires, the words “include”, “includes”, “including” and other words of similar import
are meant to be illustrative rather than restrictive.

The information in the attached materials reflects the general intentions of Sagard. There can be no assurance that these intentions will not change or be adjusted to reflect the environment in which Sagard will operate.
Certain statements in these materials contain prior performance indication. Past performance and historic information is not necessarily indicative of future activities or returns, and there can be no assurance that
Sagard will achieve comparable results. Conclusions and opinions do not guarantee any future event or performance. Neither Sagard nor any of its subsidiaries or affiliates are liable for any errors or omissions in the
information or for any loss or damage suffered.

The materials contained herein are for information purposes only and do not constitute an offer to sell or a solicitation of an offer to purchase any interest in any investment vehicles managed by Sagard.

The information contained herein is intended solely for “qualified purchasers” as that term is defined in the U.S. Investment Company Act of 1940 and, in Canada, “accredited investors” within the meaning of applicable
securities legislation. Such offer or solicitation shall be made only pursuant to a confidential private placement memorandum or similar document, which qualifies in its entirety the information set forth herein and
contains a description of the risks of investing. The attached material is also qualified by reference to any limited partnership agreement or similar document and subscription agreement relating to a Sagard-managed
investment vehicle. All of these other documents relating to a Sagard-managed investment vehicle should be reviewed carefully prior to making an investment.

This document, which has been prepared solely for information purposes by Sagard, is confidential and is being provided to you on the express understanding that it will not be reproduced or transmitted by you to third
parties without Sagard’s prior written consent. Without limiting the foregoing, you (and your employees and agents) agree that you will keep the information contained herein as provided herewith confidential and
agree that you will, and you will cause your directors, partners, officers, employees, professional advisors and representatives, to use such information only for information purposes and for no other purpose and will not
divulge any such information to any other party. If you are not the intended recipient of this document, you are hereby notified that the use, circulation, quoting or reproducing of this document is strictly prohibited and
may be unlawful.

Additional information is available upon request.
All references to “dollars” or “$” are to U.S. dollars unless otherwise stated.
Allinformation is presented as of November 16, 2021 unless otherwise stated.

Portage Ventures® and Sagard® are trademarks of Sagard and its affiliates. All rights reserved.
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