
Project requirements

Gain long-range insight into consumer 
behaviour by:

Retaining historic data 

Joining data across products

Unlimited capacity to process data

Project results

cost savings over 4 years

£17 million

£2+ million

additional profit

CASE STUDY

BUILDING A DATA PLATFORM 
TO UNDERSTAND CUSTOMER
 BEHAVIOUR AND DRIVE EFFICIENCIES 
Find out how we delivered a next-generation solution 
for a global insurer, with millions of cost savings.



About the customer

A leading international savings, retirement and 
insurance business, the organisation is focused 
on earning customers’ trust as the best place 
to save for the future, navigate retirement and 
insure what matters most to them. It helps to 
protect £490 billion worth of assets for 33 million 
customers worldwide. 

The challenges

To meet core business goals more effectively, our 
customer identified the need to gain long-range 
insight into consumer behaviour. They knew they 
wanted to build a Business Intelligence Platform 
but needed guidance on what would best serve 
their business.

As well as individual product lines having isolated 
data repositories and the inability to retain 
historic data from aggregator sites for analysis, 
the company’s main challenges included: 

• Inability to join data across products, for 
example car, home, travel – reducing the 
ability to form single views of customers for 
regulation, risk modelling, and onward sales 
opportunities. 

• Inability to store quote aggregator data for 
more than 6 months – limiting their ability to 
drive analytics for competitive pricing and 
underwriting.

• Limited capacity – could only efficiently 
process 250GB of XML messages per day from 
the market quote aggregators – valuable 
data was lost, reducing the accuracy of the 
profiles and analytics built from that data.

• No existing high-performance analytics 
environment – analytics happened in 
pockets around the business with different 
approaches, tools and data meaning 
successes and failures were not shared, 
models were not promoted, measured 
or retired within a framework, reducing 
effectiveness.

• Little internal knowledge of or capacity for 
big data technologies. 

To secure their customers’ trust as the best place 
to save for the future, navigate retirement and 
insure what matters most to them, our customer 
must deliver simplicity, speed and convenience, 
along with reliable service, good value products 
and transparent communication.  

To do this, they recognised that maximising the 
value of their data and analytics, and enhancing 
digital platforms would improve their retention 
of existing customers and acquisition of new 
customers.

The solution

Kainos’ market-leading agile expertise and 
deep data and cloud credentials were the key 
reasons the customer engaged us to build 
a next-generation data infrastructure, data 
warehousing, data integration, analytics and 
business intelligence programme, as well as 
ongoing maintenance.

Kainos: Technical Expertise and 
Professional Services

In this case, Kainos identified the need for a 
single approach to data – allowing all parts of the 
organisation to gather, collate and store the data 
in the same way. Kainos worked with the customer 
to produce a Data Architecture Strategy which 
outlined best practices for data-related systems 
and now guides future data projects towards a 
unified approach across the enterprise. 

To facilitate this, Kainos led a series of workshops 
to give the customer’s team a clear understanding 
of the potential solutions, costs and impact of 
progressing various projects, including the key 
data architecture engagement. This meant as 
a team, Kainos and the customer remained 
focussed on the business benefit of each change 
project, enabling informed decisions.

Expansion of use of BI in the business

The discovery analytics project allowed the 
provisioning of analytics clusters in the cloud, so 
that the customer can rapidly spin up clusters 
using data sourced from the new data stores, 
run analytics processes, and close them when 
not required. This approach means that the 
customer is incentivised to expand the use of the 
analytics capabilities, with minimal additional 
cost, or change to the existing solution, and 
yielding additional benefit.
  Kainos used the data strategy plan as a blueprint 
to guide the customer, allowing Business 
Intelligence to be expanded across multiple 
business functions and systems without the need 
to redefine or shape a new programme. 



This project is part of a long-term strategy for the customer, and it is already delivering results with 
further savings and efficiencies projected:

Results and benefits 

Cost savings of £2+ million over four years by offloading 
existing processing workloads to the new data store.

New data created within one day instead of weeks for 
analytics and reporting, providing faster, more accurate 
decisions and responses.

Additional profit of £17 million by reducing the time 
demanded for meeting annual changes to regulatory 
reporting requirements to days instead of weeks. 

Previously inaccessible quote data is open to analytics, 
for a more thorough view for regulation, competitive 
pricing, and future sales opportunities.

Key features: new platform can ingest, transform 
and query:

•  60 million quotes per day

•  192 Messages per second

•  250GB per day

So they can build views of the market, their customers 
and prospects, and react to their needs at the scale
and in the timeframes necessary to be competitive.

Find out more at kainos.com

Follow our story: KainosSoftware

Search ‘Kainos’@KainosSoftware


