
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

A SilverBridge Company 

Innovation, a way of life! 

Gawie Erasmus – Chief Operating Officer 

Sustainable growth and success can and will not arise from cost reduction and 

better marketing efforts alone. Innovative thoughts regarding products, processes 

and services are called for and will be the key to increasing the bottom line. 

At SDT, we believe that by establishing a culture of innovation as a way of life, we 

will ensure sustainable growth and success to both SDT and our clients. Each of us 

can make a positive difference and be innovative by being curious, courageous and 

connected!  

Be Curious: The answer most often lies in the question. The following questions are 

a good starting point to develop a curious mind, focussed on innovation: 

 Which important problem/obstacle exists that cannot adequately be 
solved by our client? 

 What prevents our client from adequately solving the problem? 

 How can we make it easier and simpler for the client to address the 
problem? 

 What is a low-cost way to test this idea? 
 

Be Courageous: Many of us get stuck when it comes to translating our ideas into 

something real. Innovation will always only remain an idea, unless it is put into 

practise and commercialised. However, doing this requires courage as innovation 

does not always ask permission, but often challenges existing practises. It does not 

matter where you fit into the organisation, if you have the courage to challenge or 

change something for the better, no matter how small, it will bring rewards on both 

a personal as well as a professional level. 

Be Connected: Innovation can only become a core ingredient if we constantly strive 

to be better connected to our clients. For this reason SDT is committed to visiting 

clients more frequently and to do more work on site. This should enhance our 

ability to see the world from different angles, enabling us to innovate towards 

empowering our clients to serve their clients better!   

If we live a culture of being curious, courageous and connected, we can develop 

better ideas and increase our ability to do something with these ideas in a more 

effective way than ever before!  Engage your future!  

“The ordinary acts we practice every day at home are of more importance to the 

soul than their simplicity might suggest.” Thomas Moore (1779 – 1852) 

 

 

 

SDT Quarterly Highlights  

Lee Kuyper – Commercial Executive   

In the second quarter of our financial 
year we have had a number of 
highlights: 
 

- The Best Funeral Society (part of 
the Hollard Group) implementation 
was successfully completed; 

- SDT was notified of being the 
successful candidate in the Sanlam 
Reassurance RFP; 

- SDT has begun discussions with 
potential implementation partners 
to move beyond the borders of the 
African continent 

 
Through our interactions with various new 

prospects, as well as our existing clients, we 

have found that the financial recession has 

started having an impact on African Insurers.  

Although there is still an absolute need for 

insurers to replace legacy administration 

systems, the processes to get to this point 

are taking a lot longer. 

 

Are you ready to experience 

the difference? 

This quarter SDT will be releasing version 13 
of Exergy with a number of exciting 
enhancements and additions to the solution 
that will bring real business benefit to our 
clients.  

We have focused on 28 functional areas to 
create an enhanced experience for all users. 
These will be discussed with each of our 
clients over the next few weeks. 
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Events:  

SDT Industry Conference 

1&2 October 2009 – Emerald Casino & Resort, Gauteng  

SDT hosted the Strategic Insight into Life Assurance Opportunities on the 
African continent conference, with well known international speaker Grant 
Driver who gave valuable insight into addressing the current global 
meltdown.  

The conference aimed at creating a balanced view, addressing the issues 
facing the life insurance industry and painting a roadmap to create 
opportunities for growth on the African continent.  

 

 

SDT Solution News   

Johan Oosthuysen – Generic Solution Executive 

The Generic Solutions team is in the process of developing an Insurance 
Business Architecture model (IBA).  This model forms part of the bigger 
Enterprise Architecture model (EA) of an insurance provider. 

What is EA? 

Enterprise Architecture enables the transformation of organisations into 
efficient users of capital, be it human/intellectual, organisational, or 
technical. The complete EA model will consist of the following architectures: 

 Business 

 Data 

 Information 

 Architecture 

 Technology 
 
Key benefits of EA 

1. Increase efficiency of IT 
2. Increase the return on investments 
3. Increase effectiveness of communications between IT and the business 
 

What is the IBA? 

The IBA is the business architecture of the EA model for the insurance 
industry. The IBA contains all the business processes that are needed to run 
an insurance company.  These processes are organised in a logical manner to 
indicate the dependencies of the processes on each other. The IBA model 
can be used by an insurance company as the starting point to develop their 
own business architecture for their own EA model.  The IBA can also be used 
to develop an operational model for an insurance company. Please contact 
us for more information on the IBA model. 

 

SDT Research News  

Paul du Plessis – Research Analyst  

Client retention, specifically in the insurance industry, was 
put under pressure over the last year.  

Although the economy has turned (depending on which 
hand of the proverbial economist you are looking at), we 
know that employment lags economic output.  

This has implications that warrant continued concern over 
the customer attrition rate, especially with the high 
administration costs associated with capturing new 
clients that require a multi-year payback period to reach 
profitability.  

This focus on client retention should (preferably) play in 
favour of the customer via improved service levels and 
increased value to the customer. Once the door to 
customer service has opened it is easier to attack the 
problem from all angles.  

Everything from system user-friendliness that empowers 
employees to better serve customers to complaints 
portals where customer grievances can be addressed can 
be considered.  

Self-help applications that empower customers as well as 
more tightly integrating the various channels and 
offerings made to customers falls within this spectrum of 
possible solutions.  

Web 2.0 applications can enable many of these solutions, 
especially when integrated with CRM. Perhaps organic 
growth can even be ensured by the draw of superior 
client service. 

Testimonials from delegates:  

“I had a really good time and found the conference very 
informative; the content very interesting and useful and the 
conference very well organised” Irnest Kaplan ς Kaplan Equity 
Analysts 

“I was really very impressed at how well the event went. I 
attend many local and international conferences, and this was 
up there with them. So a big “well done” to you and all the 
organisers” Chris Holland, Nedbank Group Limited 

“Thanks to SDT for a highly insightful two days, the conference 
was exceptionally well planned; the speakers were experts in 
their field and the presentations very professional” Jaco van 
der Westhuizen - Legalwise 

 

 


