
Customer Case Study

Business Opportunity and Background

A global insurer’s US business developed a growth strategy 
for the US market that would bring new products and high-
level service to the market working with brokers.  However, 
their growth strategy was limited due to a legacy system that 
could not process high volume business cost effectively, lacked 
digital capabilities for brokers, had significant data limitations, 
was built on legacy technology architecture and had deficien-
cies in critical business capabilities across the value chain.  To 
execute their strategy and achieve a competitive position in 
the US market, they needed to replace their legacy systems 
including a conversion of their data. 

Working with Majesco Consulting, they undertook an evalu-
ation of replacement options and approaches outlining the 
execution risks, benefits and costs for each option. Three 
options were outlined including:

1. Replace the legacy system - Replacement with a US 
system for policy, billing and claims as well as a broker 
portal.

2. Invest in their legacy system – Upgrade and invest in 
the legacy system in specific areas that limit the growth 
and efficiency plans, as well as develop a broker portal. 

3. Do Nothing – Maintain the system “as is” with only 
required upgrades and maintenance.

The insurer decided to move forward with option 1, selecting 
a modern core insurance system that would meet their imme-
diate and future needs, as well as the data conversion from 
their legacy to their new system platform.

A Global Insurer US Business

Modern core insurance system platform 
to support growth strategy and revenue 
opportunities.

Broker portal that supports high volume 
business, eliminates duplicate entry and 
enhances binding process.

Data management approach to effectively 
capture expanded data for pricing, 
reserving and predictive modeling; data 
conversion; and data privacy and security.

Underwriting capabilities to effectively 
manage validation, controls, authorities, 
limits and more; automate and capture 
quote options that can be selected at 
binding; and enhanced underwriting 
decision making.

Finance capabilities close and lock down 
premium, loss and cash accounting 
transactions for defined periods; 
redesigned book accounting for cross book 
needs; and management of policy level 
taxes, surcharges, assessments and more.
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WHY MAJESCO?
Insurance business transformation is a journey of change and revitalization, a renaissance of Insurance.  Approximately 150 insurance 
companies worldwide in P&C, L&A and Group/ Employee Benefits are transforming their businesses with Majesco’s solutions.  Our market 
leading software and consulting services uniquely underpin the entire insurance value chain and are designed to empower insurers with 
the agility, innovation and speed needed to meet their transformation opportunities.  Majesco’s solutions include policy management, 
new business / underwriting, rating, billing, claims management, distribution management, BI/ analytics, predictive modeling, digital 
platform with mobile and portal, testing services, cloud services, bureau and content services, transformation services, consulting 
services and more.
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• Facilitated executive workshops to help develop and document 
the business strategy, business pain points and replacement 
options.

• Assessed each pain point in detail with regard to impact on the 
business case.

• Developed detailed pros and cons for each replacement option.

• Helped develop the high level business case for each option, as 
well as a detailed business case for the recommended option. 

• Worked with the global architecture team on the migration road 
map and data management and conversion plan to support the 
program.

• Developed the multi-year program plan to support the replace-
ment initiative.
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How They Did It:

The insurer began their business system replacement program, out-
lining in detail their pain points relative to their strategy, and the three 
options to address those pain points.  Working closely with Majesco 
Consulting, the team further detailed the three options with pros and 
cons for each as well as the high-level business cases.  

They worked with Majesco to develop the plan, leveraging Majesco’s  
utilized its extensive experience in business system replacement and 
transformation programs to , including its unique and powerful help 
their team effectively assess all options for their needs today, but also 
their future growth needs.  Majesco’s insurance and technology experts 
leveraged numerous methods to help guide the team to success:

Increased revenue via brokers by over $100m 
with the enhanced broker channel and ability 
to support additional new channels.

Improved missed submissions from 
re-categorization by nearly $13m.

Advanced underwriting productivity.

Enhanced decision making with more 
competitive pricing, improved controls  
and better data.

Expanded IT costs savings and efficiency  
by over $3M.

Enriched the underwriting contribution (gross 
profit) from the entire program by over $37m, 
with a NPV over 10 years of over $111m.

Results / Business Value Achieved:

“I have worked with the Majesco Consulting team on multiple 
business critical initiatives. I found the team consistently demon-
strates the unique balance of bringing strategic industry knowledge 
to the table, without losing focus on the ability to deliver!  In terms 
of this large program in particular, Majesco Consulting’s transforma-
tional framework was invaluable. Additionally, the team was flexible 
in their delivery method which was crucial in the success of this 
large business transformation.”


