


Walter: said that Insurecom ended 2008 with ‘zero debt”.

development of our product
portfolio while actively
pursuing opportunities to
develop new products. Over
the last 12 months alone,

we have secured the first
implementations of our
cutting-edge e-business suite
of products and continued
our successful co-operation
with imarket to drive forward
the electronic trading of
commercial risks.”

Market moves

In February, SSP secured the
largest contract in its history
when South African insurer
Absa signed a $20m contract

to implement insurer system
Insure. Swinton has also said
that it will move the majority of
users from its latest purchase

— Equity — onto SSP from Open
GI when its existing contracts
expire. Davey is optimistic
about the next 12 months:
“Brokers have not stopped
spending money completely;
new projects have emerged as a
result of brokers looking to IT
to drive operational efficiencies.
In the last 12 months, the
number of users on our
outsourced managed service
has grown by almost 20%."

Another software house
about which concerns have
been raised is Open GI. In
September 2007, Towergate
bought the company in
a staggering £276m deal
— the largest deal in its
10-year history — and some
competitors claim that the
software house is facing some
difficulty in securing new
broker clients as Towegate’s
purchase rate slows.

Chris Guillaume, managing
director at Open GI, hit
back at those claims. He
estimated that Open GI
has a 40% share of the UK
broker systems market
(approximately 25,000 end-
users across approximately
2,000 broking sites) and that
this will continue to grow.
Open GI launched Open
Trader — a small to medium
enterprise trading platform
—in February 2009 to provide
comparative SME quotes
across 11 lines of business
with five carriers. Guillaume
noted: “We are in the process
of delivering solutions to
more than 20 new broker
clients. Despite challenging
economic conditions, I still
believe there is significant

opportunity to grow the Open
GI business without losing
sight of our core market.”
Meanwhile, Acturis
continues to be a large player.
Over the last year, it has
added another 1,000 users
to its client base, giving the
software house approximately
5,300 users. However, Acturis
has some large consolidators
on its books. While there is
no doubt that the pace of
consolidation has slowed,
Simon Ronaldson, marketing
and sales manager at Acturis,
is confident that the software
house will continue to grow:
“Giles, Oval, Bluefin, Jelf,
Heath Lambert and Swinton
Commercial are all big
players and we have good
ongoing relationships with
them. They are still growing,
so Acturis is growing with
them. We know that we will
grow astronomically in 2009-
10 just by looking at known

and secure deals, so we have
certainly not been hit badly
by the recession.”

One software house that
is growing at a phenomenal
rate despite the recession is
Transactor. The relatively new
player grew by 40% in the last
financial year, boasting 16
significant account wins.

Ray Vincent, managing
director at Transactor, is
optimistic about the future and
believes the software house
will continue to gain market
share. He said: “We have had
a very good vear all in all and
next year'’s order book already
shows 30% to 40% further
growth. The market is still
incredibly receptive of what we
have to offer with a pipeline of
opportunities that just keeps on
growing.”

With so much confidence in
the software sector, technology
may well be rising up the
priority list for brokers. PB
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