
The Art of the Possible 
Kevin McLoughlin,  
MTech Capital



The Art of the Possible: Kevin McLoughlin, MTech Capital

1. Kevin, great to have you with us today. Can you 
please tell our readers about yourself and MTech? 

 
MTech Capital is a multistage venture capital fund focused 
exclusively on InsurTech. We invest in technology-driven 
businesses with the potential to transform one or more parts of 
the insurance value chain. Our areas of focus include adjacent 
industries such as wealth and asset management, employee 
benefits and digital health. The limited partners (LPs) in our fund 
are large insurance groups, and we connect the companies we 
meet with — and invest in — to our ecosystem of limited partners 
and our wider network within the industry. We invest across North 
America and Europe from our offices in Santa Monica [California] 
and London.

We have been investing since 2018 and have invested in around 15 
InsurTech companies to date. We have found that our proposition 
resonates with entrepreneurs who value the expertise and access 
that a sector-focused fund can bring to their business.

2. Why has MTech focused its attention on the 
world of InsurTech?

 
As an investment banker covering the insurance industry, I 
could see that insurance was going to be transformed by digital 
technology the way fintech changed banking a decade earlier — 
and that it was going to be strategically important for insurance 
companies to gain visibility on technological innovation. Meanwhile 
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my co-founder, Brian, who happens to be my brother, had been a 
fintech investor for 15 years as a partner at Upfront Ventures and 
also saw InsurTech emerging as a new vertical. The initial idea for 
the firm started in 2017 when we got together for the holidays. The 
fact that we are now the fourth generation in our family to work in 
insurance made the idea of an InsurTech fund all the more natural. 

Today, there are new types of insurance companies being built from 
the ground up with modern technology that have the potential to 
become large enduring businesses. Meanwhile, incumbent carriers 
are re-platforming to take advantage of the benefits of cloud 
technology, advanced data analytics and process automation, 
and are looking to start-ups to deliver the tools required. Great 
entrepreneurs are being drawn to a large market opportunity, and 
incumbent carriers have opened their minds to the potential of 
innovation, and this makes us excited. 

Within InsurTech, we are particularly drawn to businesses looking 
to improve what we call the “plumbing of insurance.” We like to back 
entrepreneurs that are solving difficult challenges for the industry. 
Some companies are doing this by selling software to incumbents, 
while others have decided to build the brokers and insurers of 
the future; we invest in all of them. In each case, we look for great 
entrepreneurs solving a hard and important industry problem that 
we believe has the potential to become a big business one day.

Some examples of this include Bold Penguin, an MTech Capital 
portfolio company that was recently acquired by American 
Family Insurance. Bold Penguin set out to improve the placing of 
small business insurance for brokers, carriers and insureds. The 

company built deep, proprietary technology and integrations to 
help brokers effectively match a small business risk to the right 
carrier, and the positive response from the industry was palpable. 
Their recent acquisition was validation of the hard work the 
company had put in to build something unique.

Another example is our investment in French software-as-a-
service (SaaS) company Akur8. The Akur8 team has built a 
cloud-based actuarial modeling platform that uses advanced 
data analytics to accelerate the process of building insurance 
underwriting and pricing models. There is enormous potential for 
the application of superior data analytics in the insurance industry, 
but the actuarial tool kit hasn’t kept up with technology progress 
elsewhere. 

3. What are the commercial objectives of MTech? 
And what kind of relationship do you have with the 
LP funds?

 
We are an independent venture fund and assess investment 
opportunities based on financial returns. We will review 600-plus 
companies a year and make five to six investments — roughly 1%. 
However, many of the 99% of companies we choose not to invest in 
are good companies and may still be of great interest to our limited 
partners as potential customers.

We have regular calls with key executives at each LP where 
we discuss companies we have met and how they might help 
improve their operations. Where there is interest, we make the 
introduction. As well as bringing innovation to our LPs, this helps 
us to understand where the real pain points exist for the industry 
and allows us to better identify areas where we believe there will be 
significant market demand.

We also have initiatives to connect subject matter experts working 
at our LPs with start-ups looking for advice and guidance. There is 
an enormous wealth of expertise within the insurance industry, and 
we help our portfolio companies take advantage of this. Two recent 
examples: An MGA [managing general agent] in our portfolio 
wanted to bring their own claims in-house for the first time and 
needed some guidance on where to start. We introduced them to a 
claims expert who helped them build the right team and processes 
to tackle it. Another portfolio company was looking at international 
expansion and needed to understand how to adapt their software 
product for a new market. We found them a mentor to answer their 
questions, which helped shaped their strategy. In addition, he was 
so impressed with the product, they are exploring a commercial 
pilot.

We also find senior insurance executives welcome the chance to 
share their knowledge; hence, we set up a mentorship program 
to make deep insurance experience available to our portfolio 
companies. Interestingly we have found the mentors in the program 
often bring a greater appreciation for technology and potential to 
transform operating practices back to their own companies. 

4. Much of your portfolio is focused on embedded 
insurance and the general evolution of insurance 
products and services; can you please explain to 
our readers why you think this is a good space to 
focus in on? 

 
We have made several investments in embedded insurance, which 
we see as the opportunity to deliver insurance to a customer while 
they are doing something else.

“Great entrepreneurs 
are being drawn 
to a large market 
opportunity, and 
incumbent carriers 
have opened their 
minds to the potential 
of innovation, and this 
makes us excited.”
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The embedded model works particularly well in more commodity 
lines of business where there are high levels of automated 
underwriting and the ability to quote and bind digitally. We also look 
for a data advantage: If a consumer is buying a product, we want 
to take all of the information they’ve already provided during the 
purchase flow and seamlessly offer a bindable insurance quote 
using this data.

There are two examples of this in our portfolio: 

� DealerPolicy is a digital agency offering the ability to buy auto 
and home insurance when a customer is purchasing a new 
vehicle from a dealer. The company integrates into the car 
financing workflow to collect key information on the vehicle 
and the applicant and uses this to seamlessly generate a 
comparison-shopping experience for their new car. 

� Matic offers a comparable proposition within mortgage servicing 
and origination channels. When a consumer calls in or goes 
online to pay their mortgage, Matic’s technology can often offer 
potential savings on their home insurance without a consumer 
even requesting a quote. Matic uses both the property and 
insurance details held by the mortgage company to generate 
bindable quotes from the best consumer brands in insurance. 

We find the embedded model attractive because we think it 
leverages data in one transaction to provide a better experience 
for the customer at a lower acquisition cost for the insurer. 
Most people don’t want to spend time thinking about insurance. 
The deep ecosystem integrations achieved by companies like 
DealerPolicy and Matic make it fast, simple and cheap for the 
consumer while also delivering highly attractive unit economics, 

especially when the alternative might be pouring money into 
Facebook ads or Google AdWords.

We believe there are further opportunities to deploy a similar 
model in other ecosystems. We are excited about the potential 
application of the embedded model in other lines of insurance: 
Small commercial, extended warranty/product insurance and even 
simple term life products could work well.

5. To what extent do you think technology is
driving the evolution of this process?

Two key technologies underpin embedded insurance businesses 
and make them possible today, when they weren’t 10-plus years 
ago: (1) software-as-a-service architecture, and (2) the availability 
of third-party application programming interfaces (APIs). These 
businesses offer a great customer experience by extracting the 
information from a system of record (e.g., a car dealer financing 
platform or mortgage administration platform) and using this to 
generate a quote from a carrier — which might be available from 
a direct API portal or third-party rating engine. Without these 
adjacent building blocks, these companies could not exist.

Beyond technological evolution, the other key driver for embedded 
insurance is simple consumer demand. Mainstream e-commerce 
has set an exceptional bar for digital purchasing experiences, and 
other industries must “up their game” in response.

6. Do you see insurance products being designed
and underwritten during the embedded process,
or do you see companies using embedded
insurance to distribute existing insurance
products more effectively?

To date many of the more successful businesses in this category 
have offered a multiproduct, comparative shopping experience. 
Furthermore, we are increasingly seeing entrepreneurs address 
this as a “product manufacturer” (i.e., delivering their own product 
as an MGA or full-stack carrier).

In these instances, the simplicity and convenience offered by a 
single underwriter can outweigh the potential price benefits a 
consumer gets from shopping around. This can work well at both 
ends of the spectrum of price and complexity. 

For simple, low-value “item insurance” or product warranties, there 
is limited price differentiation and users are unlikely to shop around. 
The superior economics and product control that an MGA can 
bring make this an attractive category for product manufacturers, 
much like the “buy now, pay later” platforms that only offer one 
financing rate.

Conversely, for more complex products — like life insurance — 
some companies have had success by bringing the simplicity and 
speed of a single product to what would otherwise be an overly 
complex multi-carrier process. If it is too hard to go out and get 
quotes from five carriers, an MGA may only need to offer a good 
price, not necessarily the lowest price, to win a sale.

7. Finally, what advice would you give an InsurTech
looking to break into/add value to our industry?

Some entrepreneurs clearly believe incumbent insurers will go 
the way of Blockbuster. We often hear people say, “XYZ insurance 
company has been around for over 100 years and has antiquated 
technology stacks that preclude them from doing what we do.” On 
the contrary, successful insurers have often survived and prospered 
for this long by adapting to and overcoming new risks — be they 
technological or otherwise. Most of them are even generating 
significant profits! Incumbent insurers have brand, distribution, 
capital and know-how. Together these provide significant 
advantages. Most entrepreneurs we meet have an appreciation for 
the expertise within the insurance industry and are looking to build 
on what is already there. Underestimate the incumbents at your 
peril.

“We find the embedded model 
attractive because we think it 
leverages data in one transaction 
to provide a better experience 
for the customer at a lower 
acquisition cost for the insurer.”

MTech Capital portfolio company Corvus 
announced a US$100 million Series C 
financing round in March 2021, led by new 
investor Insight Partners with follow-on 
participation from all existing institutional 
investors. Corvus is a leading provider of 
cyber insurance in the small-to-midsize 
businesses (SMB) commercial lines 
space. The company distributes through 
brokers and uses proprietary data and AI 
analytics to predict and prevent claims.

Corvus has seen tremendous growth over 
the past year, reaching US$120 million 
in annual premium run-rate in January 
2021, up 250% year-over-year. At the 
same time, as an MGA, the company is 
highly focused on generating attractive, 
stable underwriting results. MTech believe 
Corvus is fast-becoming the leading 
provider of cyber commercial insurance 
with a proposition that clearly has traction 
with SMBs and brokers. The US$100 
million of new capital will give Corvus 
valuable strategic flexibility.
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