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Disclosure
The thorny issue of disclosure; many readers will recall that we have, in recent editions of the
‘Reich Review’, talked about just how critically important this is for our clients.
Simply put, a material misrepresentation or
non-disclosure of a material fact by a commercial
client will very likely entitle an insurer to not
only refuse to pay a claim (which could involve
millions of pounds), but ‘void’ the entire policy
as if it never existed in the first place. The
ramifications of this are therefore unavoidably
huge, and we are seeing an increase in insurers
adopting this stance. If you fail to disclose,
ultimately you run the risk of your business failing
– it is that serious.
But what to disclose? What is a material fact?
What do you, as commercial clients, need to
constantly consider and act upon throughout
the lifetime of your policy?
Simply put, a material fact is anything that would
influence an insurer’s decision on whether to
issue a new policy (or renew such) and, crucially,
on what terms. Examples of what constitutes a
material fact are as follows:

3 A
 n incident, or series of incidents, that,
while perhaps not covered under the policy,
have occurred during the insurance year or
that fundamentally affects the risk that the
insurer is insuring
3 Losses that fall within/under policy excesses
3 A
 n alteration in the construction or security
of the property or change of use
3 B
 ankruptcy, County Court Judgements or
any criminal charges or convictions pending
against directors, partners or managers
3 C
 hanges to the business, new directors,
offices, acquisitions or disposals or even a
new and unusual contract
The above list is not exhaustive; it is intended
to give a flavour of the types of information
that insurers need to be made aware of.
Disclosure of the above types of information
would constitute what is termed a ‘fair
presentation of the risk’ under the terms
of the Insurance Act 2015.

It is therefore absolutely imperative that
commercial customers remember their duties
of disclosure at all times. This should ensure
that insurers cannot successfully allege nondisclosure that would then lead to them not
paying a claim or, worse, voiding the policy.
While we, as your broker, are committed to
asking you questions about your business at
regular touch points, especially at renewal, we
can only know those facts on which you advise
us. Therefore, we are reliant upon you, as the
people who know what is going on in your
business day-to-day, to inform us.
If you are in any doubt whatsoever as to what
needs to be disclosed, specifically in respect of
changes, or have any questions about the wider
duty of disclosure, then please contact your
usual Account Handler or Account Manager.
If in doubt, disclose!
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Reich website revamp
As the Rolling Stones once wrote ‘time waits for no one’ and we at Reich Group share that
sentiment, which is why we decided that our website needed a refresh, five years since the last
major revamp.
It’s amazing how quickly things move on
in the world of IT and we felt that our old
website, although sufficient and informative,
didn’t represent the modern and dynamic
way of working that we believe we possess
as a company.
Therefore, we set about updating the website to
be more user friendly – simpler navigation, more

concise content, bolder visuals and all supported
in a mobile-friendly format for when people are
on the go, which is essential in this day and age.
The result, as we hope you agree, is stunning and
unlike any other insurance broker website that
we have ever seen. This is just the start too, as we
begin work on additional content that will help
bring our brand and ethos to life even further.

Take a look for yourselves at
www.reichinsurance.co.uk and make sure you
check out our all-new brand advert and interview
with our CEO, Simon Taylor, on there.
We hope you like it as much as we do and would
love to know what you think.

Why D&O cover is more important
than ever, despite rising premiums
The COVID-19 pandemic, combined with other factors, has put Directors’ and Officers’ (D&O)
premiums into overdrive, but – now more than ever – firms would be unwise to cut or cancel
their D&O policies.
Escalating premiums for D&O insurance could
see firms refuse to purchase or reduce cover,
leaving senior professionals personally liable for
claims. Many businesses could go bankrupt as
a result.
After years of soft market conditions, insurers
have increased D&O premiums to bring pricing
to a point that more accurately reflects the
increased risk environment for business owners
and managers. The challenge for the market will
be reaching a price point that reflects the risk,
but is also affordable for companies to pay.
Businesses will struggle to find directors who
would be willing to assume personal liability for
professional matters. If companies are unable
or unwilling to purchase polices to protect
directors, then those directors – if still willing to
sit on the board – could face potential ruinous
legal costs to defend themselves against, quite
often, meritless claims. After all, how many
directors could afford a £1m claim or more
against them? This is especially the case with
SME businesses.
In addition, in recent news, the Business
Secretary is shaking up how businesses are
run and audited. He is proposing weakening
the market grip of the ‘big four’ auditing firms

and making company directors responsible for
spotting fraud after the collapses of retailer BHS
and builder Carillion.
Directors would have to repay bonuses if their
company went bust or serious failings came to
light, and dividends and bonuses would have to
be stopped if firms didn’t have enough cash.
If the plans are implemented, this would apply
to the boards of all companies with more than
2000 staff or a balance sheet worth more than
£2bn, and the directors of any business with
more than 500 staff and a turnover of more
than £500m would also be held liable for any
accounting failures.
Typically, D&O insurance covers defence costs
for regulatory investigations or civil claims that
have arisen due to the role that directors and
officers carry out. D&O policies also cover the
compensation they are legally liable to pay if, for
example, they breach any of their duties.
There are several significant drivers pushing
the cost of D&O premiums upwards. The
most prominent one in the last 12 months has
undoubtedly, and unsurprisingly, been the
COVID-19 pandemic, which has led to real fears
that directors will be sued if actions they have

taken in response to the pandemic have led to
the business making losses that might have been
avoided. Such claims could come, for example,
from insolvency practitioners if the business ends
up being insolvent following mistakes that may
have been made. Additionally, the next 12 to 18
months could see more claims against directors,
due to the anticipated economic downturn
caused by COVID-19.
This will put even more strain on D&O policies, in
what is already a ‘hard’ insurance market.
Other drivers of D&O premium increases include
the rise in group litigation, the upsurge in
cyber attacks and hacking offences, and data
breach exposures that have increased since the
introduction of the General Data Protection
Regulation in May 2018.
For directors that are the subject of claims, their
D&O policy is often the lifeline that enables
them to defend their position so, despite rising
premiums, they are more important than ever.
If you have any further questions or concerns
regarding D&O, please give our Commercial
department a call.
T: 0161 830 5506
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Why are commercial premiums rising?
A ‘hard’ market explained
Most businesses have, for some time, enjoyed competitive commercial insurance premiums
with extensive policy cover. Over the past decade, the insurance market has been favourable
and capacity amongst insurers has been plentiful.
Renewing policies has been relatively
straightforward for most. However, since the end
of December 2019, conditions have changed
significantly, and for the worse. Once COVID-19
and ‘lockdowns’ started to bite, things became
even more difficult for many classes of insurance.

Why has the market hardened?
With reduced capacity, there has been a signiﬁcant
shift as insurers increase premium rates and move
away from those risks or types of trade that have
underperformed. In recent years, the insurance
market has mainly been a buyer’s market (a ‘soft’
market), with ample insurers willing to compete
for business. This competition kept premiums
low. Over time, however, premiums have become
unsustainably low and this, coupled with major
natural disasters, unexpected insolvencies, broken
supply chains and heavy losses brought about by
events such as the tragedy of Grenfell Tower and
the collapse of Carillion, has resulted in a number
of insurers leaving the market.
Unfortunately, very few new insurance carriers
have taken their place to offer the capacity
needed to stabilise a hardening market.
To further exacerbate the situation, those
insurers that have remained in the market have
introduced new measures to help mitigate their
risk exposure, including premium increases,
more onerous policy terms and lower limits.
During the COVID-19 pandemic, this situation has
been aggravated further still, with a general sense
of fear and a more protective approach being
adopted by insurers, causing certain types of cover
to become much more difficult, and expensive,
to obtain. A reduction in insurers’ capital, due
to insurance losses and investment returns, has
also reduced underwriting capacity, another
contributing factor to a hardening market.
The reduction in capacity has been felt particularly
badly in the Real Estate sector, where insurers are
reluctant to fully cover larger risks, and even when
offering a percentage of the overall exposure,
the level of premium they require is significantly
higher. Furthermore, when other insurers need
to become involved, they aren’t always prepared
to participate at the same level of premium and
cover in order to make up the shortfall.

All of this means it is harder to obtain full cover
for larger risks and, when we do, the cost is
significantly higher and often comes with
cover restrictions. For buildings between
£2 million and £30 million, where cover is more
readily available, premium costs are still rising
significantly, even where the policy is claims free.
For policies that have performed badly for two to
three years, insurers are not prepared to renew
unless large increases in premium are agreed.

with our insurer partners which we use for the
benefit of you, our clients.

Over the past six months, we have worked closely
with all our clients, but this hardening market
really is affecting the cover and premiums
available, despite us being one of the largest and
most respected independent insurance brokers in
the UK. We are regularly seeing large increases in
renewal premiums and, in some cases, for certain
industries, premiums have increased by between
four and eight times. In an attempt to mitigate
the impact of this hardening market, we are
proactively working with our clients as follows:

Restricted cover

Early completion of renewal proposal forms
The proposal form summarises and encapsulates
your business. Poor proposal forms are unlikely to
result in favourable insurer responses. We will ask
for any additional information to demonstrate
how your business exceeds its peer group in
terms of risk management and supply chain
processes. We will work with you to understand
your fail-safe internal processes and standards
to ensure risks are kept to a minimum i.e. robust
cashflow measures, legally sound client and
supplier contracts and efficient supply chain
management methods.

Using our experience and buying power/
insurer relationships
We have 125 experienced insurance
professionals at Reich, including an internal
broking department of seven experts. We
therefore have a diverse and varied knowledge
of the market. Our dedicated resource is able to
approach the insurance market to obtain tailored
insurance solutions. Furthermore, at Reich we
have some of the best insurer relationships
in the market. As a group we are placing over
£95 million worth of gross written premium per
annum, which gives us tremendous leverage

Understanding your past claims/
incidents
If you’ve had claims or notiﬁcations in the past,
we work closely with you to obtain as much
information as possible to provide the reassurance
to insurers that you have taken steps within your
business to prevent the re-occurrence of a claim.

Considerable restrictions are being imposed
by insurers on policy renewals. These include
limiting cover to a single amount, setting
a higher self-insured excess, excluding
consequential or economic losses, and removing
a range of policy extensions. We will work with
you to ensure we provide the widest possible
cover at the most appropriate cost, and to work
on scheduling covers where insurers are no
longer able to offer 100% of the risk.

Risk management
Now, more than ever, it’s vital to invest in
robust risk management processes and provide
documentation of these practices to your insurer
at renewal time, ideally highlighting the following:
3 Proper cash flow processes
3 S eamless contracts with clients that clearly
outline the responsibilities of both parties
3 E ffective supply chain management
(for example positive relationships with
suppliers, due diligence of supply chain risks
and well-distributed liability agreements)
3 R
 obust internal practices and standards to
mitigate on-site risks
Yes, the market is difficult, we can’t say it isn’t!
However, our experienced team is here to help
you through this difficult market and we will
work with you as your trusted insurance broker
to ensure we achieve the best result for you.
Call the experts in our Commercial
or Property teams to find out more.
Commercial T: 0161 830 5506
Property T: 0161 830 5504

Fire impaired buildings
Following the tragic events at Grenfell Tower on 14 June 2017, all high-rise buildings and
medium-sized apartment blocks have now come under the spotlight, particularly those with
external cladding.
Procedures were introduced to undertake
external wall surveys, and the subsequent
enquiries and investigations have identified
a number of underlying issues with the
construction of these buildings, resulting in a
significant increase in the risk of fire and threat
to life.
These can be broken down into three
main issues:
1. External cladding
Where a building has external cladding, insurers
require the full specification of such cladding. The
issue is where the insulation material is flammable
as this would allow a fire to spread rapidly up the
exterior of the building. It is therefore essential
that, for any building with external cladding, full
information about the materials used is provided
by a qualified professional.
2. Compartmentalisation
High-rise buildings should be constructed
with compartments that form effective
fire breaks. These restrict the spread of fire

through the building. Where these have not
been constructed correctly, or with defective
materials, a fire would be able to spread
more rapidly.

3 W
 here they will offer cover, it will be for a
proportion only, meaning multiple insurers
will be needed to provide cover which
represents 100% of the rebuilding cost

3. Timber balconies and fascias

3 T
 hey will offer full cover but the premium
required is substantially higher

Again, the presence of timber in these areas
of the building allow a rapid spread of fire,
particularly where balconies are directly above
each other, with the fire moving from floor to
floor externally.

Insurance implications

3 T
 hey will apply a large excess or
co-insurance clause for fire damage
3 S ignificant and costly risk improvements
may be insisted upon for cover to continue

For any building that falls under one or more of
the above categories, the occurrence of a fire is
likely to result in more extensive damage and an
increased threat to life.

Reich has substantial experience in placing fire
impaired buildings and providing advice and
guidance on the measures required to satisfy
insurers and to obtain cover at the optimum
terms and price.

Insurers, understandably, regard these types of
buildings as high risk and this can result in some
of the following possible scenarios:

For further information please contact David
Cramp in the first instance. David works in our
Real Estate team and can be contacted on:

3 They are reluctant to offer any cover at all

T: 0161 830 5464
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The late Richard Elliott
We were extremely saddened and upset to learn of the passing of Richard Elliott in April 2020,
as a result of contracting COVID-19 while being treated for underlying health conditions.
Richard was one of the UK’s leading authorities
on real estate insurance.
During his considerable time at Zurich Insurance
he formed a very close bond with our CEO,
Simon Taylor, and Reich colleagues. There were
numerous times where Richard, in his role as
Head of Real Estate, advised and supported us on
large cases.
The relationship was such that when he retired
from Zurich Insurance, Simon asked him to join
Reich as a consultant.

He provided not only advice and guidance on real
estate, but also used his considerable experience
to mentor some of our senior managers.
We were expecting Richard to be with us for
many years and we were genuinely shocked to
hear that he had contracted COVID-19 and died.
Richard is missed greatly by Reich and we are
extremely grateful for the opportunity to have
worked so closely with such an industry legend.
What a sad ending for such a gentleman.

In memory of Tony Wacks
Following on from the death of Richard Elliott, we were very upset to hear that Tony Wacks, one
of our very close business associates and clients/leading accountants, passed away in hospital
on the 31 December, following a period of illness. Our thoughts are with his family, in particular
his wife Janice and their children.
We were introduced to Tony and his company,
Crawfords Accountants, over 15 years ago,
during a business acquisition. Tony was the
Senior Partner acting for W B Tidey & Co when
we acquired their business. We struck up an
immediate rapport with him and his team, a
relationship which continued to develop and
build over the years.
We considered Tony to be a very close friend
of ours and his sound accounting advice has
certainly assisted our business to grow and
evolve into what it is today. He liaised with us,
and especially our CEO, Simon Taylor, on an
almost daily basis.

Tony will be especially remembered for his
outstanding contribution to the Norwood
charity, supporting vulnerable children and their
families, children with special educational needs
and people with learning disabilities. We happily
supported him in his annual cycling challenges
where he raised significant funds over many years.
May his memory be a blessing.

New insurer relationships
for Reich Private Clients
To ensure all of our private clients obtain the very best from the market, both in terms of cover
and price, we constantly review our insurer panel and the companies we recommend. Markets
change on a regular basis, and to stay ahead of this we work hard to develop the very best
insurer relationships available.
Over the last 18 months we have seen a lack of
capacity from certain insurers, accompanied
by a shift in risk appetite. In order to ensure
the most competitive packages are available,
we recognised a need to extend our panel of
providers. Needless to say, we validate any
new insurer very carefully before they are
recommended, checking their underwriting
attitudes, financial stability and claims handling.

This new improved market access means
our clients are guaranteed the very best
policies available.
At Reich Private Clients we feel that relationships
are key – both the relationships we have with
our clients, and the relationships we have with
our insurer partners. We strongly believe that no

other broker has better insurer relationships. By
entrusting us to look after your needs, we will
ensure you are placed with the right insurer, at
the best price, so that should the worst happen,
and you need to claim, you will get the best
possible service and settlement.

This ensures our insurer panel is stronger than
many other brokers. By working closely with all
our insurer partners we can deliver the best they
have to offer for all our clients.
As well as our established insurers – including
Zurich Private Clients, Hiscox, Chubb, Covea
and Ecclesiastical – we now have closer direct
relationships with Aviva Private Clients, Azur
and Equity Red Star. In addition to this we have
recently added AXA XL, Brit Private Clients,
Munich Re, First Underwriting, Artsure and KGM
onto our panel.

Increased interest in Private Medical
Insurance (PMI)
The major healthcare insurers that we deal with have all reported sizeable increases in the sale
of new PMI policies.
The common consensus is that this is due to the
impact that the current COVID-19 pandemic
is having upon the way in which we view our
mental and physical wellbeing. There seems to
be a direct correlation between the virus and the
importance that people are now placing on their
overall health. Additionally, there is a growing

concern about waiting times in the NHS and
the backlogs that will still be in place once the
pandemic is behind us.
So, if you aren’t a member of an existing group
or corporate private medical policy, or don’t
have a personal healthcare policy, what are
you waiting for?

If you would like a quote for PMI, please contact
Emma Wood in our Healthcare team on:
T: 0161 830 5483
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Claims on Private Clients policies
Private Clients insurance policies offer exceptionally wide cover, but a minor incident can result
in a huge cost.
Insurers continue to strive to provide the best
possible cover on their policies but also struggle
to combine this with competitive pricing that
accounts for ever increasing claims costs.
On a good quality Private Client contract, the
breadth of cover provided means that even
a minor incident can result in substantial
claims costs.
For instance, take something small such as
leaking water pipe. That might ordinarily cost
only £250 to repair, however it could lead to a
significantly greater claim. Imagine the pipe
was in a kitchen under a wooden floor or tiles,
and access to carry out the repair could only be
gained by removing certain kitchen units and
then lifting out a section of flooring. The strip out
costs alone could be expensive, and extensive
drying out would need to be undertaken before
a repair could be completed. The flooring and
kitchen units would all need to be reinstated
to match what was in place originally. If this
could not be achieved, the full kitchen and/
or the flooring would need to be completely
replaced. The result is that a claim involving a
minor pipe repair could lead to repair costs of
over £100,000. Claims of this size are not as
uncommon as you would think.

Water damage losses and floods regularly
cause extensive property damage, but let’s
not underestimate the cost of motor claims as
well. Having suffered local flooding in the area
near their home, one of our clients reported an
incident purely for information only. Their vehicle
had only been sat in a few inches of water and
was perfectly driveable. They just felt it would
require some minor drying out.
The insurer suggested the vehicle be checked
by a local dealership who advised that, because
of the impact of moisture damage to the car,
many systems could be permanently damaged.
They suggested the car should be regarded as a
total loss! This was independently verified by a
specialist motor engineer and, while there were
no immediate problems with the car, the car was
written off and a total loss payment was agreed
and issued.
Technology is also having an impact. Smart
homes can be packed with the latest in audio
visual equipment and electronic brains that
control everything from security to heating
and lighting systems. The problem with these
systems is that if one element is damaged,
more often than not the whole system needs
to be replaced.

Similar issues exist with motor covers. The cost
of a windscreen replacement can be significant
as it may contain sensors that operate other
systems in the car such as rain sensing wipers,
emergency braking and lane assist. When a new
windscreen is fitted, all these systems must be
recalibrated, increasing the cost to the insurer
by as much as 300%.
As clients continue to demand the widest
possible covers from their policies, and also that
insurers provide the most flexible approach
when dealing with claims, large claims from
relatively minor incidents will become even more
commonplace. The challenge will be providing
this at a premium cost that is acceptable for
the peace of mind and protection the policy
will provide.
With Reich Private Client policies, you genuinely
do get what you pay for. Moreover, you can rely
on us when you have a claim, using our very wellrespected in-house nine-strong Claims team, led
by our Claims Director, David Lennon, BA (Hons),
ACII, MIRM.

The health implications of
‘Long COVID’
The condition known as Post-COVID Syndrome, or ‘Long COVID’, is having a debilitating
effect on people’s lives. During the COVID-19 pandemic the primary focus has obviously
been on saving lives, but there is now a growing recognition that people are facing long-term
consequences of a COVID-19 infection.
What is Post-COVID Syndrome?
Post-COVID Syndrome is defined by the National
Institute for Clinical Excellence (NICE) as: ‘signs and
symptoms that develop during or following an
infection consistent with COVID-19 which continue
for more than 12 weeks and are not explained by an
alternative diagnosis’.

What are the symptoms?
The condition usually presents with clusters of
symptoms, often overlapping, which may change or
develop over time and can affect any system within
the body:

friends and carers. It can help people to understand
what has happened and what someone might
expect as part of the ongoing recovery. It has a
section called ‘Managing the Effects’. This is broken
down into two parts focusing on the body and
the mind:
3 Inflammatory disorders such as myalgia,
multisystem inflammatory syndrome,
Guillain-Barre syndrome, or neuralgic
amyotrophy
3 Gastrointestinal disturbance with diarrhoea
3 Continuing headaches

3 R
 espiratory symptoms and conditions such
as chronic cough, shortness of breath, lung
inflammation and fibrosis, and pulmonary
vascular disease

3 Fatigue, weakness and sleeplessness

3 C
 ardiovascular symptoms and disease such
as chest tightness, acute myocarditis and
heart failure

3 Lymphadenopathy

3 Protracted loss or change of smell and taste
3 M
 ental health problems including
depression, anxiety and cognitive difficulties

Treatment options for Post-COVID
Syndrome
Most cases of Post-COVID Syndrome will be
managed in a primary care setting under the care
of a GP. Many patients recover with holistic support,
rest, symptomatic treatment and gradual increase
in activity.
The British Medical Journal has written an article
about the management of post-acute COVID-19,
giving helpful advice for the self-management
of respiratory problems such as breathlessness
and a prolonged cough, which are common
following a COVID diagnosis. It is thought that
breathing control exercises can be beneficial.
More information can be found at
www.bmj.com/content/370/bmj.m3026
The NHS has set up a website called ‘Your COVID
Recovery’: www.yourcovidrecovery.nhs.uk.
It provides helpful information and support for
individuals affected by COVID-19, their family,

3 Liver and kidney dysfunction
3 Clotting disorders and thrombosis
3 Skin rashes
For each of the individual symptoms that someone
experiences, it may be that more specialist input
is necessary, and the type of treatment available
may vary.

For respiratory and cardiovascular symptoms, the
patient may be referred to a cardiologist for various
tests and scans. In some instances, surgery may
be required.
For symptoms such as inflammatory disorders,
fatigue and weakness, they may be referred to a
therapist to have physiotherapy or osteopathy.
There are support groups and rehabilitation
programmes available for people with Post-COVID
Syndrome and the patient’s GP will be able to advise
of relevant services available in their area.
Mental health issues as a result of contracting
COVID-19 may be treated by a mental health
professional such as a psychotherapist or counsellor.
Treatment such as Cognitive Behavioural Therapy
(CBT) may also be beneficial.
For those suffering with ongoing breathing
difficulties, the following information and support
is available from Asthma UK and the British Lung
Foundation www.post-covid.org.uk/get-support
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How keeping active can help boost
your health and mental wellbeing
Support and advice for building
healthy habits
For many, our working and home lives have
changed drastically over the last year as a result
of the COVID-19 pandemic. Recognising the
importance of our own health and wellbeing is
now more important than ever.
As we are now in the spring, our thoughts should
turn to keeping our mind and body in tip-top
shape. The physical benefits of keeping active
cannot be understated: from a healthy heart and
improved circulation, to improved bone health
as well as reducing the risks of some illnesses.
Exercise also plays an important part in our mental
wellbeing too. It helps build resilience, improve
low mood and boost self-esteem. Exercise has
a really positive effect on the brain as well. It
releases the ‘feel good’ chemicals of dopamine
and serotonin, which are mood enhancers and
give you a natural high.
However, if you’re feeling low or struggling with
anxiety, it can be easy to get caught in a cycle of
not wanting to exercise. But how can you break
that cycle?

Start slowly then build up
There is a natural tendency to go too fast, too
early. This can sometimes be counter-productive.
The best way is to start slowly and build it in to
your routine. It could be something as simple as
trying to do so many steps or minutes of walking a
day, and then gradually increasing this as the days/
weeks go by.
Once you’ve built this into your daily routine you
can set yourself targets and activity that will help
keep you feeling good.

Where can I find help to boost my
mental and physical wellbeing?
Health insurers are well placed to help their
members boost their health and wellbeing.
Many now offer a range of wellbeing initiatives to
support their members. One such initiative is AXA
Health’s Feelgood Health campaign. AXA believes
that staying healthy is about taking care of both
mind and body and, above all, enjoying yourself.
With employee mental health an increasingly
pressing issue, it’s more important than ever
for business owners to stay ahead of their
teams’ mental wellbeing. With an Employee

Assistance Programme (EAP) in place, employees
can get help with the things that are affecting
them before they get serious. Worries such as
financial concerns, anxiety over the pandemic
or being apart from partners, loved ones or
friends. Employees will have someone to talk to
confidentially by phone whenever they need to.
Additionally, there are a number of apps on the
market that can help tackle some of the common
stresses such as sleep problems.
We can help you build health and wellbeing into
your business.
For more information, contact our
Healthcare team.
T: 0161 830 5507

YESTERDAY. TODAY.
TOMORROW.
When it comes to insurance, we're here
for you and your business in these
uncertain times

For independent expert insurance
advice, you're right to talk to Reich
CHAT TO OUR TEAM TODAY
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