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Dear Fellow Shareholders, 

Fiscal 2017 was a year of transition of business model from 
on-premise to on-demand cloud driven model. This was the 
year in which we focused on supporting new and existing 

expanding our sales and marketing infrastructure. We con-
tinued to invest in expanding our cloud platform that is well 

underway in the insurance technology marketplace. As a 
result of these business trends, Majesco’s total revenue grew 

improvement and increased by 410 basis points from 1.3% 

-

will continue to grow at a faster pace, compared to other 

as cloud based sales are higher-margin and recurring. The 
cloud model is not only an attractive business model for us, 

We continue to focus exclusively on serving the global insur-
ance industry with core business solutions and consulting 
services that help modernize and bring change to Property 
and Casualty (P&C), Life and Annuity (L&A), and Group insur-
ance carriers. Not unlike other industries, the insurance 
industry is rapidly evolving and changing. As insurance 
customer expectations change, so do the carriers’ require-
ment to respond quickly with lower-risk and speed-to-value 
business platforms that provide the ability to innovate new 
products, reach new markets, create new customer experi-

multi-million dollar transformation programs to replace 
legacy systems no longer serves the need of carriers. As a 
result, Majesco proactively began realigning its business 

believe will lead the next wave of innovation and investment 

by existing insurers or by venture capital funds to empower 
their business strategies by helping them innovate, grow and 
transform their business models to capture the opportuni-
ties today and in the future. 

went into production with Majesco’s solutions.   We are 
delighted with our customers’ success as we help to support 
their strategic plans for growth, innovation and market 

-
ments to strengthen its organization, support a growing 
and diverse customer base, and expand the Majesco 

7.4% as compared to the prior year period, as we advanced 
our product roadmap for both the P&C, L&A, and Group and 

L&A Policy, Majesco P&C Policy, Majesco Claims, Majesco 
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Majesco also expanded and strengthened the company’s 

cognitive, cloud-based platform to help insurance carriers 
-

market-leading core system for policy, billing and claims 

-

we also added 4 new partners as part of our Majesco Partner 

our strategy, the market potential of our portfolio of solu-

current and prospective customers.

We expect momentum in our cloud business will remain 
-

ance software.  We also expect to see improvement in 
non-cloud business as demand increases for Majesco’s data 

-

growth in the years ahead. Majesco’s management team and 
board of directors have high expectations for the company 

success with you in the future. 

Delivering and delighting our customers today is the foun-

to thank our employees for their customer focus, teamwork 
and support.

-

well placed.

Ketan Mehta  
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A New Age of Insurance:  Speed to Value

and market boundary changes are disrupting the world, industries and businesses that insurance serves. 

services, the launching of new business models, and much more. These events have created disruption 
and opportunity for insurers.  

renaissance journey. They must avoid falling into an operational trap or resorting to traditional thinking. 

all while new competitors, new business models and new products are being launched to the market in 

Speed to implementation – get up and running in weeks or a few months versus years 

Speed to market – rapidly develop and launch new products with ready-to-use rules and tools

Speed to revenue – rapidly enable business growth with minimal upfront cost

“We can’t solve problems by using the same 
kind of thinking we used to create them”

  – Albert Einstein
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Today’s renaissance in the insurance industry shares many of the 

beginnings brought about by new ways of thinking, new methods, new 
technologies, new behaviors and new resources. At no time in the history 

role through our engagement with industry accelerators, partnerships 

-

world, despite remaining uncertainty in the industry about how it will 
function on a wide scale.”  

into the boardroom of every insurer and reinsurer. Their collective desire 
-

pinned by a new focus on “speed to value” which favorably positions and 

Majesco Insights:  Leadership in a Time of Change
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customers understand, plan and respond.  Majesco’s Future Trends Framework (Diagram A) was expanded to include six new trends 
(impacts of economic conditions, psychology/behavioral economics, pay-as-you-need insurance enterprise, platform solutions, 

Diagram A
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was explored in our primary consumer and small-medium 
business Majesco research, The Rise of the New Insurance 
Customer and The Rise of The Small-Medium Insurance 

Your Business Ready for Them? We found that new capa-
bilities enabled by technology are providing an opening for 
new market entrants to target one of the industry’s most 
critical vulnerabilities – its complexity.  When evaluating the 
customer journey against other businesses that are setting 
the new bar for customer engagement and experience, we 
found the insurance experience at the bottom for both con-

are impacting consumer demand. Consumers across several 
generations are actively using or engaging in activities that 
represent new expectations and risks for the insurance 

growing momentum and participation across multiple areas. 

generational groups, are also already impacting the insur-
ance industry by creating volumes of new data, presenting 
new risks, and creating new, heightened expectations for 

As a result, simplifying a customer’s entire journey with a 
company is more critical than ever for insurers. Majesco’s 
research demonstrated that Net Promoter Scores (NPS) are 

of their insurance journey (researching, buying, servicing) 
were easy, compared to those who said even one aspect of 

customer journeys is so strategically important for our 
customers.
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Diagram B

Diagram C

Diagram D
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1940 1945 1950 1955 1960 1965 1970 1975 1980 1985 1990 1995 2000 2005 2010 2015 2020 2025 2030

Silent Boomer Gen X Millennial Gen Z

Business Model designed 

to support a traditional 
market. Technology and 

demographic 
assumptions. Silent, 

Boomer & some Gen X

Business Model designed 

to support a new market, 
technology and 

demographic 
assumptions. Millennial, 

Gen Z and some Gen X

INDUSTRIAL AGE INFORMATION AGE DIGITAL AGE

Evolutionary Revolutionary

INSURANCE MARKET SHIFT: REWRITING 
THE RULES OF THE FUTURE

-
times slow-to-adapt industry by challenging the traditional 
business assumptions, operations, processes and products 

years ago that separated the two great continents, we are 

business assumptions, products, processes, channels of the 

generation, the Millennials and Gen Z, as well as many in Gen 

will not meet the needs or expectations of the future.

-
sify. Majesco is increasingly working with existing insurers 
and reinsurers who are taking new paths to capture the next 
generation of customers and position themselves for growth 
and sustainable agility across the new insurance landscape. 

of the past, insurers need to be a part of rewriting the rules 
for the future. There is less risk in a game where you write 
the rules.

Diagram F
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KEEP AND GROW EXISTING BUSINESS, WHILE TRANSFORMING  
AND BUILDING NEW BUSINESS.

while a new foundation is being constructed. This will require insurers to know, plan and execute across these 

company’s growing portfolio of solutions.

Accelerating the Path Forward

Kendall Jones, COO of ProAg on their Renewal 

“Majesco has been a great partner with ProAG, 
helping us continue to deliver on our dedication 
to quality and service that enhances our business 

leadership position in the specialty insurance of 
crop insurance, is based on our foundation of 
integrity, loyalty, and customer service. Majesco 
exhibits those qualities on behalf of ProAg in the 
daily work they do. We appreciate the strategic 
relationship and look forward to an exciting next 
three years.”

 

-
ognized leading billing solution in the market, along 
with implementation in the Cloud, we will be able to 
bring innovative new capabilities to our agents and 
customers to meet their increasing demands and 

foundation of a new digital experience using cutting 
edge technology and our commitment to excellence.”
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