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“Following the recent launch of ACORD 

Solutions Group we are delighted to 

welcome VIPR as our first partner in 

this exciting new venture. VIPR are  

IT service providers to the insurance 

sector & are market leaders in the area 

of delegated underwriting.

Our first project is already underway 

& will be announced shortly. We look 

forward to a long & mutually beneficial 

relationship which will greatly enhance 

the ASG/VIPR offering to the insurance 

market worldwide.”

Pete Teresi, Chief Executive Officer, 

ACORD Solutions Group 

“We have had a very positive experience using the VIPR Managed Service (VMS) and 

following on from the initial proof of concept, we are considering further use of the 

service. The resources provided were fully trained on the VIPR products and had a 

good understanding of the insurance industry. We were particularly impressed by 

not only their efficiency, but also their attention to detail, which allowed internal 

employees to focus on other aspects of business without any concerns over quality 

of work.

The flexibility of the service meant that we could scale resources up or down as 

and when required, and by having the resources on site they were able to integrate 

with our people and the company, gaining an understanding of how the business 

is run. We would recommend this service to anyone who requires additional expert 

resource for both long & short term projects.”

Chris Coyne, Head of Operations at Antares

“We have been using Intrali and Active reports from VIPR since 2016, and have found there to be a huge 

improvement in the efficiency in which we manage our bordereaux. Having the ability to communicate with the 

VIPR developers directly has meant that any issues along the way have been resolved quickly to suit our needs. 

We have had a cash reconciliation feature added to our Intrali system which allows us to reconcile cash against 

expected payments for service company business.

The planning of the development and the implementation ran both smoothly and effectively so that our 

business needs were met. We would highly recommend VIPR to others looking for an electronic solution for their 

delegated authority business.”

Sean Smith, Operations Manager at Skuld

“Thanks so much for participating in the ASG Board meeting. The demos were very well 

received and were discussed several times. As you know, we’re changing things up at 

ACORD and although it may seem like an insignificant step forward, that was the very 

first time a solution provider presented to the ACORD Board. Let’s keep the momentum 

moving forward; together we can make a difference!”

Pete Teresi, Chief Executive Officer, ACORD Solutions Group 

“As ever, really good to see you both 

today……As you know, I will always give you 

110% support. VIPR are the best software 

house I have worked with, not only in terms 

of your products and delivery but also as 

people. If ever you want to refer potential 

clients to me for a chat, it is always a 

pleasure to promote your brand.”

Suzie Oliver, London Market Underwriter 
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“VIPR have been completely adaptable 

to our needs and I’m confident we will 

continue to see benefits both now and 

into the long-term.”

Jason Anthony, CEO of MGAM

“We looked at a number of bordereaux 

management systems to help us 

standardise our data and help with 

regulatory reporting before we chose 

VIPR. We look forward to seeing the 

benefits over the coming months.”

Mark Langston, Director of Risk & 

Operations at Beaufort

“Barbican have been working with VIPR for over 5 years. During this time the group 

has consistently looked at other binder management products, which always came 

up short when compared to VIPR’s offering.  Their products do work! The support 

from VIPR has always been available & responsive with issues resolved quickly 

and effectively. Clients do need to recognise weaknesses in their own systems & 

may need to adapt their own processes, but if they fully engage with VIPR and 

work in partnership with them, they will reap the benefits for many years to come. 

A comprehensive solution to bordereaux & coverholder management & detailed 

reporting capability is no longer a luxury in the current regulatory environment & 

VIPR provide a “best in class” solution.”

Neil McGeachie, Managing Director, BGOS, Barbican Insurance Group

“We did our research and met with a select number of software companies.  VIPR’s products not only met our 

needs but we were also thoroughly impressed with the demonstration provided by the CEO and CTO, Bob and 

Paul.  It is still early days, but we are already getting the data mapped into the Intrali system. From signing the 

contract it was just seven weeks before we were live with Intrali and we already have over 500 bordereaux 

mapped into the system. We are delighted with the progress that we have made at such an early stage.”

Lesley Townsend, Company Secretary at Cathedral

“We were looking for a team that we could work closely with us to deliver solutions to some challenging 

issues around standardisation of bordereaux to allow us to meet the Lloyd’s minimum standards and 

Solvency II reporting. We found that VIPR were very responsive at all levels & worked effectively with 

the Barbican team to deliver the results we were looking for. It was a first-class effort all round. We look 

forward to working with VIPR on future projects of this nature”.

Mark Posner, Change Programme Director at Barbican Insurance Group

We have had a very positive experience working with VIPR. Our 

partnership has meant we have been able to define the systems to 

get exactly what we want. We’re extremely confident in what has been 

produced and that it will be far superior in its efficiencies.”

Leigh Ryan, Head of IT at MGAM
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“Before selecting VIPR we looked at other systems 

they had developed and were impressed by what 

we saw and the great references we received from 

existing VIPR clients. The VIPR team have worked 

hard to deliver our first product within the timelines 

we agreed.

At all stages of the development we’ve found the 

team at VIPR to be professional, organised and 

prepared to ‘go the extra mile’.  The product we have 

developed is exactly what we wanted and has been 

welcomed by our customer base.  We look forward to 

a long relationship with VIPR”.

Simon Richardson, Head of Programme 

Development at AEGIS London

“VIPR has been a great partner to work with and all 

in the team have demonstrated an extraordinary 

commitment to the project. The end product has 

enabled us to give our network of US agents the 

ability to quote and bind risks in 50 US states. We are 

now looking to use the system to widen our territorial 

scope worldwide.”

Suzie Oliver, Underwriter at Galileo

“The implementation of Intarga, Intrali and Active Reports has 

enabled us to move from a paper driven process to an electronic 

solution within required timescales set-out at the start of the 

project. The staff at VIPR, from top down have always been 

available when required to assist with the implementation 

programme and their dedication has been outstanding. We are 

very pleased with the final product which has streamlined the 

process effectively.”

David Pearson, Head of Delegated Authority and Client 

Management at Advent

“We were looking for an IT supplier who could build us 

a very bespoke system for our bloodstock facility. VIPR 

came with excellent references and we were impressed 

by their ability to understand what we required from 

the start. Throughout the project the VIPR team 

demonstrated flexibility and a commitment to deliver 

against a very tight delivery schedule. The system has 

created two new business opportunities with new agents 

who have been extremely impressed by its capabilities.”

Martin Spencer, CIO, Howard Global

“I would not hesitate to recommend VIPR – the whole process 

has been astoundingly smooth and the system is top notch. My 

whole view of IT has changed as a result of our experience. The 

professionalism of the whole team is a credit to Bob & Rick.”

Jason Anthony, CEO of MGAM

“The VIPR product has enabled us to offer a solution for 

a segment of business that would have otherwise been 

uneconomic to handle. Paul Long at VIPR has been first 

class since day one and he and his team are ultra efficient 

when it comes to dealing with queries or any problems 

we’ve encountered.”

John McCormack, Managing Director at Coleman Ambris
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“VIPR were in tune with our business and fully 

understood what we wanted to achieve. We needed 

an automated risk verification solution that was 

scalable and a business partner able to offer the 

flexibility to make changes quickly. The combination 

of Intrali and Intarga gives us a granular level of data 

on which to base our underwriting decisions giving us 

a competitive edge.”

Colin Passingham, Binding Authority Controller 

at Sagicor

“From the beginning we were impressed by the 

flexibility and technical ability of the VIPR team.”

Stuart Blakeborough, COO at Hardy

“As a new underwriting agency we wanted to have the most advanced 

IT solutions so we can provide an efficient service to our customers.  

With VIPR we will get just that. The team understood our needs and 

were able to demonstrate clearly how their products worked and 

ultimately how they will benefit us in the long-term.”

Jason Anthony, CEO of MGAM

“It was the ability to deal directly with dedicated 

members of the VIPR development team that helped 

me get to grips with the platform so quickly. If there 

were any issues that needed addressing or tweaks 

required, we were able to iron these out there and 

then and it was this flexibility and ‘can do’ attitude 

from both parties which enabled the software to be 

rolled out ahead of plan”

Carla Wise, DUA Administrator at Barbican

“We were looking for a quick effective solution that would allow for 

robust bordereaux validation and management. In VIPR we found a 

team that is knowledgeable and enthusiastic in this area who offered 

us an efficient solution that is cost effective and straightforward.”

Stephen Walker, Delegated Authority Manager at Pembroke 

Managing Agency

“Throughout a challenging implementation process the 

VIPR team were always helpful and often had to adapt 

quickly to our challenging requirements. At all time we 

were met with a positive and friendly attitude. The Intrali 

system will now be used as a key component in managing 

our delegated underwriting.”

Martin Saunders, Delegated Underwriting Technician at 

Hardy

“It was critical for us to have the new bordereaux 

facility in place and bedded in prior to the start of our 

main renewal season and VIPR didn’t let us down. 

VIPR Intrali has become an invaluable tool, we have 

managed to map nearly all our bordereaux into the 

system and these are being processed effectively 

every month. The VIPR team’s continued support has 

been invaluable in getting us to this stage”

Steven Green, DUA Manager at Barbican

“It was a pleasure working with the VIPR team during both 

the proof of concept process and the system implementation 

phase. We appreciated the prompt response to requests, and are 

extremely pleased with the capabilities of the Intrali and Active 

Reports systems.”

Judith Jeffrey, Senior Manager Business Systems at OCIL
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“We felt the VIPR Intrali system was intuitive, 

functionally rich and would allow us to quickly and 

seamlessly implement a solution. We have been 

impressed with the VIPR team’s technical skills and 

their proactive approach”

Chris Coyne, Head of Operations at Antares

“VIPR were in tune with our business and fully understood what we 

wanted to achieve. The combination of Intrali and Intarga gives us a 

granular level of data on which to base our underwriting decisions 

giving us a competitive edge.”

Collin Passingham, Binding Authority Controller at AmTrust

“Together with VIPR we have created a system that makes 

managing bordereaux more efficient and cost effective.”

Greg Carter, Director of Underwriting at Capita Insurance 

Services
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AT A GLANCE

 » Established in 2010

 » IT solutions for the insurance 

industry

 » Location: Bromley, South East 

London

 » Leaders: Bob Brown (CEO), 

Richard Brown (Director)

 » Approaching 100 successful 

product installations

 » Other products; Relationship 

Management Workflow, 

Reporting Suite, Quote and 

Bind

 » www.viprsolutions.com

W
hen my brother and I launched VIPR (pronounced 

viper) in 2010, we set out to develop computer 

software systems that would change the way that 

insurance business is transacted and managed. Data is at the 

heart of the insurance industry, so it is surprising that many 

insurance companies still have difficulty understanding and 

interpreting huge swathes of their own data.

Time to modernise

Our initial focus was on the Lloyd’s of London market, where we recognised the 

need to modernise using the latest technology.

Much of Lloyd’s business today is transacted via brokers and agents all over the 

world. The individual companies that make up the Lloyd’s market delegate the 

authority to write business on their behalf via a worldwide network of agents. This 

business currently accounts for more than 40% of all the risks that Lloyd’s write. 

This network of agents report back to Lloyd’s, usually on a monthly basis, to tell them 

about the new policies that have been underwritten on their behalf, which premiums 

have been paid and what claims have been made. These reports are mostly produced 

as Excel spreadsheets and have little or no standardisation, making it difficult, if not 

impossible, to understand and report on the data. Insurers without effective IT software 

solutions in place try to manage this data manually, manipulating the spreadsheets 

or re-keying the data – an impossible task considering the tens of thousands of 

spreadsheets submitted every month, many with thousands of rows of data. 

Dealing with data 

During a period of research and development prior to the launch of our company, 

we identified a number of areas where technology was needed and could play a 

major part in modernising the market. Data was one area where we felt we could 

help. It was clearly time for the market to tackle this issue and with the advent 

of new legislation around solvency, it became imperative that the problem was 

addressed if insurers wished to carry on trading in this way.

One solution was to ask the agents who write the business to submit their data in a 

standard format. However, this had already been tried and tested with little success. 

The fear in the Lloyd’s market was that if they insisted on this, then they would lose 

business to other markets. If they wanted to continue writing this business, they had 

to accept the data as it was and find a way to deal with the issue at their end.

At VIPR, we saw a massive opportunity to develop a system that could take this 

data in its multiple, non-standard formats and transform it into a standard format 

that could be reported on. 

VIPR Solutions
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Solvency II, a new EU legislation, was 

about to hit the market, and a core 

tenet of the legislation stipulates that 

companies must understand their 

data and where the risks lie in their 

business. It was difficult to see how 

they could comply with the legislation 

unless they could understand what all 

these spreadsheets meant. Failure for 

non-compliance also posed the risk of 

severe financial penalties. 

A problem solved 

In 2010, we developed a solution 

to help insurers interpret their data, 

resulting in our product called Intrali. 

This takes data as Excel spreadsheets, 

and transforms it into standard 

headings. On its way through the 

system, the data is cleansed and 

validated against the underlying 

contract terms that control what 

the agent is permitted to do. Any 

erroneous data is flagged up for 

correction and breaches of the contract 

terms are highlighted. The data can 

also be enhanced by the addition of 

new fields and is then standardised 

and fed into a data warehouse where 

it can easily be reported on. 

Intrali is now widely used in the Lloyd’s 

market, with nearly a third of Lloyd’s 

insurers using it to process their data, 

and we are looking further afield to 

the US and other markets where a 

similar problem exists. However, a lot 

of work is still required to encourage 

the use of electronic data submission 

rather than Excel spreadsheets, which 

makes the processing of data unduly 

cumbersome. This will involve an 

education programme to encourage 

agents to submit data electronically so 

that it can be automatically processed 

without human intervention. We seem 

to be a long way away from that but, 

through a combination of tutoring 

and incentives, we believe that it 

is achievable. 

New developments 

We are now developing a new 

product for companies which is called 

Concensus, for the Group Life Insurance 

market. They have a similar problem; 

employee data is received in multiple 

formats and needs to be standardised 

and cleansed before a quote can 

be produced. With thousands of 

spreadsheets being processed monthly, 

this is a time-consuming and costly 

operation. VIPR’s new product will 

make the process quick and easy to 

perform, saving both time and money.

We now offer our clients a range 

of options for our products. They 

can either be self-hosted or in the 

cloud, used internally or managed 

by our fully-outsourced solution, in 

conjunction with JDX Consulting. 

Known as VIPR Managed Service or 

VMS, this solution provides a pool of 

trained and qualified consultants who 

can process data on our clients’ behalf. 

Now that we have solved the problem of 

cleansing, validating and standardising 

the data, we can focus on helping 

insurers understand the data and 

to report on it. We have a range of 

reporting options available, from 

simple dashboards to complex analysis. 

The data gleaned from these reports 

can help insurers to improve their 

profitability and better control their risks; 

a win-win situation for all concerned.

With new 
regulation 
around Solvency 
it’s essential 
that insurers are 
able to interpret 
their data 
correctly

“

“

Richard Brown, Director at VIPR

VIPR Solutions – helping insurers 
understand their data

AWARDS
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T h e  N a v i g a t o r  f o r  E n t e r p r i s e  S o l u t i o n s

 INSURANCE TECHNOLOGY SPECIAL

I
nsurance companies face a new marketplace today. 

One that is flooded with numerous technologies, 

influenced by IoT and data analytics. This is driving 

a change in the operating and business models of 

insurers, creating new InsurTech partnerships through 

disaggregation in insurance value chain—fostering the 

emergence of firms that offer specialized products and 

services. Amid the changing scenario, insurance companies 

are turning toward blockchain, augmented reality, Artificial 

Intelligence (AI) and Robotic Process Automation (RPA) 

to streamline business processes and operations. 

With the rise of AI, insurers have started to automate 

more complex and high-risk processes such as property 

assessment, fraud detection, and claims verification and 

processing. Similarly, augmented reality is becoming 

a viable option for marketing and training processes. 

Companies are now able to directly communicate with 

customers and bring services to their fingertips through 

mobile apps. Further, insurance distribution is being 

redefined by new channels and tools such as chatbots to 

increase sales and provide superior customer service. 

These technological advancements have created new 

opportunities and leading insurance solution providers 

are developing novel technologies that complement the 

evolving landscape.

To help insurance companies deploy the solutions 

suited for their operations, a distinguished panel comprising 

CEOs, CIOs, analysts and the CIOReview editorial board 

has evaluated firms with a proven record in successfully 

assisting enterprises with robust insurance solutions. The 

companies featured here fulfill the need for cost-effective 

and flexible solutions that add value to the complex 

insurance landscape. 

In this edition of CIOReview, we present to you 

20 Most Promising Insurance Technology Solution  

Providers 2017. 
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“S
tandardization of data is 

the key,” remarks Richard 

Brown, Director of VIPR, 

alluding to the tremendous amount 

of data insurance companies amass 

from MGAs/coverholders. Since the 

policy data is often being captured 

in spreadsheets, it is challenging to 

understand the business and what has 

been written on their behalf. “This lack 

of standardization makes analyzing 

and reporting on business arduous. 

Insurance companies are unable to 

compare claims against the business 

written, and they often cannot meet 

regulatory reporting requirements. We 

understand insurance data and the risks 

for a business,” Brown emphasizes.

VIPR delivers a modern, 

comprehensive suite of dedicated 

software solutions that provides 

end-to-end management for the  

insurance market.

VIPR’s systems can cleanse and 

standardize data, making analysis 

easier, which enables more substantial 

reporting to be produced and helps the 

insurance industry to overcome the 

challenge of multiple data collection 

methods. In order for them to make 

data-driven decisions, there has to be an 

introspective process to create refined 

data that can be analyzed to produce 

useful insights.

“Our products enable data to be 

captured in various file formats,” states 

Brown. “When the dataset is imported 

into a VIPR tool it is mapped to create 

the standard format which can then 

be checked against the contract terms 

to ensure there are no breaches. As a 

configurable system, the client can set 

specific validation checkpoints that are 

relevant to their individual business. 

After the data has been cleaned, it is put 

into the standard format and checked 

against previous entries to ensure that 

aggregates have not been exceeded. At 

that point, a list of errors is generated 

for the end user to manage before final 

processing,” Brown explains. “When 

the errors are corrected or overridden, 

the data is moved to the data warehouse 

in a standard validated format so that 

reports can be generated.”

With a clientele that includes 

managing agents, managing general 

agents, brokers, and insurance 

companies, VIPR has many client 

success stories illustrating the approach 

it takes with clients in the insurance 

industry. One particular client, MGAM, 

a relatively new Managing General 

Agent (MGA), needed affordable IT 

solutions to hit the ground running. 

VIPR was able to deliver a core systems 

package comprising bordereaux, data 

and coverholder management, as well 

as a reporting tool. On top of this, 

VIPR created a completely bespoke 

IBA platform that would allow MGAM 

to allocate payments and distribute 

commission splits with its clients. “We 

now have the infrastructure in place to 

sustain in the MGA sector, enabling us 

to add value to carriers and our clients 

by disrupting the market and finding 

untapped distribution channels,” states 

Jason Anthony, CEO of MGAM. “Our 

focus is on delivering exceptional 

service to our clients, and with VIPR 

we have the IT solutions to help us do 

just that.” 

As technology and the insurance 

industry landscape changes, VIPR 

continues to invest in its products to 

evolve and adapt to current market 

circumstances and future challenges. 

The company also has an initiative to 

broaden its product offering to gain 

traction in the U.S. market. “Our latest 

product is designed to assist group life 

insurers deal with census and broker 

data, enabling them to efficiently 

standardize that data in order to 

provide quotes quickly and easily,”  

concludes Brown. 

VIPR Solutions

Sophisticated and Simple Insurance Data Solutions

Our latest product 

enables group life 

insurers to manage 

and standardize 

census and broker 

data to produce 

quotes quickly and 

easily

Richard Brown
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industry to modernize and employ 

better systems. In particular we saw 

serious issues with vast quantities 

of data coming into the market 

disorganized and in non-standard 

formats. This meant that without 

effective systems in place insurers would find it extremely difficult to 
properly understand the business 

they were writing and where the 

risks lay.

Although we had a lot of experience 

developing technologically advanced 

software solutions in our careers, 

the challenge was getting traction in 

a market where we were relatively 

unknown. It took a little while to get our first few customers on board, 
but they were crucial to our success 

and the development of VIPR.

Tell us about your products?
We now have a total of six products 

in our portfolio. These include;

1. Active Underwriter – Quote and Bind solution and the first 
product we launched. It enables 

insurers to transact business 

with their customers directly.

2. Intrali – our data management 

product that enables the user 

to standardize, cleanse and val-

idate vast amounts of disorga-

nized data.

3. Intarga – an online workflow 
tool that enables users to have 

control and management of 

their customer relationships 

and ensure they remain com-

pliant.

4. Active Reports – A reporting 

tool that sits above our other 

products and enables customers 

to produce management infor-

mation quickly and easily.

5. Complaints Manager – A 

complaints management tool 

enabling complaints to be 

reported online. Complaints 

can be automatically assigned 

to a complaints handler and 

the whole process tracked 

online with deadlines set and 

all actions tracked. Regulatory 

letters, emails and reports can 

be produced automatically from 

the system.

6. Concensus – Our latest product 

designed to assist group life 

insurers to quickly and easily 

standardize membership data 

that arrives in non-standard 

formats. 

What have been the biggest 

factors contributing to your 

success?
Talent - Attracting the right talent 

that shared our passion and had 

technical expertise was crucial for 

us to be able to deliver products the 

industry needed. 

Customer Relationships - Main-

taining excellent customer relation-

ships has been key to our success. 

We always go the extra mile to keep 

our clients happy, and in return 

they help us attract new business 

opportunities. 

Regulations - Clients are often 

reluctant to spend money on new 

technology, but where they are 

compelled to do so by regulatory 

pressures, demand in our products 

has grown.

Products that work - We often get 

clients complaining about com-

petitor products that don’t really 

do what they are supposed to do 

or what is expected of them. We 

believe in building products that are 

simple to understand and use and 

do ‘as it says on the tin’.  We don’t 

over complicate things for the sake 

of it and avoid anything that cannot 

be quickly and easily explained in a 

couple of sentences.

And finally, what’s next for 
VIPR?

We will continue to grow in our cur-

rent markets but will also be active 

in other business sectors as well 

as other territories. We are already 

working with a partner to develop 

business in the US and are also look-

ing at Europe as a potential market. 

Tip one’s hat

Richard Brown

Richard co-founded VIPR in 2009 

with his brother Bob. Prior to VIPR, 

in 1996 they successfully launched 

and subsequently sold Moneynet.co.uk, the first personal finance 
comparison site in the UK. “At VIPR 

I oversee management of the busi-

ness and I am fully involved in client 

relations, as well as product strategy 

and development. Owning a business 

is very challenging, so when I do get 

some spare time I enjoy cooking, 

which I find very relaxing.”

Bob Brown

Bob started his career in the insur-

ance market working as a Lloyd’s 

broker for over 20 years, including 

15 years with Marsh. In 2009 his 

brother and he launched VIPR, 

where Bob is responsible for overall 

strategy and sales. “The company is 

continuing to grow and we have es-

tablished ourselves as market leaders 

in our specialized sector. When I have 

some free time on my hands I enjoy 

boating and cycling which I am very 

passionate about.”

VIPR; meeting the needs of the 
insurance industry

T
he insurance industry 

has no choice but to 

invest in technology 

if it’s to survive in today’s 

increasingly competitive and 

regulated market” says 

Richard Brown, Director of 

VIPR Ltd, software providers 

for the insurance industry.

This statement echoes the 

problems faced globally by in-

surers. Many companies have 

been heavily reliant on man-

ual processes, legacy systems 

and inadequate or unreliable 

data, and with an increase in 

regulations, the market is now 

faced with challenges.  

Historical practices are simply 

not up to the job of supporting 

a modern regulatory regime 

that relies on understanding 

a business’s underlying data. 

Quite simply, the sheer volume 

of data is impossible to ana-

lyze and manage manually.

In response to these chal-

lenges, entrepreneurs and 

businessmen Richard and 

Bob Brown established VIPR, 

a company that develops so-

phisticated software solutions 

to enable insures to standard-

ize, cleanse and validate data, 

quickly and easily. This in turn 

helps the way insurers trans-

act business as well as provid-

ing an effective response to 

regulations. 

Over the years VIPR has devel-

oped a portfolio of products to 

meet changing market needs, 

and most importantly those 

of its customers. Its client 

list is impressive; many are 

Lloyd’s Managing Agents who 

provide glowing references 

about VIPR. The company’s 

reputation in the industry 

has also been recognised by a 

number of respected publica-

tions; most recently they were 

asked to contribute to the 

Parliamentary Review by the 

Chancellor of the Exchequer. 

We got up close and personal 

with VIPR’s co-founders to find out how they have suc-

cessfully grown the company 

and how their technology can 

help the market get to grips 

with data…

Why did you set up VIPR 

and did you face any 

initial challenges?
We saw a need for technology 

in the insurance market, rec-

ognizing increasing regulatory 

pressures would compel the 

“We continue to invest 

in, evolve and adapt 

to current market cir-

cumstances and future 

challenges.”

RICHARD BROWN, DIRECTOR

“
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TRANSFORMING INSURANCE 
WITH EFFECTIVE USE OF DATA
Despite advances in technology, the insurance industry still struggles with the sheer volume and complexity of data. Simple 

changes and the use of new software can help organisations understand their business and meet regulatory requirements, says 

Richard Brown, director at VIPR

T
he insurance industry is not 

the only business to struggle 

with understanding its data. 

But the sheer volume of information 

hitting insurers’ desktops on a daily 

basis means it cannot ignore the 

importance of acting now to embrace 

the latest technology in order to get 

to grips with the issue.

The industry faces an important 

question around managing delegated 

authorities, which have served the 

insurance sector well for many 

years, but can be hard to monitor. 

With delegated authorities, the 

underwriters “give away their pen” 

and allow third parties to write risks on 

their behalf. Such third parties, called 

coverholders, operate throughout 

the world writing business in their 

local markets on behalf of Lloyd’s and 

the company market. 

Without proper controls working 

with delegated authorities can pose 

risks because of a lack of knowledge 

or visibility over the business. An 

in-depth understanding of the data 

produced by these coverholders is 

needed. Having proper systems in 

place not only ensures restraint over 

the business written, but also enables 

an understanding of where the risks 

lie and where the profits or losses are 

being made.

In the Lloyd’s market alone there are 

around 4,000 coverholders operating 

globally and between them they sell 

millions of policies annually. This 

means a huge amount of data is fed 

back to the Lloyd’s carriers, requiring 

extensive analysis and checking.

One of the difficulties faced 

is that there is currently little 

standardisation of this data, so it is 

presented to the market in multiple 

formats. This makes it extremely 

difficult to analyse and check without 

advanced software tools.  

Thousands of spreadsheets are being 

presented each month, containing 

information on premiums written, 

premiums paid and claims made. All of 

this needs to be cleansed, validated and 

checked against the contract terms to 

ensure that the coverholder is abiding 

by the agreement between itself and 

the insurer. 

Each spreadsheet can contain 

thousands of rows of data with multiple 

columns, so a single document could 

contain millions of individual cells of 

data. It is an impossible task for the 

human brain to absorb and check.

Fortunately, there are now a few 

software solutions that can help 

solve this issue. VIPR’s Intrali system 

enables data to be mapped to a 

common standard, so spreadsheets 

can be imported into the system, and 

automatically cleansed, checked and 

formatted. As a result, data can be 

quickly and easily interrogated. 

On its way through the system, the 

data can also be validated against 

the contract terms so that any 

breaches such as limit or aggregate 

violations can be highlighted. Now 

widely used in the Lloyd’s market for 

insurance, the system can also be 

applied to help any other industry 

cleanse, validate and standardise 

large sets of disorganised and non-

standard data.  

This detailed understanding of 

information not only makes sense 

from a business perspective, but 

is now essential in order to satisfy 

the ever-increasing oversight from 

regulators and to comply with the 

latest reporting requirements. 

In insurance, without using such 

systems, it is difficult to understand 

how companies will comply with the 

new Solvency II Pillar 3 requirements 

that mandate advanced and timely 

reporting. The requirements come 

into full force next January, with 

strong penalties for non-compliance. 

Without the right technology 

in place, the traditional insurers 

will also find themselves under 

increasing threat from new entrants 

that embrace the latest technology 

from the start. This will give those 

new entrants a leading edge in terms 

of understanding their business, and 

in creating operating efficiencies 

and more competitive pricing for 

the consumer.

A good example of this is MGAM, 

a new managing general agent, 

which has recently worked with VIPR 

to implement technology across 

the whole range of its business 

from bordereaux to coverholder 

management, accounting systems, 

and online quote and bind platforms.

Not only does this work give 

MGAM an in-depth understanding 

of its business, but it also now has 

the ability to roll out new lines of 

business to coverholders quickly and 

efficiently, in the knowledge that 

the proper controls are in place to 

manage risk.

The quote and bind solutions enable 

coverholders to transact business in 

real time, with automatic production 

of compliant documents including 

quote sheets, policy documents 

and endorsements. Renewals can 

be automated and any mid-term 

adjustments can be calculated at the 

touch of a button because all the 

necessary data is contained within 

the online system. 

These changes also give comfort 

to the regulators that business is well 

controlled and everything is being 

carried out in a compliant manner.   

The insurance market is starting to 

embrace technology, albeit slowly, 

and we believe the will is there to 

support these changes. Costly IT 

failures in the past cannot be allowed 

to stifle future innovation and should 

not be used as an excuse for inertia. 

Software has moved on in leaps 

and bounds over recent years, and 

processes that were challenging a 

few years ago can now be achieved 

with ease.  

Ultimately, companies have to 

innovate in order to survive. Those 

that lag behind risk the same fate 

that befell Woolworths, Polaroid 

and Kodak. Change is inevitable, so 

companies must adapt. Businesses 

must embrace the new systems, not 

only to satisfy the regulators, but 

also to improve their operations 

and survive the onslaught of 

innovative competitors.  

To find out more about VIPR’s 

solutions visit www.viprsolutions.com

ABOVE  
Richard Brown

Director 

VIPR

VIPR’s Intrali system 
enables data to 
be mapped to a 
common standard

4,132

Billions

300k

Lloyd’s
coverholders

estimated annual 
bordereaux volume 
being submitted 
to Lloyd’s

of individual 
cells of data

58
Lloyd’s
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agents
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How many risks have been 
written? What are the sums 
insured? What premiums have 
been paid? Where are the risks 
located? What claims have been 
incurred?

These are just some of the 
pieces of data an insurer needs in 
order to properly understand the 
business that has been written on 
its behalf, where the risks lie and 
what its exposures are.

However, for many years this 
data has been provided by their 
agents, or coverholders as they 
are more commonly known, in a 
range of formats including PDFs 
and Excel spreadsheets – or in 
some cases, not at all.

What is even more astonishing 
is that there has been no agreed 
format for the submission of this 
data, so it arrives in a variety of 
formats with different column 
headings, unstructured data and 
no standardisation. This makes it 
almost impossible to understand, 

relies heavily on understanding 
a business’s underlying data 
– which in turn will highlight 
potential weaknesses and threats.

Currently, the sheer volume 
of data that insurers face means 
it is almost impossible to 
properly analyse and manage 
it all manually. Yet, almost 
unbelievably, in several parts of 
the market this is precisely what’s 
been happening for years. 

Delegated authority
A prime example is in the area of 
delegated authorities. This is a 
rather grand title for the age-
old tradition of an underwriter 
granting underwriting authority 
to an agent in the field.

The various insurers that 
make up the market currently 
manage thousands of individual 
relationships each with multiple 
contracts. That all adds up to a lot 
of data that needs to be fed back 
to the insurer on a monthly basis.

O
Participants in the 
insurance industry 

have no choice but to invest 
in technology if they are to 
survive in today’s increasingly 
competitive and regulated 
market.

Solvency II has placed a huge 
burden on insurers and reinsurers 
in all 28 EU member states, 
including the UK. Following 
the completion of Solvency 
II implementation in January 
this year, insurers have had to 
re-examine and re-think many of 
their internal processes to ensure 
that they meet the new regulatory 
requirements.

With many companies heavily 
reliant on manual processes, 
legacy systems and inadequate 
or unreliable data, the new 
regulations have certainly posed 
a challenge to the market. 
Historical practices are simply 
not up to the job of supporting 
a modern regulatory regime that 

Getting a grip on data
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the days and weeks taken to do it 
manually.

Once all the checks have been 
carried out and any problems 
with the data have been fixed, it 
can then be loaded into a data 
warehouse for reporting.

This means all data ends 
up standardised, producing 
reliable and accurate reports 
for management information 
purposes as well as for Solvency 
II reporting. All the data will be 
cleansed and validated.

In addition, the systems can 
check back against previous 
spreadsheets and ensure 
that aggregates are not being 
breached.

They can also check that where 
claims are made a premium 
has been received, or where 
a premium is being refunded 
the refund does not exceed the 
original premium paid, thus 
potentially saving insurers 
thousands of pounds. 

Getting a handle on data
This is just one example of how 
technology is key to Solvency II 
compliance and to meeting the 
reporting requirements. Without 
modern technology it is simply 
impossible for today’s insurers 
to manage such vast volumes of 
data, not to mention the threat of 
incurring a heavy fine if the new 
regulatory requirements are not 
met.

A core principle of Solvency 
II is that insurance companies 
must have a handle on their data, 
understand where the risks are 
in their business and be able to 
report on the same.

Without technology insurers 
will be severely hampered in 
their ability to do this and 
will ultimately be restricted in 
the types of business they can 
transact.

Technology is no longer a “nice 
to have” – it is an essential tool 
for transacting business in a 
modern, well-regulated market.

in play the only options to date 
have been to attempt to carry 
out validation checks manually, 
to rekey the data into some kind 
of standard format or to simply 
accept the data for what it is. 
None of these are anywhere near 
providing a credible solution to 
the problem.

Checks and balances
So how can technology help? 
There are now systems available 
in the market that will allow 
the user to import their data in 
a variety of formats and then 
standardise it. Data can be 
imported as Excel spreadsheets, 
CSV files or XML.

For the system it doesn’t matter 
if the data is presented in a 
disorganised or unstructured 
format as the data is mapped into 
a standard format. This enables 
the data to be quickly and easily 
verified, cleansed and validated 
against the contract terms.

For example, the system will 
check that a correct data format 
is used – i.e. that a date field 
includes a date or a zip code field 
includes a zip code. It will also 
cleanse the data to ensure that 
correct ISO codes are present and 
will convert data to the correct 
format where there are issues.

More importantly, the data is 
validated against the contract 
terms and the system will raise 
alerts and warnings where it 
identifies breaches. All this can 
be carried out by the system in 
a matter of seconds, rather than 

validate or report on.
In some cases, these 

spreadsheets can run to tens of 
thousands of rows of data, several 
columns wide, meaning hundreds 
of thousands of individual cells 
of data which all need checking 
and validating – an impossible 
task without the assistance of 
technology.

Structured data
With the advent of Solvency II 
insurers are now having to rely 
more than ever on their data and 
must also demonstrate that they 
have a handle on it. Unstructured 
and disorganised data will no 
longer be acceptable and will 
make regulatory reporting an 
inconceivable task.

It is now a legal requirement to 
ensure that insurers are not only 
collecting the right data but also 
that it is accurate. Only system-
driven tools will enable this to be 
carried out effectively.

Imagine the scenario. A 
typical insurer might have 
200 coverholders out in the 
field in many locations. These 
coverholders could have between 
them 300-400 individual 
contracts with the insurer across 
different product lines. They may, 
for example, be authorised to sell 
property insurance under the 
terms of one contract and public 
liability under another contract, 
all with different terms and 
conditions governing the limits 
within which they may write 
business. 

At the end of each month the 
coverholder has to report back 
with details of each policy, as 
well as detailing any premiums 
that have been paid and any 
adjustments. All this amounts 
to a lot of data submitted in an 
unstructured format.

With 300 to 400 different 
contracts functioning in this 
manner, it is easy to grasp the size 
of the problem. 

Without suitable technology 

“A core principle of Solvency II is 
that insurance companies must 

have a handle on their data, 
understand where the risks are 
in their business and be able to 

report on the same”

O Richard Brown 
is co-founder and 
director of VIPR
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VIPR

Managing general agents operating in the London Market are under pressure  
to modernise their systems and processes and make them more transparent, as  

Bob Brown, chief executive of software company VIPR, tells Intelligent Insurer.

E
mbracing some of  the bespoke software packages available is 

increasingly a must for managing general agents, according 

to Bob Brown, chief  executive of  software company VIPR, a 

provider of  software solutions to this sector.

He believes that encroaching regulatory regimes—a mixture of  Solvency 

II and the UK regulators—are increasingly making it virtually impossible 

for managing general agents (MGAs) to operate using the older and more 

pedestrian processes, some of  which were long a tradition in the market. 

Add the commercial realities facing underwriters into this mix and change 

is inevitable.

“The use of  software platforms by MGAs is increasingly a requirement 

across the board: Lloyd’s is requiring it as are the regulatory authorities,” says 

Brown. “They want to see evidence of  transparency and good underwriting 

controls and require MGAs also to have very good reporting capabilities. 

“The fact is that for many reasons the market cannot operate as it used 

to. This also allows MGAs to better manage larger volumes of  business and 

keep a tight handle on profitability.”

VIPR offers a number of  dedicated software solutions designed specifically 
for delegated authority business. 

Two of  its main products are Intrali, a software solution for bordereaux 

processing and management which standardises, checks and validates large 

amounts of  bordereaux data; and Active Underwriter, an online quote and 

bind solution that accommodates the end-to-end transaction of  insurance 

business, in real time, across Lloyd’s and international insurance markets.

Active Underwriter allows business to be instantaneously quoted online 

with pre-agreed parameters set by the capacity provider boosting efficiency 
while removing many of  the risks associated with delegated business.

A JOURNEY TO MODERNISATION

Brown worked at Lloyd’s broker Marsh for 15 years before launching one 

of  the UK’s first price comparison site for personal finance products and 
services. After building and selling that business he, along with his brother 

Richard, turned his attention back to the London Market insurance sector. 

Brown says he expected things to have modernised in the period during 

which he had left the industry. He quickly discovered they had not and, in 

2009, leveraging the expertise they had developed in the price comparison 

sector managing and processing large amounts of  complex data, the 

brothers formed VIPR.

“I was out of  the insurance market for 10 years and I thought everything 

would have modernised in the time I was away. I was surprised to find that 
it had not and in many ways it was still operating as it always had. I saw 

an opportunity.”

They specifically targeted the Lloyd’s and London company market where 
delegated underwriting authority takes place. He says he foresaw the fact 

that this sector would become more heavily regulated in the future and be 

TIME TO MODERNISE
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forced to modernise in order to achieve the transparency and more detailed 

reporting requirements that would be needed.

The brothers initially looked at bordereaux processing and management, 

which was a very time-consuming process in the market and very difficult to 
control. It was a volume-based business which was moving large amounts of  

data around, sometimes in a physical format. Data existed in many different 
forms and often needed to be retyped and input manually, which was time-

consuming, inefficient and prone to mistakes.

“The fact is, there was no way that underwriters could accurately check 

the data or produce meaningful reports,” Brown says. 

“The amount of  data being processed in this format was huge yet people were 

trying to check it manually. The big managing agents would receive hundreds 

of  these bordereaux every month. We designed an automated system that 

converts everything to standard headings, checks all data against the original 

binder terms and also generates the reports needed automatically. This way, for 

example, a 40,000 line bordereaux can be checked in a few minutes.” 

FINDING EFFICIENCIES

The Active Underwriter quote and bind facility fulfils a different function. 
Perfect for big volume, small premium business, it allows clients to speed up 

the process by which requests for quotes are received and information passed 

back and forth between the underwriter, MGA and eventual customer.

The online system allows underwriters to set criteria within which quotes 

can be generated automatically without the need for the direct involvement 

of  an underwriter.  

“Under the old systems, a request might be sent to London, the 

underwriter will look at it, an email will go back and several days might pass 

before the business is confirmed and transacted. The process would also 
involve reams of  paperwork and retyping of  policy documents, and when 

you add up the man hours involved many types of  business of  this nature 

were fundamentally unprofitable,” says Brown.

“Using Active Underwriter, an automated facility can be set up that can 

quote business online automatically as long as it is within certain parameters. 

The risk can then be bound at the click of  a mouse and renewals automated.  

“What’s more, it will also automatically generate all the paperwork including 

policy documents and reporting requirements. It allows MGAs to write a lot 

more business but also tightly control the parameters of  the underwriting.”

He notes that each system is built on a bespoke basis for clients. It can include 

features whereby underwriters are automatically notified if  a risk is unusual 
in any way, allowing the factor of  human judgement to still play an important 

role in the management of  risk and development of  a book of  business.

It also easily allows clients to update and modify a policy mid-term if  

basic changes are made, such as additional items added or removed. He 

uses the example of  livestock coverage where regular changes might be 

made around the animals covered, or fleet motor insurance where vehicles 
can be easily added or removed. Additional or return premiums can also 

be automatically calculated. 

“In contrast, if  this is done manually, it becomes hugely time-consuming 

and it is not cost-effective,” he says.

Brown says that every client wants something different. Most have initially 
explored the option of  a cheaper ‘out of  the box’ system but quickly realise 

a bigger investment is worth it when they consider all the advantages that 

VIPR software platforms offer.

“There is a lot of  variability in quality out there that clients don’t generally 

take into account when we first speak to them. We spend a good amount 
of  time discussing exactly what they want and, generally speaking, that is 

usually everything we offer.

“The efficiencies we offer are becoming more relevant to MGAs every 
year and it is especially true for firms dealing with large volumes of  smaller 
premium business. They need more accurate controls and reporting and 

they need to do more business to make it profitable. The business can be 
monitored closely with reports on hit rates, what business is won or lost and 

who are the best agents, etc. They need these automated facilities in place.”

Brown says that the implementation of  the system takes around three 

months but it is no more difficult for an established MGA to implement 
than it is for a start-up. That said, it can be especially useful for start-ups that 

need to achieve a certain revenue stream to get to profitability. 

He gives the example of  a start-up that targets coverage for show ponies and 

horses. “The premiums were fairly small so they needed to write thousands 

of  these policies to build a book worth writing. We were able to automate 

the whole process meaning they could quickly build a substantial book worth 

millions.”

He believes the time is rapidly approaching when firms will simply not be 
allowed to underwrite some of  this business using the historic manual systems, 

prone to error as they are. 

“Our systems solve a lot of  that and also ensure that underwriting 

decisions are confined within certain rules. As such, demand for our 
products is increasing. The market is changing and what we offer is ahead 
of  the curve. 

“We also have an exciting pipeline of  other products which will enable our 

clients to become more efficient and more profitable still.” 

Bob Brown is the chief  executive of  VIPR. He can be contacted at: bbrown@viprsolutions.com 

“We designed an automated 

system that converts everything 

to standard headings, checks 

all data against the original 

binder terms and also generates the reports 

needed automatically.”
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