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future.”

It wasn’t just through acquisition that the 

group drove revenue. By understanding their 

customer needs they were able to identify 

additional business opportunities, and over the 

last six years they have added risk management 

services, including engineering inspections, 
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corporate clients with group pension advice as 

well as key-person cover, such as critical illness 

insurance.

“Before, when supporting our clients, we’d 
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engineering inspections, but we found that the 

service levels from these other companies was 

lacking. It just made sense for us to bring these 

services in-house; that way we could ensure 

that our clients were being properly looked 

after.

“It’s the same with Health & Safety. By adding 

risk management solutions we’re helping 

clients remain compliant, reduce risk to their 

employees and customers and making them 

more attractive to insurers, often reducing 

insurance premiums.”

Yet, neither acquisition nor new revenue 

streams has been the key factor underpinning 

the success of the company. That honour sits 

with the original mantra, to keep clients happy 

and add a few new ones each year.

“Some people might say our growth has been 

quite pedestrian. We’re okay with that. We’ve 

not over-stretched, never taken debt, and 
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the results of that in our retention rates and 

our reviews.”
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disagree. They’ve got, arguably, the highest 

rating on Feefo amongst their competitors (a 
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for their service standards, and their retention 

rates are around 90% - 95%. Factoring in 

natural churn that’s quite exceptional. So, 

what’s been the secret to maintaining those 

service standards?

“It’s hardly a secret, we hire great people. We 

don’t pay commission on sales, instead we’re 

hiring people who want to build relationships. 

Even if that’s just a few minutes on the phone 

with a new landlord who doesn’t understand 

what they need, we’ll take the time to explain 

the risks and the appropriate covers. 

“We don’t do the hard-sell. We’ll leave that to 

others. We want to provide advice and guidance 

wherever possible. Listen to our clients, 

understand the risks, advise appropriately, 
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You only need to talk to Alan to understand 

that he is as passionate about the business 

today as he was 40 years ago. The company 

is founded on the ambition to create a 

professional, progressive company with a 

reputation for providing friendly, expert advice 
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Continual reinvestment in the development of 

the company has put it in its current position; 

recognised by clients and the industry as one of 

the most dynamic and reputable independent 
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the country. With the business built on a solid 

foundation, and clients always at the forefront, 

the future looks good for Alan Boswell Group.
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About Alan Boswell Group
�$�O�D�Q�� �%�R�V�Z�H�O�O�� �*�U�R�X�S�� �L�V�� �P�D�G�H�� �X�S�� �R�I�� �4�Y�H��
companies: insurance broking, risk 
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insurance brokers which underpins the 
operation. With over £170m in Gross Written 
Premium and over 70,000 clients, it operates 
across commercial, property, and personal 
insurance.

With a headcount of over 380 based throughout 
East Anglia, Cambridgeshire, and Lincolnshire, 
the Group continues to grow through a mix 
of organic growth and acquisition; the latest 
being the addition of Glemham Underwriting 
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capacity to insurance intermediaries. 

Predominately commercial insurance brokers, 
the group specialises in science & tech, 
property, credit, agriculture, and renewables 
while they hold exclusive schemes for 
therapists, teachers, and a self-drive hire 
arrangement for motorhome and campervan 
owners. 

The Group has seen substantial growth over 
the last decade within the landlord’s sector 
and are now one of the UK’s leading providers 
of specialist landlord insurance products, 
including buildings insurance and rent 
guarantee. They also continue to see growth 
within their personal lines division as more 
and more clients turn away from comparison 
sites and look to build relationships with their 
brokers.

Alan Boswell Group are heavily invested in 
their communities, sponsoring both grass-
roots sports, and the local professional clubs, 
including Norwich City, Peterborough United, 
and Cambridge City football clubs.

In 2019 the Alan Boswell Group Charitable 
Trust was set up to support local good causes. 
To date the Trust has made grants in excess 
of £1.5m. 

Alan Boswell Group

www.alanboswell.com

“We want 
to provide 
advice and 
guidance 
wherever 
possible.” 


