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CCC / Dragoneer / Advent Leadership

& D a

Githesh Ramamurthy Marc Fredman Barrett Callaghan Brian Herb
Chairman & Senior Vice President, Executive Vice President, Executive Vice President, Chief
Chief Executive Officer Chief Strateqy Officer Markets and Customer Success Financial Officer, and Chief
Githesh joined in 1992 as EVP / CTO, Marc leads CCC's aoverall strategy Barrett is responsible for CCC's market Administrative Officer
and customer succs clions Brian leads finance, human resources

and corporate development activities,
Hi joined CCC in 2014

take CCC public and
EQ. In June 2000
he was elected chairman of the beard

and legal. He

He first joined CCC in 1993
insenior financial positions.

Marc Stad Christian Jensen Eric Wei
Founder and CEQ of Partner at Partner at
Advent International

Dragoneer Investment Group Dragoneer Investment Group

Mﬁ%al

Z BainCapital S1CF

DRAGONEER

Accel AEA

DRAGONEER

B ETPG St




Dragoneer Investment Group overview

™

DRAGONEER
Companies People
= Focus on backing exceptional growth businesses with * Top talent who have demonstrated a pattern of
sustainable differentiation and superior economic excellence
madelz .

Led by co-founder and Managing Partner, Marc Stad,
and co-founder and COD, Pat Robertsen

7 partners supported by a team of over 40

= Opportunistically invest in both private and public
companies across industries and gecgraphies, with a .
particular focus on software and internet businesses
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Capital Base

= =514 billion in total assets under management

= Long-duration capital from the highest quality
partners, including endowments and foundations,
sovereign wealth funds, pensions, and institutional
family offices

= Hybrid evergreen fund and private equity funds

(@) twilic

& square
@ path

IO

The Dragoneer Approach

Preservation
of Capital

Deeply Analytical
Team

Focus on
Growth Companies

Flexible + Opportunistic
Approach

Bestin-class SPAC Board of Directors with several years of operating and governance experience spanning wide-ranging sectors

David Ossip

Chairman.and CED of Ceridian

Sarah J, Friar
CED of Nextdoor

Douglas Marritt
President and CED of Sphunk

# Nextdoor splunk> CERIDIAN
Walmart i slack Bayrote® il ETEY HSemnshrod  OMERS ==
B O NewRelie a2 P A duylorce

Gohul Rajaram Jay Simons
Product Executive at DoorDash Former President of Atlassian
2 DOORDASH A ATLASSIAN
@rieterest O theTradeDesk { HubSgkt

FACEBOOK Google p'i!mer-




CCC and Dragoneer: A partnership of excellence
' €CCis a Market-Leading Vertical SaaS Company that Drives Significant Customer Value and ROI, Leading to Durable |
Differentiation, an Excellent Economic Model, and a Large Addressable Market with Long-Term Tailwinds

What Dragoneer Looks for in a Company What Dragoneer Found in CCC

O e T e S i oo e
o mzﬂ :ﬂT;;um zm::ccum software market that is growing at ~5% annually and in the early
o mu:“.:l. m ﬂ;r::;' mﬁ;‘mﬁm;mrrnm strong aperating leverage and an efficient cross-sell
o :::;::ﬂ;;h':amghy.ﬂcomnrsl:infan‘htpnnzﬂ years of growth?, and a senior management team with

100% multi-tenant cloud platform? powered by hyper-scale technology, deep proprietary data assets, multiple network
effects, real-world Al solutions, and durable customer relationships

Differentiated technology platform

Industry leading investments in R&D have created an innovation culture that has consistently developed products to
solve customer needs and paved the way for a long runway of growth

20+ consecutive years of growth®, accelerating in the past 5 years and with multiple upside levers going forward, driven
by software revenue and supported by decades-long customer relationships

The rising demands of automaotive safety technologies (e.g., autonomous vehicles and ADAS) increase the cost and
complexity of the insurance economy, creating long-term opportunities for CCC products

Attractive valuation relative to comparables with multiple levers for sutperformance in the near- and long-term

venue, See ‘Disclaimer-Non-GAAP Financial Med

nical(divested 2020}and discontinued Europe and Consumer S8y

ez businesses(discontinued 2001)
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Advent International overview

Advdllt Ingeciflional

GLOBAL PRIVATE EGUATY.

P Foundedin 1384, Advent International is one of the largest and most experienced global private equity firms

P With 15 offices across four continents, our globally integrated team focuses on buyouts and growth equity investments in five core sectors

P We seek to invest in leading companies and partner with management to create value through sustained revenue and earnings growth

P+ Sinceinitiating our private equity strateqy in 1389, we have invested $52 billion in over 360 private equity investments across 41 countries

P Asof September 30, 2020, Advent managed $66 billion in assets
Expertsin Vertical Software / Tech Growth Orientation History of Successful IPOs

= Qurcore strategy in tech focuses on backing = We focusonlong-term growth, which stems = 130 of Advent’s portfolio companies have
mission-critical platforms with leading market from our heritage in venture and growth- completed IPOs on 30+ stock exchanges
share that are modernizing and digitizing large equity investing *  Weare especially proud of the post-IPQ
addressable markets = Assuch, our companies tend to have very performance of these companies, which

= CCC embodies this approach as the leading strong customer and product orientations underscores our long-term orientation
Saas platform in its market with a track record = Majority of our historical returns have been =  Onaverage, Advent IPOs return ~5x relative to
of platform expansion driven by top-line growth the market, appreciating =45% in the first year?

= Largest NA investment in flagship GPE XIII" relative to the <10% performance for their

indicies®

Advent Team

sworldpay  vantiv.  TransUnion @ uemon  TE<ioN R zenoti

Investments

st North Armeri thr fund

il ari i L
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CCC: The SaaS platform for the P&C insurance economy

INSURERS REPAIR FACILITIES = —r —
300+ 25,000%+ =

L B L] LR N R R Y % r
E’ Mission-critical Al-enabled * - =

Saa$ solutions ta digitize 199.98% uptime)

Complete repair facility operating
insurer workflows and drive optimal

system to attract, deliver, and

' PARTS

decisions and customer outcomes OEMs o — s manage quality repairs
All major = (— .I.t ‘ ’J Cloud o —
OEMS — — 4,000+ . LT
- = = Solutions to — Enabling experiences for — ErEnE e T
(= . enhance OEM % ] 40M+ consumers annually 1 ﬁ ‘3 : llml ITE
—_ value & customer " » & - =
o | === experience across b 30K+ o - .
vehicle lifecycle B b e E-commerce solutions to enable
f"‘ p companies parts sales across CCC network
—_— LR R IR RN RN N @
&Ep $

Integrations and data to connect OTHERS Long-term oppartunities for new
other participants to CCC network Lenders, Fleets, Salvage, Tow, Ridesharing, Diagnostics, & more markets and solutions

Our platform helps customers drive revenue and profitability across >$100 billion of transactions annually

1 Includes salf-insurars and ather entit surance clalms




CCC at a glance

Retention?

custom

Net Promoter
Score

107%

Net Dollar
Retention®

e

) Company overview
= Mission-critical cloud platform for highly
interconnected P&C insurance economy

= Software powers customers’ growth, core
operations, and profitability

P Business overview

2 = $35B+ market opportunity with numerous
revenue CAGRS growth adjacencies

= Competitive advantage driven by multiple
network effects, deep integrations, and
unique, proprietary applications and data

= Strong recurring revenue business model
Adjusted EBITDA with high customer retention, expanding
I margins, and sustained long-term growth
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CCC is digitizing the P&C insurance economy

P&C insurance (US)'

Auto (45%)

Claims

Non-Auto (55%) f

and other costs, plus profit
DETMISSION

» Nearly half

of entire P&C insurance market is auto,
growing ~7% annually®

» Tof 3

P&C insurance premium dollars
is spent on auto claims

» The CCC Cloud

powers the resulting complex economy
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CCC’s leading position is built upon two foundational pillars

Auto Insurance Pillars

~80% of auto claims
arerepairable

~S$50B paid to repairers
each year

Repair channel critical
to accurate, efficient
outcomes

CCC Saas solutions digitize
insurer workflows to optimize

decisions and customer outcomes

Claims intake

Triage and routing
Claims assessment
Network assignments
Audit and review
Analytics and reporting

Direct Repair
Programs (DRP)
create network

effect and
accelerate
digital adoption

CCClaunched ORP
in 1992 and powers
most ORP connections
in industry today (network
management, assignments,
and end-to-end workflow) .

P -80% of volume paid by

insurers

~40% of volume sourced
via DRP

Digital insurer
connections foster
growth and efficiency

Complete repair facility operating
system to attract, deliver, and
manage quality repairs

Lead generation

Consumer engagement

Repair operations

Repair information and services
Shop management

Analytics and reporting

CCC stats

500+

insurers!

25K+

repair facilities?

155K+

DRP connections
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Consistent long-term and accelerating growth

Resilient Business Model

Total company adjusted revenue’
P 20+ consecutive years of growth' across

multiple market cycles

} Resilient business model driven by long-term
customer value and recurring revenue

P Continued quarter-over-quarter growth
through COVID in 2020
00 01 02 03 04 05 06 07 08 09 10 11 12 13 14 15 16 17 18 19 20

Accelerating Digital Adoption 2

100 %+ S 5,000+

Ingréase in insurance New repair shops using
mobile transactions digital engagement tools

Tatal revenue is aciusted to enclude Casualty 15t Party Clirical(divested 2020)and discentinued Europe and Consumer Senvices businesses|discontinued 2001)
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Experienced management team

At
AL
K

1)

Githesh Ramamurthy Brian Herb Mary Jo Pric Barrett Callaghan Andreas Hecht

“hairman & CEL | EVF

!
Pete Morowski Marc Fredman Shivani Govil Kevin Ho Kevin Kane

P ang 2 WP & CPO nina VP

n 2021 10 years

@2021 CCC Information Services inc, M rights reserved,



Investment highlights

Large, acyclical TAM ready for digitization

#1industry SaaS platform Blue chip customer base
powered by 100% with strong account retention
multi-tenant cloud’ and ongoing growth potential

Mission-critical, deeply Highly recurring and visible
integrated software with C® ]} SaaSrevenue model delivered
multiple network effects via multi-year subscriptions

20+ consecutive years? of Highly experienced team
growth with many expansion delivering strong growth in
opportunities available equity value for 20+ years

1. Solutions rély on CCC and third-party hosted SLorage of processing, inchuding private and public infrastruciure

2. Calculated on an adjusted revenue non-GAAP basis. Total revenue is adjusted to exclude Casuaity 15t Party Clinical {divested 2020) and discontinued Europe and Consumer

Services businesses(discontinued 2001)
Source: CCC data
@2021 COC Infarmation Services nd, Ml rights reserved,




BUSINESS AND PRODUCT OVERVIEW
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Auto insurance economy is complex and interconnected

Rentals

Insurance Economy (Auto)

cCC monetization: Il CCC facilitation: N

ely on COC and third-party hasted storage or processing. including private and public infrastructure
ta
nformation Services inc. All rights reserved.

CCC stats
$100B+  S1T+ 30K+

of txnsannually  historical data companies

CCC connects the many diverse
participants in the insurance economy

= Large, complex, and highly
interconnected ecosystem between
insurers and numerous other parties

Single event can require hundreds of
micro-transactions to be resolved

» CCC generates revenue from a single
event multiple times as it flows through
the various participantsin this economy

Unique, hard to replicate assets
powered by 100% multi-tenant cloud’
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Outcomes depend on complicated, hyper-local decisions

CCC is the definitive
platform for major
decisions made
throughout the auto
insurance economy

Example Auto Collision

Sample decisions

ECOSYSTEM
300+ 25K+
Insurance Repair
carriers' facilities?
155K 4K+

ORP Parts
relationships suppliers

Among all available network
participants, who needs to be

powered by CCC involved in resolving this
particular event?
1. Includes self-insurers and other entities processing insurance claims
2. Inchudes ather entities that estimate damaged vehicles

Source: GCC data

2021 CCC Information Services inc. All rights resered.

LOCAL GEOGRAPHIC FACTORS
1.4M 4.1B
Labor rate Live parts
profiles quotes
9.8K 7.3M
Requlatory/ DOI Consumer
jurisdictions reviews

What local rates and prices apply?
What local regulations apply?
Who are the best performing
providers in the area?

EVENT-SPECIFIC FACTORS
6.9M 56K
OEMparts Audit rules

SKUs lacross carrinrs)
2.3M 50M+
Repair Casualty
procedures bill lines

What is the exact damage to this specific
vehicle and what is needed to restore it?
What injuries did or did not occur?

What is the precise cost of resolution?

L]



CCC solutions address market needs

Leading
Solutions

Sample

products

ﬁ; Insurance

= Repair

e

Others

SaaS solutions that digitize
insurer workflows to drive optimal
decisions and customer outcomes

= Digital engagement
= Decision engines
= Werkflow automation

= Estimating

Total Loss Valuation
Casualty Bill Review
DRP Workflow
Virtual Inspection

Recurring
subscription + transactional revenue
(long-term exclusive contracts)

~3-Gyear
average contract length

Complete repair facility operating
system to attract, deliver, and
manage quality repairs

= Lead generation
» Repair operations
= Back-office functions

= DRP Network Management
Estimating

Repair Procedures
Consumer Status Updates
Shop Management

Recurring
subscription revenue

~3 year
average contract length

Integrations and data that connect
OEMs, dealers, parts suppliers,
lenders, TNCs, rental, tow & more

« Network connections
= Dataand analytics
= Workflow automation

» Electronic Purchase Orders
= Parts Promotion

» OEM Metwork Dashboard

= Recall Motifications

» Lien + Title Processing

Recurring
subscription + transactional revenue

~3 year
average contract length
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Digitization driven by best-in-class SaaS solutions

CCC solutions deliver

Innovative enterprise and consumer-facing applications to drive tangible ROl by:
digitization across insurance economy

P Facilitating lead
generation & growth

P Digitizing manual
processes

P Increasing efficiency
and speed

P Improving customer
experiences

20

@202V COC Information Services Inc., Al rights reserved,
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World-class multi-tenant cloud technology platform

=¥ OO Cloud

Enterprise Scale

. 350M+ 20M+
Annual interface txns Annual assignments
Integrations
- 500K+ 1,400+
Active registered users Releases per year
Applications
39.6 TB 2.7B
Metwork traffic per day Database txns per day
Infrastructure

Secure, multi-tenant cloud
State-of-the-art SaaS architecture

Core Customer Experience | Al | Workflow ~$110M annual spend on R&D in 2020
Capabilities = Metwork Management | 10T & Exchange

acts preliminary financial information. See "Disclaimer-Use of Projections.”

SOVices g, All rights reserid.,

21
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CCC delivers real-world Al solutions at enterprise scale

Real-world Adoption Example Solutions Built for Scale

Damage Detection

P Hyperscale platform to
; _ 9 Of 10 support large volume of
""Ed i::fn'l:rm consumers concurrent users in
i prefer estimates real-time

with heat maps

P Powered by >$1trillion of
historical data, billions of
historical images, and
many ather types of data

Patented heat map technology to
automatically identify vehicle damage

Insurers using CCC CCC Smart Estimate

Alin production

o P Seamless integration with
Ll
30 /0 customer workflows to

rapidly inject new Al
models and continuously
improve existing ones

productivity
increase vs.
baseline

300+

Al models in
production

World's first Al-powered
estimating solution live in market

22

D202 COC

tion Services Ing, All rights reserwed,
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S35B+ global market opportunity

Global P&C Premiums ($SB)

1. Long-run targ
Source: &M, Best
@2021 COT Infarm

1,600

Claims 1,100

Other 500

lerating Industry demand far digital solutions

| rights reserved.

Market
Opportunity

Loss Adjustment
Expense (LAE)

Accuracy Ecosystem

S50B+

Claims handling Avoidable claims Claims
e ses leakage payouts

5:1 51 1%

Target value capture rate’

$10B+ $10B+

Digitizing claims Eliminating Digitizing
handling leakage ecosystem

B addressable market with several
35 + adjacencies available

w = Usad by parmission, CCC data and management estimates. McKinsey as of April 2020

23
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Many expansion adjacencies available

+ Cross-sell existing products
+ Geographic expansion
+ ME&A opportunities

P $358+

CCC Total Addressable Market

+ Cross-sell existing products

+ Mew product innovation
(digital / mobile, Al, repair
quality, loT, and mare)

+ ME&A opportunities

598+

+ Multi-line expansion
+ New customer expansion
+ ME&A opportunities

S13B+

$598M'
CCC(2020) UsS Auto AllUS P&C Global P&C
Represants +7% premium growth annually +5% premium growth annually +5% premium growth annually
30 bps of total : i
plccl'a’iii s,-.UJeid 18 of top 20 16 of top 20 4 of top 5in China
Takerate by CCC customers on CCC platform on CCC platform an CCC platform
(% of total
claims spend) <0.3% ~, 452 ~3.0% ~3.0%

WP basls. For a reconciliation to GALP revenue, see Appendix
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Building durable, differentiated insurance platform in China

5 of the world’s top Generational opportunity to digitize
10 insurers are based insurance economy in China

in China - and all use

2 CCC has early leadership position
CCC solutions with insurers and is well positioned to

establish similar ecosystem as.in US

4 of China’'stop 5 A :
g Building-SaaS momentum with
insurers use the CCC dealers and repairers in 100K+

platform location Chinese body shop market




e

Rising complexity drives demand for digital solutions




e

Long-term ADAS evolution will create new opportunities

ADAS-enabling the world's vehicles ...And accompanying rise in ADAS-driven
will be multi-decade evolution... complexity will create new opportunities

ADAS technology still developing,
Technology with full self-driving among mass
market vehicles years away

Mew solutions to manage
complexity of ADAS-enabled
claims(liability, higher
severity, routing, etc.)

ADAS policy, regulatory, and liability
framework will need to be

established and codified into law Mew solutions to manage

complexity of ADAS-enabled
repairs (ADAS calibration,
repair procedures, etc.)

Any new vehicle technology requires
decades to turn aver US car pare,
given large existing installed base

Car Parc
Transition

Mew solutions to assess,
price, and underwrite risk for
- | icles

across entire ecosystem

There is =84 trillion worth of vehicles on US roads
alone to transition to ADAS over time

a7

Source: CCC data, Bureau of Transportation 5
@202 COC Infarmation Services bng, Al ric
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Strong long-term customer retention and growth

Blue chip
customer base 70%

revenue from 10+
] 8 of tOD 20 year accounts'

insurers on platform

100%

national MSO coverage

12 of top 15

OEMs as customers

-
a

Sales growth index
10+ year insurance customers?

/" Avg. revenue per long- ™\
" terminsurance customer
(10+ years) has risen
. 80% from 2010-2019

o>

Index

=100 :
2010 2011 2012 2013 2014 2015 2016 2017 2018 2019
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Proven ability to cross-sell solutions: Repair facility examples

Repair facility cross-selling has Example: Rapid adoption of CCC Engage
risen significantly over time package throughout 2020

Share of repair customers by # of subscribed products

2010 2015 2020

0,
2X revenue per repair facility since 2010 >25 A) of customer base adopted in past 12 months

29
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Multiple network effects strengthen the CCC platform
Insurer performance... ... drives shop growth and efficiency... ... and ecosystem expansion

use of repair
annel

Insurance Repair 20M+ Parts
companies Insurer f Facilities Parts quoted for Suppliers

Repair Facility Repair Facilities
connections in 2020 @_—T?
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Case Study: Parts expansion

| ~10% of GMV now facilitated electronically, ) & HYUNDAI
. with significant upside remaining @

o ®

157

P
Integrated, real-time parts guoting
and ordering via CCC platform
Southeast Toyota "CCC's reach, along with the ability to put a promotional
Bl Distributors, LLC

price upfront, are game changers... The dealers love

"\-] | FCA it, and their repair facility customers love it as well.
&) =

unog Jajeaq

We are so pleased by its performance and CCC's
commitment to our partnership, that we have decided
to make CCC part of our marketing strategy for the
company and our dealers nationally.”

HONDA

Launch
l - Bruce T. Smith, Senior VP Parts & Service, Honda

18 months

k1l
Source: CCC data
EZ2021 COC Information Services ng. Al rights nésemvid,
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Growth levers drive future performance

New Markets

New customer segments
Multi-line expansion
Geographic expansion
M&A opportunities

New Solutions

= Insurer innovation
@ Upsell = Repair facility innovation
= Ecosystem innovation
= Cross-sell existing = M&A opportunities
New Customers = Packaging innovation

Data & Insights

Integrated Network

Cloud Platform

32



LEADING INNOVATIONS




Insurance pillar: Leading claims digitization

Insurance Economy (Auto)

Insurers

e

1 billion+

days of annual cycle time

300+

Insurers on platform’

20M+

annual assignments sent

34



Insurance pillar: Mobile and Al

@2Z021 CCC Infarmation Servic

g5 Ine,

rights reserved

oo

80%+

of consumers prefer maobile
claims navigation channels

~20%

of industry repairable claims
processed by photo estimate

90+

insurers on platform

35



Insurance pillar: Mobile and Al

= Real-time part and labor prices

= Tailored to local jurisdictions

= Deepinsurer integration

* Accepted by industry

* Continuous feedback and learning

1.  Basedon2020vs.
@202 CCC Infarma

e

000+

human touches per
traditional estimate

50+

insurers using CCC Al in
production

100%+

Growth in claims using 2+

CCC deep learning solutions’

36



Insurance pillar: Fraud prevention

@202V COC Information Services Inc., Al rights reserved,

O-TAGGING
; TELEMATICS

oo

5-10%

of P&C claims payouts
potentially fraudulent

STtrillion+

historical data

bEK+

insurer audit rules active
on platform

37



Insurance pillar: Total Loss automation

Total Vehicle Valuat: COCEONE [ ERT

$17,900.00
-
[ 1grane perm @,
move myvehidetoa o _

Please remove all person .

OUr vihichs 5l e W

vehice. e

Have questions? ;...—..- = ||'|'.ﬂ;|;
B Call ACME Insuranl  ===msmmmes——r=— .

LIENHOLDERS

@2021 CCC Information Services inc, M rights reserved,

e

~20%

of auto claims result in
total loss

~70 days

average cycle time per
total loss

30+

years processing total loss
vehicle valuations

38



Repair pillar: Leading repair workflow

Insurance Economy (Auto)

Repair

Facilities

oo

~807%

of repair value paid by
insurers

20K+

repair facility customers!

155K+

ORP relationships

39



Repair pillar: Photo estimating

$1,351.19
[ rereeeema |

@2021 CCC Information Services ing. Al

rights reserved,

e

Z20M+

repair estimates written an
CCC platform every year

50M+

glectronic customer
communications sent

25%+

of repair customers
adopting in past 12 months

4l
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Repair pillar: Shop scheduling

rd - ™,
— 20
| average days from loss
Wi Susan. Your car nepal b )
[ ook forwand
i et T reported to repair started
from now.
Thank you, SUSEN, YOUT Caf ks - 3 M
olofecn
—— consumer reviews for
vehicle repair
- = Z200M+
- A

calendar entries made by
repairers in CCC ONE

@Z021 COC Information Services Ing. Al rights reserved,



Repair pillar: Repair procedures

@2021 CCC Information Services inc, M rights reserved,

e

33%

increase in parts per
repairable claim since 2010

900%

growthin rate of repaired
vehicles scanned since 2017

2.5M

repair procedures on CCC
platform
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Repair pillar: Parts ordering

I.  Includes ather entitles that estimate damaged vehicles
@201 COC Infarmation Services Ing, Al rights reserved.,

oo

$13B+

annual parts on CCC
repairable estimates

2HK+

repair facility customers!
eligible for parts ordering

LK+

parts suppliers live on
platform

43
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Insurance economy: Leading network

30K+

companies on platform

gl 80

MNet Promoter Score

Insurance Economy (Auto)

100%

multi-tenant cloud’

ent entit

db
1.  Solutions rety on COC and third-party hosted storage or processing. including private and public infrastructure
@201 COC Infarmation Services Ing, All rights reserved.,



Insurance economy: Digital payments

1. Based on 2020 vs. 2009 claim volumes for auto physical damage
@202V COC Information Services Inc., Al rights reserved,

oo

>H0%

of insurance payments are
sent by check

S100B+

commerce enabled
annually by CCC

3H0M+

annual interface
transactions
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FINANCIAL OVERVIEW




Financial highlights

Consistent growth
at scale and accelerating

Highly predictable, recurring
revenue model with strong
customer retention

Strong operating
leverage with ongoing
margin expansion

Capital-efficient
business model

20+ consecutive years of adjusted revenue growth’
Benefiting from strong network effect and expansion into new products
Proven ability to cross-sell solutions

96% recurring software revenue?
Long-term contracts across business with exclusive deals with insurers
98% Gross Dollar Retention (GDR)

Adjusted Gross Margin of 75%2
Adjusted EBITDA margin of 34%*
Continued investment in R&D to drive innovation and long-term growth

Capital efficiency enables investment into future growth
Low levels of working capital consumption
Modest Cap Ex requirements

measura. Calculated a= Adjusted EBITDA divided

oo
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Annual recurring software business model

Recurring Software / SaaS!

96% 4%

2020 Revenue? 2020 Revenue?

Recurring Mostly
Subscription Trans- Trans-
actional actional

Average Contracts: 3-5 Year Deals

e definitions In Appendix
aflects preliminary financial information. See Disclaimer-Useof Projections.” Calculated on anan-GAAR basis, For a reconciliation to GAAP revenue, see Appendix

resemvid,
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Historical revenue and margin performance

Adjusted Revenue!

Adjusted EBITDA?

e

(US 5 in millions) {US & in millions)

570
@ 518

462
419

384

104

(1% g

19 124

2015 2016 2017 2018 2019 2018 2016 2017 2018

170

2019

Annual Organic
Growth (%)

Adj. EBITDA

% A K4 i % .
7 g 10 . 10% Margin® (%)

27%

28% 27% 28%

30%

49



2020 financial performance

Adjusted Revenue!

(US 5 in millions) .i
598

570

2019 2020

) Revenue growth through 2020 highlights resiliency of
recurring business model

} COVID impacted transactional volumes and portion of

new business, temporarily impacting NDR from 107% to

103%"

} Despite pandemic, subscription revenue and client
retention was not impacted

e

Adjusted EBITDA?
{US S in millions)

9 0

170

2018 2020

Adj. EBITDA
Margin® (%)

Double-digit adjusted EBITDA growth driven by combination of
strong operating leverage and cost management through pandemic

30% 34%

Cost containment efforts were a combination of structural change
and one time initiatives

Maintained investment levels in new product innovation




2021 Adjusted Revenue forecast!

(US & in millians)
10-15 5-10 5-10 20-30 675

I

@ @ e @ o)

2020 Annualized Signed not coviD Committed Net new 2021
Revenue existing yet live normalization not yet business Revenue
revenue signed

e

@ Full year impact of revenue oppartunities realized in 2020

@ New clients or cross sell opportunities signed in 2020, which will generate incremental revenue in 2021 once live
@ COVID transactional volumes start to recover over depressed 2020 levels

@ Client new business commitments that have not yet been signed but which are expected to roll out in 2021

® New business revenue ‘go get’in year, including cross sell, upgrades and new logos

ewenue on anon-GAAF basis, See Disclaimer-MNon-GAAP
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2021 Adjusted EBITDA forecast!
(US & in millions) 60-65 249
-
I
I
(10-12) (8-10) =

2020
Adj. EBITDA

Incremental
Investment

Discretionary
Spend

Public
Company Costs

Operating
Leverage

2021
Adj. EBITDA

e

Adj.EBITDA

Margin? (%) o

3B6%

@ Increased PZL investment largely focused on R&D spend, net of select one-time cost reductions
@ Normalized discretionary spend from depressed 2020 levels (travel, marketing, G&A)
@ Incremental public company costs (D&0 insurance, public company support costs)

@ EBITDA contribution from incremental revenue

AF financial measure. See Disclaimar-Non:
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Long-term modeling guidance

Long-term Targets
Organic Adjusted Revenue Growth' 7-10%
Adjusted Gross Profit Margin’ 80%
Adjusted EBITDA Margin? 45%
Cap Ex as % of Revenue 4-7%

Effective Tax Rate Mid 20s%

Working Capital as % of Revenue Low single-digit consumption

1. Calculated on anon-GAAP basis, See Disclaimer-Mon-GAAP Financial Measures® 53
2. Adjusted EBITDA margin is a non-GAAP linancial measure. Calculated 35 Adjusted EBITDA divided by Adjusted Revenue, See "Disclaimer-Non-GAAP Financial Measures”
E202 CCC Information Services ing. Ml rights reserved.



TRANSACTION OVERVIEW




Transaction summary

Transaction Overview

Post-Transaction Ownership®

Fully distributed pre ferma enterprise value of $7.0bn, or 29.1x CY21E Adj. EBITDA' of
S24Zmm

Transaction to be funded by a combination of S680mm cash in trust?, $175mm in FPA
proceeds. and a committed PIPE of 5160mm from institutional investors

Significant alignment between existing CCC shareholders, the sponsor, and management:

00% of existing CCC shareholders are rolling thelr equity into combined company

Portion of sponsor and existing shareholder equity will be subject to earnout
provisions

Transaction is expected to close in the second quarter of 2021

FPA  FiPE investors Dragoneer
253 2.4% Sponsor Shares
| — L%
Oragonear Public
Shareholders ~
na% —
Existing CCT
Sharaholders
B2LEN

e

Valuation ($mm)

Enterprise Value {$mm)

Shares Dutstanding(mm]* M7
[x} 5hare Price $10.00
Equity Value 56,707
[+] Nt Debt 342
[Enterprise Valug 57,048
Transaction Multiples

Enterprise Value / CY2IE Revenue |
Enterprise Value ! CYIIE Ad). EBITOR 9.
Het Debt / CY20E Adj. EBITDA 17
et Debt/ CY21E Agj. EBITDA 14w

Sources & Uses (Smm)

Sources
Dragoreer Cash in Trust® 5680
FPA Procéeds L)
FIPE Proceods B0
iash on Balance Sheet Fi
T Cash £1.040
q Dbt 1333
Rolling Equity” 5.202
Total Seurces ET.575

Uses

Cash to Balance Sheet® 5541
1.333
5202
LE]
Total Uses 87575




oo

CCC has aunique combination of attributes relative to peers

m Insurtech Peers Vertical Software Peers

Recurring Peer Average: 79%
Revenue %! s
Market 86% i
Leader « S5% B8% TR gyx gy sow 0%
Mission
Critical
oo G v Qoo ciscanres cidency Bontiey v . tler STIORSYS Ansys e
Effects
Rule of 407 Peer Average: 40%
. 6% gy ghy
Proprietary 49% 4T%  &T% gy
42%
Data Asset % I
22%
SaaS
T
Model «
CCo t_ E‘!“ GVerik sacavnes AMBYS Assoscs (hdeack Bontley SYTOPSYS "moex L tyler
A OF Mo FRCRnE TISCl yar formarion mailabie %

L
z Estimade as of December 31, 2020,

3 Pdi il 40 cakiibatld 53 CYTE Rinritid Goowh « CY2IE ddfj. EBITOU Margin

Source:  Company TiEngs, and FaciSet median e oker consensus estimates as of Spril S, 2021
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Peer benchmarking - Operating metrics

{US § in millions)
2021E Revenue Growth Insurtech Peers Vertical Software Peers
8%
Peer Average: 11%
3% Ta% 13% 12%
9% 9%
8% 8% 8% e
2%
m m..- “,E,,, posvrcoese Benfley pescanres SYOPSYS  Ansys  ~fyler MM y5gence SVerisk
2021E Revenue 5675" S263 3785 54,261 5904 S390 84,088 S1847 S51.209 52,894 52,984 5758
&
2021E Adj. EBITDA Margin® 9% - Poor wermyes 1%
1% 9%
36%
34% 33%
52% 29% 28%
m u.E.H K_ Hverisk  /ANSYS orscartis gadence’ Asvrooe SYNOPSYS Senfley MEMemseies '-;ﬁq.tylu
2021E Rule of 40 49% % 20% 56% 52% 5% 4T% 47% 42% 45% 36% 37%

Feflects Revenue on anon-GAAP Basis, See Tiscliimer -Hon-GAAP Financlal Measures.”OCL 202 Revenue reflects managesnent Tonecas], See isclaimer - Use of Projections” 57
z Akt EB1TDA Margin i & Soa-0AMP lindncial midiune, Chlculabid i Adpatd EBITOU oF By P, St “Di acLairrode -Nan=0AP Fingnis! Midtures." COC PINE dcfuited EBITOM M i i THed 13 Sanbgamant Torcadt, See Tibolsmid Ui of Projections”
Spurce:  CCC Managemant. Company filings. and FactSet median broker consensus estimates as of April 8. 2001
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Peer benchmarking - Valuation metrics

EV / 2021E Adj. EBITDA' Insurtech Peers Vertical Software Peers
53.4x 50.9x Peer Average: 38.9x
40.7x 358
.Bx
20.1x BB anex
NH NH
\4}. tyler Bentley Aarcotsc  Ansys cidence MU srscaeres SYNOPSYS  fhVerisk

(Vo . &

EV / 2021E Adj. EBITDA / 2021E Revenue Growth'

2.3x

Peer Average: &4.1x

Bentley Mavrooes< SYNOPSYS  &pVerisk orscaeres

. NH NM
-

(Voo S .

EV I PO7IE A5 EBITDA F 2021E Revanis Growth cakluilated by Sividing 2021E EBITOA Multiple by 2071 R Growth nd maltiphying By 100. Ex: Autodes 2021E A3 EBITOA misltiple 8. &1/ 202 1E Ravanus Growth [13.8% ¥ 100]s 3.4
Edriuin, Sa Tlicllmer -Hoa-GAAP Flagnclyl Measunis.” COC 00N Adjuited DBIT0A snd BOTIE Revenu G owlh nefiect i managanment forecasl. See Dlscialmer Ube of Profections’

L
Fefiects Rivinus on non-GAAP bals, Afusted EBITDA bs 4 non-GRAP financ
NI inasicated EBATOU MuIipiecs st i T5u, E 1 ACE EBIT DU / Ravuinuss Growt srasiti DS grastes than 1

Nate: K
Sowrce:  COC Management. Company Mlings. and FactBed median broker congensus estimates as of Apil B, 3001

«htyler  cadence /Amsys MTToN
58
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Peer benchmarking - Valuation metrics

EV / 2021E Revenue' Insurtech Peers Vertical Software Peers

Peer Average: 13.9x

19.6x "y
. 16.4x 15.6% 15.4x

10.4% 10.7x n1x 10.4x 10.0%

AwbimiEi

(oo e » & Ansys Benfley Ammoomsk “htyler cidence orscarres Glerisk "ETEOCK  SYNOPSYS

EV / 2021E Revenue / 2021E Revenue Growth' Peer Average: 1.7x

<‘ ‘E O] t.. Ansys Gtyler  cadence @Verik Beniley MMTIONR A uooesk sescarres SYNOPSYS

sastmIED

T0THE Revarus Drowthand mutiplying by 100, Ex: fetosiih 2021E Rivanos Hutishs 5.6 ! 20TIE Rivites Gromtn[TLE% 2 000« Lix Ralets Rirvidu 60 b s (ALP 59

EV 1 POTIE Riswisis \ :'a?lr nm ) G (1 LB by Sheies
Basis. Sea Ths P Financial Measures " CCC 2021E Revenue and 2021E Pt‘-t-l\ st Grosth reTHCt Management forecasts. See Thsclaimer-Use of Projactions”
Sowrors 00T Managesunl w-n"r"'\-.\.- a0 FactBed madlan bioher condeniut eslimatis a5 of Apl b 30

iy POTIE Riwiosassy
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POWERING FORWARD

Thank you.




APPENDIX




Reconciliation

{US 5 in millions)

Total Revenue

Praduct Divestment [ 15t Party Clinical - revenue]
Adjusted Revenue - Non-GAAP

Adjusted Revenue Growth

Net Income (Loss)
{+) Interest Expense
{+] Income tax (benefit)
{+) Depreciation & Amortization
{+) Impairment [Goodwill/ Intangible)
{+)Stock-based compensation
{+) Private equity deal costs
(+)IP0 Readiness
{#) Loss on early retirement of debt
{+)Change in FV of swap(gainkloss

Adjusted EBITDA - Non-GAAP before 1st Party Clinical
(-} Product Divestment [ 15t Party Clinical - revenue]
{#) Product Divestment [ st Party Clinical - cost of revenue ]

Adjusted EBITDA - Non-GAAP
Adjusted EBITDA Margin

1. 2020 reflects preliminary financial information. See “Disclaimer-Lisa of Projections.”
22021 CCC Information Services Inc. All rights reserved.

oo

201 2016 201 2018 201 2020
430 4BB 507 570 § B1E $ B33
(48] 147] [45) (52) (46) (35)
384 419 452 518 § 570 % 595
9% 9% 0% 2% 0% 5%,
0 12 213 (s5) & (210) % (22)
47 48 T a0 89 77
m B 1319) 13) (B7) ]
70 68 09 127 128 18
- - - - zm -
3 1 20 B E] 1
34 0 0 -
- - - - 1
14 - - 9
(10) (7 22 13
na 133 132 Bl 0§ o8 207
(46]) 47 (45) (52) (46) (38)
31 33 37 39 40 3
104 s 124 nwe § m $ 203
% 2% 2% 2% s0% 34%
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Reconciliation (continued)

{US 5 in millions)

Adjusted Cost of Revenue Calculation:

Cost of revenue - GAAP
(-)Product Divestment[1st Party Clinical]
(-) Amortization of Intangible Asset - Acquired Technology
(=) Impairment of Intangible Assett - Acquired Technology
(-) Stock Compensation

Total Cost of Revenue - Non-GAAP

Adjusted Gross Margin - Non-GAAP
Adjusted Gross Margin % - Non-GAAP

1. 2020 reflects preliminary financial information. See “Disclaimer-Usea of Projections.”
22021 CCC Information Services Inc. All rights reserved.

oo

2018 2019 2020'
213 & 226 208
(39) (40) (31)
(28) (28) (26)
- (6) -

(0) (0) (0)

45 $ 151 151
374 $ 419 448
72% 73% 75%
63
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Definitions

Definition

Calculated by dividing (a) annualized software revenue recorded in the last month of the measurement period for unique billing accounts that
generated revenue during the corresponding month of the prior year by (b) Software annualized software revenue as of the corresponding month
of the prior year. The calculation includes changes for these billing accounts, such as additional solutions purchased, changes in pricing and
transaction volume, but does not reflect revenue for new customer billing accounts added. The calculation excludes: 1) one-time revenue
related te volume true-ups and professional services(including implementation and consulting revenue), and 2) annualized software revenue for
smaller customers with annualized software revenue below the threshold of $100,000 for carriers and $4,000 for shops.

Net Dollar Retention

Calculated by dividing (a) annualized software revenue recorded in the last month of the measurement period in the prior year, reduced by
annualized software revenue for unigue billing accounts that are no longer customers as of the current period end by(b)annualized software
revenue as of the corresponding month of the prior year. The calculation reflects only customer losses and does not reflect customer expansion

Gross Dollar Retention or contraction for these billing accounts and does not reflect revenue for new customer billing aceounts added, The calculation excludes: 1)
changes in estimates for one-time revenue related to volume true-ups and professional services lincluding implementation and consulting
revenue) and 2) annualized software revenue for smaller customers with annualized software revenue below the threshold of 5100,000 for
carriers and 54,000 for shops.

Software subscriptions and hosted services are recognized over time and provide customers with the right to use the hosted software over the
Recurring Software Revenue contract period without taking possession of the software, and are billed on either a subscription or transaction basis. Software revenues are
billed on a subscription or transaction basis under multi-year contracts for services.

Comprised of professional services, implementation fees and other non-software services. Implementation fee revenue is recognized ratably

Other Revenue over the contract period while other non-software services revenue is recognized in the period the service s performed.

;]

©2021 CCC Infermation Services Inc. All right




Consolidated balance sheets

{US & in millians)

ASSETE
Cumeil Assets:
Carse o Casn E urvienty

Aeouns Bweeivabie - Mot of Alowances of S1 5N and 53,004 for 114 and HIl, Respectively

ncer Tk Reciivatis
OeteredContract Conts
Cxner Curmant Assety.

H

Total arent sssete

Software. Equipmen and Fropersy
Imangisle Asveis - Hex

Eaedtiil

Dafemed Firancire Fee Revolver
Ly v Dl erved Costrist Lot
ke At

Euumggn | PR

Blacazs

cr
=8

K.=_5%5

Toeal

LKL ITIES ARD/STOCKMOLIE RS COUTY
Coment Lipbikting:
Bocounts Payatle
Aotrien Experss
Income Taxes Payabie
Cumern Portion of Liae)-beees Detn
Cusmieit Pertion of Lang Tarm Lickasiag Aareamant « et of Discoust
Deivrred Reverues

Bl es k=

o

Brusnewm

Total Currest Liasiities

Liong Trm Debt:
FirgtLien Tarm Losn - Met of Discount £ Fees.
Ewcond Lien Term Loan - Mei of Discouni £ Fees.

Totnl Loowp Term Debt

Datermpdiners Tantd - Nt
Lty T L bt Ageevrabet « Ml of Discunt
O Lisbaten

FlEE:

§ls 2

Total Liabilzies.

Total Stackholoey Dty

Totsl

8

wm o§

AW 8

i 5 5:‘:5

Mate:  Financial information presented is subject 1o sudil pursuant Lo the s1andards of 1he Public Company Accounting Oversight Board (FCADB]L which may resull in sdjustments.
Subtotals and fotals may not sumdiee fo reunding effect.
@MZICCE information Services inc. All rights reserved.



Consolidated statements of cash flows

{US §in millions)

Mate:  Financial information presented is subject 1o sudil pursuant Lo the s1andards of 1he Public Company Accounting Oversight Board (FCADB]L which may resull in sdjustments.

L] ns
CASH FLOWS FROM OPFCRATING ACTIVITIES:
Hat s 155k 5 =)
raf ks et
Depraciation and semortiration ol SoRwics, Squipment, and progery 5 L]
Rematiation of irtarneg bie atsets i oW
Irpalrmar of qondwil snd inteacible srprts - wr
Delemed income tames. L1 (o]
Sio0k-DABRT COMEENLEN 7 7
Aemortization of defemed fingncing fees L L
demartizathon of dincount on deli L 1
CRBNGE In 1B v o ITSETERE ERlE PR EEE in @
Dar Murimency Ll L]
Pt 040 proebied by op erating es fivies. ™ 8 ]
CASH FLOWS FROH BVESTING ACTIVITIES:
PUTRESEE Ol SOMTWINE. BRI BPd [RODETY (204 5 om
Purchass of incanptie s in
Purchase of equity irvesoment - 1]
T LRSN b i1 b e LT [F m
CAZH FLOWE FROM FINARCIHG ACTRATIES:
Pl PaTTRERL 5 k] L B8 (=% (L]
Proteadybeom evertise of stock aptiens - i
Disrribastions oy shivebeiders (1] .
Repuszhiss ol Seres B sammon stk =] 1]
irt canh ued in finascing sctivities (L 3 i
NET EFFECT OF RATE ENTS o3 1]
NET EHAHGE I CASH AND CASH EQUNVALENTS O] 7
CASH ANDCASH EQUIVALENTS:
Beginning of prac LR &
Endal ywar &7 al
RORCASH INVESTING AND FIRAMCING ACTTVITICS:
toeaptal I 7
SUFFL CHEWT AL DISCLOSURES OF CASH FLOW INFORMA TION:
Canh pald for interest L Ly
Cash pabd for income Crses. ri of refund. L w

Subtotals and totals may not sum dise fo reunding effect.

@MZICCE information Services inc. All rights reserved.



