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INTERNALLY SELLING THE NEED FOR A 
NEW RMIS
Implementing a modern risk management information 

system (RMIS) can deliver a significant return on 

investment (ROI) for organizations with distributed 

assets and numerous complex risks. However, 

demonstrating this ROI and convincing company 

leaders to support a new system implementation is 

typically a challenge for risk managers.

This white paper examines the two most common 

factors that impede RMIS adoption—and a 

revolutionary new business model that is breaking 

down these barriers and empowering risk managers 

nationwide to take a more strategic approach to 

managing total cost of risk (TCOR).

TWO CRITICAL REASONS FOR 
C-SUITE RESISTANCE TO RMIS 
IMPLEMENTATION
For the C-suite, it’s all about the bottom line. When 

C-level executives receive a request to approve a new 

system, they immediately want to know two things: 

how much it costs and when it will generate financial 

returns for the business. Making this equation work has 

historically been a challenge for risk managers.

HIGH UPFRONT COSTS MAKE IT DIFFICULT 
TO DEMONSTRATE ROI

When an organization implements a conventional 

RMIS, the costs are substantial. To start, the company 

should expect to pay a very large upfront license fee 

that usually runs in the hundreds of thousands of 

dollars. There is hardware and software to purchase 

or upgrade, back-up equipment is needed for disaster 

recovery and technical resources are required to run 

and maintain it. 

These expenses are just the tip of the iceberg, and 

more costs will keep coming to the surface as the 

implementation progresses. Customizing the system to 

meet the specific needs of the organization, converting 

data into the appropriate format and consolidating 

information into the new system generally cost tens 

of thousands of dollars and will probably take nine to 

twelve months to complete. Then once the system 

is up and running, the company will have to pay an 

annual maintenance fee that typically runs about  

20% to 25% of the upfront license fee and additional 

professional services to keep content up to date. 

With so much capital investment required at the 

start of the process, it’s easy to see why the CFO 

would be reluctant to support a conventional RMIS 

implementation. This is doubly true when the current 

solution used by many risk management departments 

is Excel, which is a sunk cost for the organization.

PAST FAILURES HAVE CREATED FEAR, 
UNCERTAINTY, AND DOUBT

Looking past the high upfront costs, there is another 

common reason why top executives are skeptical—
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or even hostile—toward the idea of a new RMIS 

implementation: they’ve been burned in the past and 

they’re afraid of allowing a costly failure to unfold on 

their watch.

During the 1980s and ‘90s, companies poured millions 

of dollars into insurance management systems. In many 

cases, once organizations had the software installed 

and started using it, the system’s functionality turned 

out to be poorly aligned with their needs. But at that 

point it was too late; they were locked into specific 

feature sets and often found themselves paying for 

components that they didn’t need and would never 

use, while relying on ad-hoc solutions to fill gaps in the 

system’s functionality. 

Anyone who has been through this experience would 

be justifiably hesitant about implementing a new RMIS. 

However, times have changed. New technologies have 

redefined the possibilities in this sector and much of the 

fear surrounding risk management systems is rapidly 

becoming outdated.

DISRUPT THE STATUS QUO 
WITH SOLARTIS RISK AND 
POLICY MANAGER
Today, a new generation of risk management systems 

is emerging, and Solartis Risk and Policy Manager 

is at the forefront. There are two key areas where 

modern systems are overcoming the pitfalls of the older 

generations: cost structure and functionality.

DRAMATICALLY REDUCE AND SIMPLIFY 
IMPLEMENTATION AND MAINTENANCE 
COSTS

Solartis Risk and Policy Manager starts saving money 

for your organization immediately. Unlike conventional 

systems, there is no upfront license fee. There is also 

no need to purchase new hardware on which to install 

and run the system, which is cloud-based and offered 

on a software-as-a-service model. The upfront cost of 

adopting the system is limited to professional services 

fees associated with customer–specific configuration 

activities and data conversion. Strategic offshoring 

helps to further reduce the cost of implementation.

Ongoing expenses are also significantly lower and 

more predictable, due to Solartis’s revolutionary pricing 

model. They reject the idea that all clients should pay 

large license and maintenance fees, regardless of how 

they are using the system. Instead, they work with their 

customers to determine a simple pricing model that 

ties the cost of the system to the amount of value it 

provides their users. This may involve an annual service 

fee based on TCOR or another metric that reflects their 

usage intensity and value received from the system.

With no need to maintain hardware, manage disaster 

recovery or install software updates, the Risk and 

Policy Manager places minimal burden on IT resources, 

compared to a conventional RMIS. In turn, personnel 

expenses can be reduced or redirected to activities that 

add more value to the company.

 

MOVE BEYOND CLAIMS PROCESSING 
FUNCTIONALITY AND REDUCE TCOR

The new generation of RMIS attacks another core 

problem associated with conventional risk management 

systems: limited functionality. Most previous systems 

were born out of the claims processing environment, 

and their capabilities reflect a narrow focus on this 

single aspect of risk management.

Solartis is able to take a broader approach by bringing 

to the table extensive underwriting expertise, including 

a full understanding of insurance policy administration 

and policy life cycle activities. This helps reduce TCOR 

in several ways. First, having complete access to the 

data used by underwriters empowers risk managers 

to be nimble so they can efficiently and effectively 

negotiate with brokers and insurance companies to 

secure the best coverages at the lowest possible 

premiums. Simultaneously, the system provides insight 

into the key trends that are driving costs up, enabling 

risk managers to focus their attention on those areas.

Where other systems often provide a sea of claims 
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data, Solartis takes a different route by providing 

actionable information for all insurance policies, 

risks, covered participants and claims. Having all this 

information in one system at your fingertips helps 

risk managers fully understand the issues relating to 

premium, exposure, and overhead, so they can identify 

the problem areas and take action to reduce TCOR.  

FIND THE RIGHT RMIS FOR 
YOUR ORGANIZATION
It’s essential to do your due diligence before selecting 

a new RMIS. There are plenty of failure stories in this 

industry, and you don’t want your organization to end 

up on the list.

To ensure you choose the right system, you must 

consider how you are going to use it. Consider what is 

driving you to make the purchase in the first place, and 

which activities you would like to be able to perform 

more efficiently. Examine the critical components 

of your TCOR, then find a vendor with the relevant 

expertise.

Fortunately, you don’t have to go through this process 

alone. Solartis works with prospective and new 

customers to ensure that their full range of needs will 

be met—and to identify any additional opportunities 

related to automating tasks and streamlining 

workflows. By taking a collaborative approach from 

the start, Solartis empowers risk managers to generate 

maximum ROI.

Contact us today to learn more about the revolutionary 

Solartis Risk and Policy Manager—and how it can drive 

down TCOR for your organization.


