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An increasing number of SMEs have only one type of
life insurance policy

The number of SMEs with multiple life insurance covers has decreased since 2019 while the number
with only one policy has increased.

2019 237 25%
2020 18% 18%
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SMEs are taking an increasingly DIY approach when it
comes to choosing life insurance cover

Almost 1 in 3 SMEs say they work out which policies they need by themselves.
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We can see that adviser clients are more likely to have a broader range of policies than direct
buyers which demonstrates the value of advice.
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Collaboration is the key to a successful LA Asteron
SME and adviser client relationship “4 " x Life

Satisfied SME clients are more likely to have advisers who provide comprehensive product information
and proactively check their insurance needs - expertise only offered through the personalised service of
an adviser.
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There are opportunities for advisers to attract new clients, with over
50% of direct buyers saying they would consider using an adviser
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What does your referral strategy look like?
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Referral strategies are an important element to include in a marketing plan, as direct

buyers would most likely look for a potential adviser through their social networks. Tapping
into this area with the right referral strategy will enable advisers to grow their business.
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