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Founded 2013, GRP has completed over 80 acquisitions and is
now one of the largest independent insurance intermediaries
in the UK. We have a unique model delivering value to clients,
staff, shareholders and insurer partners.
Entrepreneurial culture

Our “owner driver” philosophy means that acquisitions retain their brands, whilst the
deal structure can be such that entrepreneurs who sell to GRP continue to benefit
from the growth we help them deliver.

Financial strength

Backed by Searchlight Capital Partners: over $8.7 billion assets under management.

Client focus

Delivering value through enhanced products, terms and superior service is at the
heart of our model. In a recent survey of 80,000 commercial broking clients, GRP’s
brokers achieved an average Net Promoter Score of 60 – internationally benchmarked
as “Excellent”.

Providing a great environment for staff

Happy, expert staff create the long term client relationships which power our
business. We retain our acquisitions’ employees, and provide training, continual
professional development and career opportunities to help them thrive.

Market strength

The Group controls or influences over £1.6 billion in premium. Focus on underwriting
results and regular senior level engagement with insurers builds strong partnerships.

Five complementary divisions
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The investment process
Our experienced team will work with you through a simple process with the objective
of achieving a “win win” agreement to acquire your business, with all parties happy
that the deal structure meets their needs:

First meeting

An opportunity to understand each other’s businesses and how the acquisition
process works. If you decide you would like to take things to the next stage, we will
need some preliminary, basic information.

Indicative valuation

Once this information is received, we can provide you with an indicative valuation.
This is a quick process which can often be within 3 days of receipt of the required
information. We use a clear and transparent valuation model.

Formal offer

If the indicative valuation is agreed we can move to a bespoke formal offer which is
tailored to your business. We will talk you through the formal offer to enable you to
ask any questions and fully understand the process.

Acceptance and due diligence

Once the formal offer is accepted we will visit your business to complete the due
diligence process.
At the same time, we will commence the legal process with your solicitors and a sale
and purchase agreement will be drafted and agreed by both parties. This part of the
process can take 4-8 weeks.

Completion

Once the due diligence has been completed and the sale and purchase agreement
agreed, a completion date can be set (subject to FCA approval), which will usually be a
few weeks ahead.
A typical acquisition timeframe from first meeting to completion is 10 – 12 weeks but
we have completed many deals in significantly less time.
Post completion our integration process helps acquired businesses quickly adopt and
benefit from the support being a part of GRP provides:

Structured integration plan with dedicated support

Central functions supported by a state of the art data warehouse take the operational
strain (where required), helping businesses focus on retaining and winning new clients.
• Compliance
• IT and operations
• HR and training
• Risk management services
• Accounts
• Marketing
• Insurer relationships
• Enhanced products

Scott Hallett
Investment Director
Central, North East and East Anglia
Email: scott.hallett@grpgroup.co.uk
Mobile: 07789 246524

Keith Frost
Investment Director
Wales, West and North West
Email: keith.frost@grpgroup.co.uk
Mobile: 07771 958224
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Regional hubs:
England, Wales & Scotland

GRP Group broking brands
We buy quality brokers with strong brands and reputations in their chosen markets.
Our strategy is to retain the brands and teams who join GRP.
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Strong insurer partnerships
GRP Group works hard to develop and maintain strong mutually supportive relationships
with insurers. This is what a selection of our partners had to say about GRP:
Mark Terry, Strategic Account Manager, Allianz
We continue to enjoy a thriving relationship with GRP across all levels of our
organisation. GRP’s professionalism is second to none, demonstrated by their
dedicated service to their customers and commitment to work in partnership with
us to deliver a positive mutual result. We seek GRP’s feedback and opinion on our
service and key market issues so we can work together to continually improve and
deliver value to our customers. We look forward to continuing our relationship over
many years to come.
Amy Skeet, Strategic Relationship Manager, Covéa
GRP consistently show a willingness and commitment to ensure that our businesses
are engaged at a local and strategic level. They recognise that the mutual success of
our partnership is underpinned by the quality of the relationships across all business
units. GRP make it their priority to get close to us and understand our ambitions and
business needs, they proactively share their expertise to allow us to find new and
innovative solutions for our mutual customers.
Sustainable growth, profitability and the end customer are at the centre of what GRP
do, in turn, this is reflected in all of our interactions, joint strategies and the great
results we achieve together. The passionate, determined and service driven culture
within GRP has enabled us to accelerate our growth plans and makes for a fun and
trusting partnership.
Barrie King, Head of Strategic Partnerships, AXA
Trading behaviour
GRP are a professional, knowledgeable organisation with a strong pedigree and we find
them easy to trade with. They are able to apply a high degree of flexibility and pragmatism
as part of their general trading interactions and helpfully (as well as unusually), their
senior level personnel are readily available and accessible to us, speeding up the decision
making process and actively improving end customer outcomes.
At all times, they display an in-depth understanding of our business and theirs, as well
as the commercial insurance industry generally, on a macro level.
This is a broker that does not shirk challenging conversations and importantly, our
experience has been that they always do what they say they’re going to do, rather than
commit themselves to unachievable outcomes.
Strength of our partnership approach
Unusually in a manufacturer/distributor relationship, GRP are able to understand the
position through insurer lenses and will utilise this view in seeking ways to help take a
balanced approach. They always look to help accommodate insurer requirements as
part of an often complex and demanding distribution chain and their ability to take a
longer term view, sometimes at the expense of short term gains, is greatly valued.
Willingness to deliver a positively mutual result
It is clear to us that GRP put their customer at the heart of everything they do. They
are not just fixated on their own needs; this is a broker who understands the delicate
balance between carrier and client pressures/objectives and has the ability to work
towards outcomes which suit all parties wherever they possibly can.

Strong insurer partnerships
Richard Brooks, Broker Development Director, Markel
Work hard, play hard is a cliché but exemplifies the trading relationship and
behaviours we enjoy with GRP. Whilst we are regularly tested by GRPs inherent drive
to always achieve the best possible outcome for their customers and their business,
we’re always happy to respond to these challenges, safe in the knowledge they will
push themselves equally hard to deliver the promised results.
Those results have frequently been achieved thanks to a highly collaborative approach,
including the sharing of high quality data which has, on numerous occasions, enabled
us to make well informed decisions and help prioritise resource for mutual benefit.
Where problems occur, as they do in any relationship, the candour with which these
are discussed and resolved is incredibly refreshing and unquestionably a contributory
factor behind the transformational growth we have achieved together.
That growth would also not have been possible but for the investment GRP always make
in ensuring any new product or service we launch together is expertly promoted. This is
classically done through a combination of mixed media communications, staff training
and close co-operation between their product and placement champions and our sales
and underwriting teams. Obvious as these steps may sound, it is their quality of execution
and focus on performance management which distinguishes them from others.
David Enoch, Head of Strategic Broker Relationships, Marketing & Propositions, NIG
GRP are an important and growing Partner of NIG. Over the past 3 years we have built a
robust engagement strategy across our organisations, and have created an environment
of trust & openness allowing us to operate in a true partnership. They have acquired
likeminded and well run businesses, and with the support and guidance of a very
effective central team, whose expertise, knowledge, customer focus and leadership have
resulted in a successful trajectory of growth and profitability. Whilst keeping the needs of
the customer at the centre of everything we do together. We look forward to building on
this success with them and continuing to support them with their future strategy.
Barry Driscoll, UKGI Strategic Account Manager, Zurich
Trading behaviour
GRP are and remain a valuable and reliable strategic trading partner. When it comes to
behaviours, they understand how we work and how the end customer wants to be treated.
They are always proactively improving product solutions for the benefit of the customers
all of which leads to constantly refined customer outcomes. Put simply, their hard work is
always with the best customer outcomes in mind, irrespective of case complexity.
Strength of our partnership approach
Zurich and GRP are and remain committed partners that consistently deliver strong
profitable growth. At local office and higher, strategic level we share a common set
of values around trading and execution as well as operating in an open and honest
environment. Despite operating in an environment of multi-layered relationships we
are not mired by bureaucracy and the strength of our partnerships facilitates straight
forward escalation and meaningful resolutions.
Willingness to deliver a positively mutual result
Engagement between all our teams, at every level, is regular, constructive and always
forward thinking. We work collaboratively to ensure that any issues are resolved
promptly and always for the benefit of the customer whether the needs are large or
small. All our teams are obsessed with delivering an expert, personal service to their
clients and we always ensure that product quality is balanced with price.

Julian Boughton, CEO, A&T Group Insurance
It was absolutely key for us that we partnered with an organisation that recognised the
opportunities ahead and shared our vision. Following a period of evaluation with many parties
only one stood out from the crowd – Global Risk Partners. GRP’s customer centric and truly
entrepreneurial framework within which we operate has added significant value. We have all
played our part and have all delivered on our promises.
Three years on, we can say that the experience has been a great one. We have significantly
grown the business but crucially within that, have created an enhanced customer experience
and a framework that provides even more security and opportunity for all our people.

Debbie Airey, Managing Director, CCIB Insurance
At CCIB, we built our business from a standing start and grew significantly over a 10 year
period. When we started to explore how we could accelerate our growth further, we considered
many different options and decided that GRP was the best fit for us.
We’ve received tremendous support from every level since joining the group and all whilst
keeping our own identity within the local community. Most importantly, it has ensured that the
business will continue to flourish long after our day.

David Jones, Director, DCJ Insurance and Risk Management
From our first meeting with Mike Bruce it was most apparent that GRP had the same ethical and
moral principles as DCJ Group. Choosing the right acquirer is a daunting task and whilst we did
not engage with numerous other options to GRP we are 100% certain we made the right decision.
Clearly price was an important factor in any sale but it was equally important that we became
part of a group that provided the right cultural fit for our clients and staff, both these objectives
have been achieved.
We have now been part of the GRP family for several years during which time the business has
continued to grow and benefit from being part of a group with strategic influence in the industry.

James Birrell, Director, Birrell Group
From the outset, we bought into the GRP model and strategy, we feel the GRP team have
exceeded our expectations and have not gone back on any promises.
The “owner-driver” and “hub and spoke model “is definitely the way forward, the model has
given us the ability to retain shares, in addition to having the financial backing and buying
power of a much larger group. In the last 12 months, alone we have seen massive growth in
our turnover and profitability.
We are looking forward to the next chapter for our business with GRP.

David Whitaker, Managing Director, Plum Underwriting
There are a lot of buyers in the market, but very few that understand what is needed to help an
underwriting business develop and grow sustainably. Selling our business to GRP has been a
great success for Plum.
As a part of GRP Underwriting Division we have had support and investment to develop our
systems, data, and underwriting infrastructure, giving us a scalable platform to take the
business to the next level.

We will be happy to put potential acquisitions in touch with
local GRP MDs on request for a confidential discussion
regarding their experience of joining GRP.
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