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Group Benefits

CEO: Kevin Dunn Providing group health benefits can be one of
the best ways to recruit great people, manage
business risk and reduce absenteeism. Our
Headquartel'53 Al pharetta: GA licensed client success teams source and maintain P
the best-in-class benefits, including medical Efficient HR
One-Stop Sk, i iomance, slimors; & Customer
Founded: 2015 -
Recruiting Support
. . . . . . The Decisely solution Benefits, payroll
* Decisely is a benefits brokerage and HR services firm specializing simplifies hiring and and regulations get
. 4 . helps keep the process more complicated
in integrated technology solutions for small businesses DOL compliant. With every day. Decisely
automated processes provides free
. . . . . from job postings, resources and live
+ Decisely partners with brokers, franchises and associations to help to offer letters, to support from licensed
. . . onboarding new staff, HR experts to help
them better serve their small business clients winning the war on your tesmmambers

talent has never been
easier.

be more efficient and
. . . . effective.
» Decisely provides a turnkey platform offering healthcare benefits, «

recruiting, HR admin, compliance and payroll functionalities

Selected Financing History

Customizable
Size & Scalable
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businesses in industries of
all kinds to simplify benefits

Peace of Mind
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. guidance needed to avoid

i e i Easy Employee HRlstabm st ekl

. . . . . f 3 Management lead to penalties, fines or
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the specifics needs of the

B Transform HR processes, such as onboarding,
business.

off-boarding, open enrollment, and payroll into
a simplified, paper-free, integrated process,
reducing time and stress.
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Co-Founder & Chief
Executive Officer

What is your background and what motivated you to start Decisely?

| have over twenty years of experience in e-commerce and online product and service distribution, including not only building
the award-winning Delta.com, but developing and implementing the strategy and marketing for Mercer Health and Benefits’
private exchange technology. We started Decisely because small businesses have carried the burden of multiple, disparate
human resources vendors for too long. Decisely has built a modern, integrated all-in-one solution that is also broker-friendly.
The small business segment has typically been underserved or more difficult to service profitably. Decisely was built by brokers,
for brokers to be a partner and help brokers serve this business segment effectively, efficiently and profitably.

Who does Decisely serve, and what problem do you solve for them?

Our market is small business, with a sweet spot in the 2-100 employee segment. We partner with brokers, franchises and
associations to help them solve their small business challenges, which may include serving these businesses profitably, helping to
develop new revenue streams for P&C brokers by helping them develop employee benefit programs, and developing
Association Health Plans for brokers’ franchise and trade association clients without joint-liability concemns.

You've broadened the conventional definition of a client-broker relationship by incorporating a proprietary
software platform. What capabilities does your platform provide clients?

We have found that small businesses are unique compared to other broker clients; often they have a need for products and
services outside of benefits. The Decisely platform has been developed to meet client needs from recruit to retire. Our services
include recruiting and talent assessment, onboarding, payroll integration, benefits sourcing and administration, document
management, student loan forgiveness and refinancing, 401(k) and individual retirement solutions and offboarding. Clients may
use any or all of these integrated services for more efficient business administration and the cloud-based system allows us to
integrate with our clients’ other vendors to provide a seamless flow of information which helps create significant time savings.
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How does clients’ use of your platform facilitate Decisely’s work with them?

Small business clients and broker partners find that the Decisely platform is extremely easy to use; with an integrated service
offering from recruit to retire, clients are able to manage most of their HR and benefits administration functions from one
platform. The difference from other providers, and key to Decisely success, however, is the client support. Every client receives
direct access to a core team of client support, from relationship manager to client service coordinator, for the life of the

relationship; clients can count on the support of a Decisely team dedicated to their success at managing their benefits and HR
functions effectively and efficiently.

Small businesses can also choose to directly license HR software, independent of their broker relationship.
What are you finding about businesses’ preferences for an integrated relationship vs. keeping a separation
between technology and brokerage services?

While small businesses can, indeed, license HR software separately from their broker relationship, the key to managing business
records efficiently is integration in a single platform. When Decisely clients are able to recruit, onboard and enroll their new team
members from a single platform, they eliminate the double entry associated with multiple platforms. We have learned that the
most important commodity to a small business person is time — when we can give them some time back, they can spend it more
effectively, managing the tasks that help them generate revenue.

Tell us about your business model and how Decisely gets paid for the services it provides to clients?

Decisely is a benefits brokerage and is compensated in the same way as other brokerage firms, through commissions from the
insurance carriers. Use of the Decisely platform is, for the most part, free and comes with the benefits programs. There are also

optional software-as-a-service modules available on our platform such as recruiting and applicant tracking, for which we charge
an additional fee.
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Instead of trying to acquire customers directly in competition with other benefits brokers, you've chosen to
partner with larger brokers. What's your pitch to brokers and how do you work together with them?

Brokers have a variety of challenges regarding their small business portfolio, but it generally comes down to making the
economics work: profitably servicing small businesses within their center of influence. No one platform has addressed the needs
of brokers across the small business employee benefits market in all four quadrants: general agent/carrier management, agency
and client management, benefits administration solutions and implementation, and the HR functions of a human capital
management system. Decisely has created this integrated solution for the brokerage industry, to help them deliver to their
clients profitably. Additionally, Decisely has provided an option to return clients to partner brokers at a predetermined growth
level. We have always found the B2B2C model more efficient and productive to all constituents.

How receptive have larger brokers been, and what can you share about partnerships you already have in
place?

We have established a number of high-profile partnerships with clients around the US, from the largest national brokerage
houses to superregionals to smaller brokers seeking to improve their margins. These brokers work with us in a number of
different ways, but all have the same goal of improving their overall profitability and EBITDA. We manage their small business
clients as long as they are small and offer to return the clients to them when they reach an agreed-upon size, generally in excess
of 100 employees, so the clients have access to broker services more appropriate to mid-to large size businesses, and the broker
benefits from the relationship with a larger company.
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You've also been working directly with franchise operators and associations. How do those relationships work,
and how have they helped increase overall availability of health insurance and other benefits?

Providing association and franchise members access to group health benefits is one of my proudest moments at Decisely. Hand
in hand with our broker partners, we work with these organizations to establish trusts and source benefits for members, while
keeping at arm’s length from the corporate parent. This helps them serve their franchisees or members with access to more
affordable, better group health benefits, and help recruit and retain their key team members. The results are telling: among one
of our early AHP clients, 35% of franchise owners were able to offer group health benefits to their employees for the first time.
The average per-employee savings amounted to $1,000 per year, which is a substantial savings for an hourly employee. Among
those franchise employees who had previously offered group benefits, an additional 35% were able to augment with additional
benefits such as dental, vision, life or disability. Finally, because we are able to source benefits against a larger population, the
benefits are better; we've heard of employees who are in grateful tears because of access to better care and services.

Decisely could also license its software independent of benefits brokerage, but you've chosen not to do that.
Why did you make that decision?
The Decisely platform has been developed to work in harmony - together, the people, process and technology deliver a highly

efficient product to clients and to partners. At some point, we expect we will take the “music” apart and offer the software to
new bands of brokers and carriers; after all, we work with franchisors and franchisees routinely and know how that business

model works.
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You announced $60 million of funding last year. Tell us about your investors and why you secured so much
funding to launch the business?

The $60 million in funding from Sightway Capital, a Two Sigma company, and Oak Hill Capital Partners, is being used to make
benefit insurance, HR and employee administration and management simple and painless for small business. Decisely continues
to build out its platform, augment with new services and vendor partnerships and make its solution as integrated and simple as
needed for small businesses, to help them become more effective and efficient with their time and money. Decisely has also
acquired books of business. We have found that some brokers want to sell their unprofitable small book or dump their current

small business vendor for competitive reasons and asked Decisely to now service and return clients back to the broker when they
become mid-sized business opportunities.

What advice would you offer to other InsurTech entrepreneurs?

First, the back-office is the most important part of a broker’s business. You have to be a broker to appreciate it and understand

the complexity involved with carriers and small business employee customer service. Second, be in it for the long-haul... it takes
ten years to be an overnight success.





