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1 Welcome

Jason Love
VP, Product — Property Estimation
Ecosystem
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Verisk's Anti-Trust Statement

The purpose of this meeting is to update our ecosystem partners on our current progress and program updates. It is important
to recognize that discussions both inside and outside of this meeting are subject to certain legal limits imposed by state and
federal antitrust laws. These laws are designed to preserve and promote competition, and Verisk is firmly committed to
compliance with the antitrust laws. No participant should discuss confidential business information relating to competition,
including pricing, bidding, production, compensation, and any other competitively sensitive matters. Moreover, participants
should not discuss any matter that violates the spirit of the antitrust laws or that could be perceived as doing so.

If at any point a member of this meeting feels that the course of the discussion is headed into an area that must be avoided
under the antitrust laws, the member should interrupt the meeting and raise the issue immediately.
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Today's agenda

1

2

Welcome / Anti-trust Statement
Jason Love - 5 mins

Executive Update
David Obert - 10 mins

Marketing Update

Brandon Clark - 15 mins

Ecosystem Roadmap Update
Ecosystem Team - 60 mins

Partner Feedback Sessions
Ecosystem Team - 30 mins

V:E Verisk
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Executive Update

David Obert
Chief Product Officer

o
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3 Marketing Update

Brandon Clark
Head of Partner Marketing




Partner Co-Marketing Toolkit To Do & Not To Do

Do:
The Partner Co-Marketing Toolkit provides clear branding guidelines, «  Always co-brand with lead brand to lead
messaging frameworks, and marketing resources to ensure consistent brand.
collaboration that strengthens both our brands.

Purpose: 'v_;_ Verisk QP Lcocbrand

« Align marketing efforts for maximum impact Don't:

Do not co-brand at the department, product or solution level/creat
 Maintain consistent brand representation alock-up with the Verisk logo

« Create compelling joint initiatives that leverage Verisk's market position

V= Verisk:

ualty
Solutions

. Logobrand
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"Get Started" Page

* Give users a clear
understanding of how to
setup the integration

* Page will be hosted on your
own website

e Starting point and not a rigid
template

* Due by November 14th

V:E Verisk-

How to get the most from your “Get Started” page

.

. Page title and introduction

Title: "Get Started with [Partner Product]
+ [Verisk Product] Integration”

Intro paragraph: Start with the challenge your users face
every day. Then show them how your integration solves it
and the specific value it brings to their business. Make the

connection between their pain point and your sclution clear.

. Integration benefits and key features

Focus on what matters most to your users.

Real outcomes that drive their business forward:

What you enable them to accomplish—specific
capabilities that make their work easier

Why it delivers results—direct impact on their efficiency,
accuracy, and profitability

How it improves their daily workflow—time saved,
processes streamlined, errors eliminated

. Requirements

Be upfront about what users need before they start.
Eliminate future surprises and roadblocks:
Technical requirements or system specifications
Prerequisites like existing accounts or access levels
Any preparation steps that ensure smooth
implementation

. Step-by-step instructions to enable integration

We strongly recommend screenshots or short videos to

clarify each step. Walk users through the complete process:

How to enable or request the integration
Essential configuration steps in logical order
Where they'll find and access the integration once
it's active

» What success looks like at each stage

V= Verisk-

. Support contact information

Make it easy for users to get help when they need it:
Primary contact method (email, phone, or form link)
Support hours and response expectations
Self-service resources that solve common issues

. FAQs or troubleshooting (optional)

Include this section when your integration involves
multiple steps or addresses complex workflows. Focus
on the questions that arise during implementation and
that can derail success if left unanswered.

- e

° Get Started with [Partner Product]
+ [Verisk Product] Integration

Intro paragraph

° Integration benefits and key fealures

° Requirements

° Slep-by-step instructions

o Support contac! infermation

o Fags

Page example

7. Branding elements
Required:

Your company logo
Optional:

Verisk logo to reinforce the collaboration.
See example below:

V= Verisk

Equal Sizing/Spacing & Clear Space
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Elevate 2026
February 9-12, 2026

* Attendee registrationis now open
* Limited sponsor and exhibiting opportunities left

* Great opportunity to showcase your integration and services with our
customers

* In-person roundtable

* Networking opportunities (Lake Effect, Jazz Game, Ecosystem
specific happy hour)

o

-

v: Ve”Sk 9 ©2025 Verisk Analytics, Inc. All rights reserved.
-_



Verisk Ecosystem Partner Badge

Why create a partner badge?

e Strengthen brand alignment

* Validate trusted integrations q
* Provide partners with a visual "Stamp of approval’

Google Partner

V= Verisk- 10
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Quick Poll!
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Roadmap Updates

Ecosystem Team

-

- [ )
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Customer & Partner
Integration Admin

Marketplace

EDI Enhancements

TPI Enhancements

New APIs

Ecosystem: 12-18 Month Roadmap

First Half of 2025 Second Half of 2025 First Half of 2026 End of 2026

XM8 Third-Party Viewer XM8 Third-Party Viewer Token Login XA Third Party Viewer

XM8 Third-Party Administration
XA Third-Party Administration

Third-Party Transactions — XA Insights Reporting

Self-Directed Integration & Developer Portal

Ecosystem Partner Pages

Connect Marketplace to Self-Directed Integration & Developer Portal

Connect Marketplace to Customer 3 Party Administration

Add Line-Iltem & PID APIs Xactnet Address Confirmation APIs
XA/XN REST GET APIs

Action Items, Email Assignee, & Line-Iltem Enhancement APIs

TPI in ClaimXperience (Phase 1) TPl in ClaimXperience (Phase 2)
Vendor Exchange merged w/ TPI

Interior Sketch & Photo Improvements TPl in UK

Water Mitigation API

Line Item Cat/Sel/Description API



-cosystem Updates

Tony Triola
Head of Ecosystem
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Building an Effective Ecosystem

1 Should allow anyone
you want to connect

V= Verisk-

3 Transparent pricing and billing 5 Standardized, modern integration

mechanisms.

Standardized, simple terms

layer

™ X

alall Q

Set up or change
workflows on the fly

4 Robust analytic data and 6 without major IT
industry-level comparisons involvement
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Self-Directed Partner Integration

V= Verisk # tome

22 Partner Program [ Contact Us

Partner Program 3 Contact Us

Welcome to the Verisk Ecosystem Partner Program! 3eiectyendetibpe & Volims of pplicetion

Based on your selection, we'll recommend the most suitable APIs and workflows for your needs.

EE
el

Thanks for considering the program

This program is designed to empower our partners with the tools, insights, and support needed to drive innovation, grow
collaboratively, and deliver exceptional value to customers.

This program is designed to empower our partners with the tools, insights, and support needed to drive innovation, grow.
laboratively, and deliver exceptional value to customers.

TPI Current Workflow|

Program Overview
Want to know more?

Watch the video below to explore the key benefits of the program, how it works, and how you can make the most of your partnership
with Verisk.

Customer

Discover the exciting opportunities that the Verisk Partner Program offers! you can dive into a world of benefits designed to elevate your
partnership experience. This program is tailored to provide you with exclusive access to innovative tools and resources that can help you
maximize your potential

As a partner, you'll enjoy unique features such as personalized support from our team, access to cutt

g-edge analytics, and
invitations to exclusive events where you can network with industry leaders. Additionally, our program includes training sessions that equip
you with the knowledge to leverage Verisk's solutions effectively.

Welcome to the Verisk Ecosy:
Partner Program

But that's not alll The Verisk Partner Program also offers promotional opportunities that can enhance your visibility in the market. You'll have
the chance to showcase your success stories and share your insights with a broader audience. Plus, our collaborative initiatives allow you to
work closely with Verisk on joint marketing campaigns, ensuring that your brand shines alongside ours.

Join us in this journey to unlock the full potential of your partnership with Verisk. Click the *Explore Program® button now and take the first
step towards a more fruitful collaboration!

Quick Start Guide Agreements and Contracts

The XactNet APY integration allows developers t lessly connect thelr

he terms for automating
applications with XactNet's powerful data services. This integration provides a

time data, enabling users to automate workflows, enhance reporting

capabilities, and impro

1, Intey

g XactNet in

V= Verisk-
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Off-the-Shelf Workflows

* Claim Management System* * Personal Property

* Job Management System* * Third Party Pricing

* Spatial Data Provider* * Quality Audit

* Spatial Data Provider w/ Line * Quality Audit w/ Line Items
ltems .

Digital Repair Program
* Images or Reports Only

* Images or Reports Only

* Field Inspection

.
o
.....
o®
.

* Field Inspection w/ Line Items

*  Water Mitigation

[ )
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Pl Updates

Rachel Compton
Sr. Product Manager

o
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Customer Inte

Xactimate Online Admin

Xactimate®Admin

| =

@ O > B

® 2005-2025 Xactware Solutions, Inc.

V:E Verisk-

Instances
Users
Profiles
Accounts
Internal

Help

gration Management

£ Back toinstances

Jason love

Service provider

O DIGSFACT
WMFFEAGLEVIEW
C Encircle

\» GEOSPpan

™ hostaal

Hower
BLOVELAND

m| manirnlon

19

Enabled

No

Yes

Yes

Yes

Yes

Yes

Rows per page:

25 =

1-14 of 14

Integrate >

1< < > ]|
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New TPI Capabilities
Xactimate Embedded 3" Party Viewer

« Aurlis provided with

Sketch @ saved v

Sketch payload allowing

users to access project in O-mes.s

[JiRoom - [BRoof - fmDeck i Doorway - 3¢ MissingWall | L Break 4. Fiip Horizontal ¢ Rotate - (f) Orientation - |(@ Block - .~ Line | =% Copyfrom Underlay!

-th e 3 rd p a r-ty po r-t a I [T wall & Staircase ~ [[[] Fence - Window - ¢ Snapline |7% Vertex i Flip Vertical & Scale &5 Flooring Orier | <= Area & Paint E
o |-
; ! | =

» Designed for 3D
Walkthroughs provided by
3rd party

« Enhanced access to 3rd L B ' ==
party data ﬂ%&
Y ] N

. . .
L4 i ; , \ ) Main Level
This informiation is provided by a third party. Please contact the third party with any questions or issues.

2 el Vi e | |
Search | Images ' Symbols | Integrations 1w 147 Q Q @ @ b @

tokens for auto-login
# | Cat| Sel Act| Notes | Description Coverage| Calc| Quantity| Unit Unit Price| Sales Tax| RCV| Depreciation
« ASIS-10296

o
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TPI Line Item Updates — 2 years of Steady Progress

* Line-ltem Notes e MISC items
* Line-ltem Details * Line ltems without Measurements

*  Price Over-rides

ltems
# | Cat | Sel Act| Motes | Description Coverage | Calc Quantity| Unit| Unit Price| 5ales Tax| RCY Depreciation| ACY
Cl Carpeting
-+ FCC  Av+ - El Carpet - High grade Dwelling FLR_RMV 1511.03  SF 50.34 50.00 351375 ($0.00) $513.75 g
7 FCC  PAD+ & El Carpet pad - High grade Dwelling F 1511.03  SF 8104 8B1.07 §1,652.35 ($0.00) §1,652.55 Wy
8 FCC AV« + [C1)  Carpet - High grade Dwelling FLR_RPL 1605 5F §5.83  §571.34 59,528.49 (S0.00) $9,928.49
9 FCC  GD++ - El Glue down carpet - Premium grade Dwelling FLR_RMV 1511.03  SF S0.77 S0.00 51,163.49 (50.00) 5$1,163.49 ﬁ)
10 FCC GD++ - El Glue down carpet - Premium grade Dwelling FLR_RPL 1605 SF §4.62 5459.63 5787473 (S0.007 5787473 i)
Cl Reordering Cabinets
11 CAB CUW2d++ & 0l Custom cabinets - wall units - up to 24" tall - Prem grade Dwelling CABCUW24 0.LL 3542 LF 5436.80 514596 5251342 (50.00) $2,513.42 g
12 CAB CUV++ & £l ICus.t-:um cabinets - vanity units - Premium grade- Modern Dwelling CABCUV_1.LL B.67 LF 5631.13 528050 S54.623.54 (50.00) 54,623.54 i)
13 CAB CUV+ & El Custom cabinets - vanity units - High grade Dwelling CABCUV_0.LL 3 LF 5396.00  573.03 §1,261.03 ($0.00) §1,261.03 Ty

[ )

-~
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TPI Line Item Requests

* Support Note Grouping: ASIS-10511

EMms
# | Cat | Sel Act| Motes | Description Coverage| Calc Quantity| Unit| Unit Price| Sales Tax| RCV Depreciation | ACY
&l Carpeting ‘
b6 FCC av+ - £l Carpet - High grade Dwelling FLR_RMY 1311.03  5F 50.34 $0.00  3513.75 (80.00) §513.75 @
7 FCC PAD+ & i Carpet pad - High grade Dwelling F 1511.03  5F §1.04 58107 §1,652.55 (50.00) §1,652.55 Wy
3 FCC AV+ + Carpet - High grade Dwelling FLR_RPL 1603 SF §3.83  5371.34 59.928.49 (S0.00) §9,928.49 W
9 FCC GD++ - E Glue down carpet - Premiurm grade Dwelling  FLE_RMVY 131103 5F 80.77 50.00 51,163.49 (50,007 51,163.49 i)
10 FCC GD++ - cl Glue down carpet - Premium grade Dwelling  FLE_RPL 1605 5F 8462 5459.63 5787473 (50.00) 5787473 i)
1 Recrdering Cabinets <——4
11 CAE CUW2d++ & el Custom cabinets - wall units - up to 24" tall - Prem grade Dwelling CABCUW24 0.LL 542 LF 843680 §14596 52,513.42 (S0.00) §2,513.42 i)
12 CAB CUV++ & | F_lstcum cabinets - vanity units - Premium grade- Modern Dwelling  CABCUV 1.LL 6.67 LF @ §280.50 5462354 (S0.00) 5462354 i)
13 CAB CUV+ & 0 Custom cabinets - vanity units - High grade Dwelling CABCUV OLL 3 LF §396.00  S§73.03 §1,261.03 (S0.00) §1,261.03 )

o
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v: Ve”Sk 22 ©2025 Verisk Analytics, Inc. All rights reserved.
-



TPI Sketch Updates — 2 years of Steady Progress

* Room Subgrouping

e Staircases and Staircase Walls

* Ceiling Types

* Floor Heights
* FIF Validation (200 vs 201)

-

- o
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Sketch Backlog Requests

* ASIS-10485: Double Doors
* ASIS-10430: TPl Import Selection Details
* ASIS-10354: Image Folder Organization

* ASIS-9778: Arced walls, wall railing, and
curved stairs

* ASIS-9779: Roof Grouping for Wireframe
Roofs

* ASIS-9761: Image icon and vector in Sketch

[ )

-~
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TPI Updates & Requests

* QC Workflow (individual)
* Push Data Workflow

* Sending Links

* Adding Statuses — in XM8
e 201 Validation

* QC workflow (Multiple)
* Exporting FIFs

o

-~
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Reporting

Karla Day
Partner Success Manager

V= Verisk-



New Third Party Xactinsights Reporting

=

e Heather Ault +1

Example TPl Board #* @

Save view Third party ID s Received Date Year to date

Total Transaction Count Completed Transaction Count In Progress Transaction Count Canceled Transaction Count

1.34M 1.25M 71.02K 0

Outstanding Transaction Count Average Created To Completed Days Average Created To Completed Hours

In Progress transactions that have not been completed within 1day

Failed Transaction Count
Includes: Failed, Unprocessed & Notified Provider w/ Error slatuses

212K 0 0.47 11.27

Trending Transaction Counts
300K Complete
@ Failure

@ InProgress

® New
NotifiedProviderWithError
NotifyOfCreation
SendToXA

200K

100K

Total Transaction Count ~

Monthly Received Date ~ 4
for 2025

[ )
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Water Mitigation A

Beth Goodman
Sr. Product Manager

V= Verisk-



Digitally track water damage Updated FIF file

O

Water M Itlgatlon API tracks exactly what Capture rooms, zones, surfaces

Services Link to equipment was used, where it was and link them to psychrometric
Xactimate placed, and for how long. data for water mitigation jobs

O ©

* Equipment setup

e  Ambient conditions Surface moisture
levels

* Dry standards

* Runtime & performance

Automate field reporting and Run XactXpert rules on
reduce manual paperwork psychrometric data

Data connection to Xactimate Real-time XactXpert rules allow
centralizes data collection, users to streamline workflows

estimation, billing, and reporting. and prevent mistakes.

[ )

-~
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Summary of affected areas

Rooms affected Total cubic feet

3 4,800

Days on the job

6

Water category

1 - Clean water
Readings
Kitchen

Ambient  Moisture content  Dehumidifiers

Total equipment

18

Water class

Class 2 - Significant

Equip. running

5d:4h:15m

@ View table

20
10—
o
T T T
EP 22 SEP 23 SEP 24
Date/time » Temp ® RH
9/22/2025 1:30 pm 80" 70%
Key = = Drygoal
Living room
Basement

GPP ® Dew point
109.7 70*F
---- Dry standard

SEP 27

SEP 28

# Vapor pressure

70%

—
-
—
—
—
—
—
—
—
—
—
—
—
——
—
—
—
—
—
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A Y

N

Sketch @@= v
Tools Options
Beon®yas

[ Room ~ [} Roof
T wan

XactScope

+ @ Deck 1 Doorway -
& Staircase ~ [[] Fence < Window =~ % SnapLine

Annotation N

3 < Missing Wall | L Break

P\ Vertex & Flip Vertical

4. Flip Horizontal (¢ Rotate -\m Orientation

-|@® Block + .~ Line |8 Copy from Underlay

|\\\\\\

30

B Scale 5 \z@ng Orier | <> Area s Point
[e— v (ﬂ
Summary of affected areas
Roome affected Total cubic feet Total equipment Equip. running
3 4,800 18 5d:4h:15m
Days on the jcb ‘Water category Water class
6 1 - Clean water Class 2 - Significant
Readings
Kitchen ~
Ambient  Moisture content  Dehumidifiers [ View table
Bedroom 2
ik N
e — T
[%8 Main Level
o 4 “E] e o | H) vew -0 Q QAR B
20—
‘: - 2 ACY o2
T ]
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XactAnalysis

Water Mitigation Data can

be uploaded to XactAnalysis

Enabled at the dataset level

V= Verisk-

actAnalysis

Detad Summary

Lovel 4

Leon McKringleberry

588611935717

Safe Haven - Staff

N/A
59238457
Pat Hawkins

12345

Day

Day1

Day2

Day3

Day4

ABC Adjusting

Room

Kitchen

Pantry

Living

Laundry

Kitchen

Pantry

Living

Laundry

Kitchen

Pantry

Living

Laundry

Kitchen

Pantry

Living

Laundry

FIRE
$100,000.00
General
N/A

Unit 4

Correction uploaded 10/200 5

Returned

Delivered o P 1
$10,000.00 10

Notifie
igned out of the queue by Wendy Williamson - Safe Haven (wwilliamson@safehaven.com)
Created SWA

Select an Action

ACTION 5 O PHOTOS (5 DEOS (S INVOICES (5) KETCHES CLAIM:
nart
)OIl
Ls Name - Z Na: Level Name - Zone Narme Level Name - Zone Name Level Name - Zone Name Le Name - Zone Name >
5000.25 5
Alf Mover Operation Time (Deys)  Dehumidifies Operation Time (Deys) Al Scrubber Operation Time (Day
16 16 16
Afecte
100 st
ture Re
Relative

Temp (F) Humidity GPP Day Location-Material Saturation
65" 50 75 Day1 KitchenWall1Wood 50 50
65" 50 75 KitchenWali2Wood 50 50
65" 50 75 LivingroomwallDrywall 50 50
65 50 75 Laundryfloor Tile 50 50
65" 50 75 Day2 KitchenWall1 Wood
65° 50 75 KitchenWall2Wood 50
65 50 75 LivingroomwallDrywall 50 50
65 50 75 LaundryfioorTile 50 50
65° 50 75 Day3 KitchenWalll Wood 50 50
65° 50 75 KitchenWali2Wood 50 50
65* 50 75 LivingroomwallDrywall 50 50
65° 50 75 LaundryfloorTile 50 50
65 50 75 Day4 KitchenWall1 Wood 50 50
65° 50 75 KitchenWall2Wood 50 50
65 50 75 LivingroomwallDrywall 50 50
65" 50 75 LaundryfloorTile 50 50

alytics, Inc. All rights reserved.



Service Delivery Model

Odom Wu
Director of Strategic Partnerships
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Tiered Partner Program

A service oriented and scalable approach

. + Key industry partnerships
P re m I e r * Executive and product engagement
+ Joint development initiatives
* Dedicated account management

P a rt n e rS * Marketing and sales coordination

* Bi-Weekly Status / Support Calls

+ Sustained growth partnerships

S el e Ct * Product and innovation engagement

* Dedicated account management

P a r't n e rS « Eligible for marketing coordination

* Monthly Status / Support Calls
. * Entry level tier with growth potential
Re I S'te red + Access to product training
g + Shared account management
* Access to marketing toolkit

P a rt n e rS * Implementation & support services

* Quarter Status / Support Calls

o

-~
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Program Benefits

Complete benefits comparison

Benefits Registered Select Premier

Customer success

Customer support . . .
Shared account management .
. Implementation services . . .
» Dedicated account executive . .
: Dedicated account management . .
Senior leadership access .
Product and development
Product training . . .
= ) Product management access . .
s ;erls |< S ECOS Stem Joint innovation eligibility . .
Customn development hours .
XactXpert™ rules bundle eligibility .
Partner Pro gram Marketng ollaboration
Marketing toolkit . . .
A 5 Newsletter mention or opt-in email . . .
Benefits that grow with your business Press release quote . .
. . Use of Verisk trademarks . . .
Partnership built around your growth in your marketing
Website listing . . .
The insurance industry is under intense pressure. Natural disasters are increasing. Case study eligibility . .
Regulatory demands are growing. Your customers expect more. Spesking engagement eligility . .
That's why your partnership with Verisk grows with you, giving you the right support Marketing resource collaboration . .
at every stage so you can focus on delivering real value when your customers need it. Quoted content . . .
(whitepaper, video, etc) Your partnership
Partner tier levels are determined by revenue share, shared clients, and integration Social media promotion . o o . .
across multiple Verisk prodicts: Verisk event participation eligibility . . Wlth VenSk
Verisk joint press release eligibility . g OWS as your
Customer event support eligibility . .
Event sponsorship eligibility . bUSIHESS grOWS.
(+14+1+] (+]+] (+] Wehinar eligibility .
Premier partner tier Select partner tier i i Solen coovdinetion
p p Registered partner tier Co-selling eligibility . .
Complete llaborati ded support for growing Essential foundation with clear L I U *
for industry leaders partnerships growth potential Pipeline and oppartunity review .
- o — e . Contract negotiations
+ Executive engagement and join! + Product and innovation + Product training and shared
development initiatives engagement with dedicated account managemem to get Negatiable contract terms * *
+ Dedicated account management account management you started
with full marketing and sales * Marketing coordination and + Marketing toolkit and
coordination co-selling opportunities implementation support
+ Access to senior leaders and » Sustained growth partnerships + Entry-level benefits that scale P
SciSe Ceopmen ks ceslonedionyoluautess as you grow 2025 Vi vl n. Vi Ay i et vdemhand Ve e Vi g, ad Kt rdemakc V_ i
o e /= Verisk

2089528 (3/25)

o
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Continuous Feedback

- -
V= Verisk
Hi Jon,
We really, really do read all your responses!
Please take just a moment to tell us what you like and how we can do better.
Please share your feedback on your recent implementation with our partner

success manager Odom Wu. This survey will take just a minute to complete.
Thank you in advance!

It would be greatly appreciated if you provide us the feedback using below button.

Odom Wu
Director, Strategic Partnerships
Ecosystem Partner Success Team

Survey Support. Privacy Policy. CCPA Privacy Notice.

Submit

This survey invitation will expire on December 07, 2025 at £:35 AM.

Unsubscribe

-

- °
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V= Verisk:

Tech Support

Reminder on how to get responsive support and
troubleshooting issues

Customer Support — eservice xactware.com

Escalation — Partners Success

Newemail—paﬂnensucgess@le[iskmm
o L] . ° [ ] . ° [ ) . . ° L]
R [ ] ° ° o o ° . (] °
o ° o O
° R L] ° o o
° ° . $ °
VeriSkcom .. ° o a ° ©2025 Verisk Analytics, Inc. All rights reserved.
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mailto:partnersuccess@verisk.com

5 -eedback Sessions \\\\\\\\”///////////
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V= Verisk:

Partner Feedback

1. What can the Partner Success team
Start/Stop/Continue to help you succeed?

. [ ]
VenSkcom ° ° ° o o ° ©2025 Verisk Analytics, Inc. All rights reserved.
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V= Verisk:

Partner Feedback

1. What can the Partner Success team
Start/Stop/Continue to help you succeed?

2. What improvements to our APIs can be made to
support your organizations and our mutual
customers?

. [ ]
VenSkcom ° ° ° o o ° ©2025 Verisk Analytics, Inc. All rights reserved.
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V= Verisk:

Partner Feedback

1. What can the Partner Success team
Start/Stop/Continue to help you succeed?

2. What improvements to our APIs can be made to
support your organizations and our mutual
customers?

3. How are we doing in our communication with you as
an ecosystem partner?

. [ ]
VenSkcom ° ° ° o a ° ©2025 Verisk Analytics, Inc. All rights reserved.
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V= Verisk:

Partner Feedback

1. What can the Partner Success team
Start/Stop/Continue to help you succeed?

2. What improvements to our APIs can be made to
support your organizations and our mutual
customers?

3. How are we doing in our communication with you as
an ecosystem partner?

4. What additional events and activities would you like
to see at Elevate 2026?

. ° °
VenSkcom ° ° ° o ° ©2025 Verisk Analytics, Inc. All rights reserved.
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V= Verisk:

Partner Feedback

1. What can the Partner Success team
Start/Stop/Continue to help you succeed?
2. What improvements to our APIs can be made to
support your organizations and our mutual
customers?
3. How are we doing in our communication with you as
an ecosystem partner?
4. What additional events and activities would you like
to see at Elevate 20267 ...
5. What are your thoughts on our ecosystem roadmap? . ... - -

. ° °
VenSkcom ° ° ° o ° ©2025 Verisk Analytics, Inc. All rights reserved.
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V= Verisk:

Closing

Thank you for participating in our Verisk
Ecosystem Partner Roundtable

October 8, 2025

©2025 Verisk Analytics, Inc. All rights reserved.
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