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Our team

Our Amazing Advisors:
InsurTech experts
Samuel, Biyi ‘laolu, Forbes 30 under 30 Blockchain expert
Prof. Lakhbir Singh, Founder PAHAL Organization

Dr. Christoph Fuchs, Senior Principal Siemens & Prof. for
Technology Management

Paul F. Levy, Negotiation Advisor (former head of Harvard
Medical School)



Leftover money goes
to Social Causes

Our Video

https://vimeo.com/375272700
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Indian market for (P2P) InsurTech is large
and unaddressed

General market environment
. ® Insurtech global market growing rapidly: startups raised just shy of
25,12 Million e .
$2.5 billion in 2018, more than double 2017 levels - Peer Insight,
2019
Insurance market is in need of disruption, especially in developing
countries: the addressable market is large and untapped

Three major segments: Individuals who are
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What does Peer-2-Peer mean?

Traditional Insurance Model Happy Insurance Model

Insurance P2P e With traditional insurance: incentivized to
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Our Product

Peer
to

@ Happy
Insurance

~

W e .

We aim to revolutionize the insurance industry to help a new segment gain access to insurances,
reduce their exposure to risks, feel heard, and support their NGO’s and social impact organizations in
the process.
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Happy Insurance combines cutting-edge
approaches

We are like: Value drivers:

W —

Grameen Bank

Revolutil

‘—

COporati
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Business Model
20% Flat Fee

Reinsurance Claims

Claims
<
m Insurance
v (UL peductible
Monthly it
-. \“ % ml Premium | insurance

Unclaimed
Amount

Peer to Peer
Network of the
Insured
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Competitors. Why can we win?

bharn‘W\ Happy Insurance
A different market
@ A different approach

@ 1cici€Lombard '

“We dont see InsurTechs as a threat to the business, though they operate in the same space and can move through the value

chain at any point in time. It’s more like collaborators solving a business problem” PwC Insurance Adoption Survey India, 2019
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Creating a sustainable competitive advantage

Our
understanding
of the local

Our offering
that undercuts
current
offerings in
terms of price
and cost

N 4
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Our growth story

Growth Phase 2:
Iterate and expand
Area: 5 districts

February 2020 August 2020 August 2020 After 5 years (2025)

Network: 15000
Awareness events:
5 per/dist.

New Partners: 5
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Survey for Rural Households

This survey is designed for Rural Households (renters and owners) around Jalandhar, Punjab. We are aiming to
understand, among others, what the current pain points are around buying and having a household insurance, to
design an alternative that is cheaper and more simple to use for its customers. The survey will take around X
minutes, and we are beyond thankful for your insights and accurate answers. Should you have any questions
about this research, you can also contact at us happyinsurance@gmail.com.

First and last name:

Short answer text

Age:

Short answer text

Your address:

Short answer text

Willingness to Pay and Reaching Customers

Description (optional)

1f you do noc, why do you not have a business insurance?

Long answer text

Who makes monceary decisions, such as getting a loan or buying an insurance in your house?

Short answer text

What are you worried about/scared of loosing in your house?

Long answer text

What type of insurance would be mose useful to you? Please rank the following

For individuals with an Insurance

If you do not have any type of insurance, please skip this section.

1f you have an insurance, how long do you have your insurance?

Short answer text

Have you filed a claim in the past 3 years?
No
1

More than 2

1f yes, on a scale of 1 to 10, how easy was it for you to make the claim?

1 2 3 4 5 6 7 8 9 10



Understanding the Problem & Risk Profiles

Description (optional)

Have you had anything stolen/damaged in your house/appartment before?

() No, never

7

() Yes, rarely

() Yes,often

Do you have any of the following in your house/apartment?
|| Burglary alarm

|| Security camera

How long have you lived in your current house/apartment?
() Less than a year

() 13years

() 3-5years

() 510years

() More than 10 years

<

1 yes, how satisfied are you with your current insurance?
1 2 3

Very unsatisfied o O O

Why did you choose the insurance you have?

Short answer text

Have you ever heard of:
() Household Insurance

() Business Insurance

) Credit Insurance
() Product Insurance

() None of the above

Do you have any of these insurances? If yes, please list them here:

Long answer text

How much do you currently pay for your insurance (per year)?

Short answer text

Its perfect









Financials

Growth Phase 2:
Iterate and expand
Area: 5 districts

February 2019 August 2019 August 2020 After 5 years (2025)

ﬁevenueS: INR \ . -
21

1,500,000 monthly
Costs: Customer
outreach, Office
spaces, Hiring staff
and salaries etc.,
compliance and legal,
Maintenance of tech
platform J




Startup Finances for the MVP

PROPORTIONAL USE OF OUR CAPITAL Price: Our price for both contents & liability

, ) _ , insurance (based on international peer to peer
B Tech/Platform ™ Admin/Operational costs M Marketing B Legal/Compliance

competition comparison): INR 100/month.
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Risks and their Mitigation

Having a strong advisory team with
experience in the P2P InsurTech
industry.

Understanding the insurance market and its
difficult regulatory environment.

In beginning stages, partner with
Need for high initial investment and partnership existing insurance company and offer
with re-assurance company. to create the platform to digitize and

improve their current offering.

Non acceptance of insurance among those who More awareness about the need of
have never been insured. insurance and successful use cases.
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User Journey

Hey! I'm Maya. I'll get you an awesome Great to meet you Franziska! What's your How big is your home?
price in seconds. Ready to go? home address?

If you don't remember the exact size, an approximation is ok

frane Goteeten / E
° /
/
: ’
LET'S DO THIS (Geogie) Moo deta 8201 éaBenis OL/BK (0200 L2

KlenzestraBie, Munich, Germany 7 80469

Do you have any of the following in your

? . . .
home! Who else lives in your home? Got it. Have you filed any insurance
claims in the past 3 years?
e S
BURGLAR ALARM SECURITY CAMERA —_— % @ @ % é%
1T'S JUST ME MY PARTNER PARTNER AND KIDS MY KIDS OTHER
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Do you own any single item worth more Awesome. Let's verify your mobile Awesome. Let's verify your mobile
than 5.000 €? phone number phone number

We'll need this number to identify you if there’s anything urgent with your policy

Things like bikes, cameras, jewelry, electronics and fashion items. We'll need this number to identify you if there's anything urgent with your policy

L BTl [

Alright! Let's get you a quote

Your price is ready! Franziska, here's your insurance
uote
Personalizing Coverages — lenzestrale 69 Mianchen
43 Date of birth Evaluating Risk —
Caleulating Price ————
| agree to receive updates and discount offers

Preparing Your Quote —

1 agree to the privacy policy & terms

To finish setting up your account,
download and login to the app

You'll need the Lemonade app to file claims, make policy changes, and get assistance from our team

TEXT ME A DOWNLOAD LINK

299

ur Policy Download the App
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The legal/BM part

Model Lead Gen Aggregator Branded Front-End Partner + Evolve Full-Stack

g Distribution . ) . ) m m
14 |
£ Customer Service
e Billing -~ e —
(7]
’E Repoeting
¥ Claims 2 g é é Legacy Iraurer
2 2 2 2
% Underwriting
>
3 Analytics
amics * Low mangin / Very low commision + Cosn eMective + Faster 20 spinvup « Capital and Time-interaive 10
m D’“ * Success predicaned on masiive + Fasher 00 spinup + Opportunities for bemer Lurch
ol + Limsted absiry 10 innivate SUONOIMICS Over Time * Hgher regulatony and mareet
* Tends 1o Create winner take Deyond marketing / A0QUSDOnN + Operating as an NGA 10 begin ik
mosUal dymaimed (e Credararma) + Low commessions / Capped Wows for rsh learmng and * Full anonomy / Bank sate
* Works Demer in prce-sensitive ugrade Over long oerm OpUMING Over Dive. OROVMION Pty PESON
markets * Dependent on nsurer lerm / * Lirger mout / deferaieity
finding Mhe-minded rensurer ey onde M stae
Source: Risk, 2017, Direct to consumer InsureTech
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The two faces 0 g

Control Control

collaboration with risk carrier 4 Full control of insurance terms, pricing and

underwriting

Product

cing & underwriting rules)

+ Focus 1@ activities - regulatory matters = Full responsibility for regulatory compliance

MGA vs. Full-stack insured: S —  Constrained by relneurer’s requirements

ot time 10 market with broader product

portfolio

= Innovation and speed depending on commitment

“we’re gonna build on someone else’s” and capabiity of riok camier
(Managing General Agent / MGA) or

Control Control
D — u —

Customer
<+ Usually full control over customer facing <+ Full control over customer facing activities

“we’re gonna get our own license” sctivities Relationship
(Full-Stack Insurer) -

or less visible role of risk carrier (as trust

signal for customers)

Profit Share Profit Share

=]

Economics

<+ Capital efficiency - limited setup costs, quick 4+ Access to full profit pool

monetization, lean team (leveraging rnsk carrier’s
- High setup costs and significant amount of

trapped (regulatory) capital

resources

+ Deeper penetration of customers’ insurance

wallet (through ability 10 oMer broader 14

products 27

= Profst pool shared with risk Carries

Source: Getsafe.com




What is covered and what not (tentative)

Reconstruction Costs Other Person Liability

. . Lemon vers medical expen nd legal fees
If damage is done to your home, insurance covers the emonade covers medical expenses and leg

when another person is injured and you are held

cost to repair those covered damages.

responsible. This also refers to injuries sustained

Personal Property Damage _
on your property for which you are held liable.

Lemonade also covers damage or destruction of any

personal items.
Loss of Use

Personal Property Theft . . -
Finally, Lemonade will cover any living expenses

engioEleimio NS ealiigy e HpE = en o REtAlS you incur if forced to leave your home for covered

stolen, and what’s even more impressive is that items
! P reasons.

are covered regardless of where the item is.
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