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INTERVIEW

SCALE-UP WITH TOPICUS

Topicus is growing like a weed and is now launching its own peer-to-peer mortgage. The scale-up 
was not without growing pains, but with help from experienced advisors from law firm Van Doorne 
and its own resilience the company got through.

PLATFORM PROVIDER 
CHALLENGES MORTGAGE MARKET

Topicus began as a spin-off of the 

University of Twente in 2001 and cur-

rently, with the recent acquisition of 

Able that was closed early October this year, has 

grown to 800 employees. Most of the company’s 

earnings are from the financial sector, but it is 

also active in other sectors, such as healthcare 

and education. Managing the full chain of finan-

cial service providers was on the company’s 

growth agenda from the very first day, according 

to managing director of Topicus, Daan Dijkhu-

izen. “Every process at a financial institution 

has inefficiencies. Our objective is to eliminate 

them.” The inefficiencies Dijkhuizen is referring 

to are the result of work done by human beings. 

“The market is stacked. A business process is 

spread over multiple companies, departments, 

and people. Everyone works on his or her part of 

the process and then forwards the work to the 

next department. That transfer takes time and 

things go wrong. We connect the different links 

in the chain to reduce the risk of mistakes while 

speeding up the process and improving the user 

experience."

ACCELERATE SCALE-UP WITH M&A
"The connection is created through our own 

software platform. The programmers are 

expanding the software step by step and the 

company has experienced steady growth. 

To accelerate growth, the scale-up requires 

taking far-reaching measures, such as strategic 

acquisitions. "The acquisitions are currently 

being financed from the company’s own funds, 

but Dijkhuizen expects that external financing 

will be necessary in the long-term to maintain 

growth. The scaling-up comes with an increas-

ing need for professional support. “We have 

required legal support from the ZuidAs for 

some three years now,” says Dijkhuizen. Since 

2014, he has been working with lawyers from 

Van Doorne, Friso Foppes and Arno Voerman. 

Foppes says: “Our partnership began with 

governance-related topics, as the fast growth 

required some changes to the informal and 

flexible way of working, without letting go of the 

start-up and challenger spirit. The partnership 

broadened since and has primarily extended to 

external partnerships and acquisitions.”



INTERVIEW

IMPACT INSTEAD OF MONEY
Topicus wants to continue its growth. Dijkhu-

izen prefers to talk about impact instead of 

money. “We have happy teachers, users, and 

consumers and we want to double the growth 

in impact that we have achieved since 2001. 

There is obviously a financial side too. We now 

generate 80 million in revenues per year.” In 

the company’s quest to increase impact, it lives 

by one fundamental rule: The IP stays with 

the company. “Every piece of software that we 

develop remains our property.” This occasionally 

led to misunderstandings during the startup 

years of the company and the company some-

times passed on appealing projects as a result. 

However, 16 years later, Topicus has benefited 

greatly from that rule. “Because we own the 

product, we are able to further develop our 

solutions discretionary and in cooperation with 

other clients, in the financial sector as well as in 

other sectors that are struggling with compara-

ble challenges.”

CHIP IN TOGETHER
These efforts circle back to the original clients 

because the experience the company gains from 

other companies is used to improve the existing 

software. Topicus has introduced a coin system 

to accelerate this cross-fertilisation. “We try 

to bring competitors together to jointly invest 

in our platform. The various clients and Topi-

cus each put fictitious coins on topics that are 

important to them. This allows us to prioritise 

the most important topics.” Various banks 

and insurance companies work with the same 

software thanks to this intensive partnership 

method combined with the large market share 

held by Topicus. Can they still differentiate their 

services? “Financial institutions decide how 

they will differentiate themselves. We are only 

responsible for development and management, 

but the banks and insurance companies have 

access to client data.” 

THE TABLES ARE TURNED
Topicus now connects directly to the end-user. 

The company gained a lot of knowledge about 

the processes service models in the markets 

in which it operates. “A shared interest brings 

better rates.” Because Topicus is not an incum-

bent service provider yet, it still has room and 

the flexibility to experiment to an extent which 

incumbents are hesitant of, because reputations 

and positions are at stake. Therefore, Topicus 

can – in cooperation with its business-to-busi-

ness clientele – perform the role of frontrunner 

in deploying disruptive concepts to the markets. 

Again, the lessons learnt will be circled back to 

Topicus’ clients. For example, Topicus knows 

the financial retail markets so well that it is 

now entering the market to approach consum-

ers as a lender for consumers. “We are now 

going to prove that a more re-intermediated 

“ Every piece of software that 
we develop for our clients 
remains our property” 
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form of lending and borrowing in conjunction 

with existing financial partners benefits all: 

the funder, the advisor, the regulator and, most 

importantly, the consumer. Operating under the 

guiding principle that ‘a shared interest brings 

better rates’. We are taking Jungo, a platform for 

peer-to-peer mortgages, directly to the customer. 

We will begin by issuing 40 mortgages. If all goes 

well, we will keep going until we reach 200.” Even 

though this Topicus daughter will be approach-

ing consumers directly, the company explicitly 

involves and cooperates with established finan-

cial institutions. “We do not have the capital or 

the distribution mix (and knowledge) to issue 

mortgages ourselves. Consumers collect the top 

20 percent of the mortgage through crowdfund-

ing; the rest comes from institutional investors, 

such as insurers and pension funds.” This step 

makes Topicus both the supplier and the chal-

lenger of existing mortgage lenders. Nevertheless, 

the company has not kept the development of 

Jungo a secret. “On the contrary. We have been 

sharing our ideas with our existing clients in the 

financial sector since the beginning. We have 

even invited them to participate as a funder, and 

two of them took that step. One on funding and 

one on concept development.”

PROBLEMS BECOME PRODUCTS
Under the full attention of the financial sector, 

Topicus is now entering the heavily regulated 

domain of financial institutions. The techs 

were also given a lesson in entrepreneurship in 

this case. “I thought we were in the clear after 

obtaining the AFM permit, but we still had to 

deal with the DNB. It is a strict schoolmaster, 

but we were able to overcome any issues and 

find our way with them as well. The main dif-

ficulty was to bring together the requirements 

of both regulators,” concludes Dijkhuizen. 

FinTech-partner Arno Voerman recognises the 

problems experienced by Dijkhuizen. “Regu-

latory oversight is a patchwork and with the 

emergence of FinTech companies you see more 

and more propositions that no longer fit inside 

the AFM or DNB box. This makes it particu-

larly complicated, and very time-consuming 

and expensive for small FinTech startups to 

organise everything appropriately.” Dijkhuizen 

sees the extremely complicated regulatory and 

legal bureaucracy as an opportunity. “If there 

is a problem, techs want to solve it; that is why 

we also want to enter the legal sector.” For now, 

Foppes and Voerman do not have to be afraid 

of losing their income to their client’s software. 

Advice and management are not on the agenda 

for automation yet. “We close the circle, just like 

in FinTech. We have already begun by supplying 

information for rechtspraak.nl, so that they no 

longer have to carry the piles of paper docu-

ments back and forth in their carrier bags. The 

next step will be to view documents using artifi-

cial intelligence.” The first signs are positive; Van 

Doorne is already a client. •

“ Outplacement is a forbidden word at our 
company because we are not consultants” 


