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INTRODUCTION

Looking around any airport, you  
are likely to find a high number of 
over 50s preparing to go on their  
next holiday. 
With better health, longer lives and often more 
generous pensions than their own parents enjoyed, 
today’s silver travellers are exploring the world. 

They often have more leisure time and fewer family 
commitments than younger travellers, and no  
mortgage to pay.

Yet as a group, they tend to have more complex health 
needs and a greater wish to feel protected, making 
choosing the right travel insurance a key concern. 

This guide explains why the 50+ market is a valuable 
one, what its key characteristics are, and how brokers 
can ensure they offer the right insurance so their 
mature clients are fully protected during their travels.

OVER 50s ARE
EXPLORING THE WORLD
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Several recent surveys have highlighted the value  
of the over-50s travel market. 

EU statistics show that people aged 55+ make up 
35% of the UK’s adult population, and account 
for roughly the same proportion of its ‘tourist 
population’.  

The ABTA travel association puts the average 
number of UK and foreign holidays taken by the 
over-45s at 3.4 per year.  

AN ACTIVE MARKET

Meanwhile, the latest Silver Travel Advisor survey of 
members found that:

•    77% expect to take 1-3 holidays in 2019 – up 67% 
from the previous year.

•  23% expect to take four or more holidays a year.
•   72% typically spend more than £1,000 per year  
 on holidays. 

A further survey found that 72% of over-50s travel 
twice or more in a year, while 22% plan to make their 
next holiday a cruise. 

55 Of UK 
Population

+     = 35% 

72 travel twice or 
more in a year

%    of over 50s 
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While older travellers may be 
travelling as much as younger ones, 
they have a more cautious spirit. 
They are more likely to have health conditions or 
disabilities than their younger counterparts. 

Due partly to widowhood, over-75s are the age group 
that most frequently travels solo: 22% did so in 2018, 
according to ABTA.  

This awareness of their vulnerability means that just 14% 
of over-55s travel abroad without insurance, compared 
with 40% of 18-24 year olds.

COVERING YOUR CLIENTS

Within the above packages, there are different levels of cover, such as Silver, Gold and Backpacker, 
plus several optional add-ons.

GetSet2Go, for the budget 
conscious traveller

The mid-range TurtleTravel Top-of-the-range 
Ultimate

Introducing Alpha’s Travel Insurance Heroes
Alpha offers a range of travel insurance products that can be customised to individual needs.
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According to AgeUK, around four million people aged 
65+ in the UK have a long-standing illness. Yet many are 
still able and keen to travel. 

The Silver Travel Advisors, an award-winning voice 
of the over 50s who create independent reviews of 
everything travel related, found in their survey that 31% 
of older travellers with pre-existing medical conditions 
struggle to find the right insurance.

Alpha’s policies can cover a wide range of pre-existing 
medical conditions, providing they are declared and 
screened during the quotation process. These include 
heart conditions, stroke, high blood pressure, cancer, 
diabetes, arthritis and many others.*

Customers also need to declare any health advice 
or treatment they have received over the past two 
years, and any ongoing medical investigations. 

Pre-existing medical conditions

Cover for trip cancellation, 
repatriation and emergency 
medical expenses for existing 
health conditions

*An additional premium maybe required. Not all conditions and circumstances will not be covered (e.g. awaiting undiagnosed 
tests/treatment and travelling against medical advice). Please call our team on 020 3982 0400 for guidance.
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The number of cruises taken by UK and Irish passengers 
passed the two million mark in 2018, according to the 
Cruise Lines International Association.  

Globally, just over half of all cruise ship passengers are 
aged over 50 , and one-third of the over-50s surveyed by 
Silver Travel Advisor had taken a cruise in the last 10 years.  

For many travellers, these are dream, once-in-a-lifetime 
trips, so they want to be covered for every eventuality. 

Alpha offers dedicated cruise insurance for 
passengers up to the age of 95, with the possibility of 
adding grandchildren to the policy.

Emergency medical cover includes helicopter transfers 
from the ship to hospital, repatriation for medical 
treatment, or return travel if passengers cannot use 
their original tickets. 

Insurance can also provide compensation if the 
passenger is confined to their cabin due to illness, or 
if one of the planned excursions on land is cancelled. 

Dedicated cruise insurance 
with up to £15k cancellation 
cover per person 

Cruises
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Many over-50s balk at the idea of a cruise. With more 
than 12% of over-55s taking regular exercise at least 
three times a week , it’s not surprising they want to 
stay active on holiday. 

These sporty travellers choose to spend their holidays 
on the ski slopes, in the mountains, or even trying 
bucket list activities such as paragliding or swimming 
with dolphins.

Unlike many insurance providers, Alpha covers a range 
of sporting activities as standard. 

Within certain limits, horse riding, canoeing and hill 
walking are all covered at no extra premium. 

Riskier activities, for example skiing, mountaineering, 
and watersports, are categorised into seven further 
bands which attract additional premiums.

Mature holidaymakers can even get cover for 
skydiving, bull running and alligator wrestling – for  
a premium.

Sports and activities
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With increased leisure time, many over-50s take 
several trips per year. 

Alpha offers an annual multi-trip policy to those aged 
up to 84 at the start. Terms vary depending on the age 
of the policyholder and their destinations, but may 
cover trips of up to 62 days’ duration.

Clients who take out a joint policy with their partner 
will also be covered for trips they take alone.

Annual Multi-Trip 
Policy Available

Multi-trip travel Taking grandchildren 
With two-fifths of grandparents in the UK providing 
regular childcare for their grandchildren , it’s not 
surprising that many wish to take them on trips, 
perhaps during school holidays while the middle 
generation is at work. 

Silver Travel Advisors forecasts that multi-
generational holidays will be the norm in the future, 
with families eager for babysitting, to spend quality 
time together, and to celebrate milestones.  

All Alpha family policies can cover grandchildren 
travelling with their grandparents (where family 
cover has been selected).
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Official EU figures show that the UK’s 
over-65s spend proportionally more 
of their holiday time in their home 
country than do younger age groups. 

Staycations are popular for several reasons, including 
easier access to health facilities. Yet while UK holidays 
may be more secure for older travellers, they are not 
risk-free. 

Alpha multi-trip insurance policies provide cover 
for holidays within the UK, providing they are 
more than three days long and include pre-booked 
accommodation.

Policies cover cancellation or curtailment of trips, as 
well as personal property and personal liability.

Staycations
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An increasing number of older 
people are making longer trips 
abroad. 
Some are even taking ‘gap years’, inspired perhaps by 
their own teenage children, and backpacking around 
the world. More and more companies are catering to 
this market.  

Others wish to use the skills they have acquired 
during their lives and careers to help others. Voluntary 
Service Overseas (VSO) says that the majority of its 
international volunteers are either in the later stages 
of their careers or are retired.   

Still others are seeking to get to know another culture 
and learn the language, perhaps through teaching 
their own. Although most English teachers are young, 
the International TEFL Academy is keen to attract 
more mature teachers.  

Alpha’s Single Trip insurance policies for people up 
to age 95 cover a maximum of 365 days, depending 
on the client’s age and destination. 

For those who find safety in numbers, group cover 
for up to 15 people is available at a discount.

For longer trips, Backpacker policies are available 
for those aged up to 55, with a maximum duration  
of 548 days. 

Backpacking 
around the world

Long-stay breaks
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POSITIONING TRAVEL INSURANCE TO YOUR CLIENTS  

It’s undeniable that brokers can struggle to compete with aggregator sites 
around today. Yet through careful consideration of your key messages and your 
marketing methods, you can add value in your provision for this affluent and 
receptive market. 

Positioning
Personal service: 
Older tourists may have more questions than 
younger ones, for example concerning pre-existing 
medical cover. Brokers who can answer their 
questions honestly and directly may add value 
above what aggregator sites can offer. 

Trustworthiness: 
There is some public scepticism about insurance: 
what is excluded, and what is contained in the 
small print. Many of the travellers who booked 
flights with Thomas Cook or Monarch in recent 
years were shocked to find they were not covered 
when they collapsed. 

Clients who have already bought another type of 
insurance from a broker may be more inclined to 
place their trust in that service again. 

The right cover: 
You should highlight the specific 
areas that will resonate with each 
customer, such as pre-existing 
medical conditions cover.



Methods
Target your existing customer base:
Your clients already trust you. By cross-selling, you 
make it easy for them to buy travel insurance at the 
same time as motor, house or life insurance. Mention 
travel insurance in your newsletters and other 
marketing, and send out flyers with renewal offers. 

Focus on regional rather than  
national markets:  
Reputation is key, so brokers should target local 
audiences who know and trust their brand.  

Team up with local travel agents: 
ABTA says that 45% of over-65s book their holidays 
abroad with a travel company or agent. By forging a 
partnership with a local travel agent, you can tap into 
this market.

Optimise your website: 
Use search engine optimisation methods such as 
keywords to bring in new clientele. 

Paid adverts on social media and Google: 
Make sure these are targeted for your local area and 
for the age group in question. 

Pick the right time: 
EU figures show that the 65+ age group travels more 
frequently than younger groups during the “shoulder 
seasons”, namely the spring and autumn. While there is 
a peak in the summer months, it’s less pronounced than 
for those restricted to school holidays. 
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By understanding the travel trends of the 
over-50s, insurance brokers can access a 
highly valuable market. 
Alpha offers policies that address the needs of the over-50s, 
including comprehensive insurance for pre-existing medical 
conditions and cover for cruises. 

For brokers looking to sell to this market, excellent personal 
service and a thorough knowledge of the policies available are 
key. The following frequently asked questions may be of help: 

Q. Am I too old to get travel insurance?
A. Your clients can take out a single trip policy up to the age of 
95, including for a cruise. A multi-trip annual policy is available 
for those aged up to 84 at the start of the cover. Backpacker 
cover is available for those aged up to 55. There may be 
restrictions on sports and activities depending on their age. 

Q. How do I get emergency medical assistance or 
make a claim?
A. There is a 24-hour assistance service for clients to call for 
medical emergencies. Other claims can be made by calling the 
claims department on the number provided. 

Q. Can I get cover for my laptop, phone or golf 
equipment?
A. Gadget, business equipment and golf equipment cover are 
available as add-ons. Otherwise, the level of personal property 
compensation ranges from £500 to £3,000 depending on the policy. 

CONCLUSION

Q. What excess must I pay if I make a claim?
A. This depends on the policy, but ranges from just £35 if your 
client takes out Ultimate Travel Cover, up to £200 if they choose 
GetSet2Go Economy Cover. It’s also possible to buy an add-on 
excess waiver, so your client will not have to pay anything in the 
event of a claim.

Q. Am I covered if my airline or tour operator goes 
bust before I fly or while I am abroad? 
A. Unlike many policies, Alpha provides cover for scheduled 
airline failure as standard. If a tour operator or travel agent 
collapses, customers will be covered by ATOL. 

Q. What other add-ons are available?
A. Clients can take out cover for: weddings, covering rings, 
gifts, attire and photos; travel disputes, eg with hotels or tour 
operators; terrorism, to cover certain costs if an act of terrorism 
occurs near their holiday destination; missed connections, if 
this is caused by transport providers; and one-way trips. Already 
Abroad cover is available for clients who have been out of the 
UK for less than five days. 
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OUR MESSAGE IS SIMPLE

 
Just relax and leave it to us, we’ll provide you with the 
products, full support and regulatory documents to 
fulfil your customers’ needs, allowing you to grow your 
business.

Our approach is agile
The insurance landscape is always evolving, that’s why 
we tailor and adapt our scheme and product offerings to 
meet the changing demands of the brokers we work with.
 
Our products are great value
We strive to maintain competitive price points and provide 
cover options that are not typically served by standard 
policies, to give our brokers the best chance of securing a 
sale on pretty much every enquiry they receive. 

Our commitment is unwavering
Our team of experts go the extra mile and are committed 
to responding to queries in quick time. Each broker is 
also allocated a dedicated Account Manager.

NOT AN ALPHA BROKER?  
BECOMING ONE IS EASY… 

Get access to our products in no time! Once your 
application has been approved, we’ll get you up and 
running on our system in a matter of days. Training  
can also be arranged. 

We look forward to welcoming you to Alpha!

Commission is applied across both the standard and additional premium



0203 982 0400 | enquiries@alphaunderwriting.com | www.alphaunderwriting.com
Holland House, 1-4 Bury Street, Gherkin Piazza, London EC3A 5AW

Alpha Underwriting Ltd is authorised and regulated by the Financial Conduct Authority no: 504604




