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While variety is often called “the spice of life,” when it comes to getting consensus on business terms and definitions, it can work against progress by blurring lines of responsibility and introducing unnecessary, unwanted risk. For the insurance industry, this is particularly problematic, and the source of great consternation around the burgeoning “InsurTech” movement. 

Per Investopedia, “InsurTech refers to the use of technology innovations designed to squeeze out savings and efficiency from the current insurance industry model.” However, there are many other variations which also carry some measure of validity, including the fallback position of “it’s just insurance technology, isn’t it?” Regardless of your definition, however, as insurers continue to attempt to modernize traditional core administration processes and systems, InsurTech all but guarantees new opportunities to apply technology in different, innovative ways, and to disrupt or transform traditional insurance service and distribution channels with new models. 

Additionally, it seems important to recognize that it is no longer possible to look at current IT initiatives as static, long-term, once-and-done projects or investments. Throughout many market cycles, the insurance industry has learned the hard lessons of trying to build systems in-house, with most companies eventually deferring to technology partners in favor of concentrating on core competencies. Remaining relevant in today’s marketplace involves continuous and evolving investment in IT systems with partners that bring significant experience and industry focus to the table, but such partners must not only have compatible technology and culture, but organizational sustainability and long-term company or product viability as well.

Experience and Industry Focus
[bookmark: _GoBack]Insurance is a complex business. There are many new players bringing exciting new capabilities to our industry. While technology, properly applied, can add a tremendous boost to the operational efficiencies across the value chain, the implementation of it can be inefficient if delivered by partners without insurance industry specific experience. This is not to say that vendors without insurance expertise cannot provide a value, but working with partners with a vision on how to apply their technology to the insurance business specifically is a bonus. There is no substitute for experience.

Organizational Sustainability
Another key aspect of a long-term partnership is the sustainability of the organization. Many IT vendors that deliver exciting new capabilities to the industry are not firmly established yet, still trying to gain traction, and prone to failure. Since no business can run for long without making money, the financial strength of the vendor is very important to their longevity and ability to serve you far into the future. Since the insurance industry is continuously evolving, successful IT partners are the ones who pay close attention to Insuretech trends, consistently improve on current offerings, and constantly innovate new capabilities. 

The most important component of an IT organization’s sustainability are its people. It is important to understand the impact associated with key individuals possibly exiting an organization, the depth of the team on the bench to quickly and effectively step in, and if thoughtful succession planning has occurred for the unexpected. IT vendors with motivated and engaged management, profitability, and modern/leading offerings are the best candidates for sustainable relationships.

Ownership Dynamics
There is no shortage of Insuretech mergers, acquisitions, and venture capital investment. Anyone watching can see a virtual daily soap opera of activity. Since most organizations are looking for long-term partners, the introduction of new company ownership presents, at best, a less clear picture of the attitude and goals of the new principals. It is safe to say that the good will, undocumented goals, personal discussions, and relationships established with the original company you partnered with are all subject to reconsideration as insurers can expect a high turnover of key personnel as the new owners take control. Other areas of concern inevitably arise around future product viability, importance of profitability vs. customer service, and the level of priority the product has with the new ownership. While no prospective vendor is going to tell you they are looking to sell or look for VC, this is a key consideration that can be destructive for any new long-term partnership.

Conclusion
One of my mentors told me “The product is the product, but the company behind the product is also the product.” Insuretech provides our industry with a lot of exciting new options for optimizing processes, reinventing insurance companies, and disrupting the traditional way that “things are done.” Many, if not most, of the IT vendors that insurers engage with will be expected to provide some level of support or maintenance for years to come. Considering the benefits of selecting partners with insurance industry knowledge, strong and sustainable leadership, and a predictable long-term ownership scenarios can go a long way in avoiding sleepless nights in the future. 
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