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S
ince the company was

founded in 2000, 123 Insight

has always done things

differently from the norm.

Targeted specifically at SMEs,

123insight ERP/MRP software is

renowned for being intuitive, user-

friendly and powerful – encompassing

all aspects of a company’s operations

from sales and CRM, purchasing and

MRP, through to stock and production

control and quality assurance.

But what really makes 123 Insight 

different is its route to market. The 

company has no commissioned sales

team, preferring instead to get the

word out to potential customers via 

no obligation online INFO Exchange

sessions and Evaluation Workshops 

which interested parties attend in 

person. 

Razor-sharp focus 

But who are the Forterro Group? Well,

until the acquisition of 123 Insight

it had no member companies in the

UK: “We’re something of a well-kept

secret,” explains Group CEO Dean

Forbes.    

“In 2012 Battery Ventures, a US

private equity firm known for its

software company investments, 

acquired a company called Jeeves in 

Sweden – an ERP business focused on 

the manufacturing sector. 

“After the acquisition, things went

well. What Battery really liked was

the razor-sharp focus of the Jeeves 

business – targeting a certain profile

of manufacturing company. They 

then looked for other businesses 

across Europe that had similar 

characteristics: all focused on ERP 

but with a fairly narrow profile of

customer.” 

The foundations for the Forterro 

Group were laid and the rest is history. 

Today the group, including 123 Insight,

comprises 11 member companies and

employs 1,200 people with a turnover

of €150 million. 123 Insight is currently 

Forterro’s only acquisition in the UK.

The business approach 

It’s clear that all ERP software is not

created equally. A paint manufacturer

for example would have different

requirements to a sheetmetal

processing business. A firm dealing

with perishable materials would have 

different needs again. Company size 

and number of employees is also an 

important consideration. It’s horses

for courses. A wide scope within a

comparatively narrow theme seems to

be Forterro’s business model.        

Historically, ERP/MRP software has 

been Forterro’s forte but things may

change in the future: “We’re starting 

to look at acquiring complementary 

businesses that are not ERP focused 

but which offer technology and 

products that we can take back to our 

manufacturing customer base,” Mr

Forbes reveals. 

“For example, we recently looked 

at a company offering an advanced

inventory management solution,

so not ERP but the kind of module 

that potentially some of our 8,000 

customers could be interested in. 

Products such as these will add value

to our existing portfolio.”

Being part of a larger organisation 

will certainly benefit 123 Insight. 

Mr Forbes is keen to emphasise 

that while Forterro provides the 

overriding business framework and 

sets top level strategic goals and

objectives, it’s the individual group 

businesses – like 123 Insight – that 

drive product development. Meeting 

targets is clearly essential – but how

that’s achieved is largely down to the 

businesses themselves.  

“Forterro has been very successful 

at buying good businesses with good

teams and good leaders,” he adds.

“Essentially, there are two objectives:

we’ve learned a lot from working with

the companies we have in the portfolio, 

so we try to extend those best practices 

elsewhere and help other people 

avoid the mistakes that we’ve made.

123 Insight will benefit from that vast

experience and having those levels of

support on tap. It’s all about avoiding 

the pitfalls. We can all learn from and 

support each other.   

“The second thing we’re trying

to do is encourage closer working

relationships between the businesses.

For example, we have a centre in

India with 100 developers which we’re

looking to grow to 300. For our group

companies, this is a great resource to

have if needed that’ll be available at a 

much lower cost than if it was sourced 

locally.”

Soft sell

Forterro’s acquisition of 123 Insight 

is recent news, but the first initial

contact actually took place much

earlier: “Battery Ventures had spoken

to 123 owners Guy Amoroso and Craig 

Grant two or three years ago but that

discussion didn’t progress anywhere,” 
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Mr Forbes affirms. “When I joined

Forterro in February this year I decided

to revisit it.

“I was really keen to do something in

the UK so we opened up the dialogue

again. I saw 123’s profile as being right

for us and I was really impressed with 

the culture and ethos of the company –

excellent products and a unique sales

approach based on a no obligation

voluntary evaluation rather than a 

hard sell. I remember thinking it’s a 

fantastic way to build a business.”

“I recently spoke to a customer

about this approach,” recalls Martin 

Bailey, 123 Insight’s marketing

manager. ‘I get it,’ he said. ‘You’re

not trying to sell me anything. You’re

showing me what you have and 

allowing me to buy.’ I thought that was

a very succinct way of putting it.”

“Another thing I really liked was

the fact that 90% of 123’s business is

recurring whereas less than 90% of 

Forterro’s business currently is,” Mr 

Forbes comments. “This is a target 

that we’re aspiring to so learning how

the model works will be beneficial to 

the whole group.”

Widening the appeal  

‘If it isn’t broke don’t fix it’ is a phrase 

commonly used to discourage tinkering 

with a process that is proven to be 

successful. And 123 Insight’s pressure-

free business model certainly ticks that

particular box.    

But there’s always room for

improvement. In a recent conversation 

with Simon Badger, 123 Insight’s 

managing director, Mr Forbes hinted at 

how things could evolve.  

“Well, we are absolutely going to 

continue with the practice of hassle-

free workshops and education 

programs – in fact we’re going to invest

more in these areas because they 

work,” he says. “But while Simon and I 

both love that approach, it’s important 

to note that 100% of ERP software sold 

in the UK by organisations other than

123 is not via that method.

“More software is being sold and

bought using traditional methods

rather than using the 123 approach

– which purely on balance alone

suggests that there is probably some

benefit in exploring other routes to

market as well. Some of these will

be remote, online and digital, while 

others will be more traditional in

person. Some will be a combination of

all the above. We’ll find a solution that

works.”

Looking to the future 

Forterro’s acquisition of 123 Insight 

dovetails well with Guy Amoroso and

Craig Grant’s respective exit strategies 

from the business. Key to the deal 

going through however was managing 

director Simon Badger being the long-

term successor to take the business 

forward.  

“Around four years ago, Guy started

to put the mechanisms and people in 

place with a view to making himself 

expendable,” Martin Bailey explains. 

“Simon Badger became managing 

director designate for about a year, 

shadowing Guy before he finally took 

over. Guy then became chairman which 

allowed him to focus on things outside 

of general day-to-day business. That

transition took place long before the 

Forterro acquisition.”

Despite only being in the driving

seat for around seven months, Dean 

Forbes is already setting out his stall to 

accelerate growth for 123 Insight. 

“The plan is to grow the business to

three times its size over the next five 

years,” he enthuses. “The first set of 

investments we’re making with Simon 

are centred around customer care and 

support. We’ve already agreed on a

plan of action in those areas; all good 

businesses are built on a solid, reliable 

base of existing customers.

“Then we’ll be taking a close look at 

the product itself and then sales and 

marketing. It’s all about making a great 

company and its products even better. 

Going for growth 

For both parties, the acquisition has

been received very positively: “From 

our perspective, it’s business as usual

– but better,” Mr Bailey states. “We

now have Forterro’s backing and full

access to all their resources which is

great news for 123insight employees

and customers, prospective and

existing.”

Dean Forbes is equally upbeat: “123

Insight is my first acquisition as CEO

and it’s Forterro’s first acquisition in

the UK which I’m absolutely delighted

about. We’ve been lucky to find a very

strong business with a highly dedicated

customer base, great people and an

excellent, high-quality product with an 

exciting future roadmap. 

“123 Insight has done a great job in

the UK but there’s huge potential for

growth. We believe there’s massive

opportunities for a mid-market

ERP/MRP company like us to really

thrive and make a big impact in the 

marketplace.”

� 123 Insight
www.123insight.com

Scan here 
for more 123 

Insight articles
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