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Background of the research

The insurance industry has been relatively slower in terms of adopting digital measures, owing to the regulatory constraints and product complexities. However, to become risk mitigators, carriers
are embracing the change. Emergence of the new world order has made it imperative to reevaluate the conventional business and technology processes, particularly during these rapidly evolving
times. Moreover, with the exponential rise in claims costs and the unprecedented levels of underwriting losses during these challenging times, the need for value maximization, resource
optimization, and achieving agility and scalability has become increasingly pressing.

Cloud has been one of the prominent technologies that insurers have embraced in the past. They are aware of the potential of the cloud, prompting them to strategize and build new business
models that can survive an unpredictable future. Cloud technology has moved beyond being just a digital storage infrastructure. The latest cloud services are more aligned toward integrating
advanced technologies such as Al/ML, loT, blockchain, and data analytics to transform the insurance value chain. As insurers embark on their next growth phase, industry cloud is expected to
drive the cloud spend to future-proof the technology estate, monetize data to generate alternate revenue streams, and rethink value delivery to end-customers. Service providers have also realized
this market need and are rapidly enhancing their technical expertise, solutions, and capabilities in order to support insurers in all phases of their cloud-adoption journey.

In this research, we present an assessment and detailed profiles of 35 IT services providers for their cloud services capabilities featured on the Cloud Services in Insurance PEAK Matrix®
Assessment 2023. The assessment is based on Everest Group’s annual RFI process for calendar year 2023, interactions with leading cloud services providers, client reference checks, and an
ongoing analysis of the cloud services market.

The full report includes the profiles of the following leading 35 service providers featured on the Cloud Services in Insurance — Services PEAK Matrix®:
e Leaders: Accenture, Capgemini, Cognizant, Deloitte, EY, HCLTech, IBM, Infosys, LTIMindtree, PwC, TCS, and Wipro

e Major Contenders: Atos, Cloud4C, Coforge, DXC Technology, Fujitsu, Genpact, GFT Technologies, Hitachi Vantara, HTC Global Services, Kyndryl, Mphasis, NTT DATA, Quantiphi,
Tech Mahindra, ValueMomentum, Virtusa, and Zensar Technologies

e Aspirants: 3i Infotech, Aggne, Aspire Systems, Exavalu, Happiest Minds, and Xceedance
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Cloud Services in Insurance PEAK Matrix® characteristics

Leaders
Accenture, Capgemini, Cognizant, Deloitte, EY, HCLTech, IBM, Infosys, LTIMindtree, PwC, TCS, and Wipro

Leaders have a strong global presence and delivery capabilities that enable them to scale as per requirement, present an opportunity to the clients to utilize talent with broad skillsets,
and address evolving technology patterns

Leaders offer strong domain knowledge and scaled digital, cloud, data, and engineering expertise, with a strategic focus on assisting insurers achieve business outcomes, value
maximization, and cost optimization through their cloud investments

All Leaders have built a strong and comprehensive partnership ecosystem consisting of hyperscalers, third-party data and analytics provides, InsurTechs, etc., along with investments in
gaining specializations and certifications; as well as building capabilities through acquisitions of niche boutique firms to drive the innovation agenda

Leaders are investing in driving extensive thought leaderships and launching forward-looking market stance across insurance LoBs (personal and commercial lines, life and annuity,
retirements and pensions, and reinsurance), which reinforces their position as a strategic partner for insurers

Leaders offer mature full-stack industry cloud capabilities to support insurers in end-to-end cloud transformation, modernization, and complex workload migration. They are also investing
in building differentiated LoB-specific playbooks, capabilities, and credentials across hybrid and multi-cloud solutions, data analytics and sovereignty, cloud sustainability, and next-
generation themes on cloud to offer a holistic solution

Major Contenders

Atos, Cloud4C, Coforge, DXC Technology, Fujitsu, Genpact, GFT Technologies, Hitachi Vantara, HTC Global Services, Kyndryl, Mphasis, NTT DATA, Quantiphi, Tech Mahindra,
ValueMomentum, Virtusa, and Zensar Technologies

Major Contenders have built meaningful cloud capabilities focusing on specific parts of the value chain and LoBs; however, they lack a balanced portfolio to tap the opportunity of
offering holistic insurance cloud

They have made targeted investments to expand footprint in high-growth regions and are partnering with hyperscalers for joint-GTM motions and augmenting their capabilities

Aspirants
3i Infotech, Aggne, Aspire Systems, Exavalu, Happiest Minds, and Xceedance
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Aspirants are investing in building broader cloud capabilities across a horizontal stack, as well as focusing on core systems modernization to bring an insurance-specific flavor
Some of the Aspirants are focusing on building local capabilities and geography-specific partnerships to offer proximity-based delivery model and resources close to the client location
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Market impact
Measures impact created in the market

Aspirants

Low
Low High
Vision & capability
Measures ability to deliver services successfully

1 Assessments for Atos, Cloud4C, Coforge, Deloitte, DXC Technology, IBM, and Virtusa excludes service provider inputs and are based on Everest Group’s proprietary Transaction Intelligence (TI) database, service provider public disclosures, and
Everest Group’s interactions with insurance buyers. For these companies, Everest Group’s data for assessment may be less complete
Source: Everest Group (2023)
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HCLTech profile (page 1 of 4)
Overview

Vision for cloud services in insurance practice

HCLTech aspires to assist carriers accelerate and innovate on the cloud for novel products, services, and digital
business models, and deliver these at optimized costs and lower risk.

Revenue attributed to cloud services portfolio for insurance clients (CY 2022)

<US$50 million US$50-100 million US$100-200 million

Number of active insurance clients that have engaged for cloud services (CY 2022)

<5 5-15 16-30

Delivery footprint

Ranges for FTEs: <50, 50-100, 100-500, >500
No. of FTEs

North America Toronto, Halifax, El Paso, and Columbia >500
United Kingdom N/A <50

Region Key cities

Europe Belfast, Eschborn, Eskilstuna, Gothenburg, and Milan >500
Asia Pacific Ageo, Japan; Bangalore, Chennai, and Lucknow, India >500
Latin America Curitiba, Guatemala, Sao Leopoldo, and Sao Paulo >500
Middle East & Africa  Dubai and Saudi Arabia >500
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>US$200 million

NOT EXHAUSTIVE

Low (<15%) M Medium (15-30%)
Revenue mix for cloud services portfolio in insurance (CY 2022)

B High (>30%)

By Line of Business (LoB)'

Retirement
and pensions

Life and annuity NN Property Reinsurance

and casualty

By geography
North America [N
[

United Kingdom Europe

Asia Pacific Latin America Middle East & Africa

By services scope

Operations and
maintenance

Design, implementation, NN
and modernization

Advisory/
Consulting

By buyer size

Small (annual revenue <US$1 billion) Large (annual revenue US$5-10 billion)

Midsize (annual revenue US$1-5 billion) Mega (annual revenue >US$10 billion) N

Key partnerships with hyperscalers
Ranges for FTEs: <50, 50-100, 100-500, >500

Cloud technology provider Partnership details/statusl/tier (if relevant) No. of FTEs
Amazon Web Services Premier consulting and a managed service partner >200
Microsoft Azure Azure expert managed service partner >200
Google Cloud Platform Premier and a managed service partner >200
IBM cloud Global platinum partner to IBM and Red Hat >200



HCLTech profile (page 2 of 4)

Key investments

NOT EXHAUSTIVE

Key investments in proprietary solutions/tools/frameworks and talent/CoE

Solutions/Tools/Frameworks

Insurance Industry Cloud
Insurance Cloud Contact Center as a
Service (ICCaaS)

Unified Workbench For Insurance
(UWB)

Unified Content Management (UCM)

Actuarial Calcs as-a-Service

Details

The Insurance Cloud provides end-to-end insurance value chain elements on AWS Cloud, as a fully managed and regulatory-compliant solution along with flexible options for policy
administration and servicing operations

An independent module of Insurance Cloud, which provides out-of-the-box cloud contact center service powered by insurance best practices and accelerators; features include speech
analytics for auto Voice Of Dissatisfaction (VOD) identification, Auto QA of calls, dynamic wallboard, and consumer duty compliance tracking

A unified agent interface that enables end-to-end management of customer journeys from contact to fulfillment, powered by integration with multiple core and peripherals systems

A cloud-based solution that unifies content management and communication engine capabilities for insurers. It is built and delivered with the insurance, cloud technologies, and BPO
services experience to author, ingest, store, manage, and search content in a centralized way

A cloud-based actuarial calculations engine provided as a service and bundled with actuarial KPO service to build, verify, and deliver actuarial calcs via a cloud-based setup and APlIs; it
enables insurers to consume calcs in the existing policy administration and workflow systems and leave the challenges of managing actuarial talent and delivering BAU

Other key investments in acquisitions, JVs, and partnerships (such as Sl, consulting services, and SaaS platform/product and solution partners)

Partnerships/Acquisitions/JVs
Snowflake

Cloud-native labs development for
joint solutions

Actian Corporation

Starschema

Details

Elite Services partner of Snowflake with 800+ FTEs; partnership assists insurers mobilize data, unify siloed information sources, and run sophisticated analytic workloads

Multiple labs and joint GTM with Netapp and VMC on AWS

Acquisition of Actian, a leader in hybrid data management, cloud integration, and analytics solutions — powers insight-driven enterprises; it owns data and analytics-based products
including Actian Vector, Actian DataConnect, a hybrid cloud data integration platform, and Actian X, a hybrid database for ne xt-generation operational analytics

Provides consulting, technology, and managed services in data engineering to Global 2000 companies in the US and Europe. The acquisition combines Starschema’s data-focused
expertise with HCLTech'’s existing presence in industry segments undergoing data-driven transformation; it will strengthen HCLTech’s position in data engineering
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HCLTech profile (page 3 of 4)
Case studies

Case study 1 Migrated legacy book to the new core platform

Business challenge

A Fortune 200 client was facing the challenge of having multiple data
sources and different technologies, which was posing major issues
related to timely reporting and data analytics capabilities in addition to
high license costs.

Solution

e Designed and implemented the migration of the existing book for
select products from the old system to the new core platform, followed
by the migration of the new platform to the AWS Cloud with 52K
contracts worth US$8+ billion

e Eliminated the technical debt associated with the existing
infrastructure, ensured 100% availability, and enabled a reduction in
the daily batch processing window

Impact

e Helped design and implement a major consolidation of seven major
DB and 1,200 assets (DB objects) from on-premise infrastructure to
the Snowflake Cloud

e Involved in eliminating data duplication/redundancy, designing and
developing of a reusable framework for historical data migration, and
migrating 2,000+ New Zealand tables (280 TB of uncompressed data)
into Snowflake using the lift and shift approach

e Facilitated a huge reduction in reporting timelines, increased analytical
capability, and deeper customer insights, resulting in higher CSAT

e Reduced operational costs
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Case study 2 Built a financial data warehouse

Business challenge

A Fortune 100 US-based retirement and annuity insurer was facing an
issue related to the absence of an integrated, common source of
management information, resulting in challenges related to a delay in
report generation and the accuracy of reports generated. There was a
lack of a solid data analytics and MIS framework.

Solution

e Designed and implemented a standard cost transfer methodology that
allocates expenses based on business line activities (activity-based
costing)

e Automated the monthly, quarterly, and annual P&L generation process
to reduce costs and improve data integrity

e Built a Financial Data Warehouse (FDW) for pre-processing data
reconciliation

Impact

e Reduced cost over 20%

e Delivered an integrated, common source of management information
and analytical views for financials

e Introduced a business management monthly report dashboard
process
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NOT EXHAUSTIVE

Case study 3 Modernized data management system

Business challenge

A leading APAC life insurer was facing challenges in modernizing its
data management setup, including a data warehouse, which restricted
its ability to compete with new opportunities for generating business
through lead campaigns and cross-selling.

Solution

e Data provisioning from various life administration systems data in
various formats and managing it in the life data warehouse

e Supporting the client’s policy owner marketing for various lead data
generation

e Integrating data delivery to external broker-dealers via a secure DTCC
network

e Following Agile Kanban methodology for release activities

Impact

e Delivered a quick wing of 100K on cross-selling the incremental
business using a newly designed data campaign

e Simplified the ALIP (core system) data ingestion to Hadoop

e Automated report generation from the underwriting system



HCLTech profile (page 4 of 4)
Everest Group assessment — Leader

Measure of capability: @ Low ‘ High

Market impact Vision & capability
Market Portfolio Value Vision and Scope of Innovation and Delivery
adoption mix delivered Overall strategy services offered investments footprint Overall

Strengths Limitations

e Strong expertise in mainframe modernization with a focus on automation and efficient e Lags behind similar-sized peers and consulting heritage global majors in supporting
extraction of rules from the prevailing legacy system leveraging its in-house IP/tool called | insurers across strategic road mapping, business case creation, and cloud advisory
HCLTech iLIT | exercises, restricting HCLTech’s ability to win high-value consulting engagements

e Demonstrated solution-led proposition and credible success proof points for offering a | e Vis-a-vis the peers, HCLTech demonstrates limited success proof points across the
holistic playbook of cloud services to insurers with pre-built industry-specific journey i application modernization and migration space; it needs to improve brand recall and
maps and differentiated bucket offerings for foundational, modernization, and i market awareness, and proactively showcase its innovation capabilities to gain
transformation services enterprises’ mindshare for end-to-end cloud services needs of carriers

e Meaningful investments in building internal solutions/accelerators including Cloud Factory e While HCLTech has made a few investments in its offerings around Al/ML and analytics
focused on outcome- and value-based approach, as well as co-innovation with on cloud, clients still believe it needs to further leverage the same and some of the new-
hyperscalers to offer a cohesive view and solution to carriers i generation technologies such as loT to drive innovation in engagements

e Recognized by clients for bringing in a client-focused approach and going the extra mile | o Some clients have cited concerns around HCLTech’s lack of providing strategic
in ensuring high-quality output delivery, along with the contract being reasonably priced |  guidance to clients in engagements and its market perception of being an execution
compared to similar-sized peers | specialist
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Cloud Services in Insurance PEAK Matrix® Assessment 2023

Everest Group PEAK Matrix® is a proprietary framework for assessment of
market impact and vision & capability

Everest Group PEAK Matrix

High

Major Contenders

Market impact
Measures impact created in the market

Low

Low High
Vision & capability
Measures ability to deliver services successfully
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Services PEAK Matrix® evaluation dimensions

Measures impact created in the market —
captured through three subdimensions A

Market adoption

Number of clients, revenue base,
YoY growth, and deal value/volume

Portfolio mix

Diversity of client/revenue base across
geographies and type of engagements

Value delivered

Value delivered to the client based
on customer feedback and
transformational impact

Leaders

Major Contenders

e
3]
@
o

E

-
)

X
[
5]

=

Vision & capability

Measures ability to deliver services successfully.
This is captured through four subdimensions

Vision and strategy

Vision for the client and itself; future
roadmap and strategy

Scope of services offered

Depth and breadth of services portfolio
across service subsegments/processes

Innovation and investments

Innovation and investment in the enabling
areas, e.g., technology IP, industry/domain
knowledge, innovative commercial
constructs, alliances, M&A, etc.

/Eerest Group®
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Delivery footprint

Delivery footprint and global sourcing mix



FAQs

Does the PEAK Matrix® assessment incorporate any subjective criteria?
Everest Group’s PEAK Matrix assessment takes an unbiased and fact-based approach that leverages provider / technology vendor RFls and Everest Group’s proprietary databases containing providers’ deals
and operational capability information. In addition, we validate/fine-tune these results based on our market experience, buyer interaction, and provider/vendor briefings.

Is being a Major Contender or Aspirant on the PEAK Matrix, an unfavorable outcome?
No. The PEAK Matrix highlights and positions only the best-in-class providers / technology vendors in a particular space. There are a number of providers from the broader universe that are assessed and do
not make it to the PEAK Matrix at all. Therefore, being represented on the PEAK Matrix is itself a favorable recognition.

What other aspects of the PEAK Matrix assessment are relevant to buyers and providers other than the PEAK Matrix positioning?

A PEAK Matrix positioning is only one aspect of Everest Group’s overall assessment. In addition to assigning a Leader, Major Contender, or Aspirant label, Everest Group highlights the distinctive capabilities
and unique attributes of all the providers assessed on the PEAK Matrix. The detailed metric-level assessment and associated commentary are helpful for buyers in selecting providers/vendors for their specific
requirements. They also help providers/vendors demonstrate their strengths in specific areas.

What are the incentives for buyers and providers to participate/provide input to PEAK Matrix research?

e Enterprise participants receive summary of key findings from the PEAK Matrix assessment

e For providers
— The RFI process is a vital way to help us keep current on capabilities; it forms the basis for our database — without participation, it is difficult to effectively match capabilities to buyer inquiries
— In addition, it helps the provider/vendor organization gain brand visibility through being in included in our research reports

What is the process for a provider / technology vendor to leverage its PEAK Matrix positioning?

e Providers/vendors can use their PEAK Matrix positioning or Star Performer rating in multiple ways including:
— Issue a press release declaring positioning; see our citation policies
— Purchase a customized PEAK Matrix profile for circulation with clients, prospects, etc. The package includes the profile as well as quotes from Everest Group analysts, which can be used in PR
— Use PEAK Matrix badges for branding across communications (e-mail signatures, marketing brochures, credential packs, client presentations, etc.)

e The provider must obtain the requisite licensing and distribution rights for the above activities through an agreement with Everest Group; please contact your CD or contact us

Does the PEAK Matrix evaluation criteria change over a period of time?
PEAK Matrix assessments are designed to serve enterprises’ current and future needs. Given the dynamic nature of the global services market and rampant disruption, the assessment criteria
are realigned as and when needed to reflect the current market reality and to serve enterprises’ future expectations.
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With you on the journey

Everest Group®

Everest Group is a leading research firm helping business leaders make confident decisions. We guide clients through
today’s market challenges and strengthen their strategies by applying contextualized problem-solving to their unique
situations. This drives maximized operational and financial performance and transformative experiences. Our deep
expertise and tenacious research focused on technology, business processes, and engineering through the lenses of

talent, sustainability, and sourcing delivers precise and action-oriented guidance. Find further details and in-depth content

at www.everestgrp.com.

Stay connected

Website
everestgrp.com

Dallas (Headquarters)
info@everestgrp.com
+1-214-451-3000
Social Media

Y @EverestGroup
[ @Everest Group
¢) @Everest Group

B @Everest Group

Bangalore
india@everestgrp.com
+91-80-61463500

Delhi
india@everestgrp.com

+91-124-496-1000 Blog

everestgrp.com/blog

London
unitedkingdom@everestgrp.com
+44-207-129-1318

Toronto
canada@everestgrp.com
+1-214-451-3000

This document is for informational purposes only, and it is being provided
“as is” and “as available” without any warranty of any kind, including any
warranties of completeness, adequacy, or fitness for a particular purpose.
Everest Group is not a legal or investment adviser; the contents of this
document should not be construed as legal, tax, or investment advice.
This document should not be used as a substitute for consultation with
professional advisors, and Everest Group disclaims liability for any
actions or decisions not to act that are taken as a result of any material
in this publication.

NOTICE AND DISCLAIMERS

IMPORTANT INFORMATION. PLEASE REVIEW THIS NOTICE CAREFULLY AND IN ITS ENTIRETY.
THROUGH YOUR ACCESS, YOU AGREE TO EVEREST GROUP’S TERMS OF USE.

Everest Group’s Terms of Use, available at www.everestgrp.com/terms-of-use/, is hereby incorporated by
reference as if fully reproduced herein. Parts of these terms are pasted below for convenience; please refer
to the link above for the full version of the Terms of Use.

Everest Group is not registered as an investment adviser or research analyst with the U.S. Securities and
Exchange Commission, the Financial Industry Regulatory Authority (FINRA), or any state or foreign securities
regulatory authority. For the avoidance of doubt, Everest Group is not providing any advice concerning securities
as defined by the law or any regulatory entity or an analysis of equity securities as defined by the law or any
regulatory entity.

All Everest Group Products and/or Services are for informational purposes only and are provided “as is” without
any warranty of any kind. You understand and expressly agree that you assume the entire risk as to your use
and any reliance upon any Product or Service. Everest Group is not a legal, tax, financial, or investment advisor,
and nothing provided by Everest Group is legal, tax, financial, or investment advice. Nothing Everest Group
provides is an offer to sell or a solicitation of an offer to purchase any securities or instruments from any entity.
Nothing from Everest Group may be used or relied upon in evaluating the merits of any investment. Do not base
any investment decisions, in whole or part, on anything provided by Everest Group.

Products and/or Services represent research opinions or viewpoints, not representations or statements of fact.
Accessing, using, or receiving a grant of access to an Everest Group Product and/or Service does not constitute
any recommendation by Everest Group that recipient (1) take any action or refrain from taking any action or

(2) enter into a particular transaction. Nothing from Everest Group will be relied upon or interpreted as a promise
or representation as to past, present, or future performance of a business or a market. The information contained
in any Everest Group Product and/or Service is as of the date prepared, and Everest Group has no duty or
obligation to update or revise the information or documentation. Everest Group may have obtained information
that appears in its Products and/or Services from the parties mentioned therein, public sources, or third-party
sources, including information related to financials, estimates, and/or forecasts. Everest Group has not audited
such information and assumes no responsibility for independently verifying such information as Everest Group
has relied on such information being complete and accurate in all respects. Note, companies mentioned in
Products and/or Services may be customers of Everest Group or have interacted with Everest Group in some
other way, including, without limitation, participating in Everest Group research activities.
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