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5–8%
Attach rate on high-value goods

2 weeks
From signed agreement to live
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Typical upfront implementation
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INTRODUCTION

Why this playbook exists

Embedded insurance generates measurable revenue for UK retailers. It requires no

inventory, no additional staff, and no direct FCA authorisation. Yet most retailers have

not launched it.

The gap is not commercial viability — the revenue model is proven. The gap is not technical

complexity — integration takes weeks, not quarters. The gap is information.

This playbook provides the information. It draws on real deployment data from UK retail launches

in 2026, including the SGS Engineering deployment of SGS Protect, to answer every question a

retail leadership team needs answered before making a decision.

01

The Revenue Opportunity

What embedded insurance generates, how

attach rates work, and how to model the

commercial case for your business.

02

The Regulatory Reality

How UK retailers offer insurance without

FCA authorisation, what the CCE and AR

routes allow, and what Quotall manages on

your behalf.

03

Proof From the Market

What live UK deployments demonstrate about

attach rates, revenue, and customer response.

04

From Decision to Live

What deployment involves, how long it takes,

and what determines success.

By the end, you will have everything you need for an informed conversation about whether

embedded insurance belongs in your revenue strategy for 2027.
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CHAPTER ONE

The Revenue Opportunity

What is embedded insurance for retailers?

Embedded insurance is insurance sold as part of a retail transaction, at the point of sale,

integrated into the checkout journey. The customer purchases a product — tools, electronics,

appliances, furniture, sports equipment — and is offered relevant protection at the same moment.

The retailer earns commission on every policy sold. The insurance is underwritten by a rated

insurer, administered by an insurance platform (Quotall), and the retailer takes on no underwriting

risk, no claims liability, and no FCA authorisation requirement.

Embedded insurance differs from affiliate insurance in one critical respect: it is presented within

the checkout flow, not as a redirect to a third-party site. This difference changes conversion

rates dramatically.

Why is embedded insurance a revenue opportunity?

Embedded insurance generates incremental revenue with no corresponding cost of goods sold.

The margin is pure commission income.

WORKED EXAMPLE — ANNUAL COMMISSION INCOME

Monthly transactions 15,000

Average order value £180

Attach rate 5%

£67,500

That revenue requires none of the usual cost base of a new product line:

No warehouse space No fulfilment operation No inventory investment

No extra service headcount No FCA authorisation

The revenue scales linearly with transaction volume. Retailers with higher transaction volumes or

higher average order values generate proportionally more.

APPROX. ANNUAL COMMISSION

Pure commission income — no cost of goods

sold.



What attach rate should retailers expect?

Attach rate — the percentage of transactions where the customer purchases the insurance —

varies by product category, checkout integration, and how the offer is presented. Based on 2026

UK retail deployment data:

High-value goods 5 – 8%

Trade & B2B platforms 4 – 7%

General retail 3 – 5%

0% 2% 4% 6% 8%

Attach rate by category — 2026 UK retail deployment data. SGS Engineering achieved 7% with SGS Protect,

consistent with trade and high-value benchmarks.

Checkout-embedded presentation — where the insurance offer appears within the checkout flow

— consistently outperforms post-purchase or email-based offers by a factor of three to five.

How do retailers model the revenue opportunity?

The revenue calculation requires three inputs: monthly transaction volume, average order value

(used to determine the insurance premium), and expected attach rate.

THE FORMULA

Monthly Commission = Monthly Transactions × Attach Rate × Average
Premium × Commission Rate

Quotall provides a revenue calculator at quotall.com/embedded-insurance-revenue-

calculator where retailers can model expected revenue based on their specific figures.

What does embedded insurance cost to implement?

Most Quotall implementations cost nothing upfront. The commercial model is commission share:

Quotall takes a percentage of commission income, and the retailer keeps the remainder. This

aligns incentives and eliminates implementation risk — if the product generates no revenue, the

retailer pays nothing.

Integration costs depend on the retailer's existing infrastructure:



INTEGRATION ROUTE DEVELOPER TIME TIMELINE

API integration 10 – 20 hours 4 – 6 weeks

Widget integration 2 – 4 hours 2 – 4 weeks

Post-purchase flow None 2 weeks

Product configuration, underwriting, and compliance infrastructure are provided by Quotall at no

additional cost to the retailer.
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CHAPTER TWO

The Regulatory Reality

Do retailers need FCA authorisation to offer insurance?

No. UK retailers do not need to apply for FCA authorisation to offer insurance at

checkout. Two regulatory routes make this possible — the Connected

Contract Exemption and the Appointed Representative route.

Route 1 · The Connected Contract Exemption (CCE)

The Connected Contract Exemption, defined in Article 72B of the Regulated Activities Order

(RAO), allows businesses to distribute insurance products that are complementary to goods or

services they sell, without being authorised by the FCA. The conditions are:

1 The insurance must be complementary to

the goods or services sold

2 The premium must not exceed the price of

the primary goods

3 The insurance must cover risks relating to

the goods or services

4 The business must not advise on the

suitability of the insurance

For retailers selling tool insurance alongside tools, appliance protection alongside appliances, or

gadget cover alongside electronics, the CCE applies. The FCA handbook provision is available at

handbook.fca.org.uk/handbook/RAO/72B.

Route 2 · The Appointed Representative (AR) Route

For insurance products that fall outside CCE scope, or where the retailer wants to offer a broader

range of insurance, the Appointed Representative route applies. An AR operates under the

regulatory umbrella of an FCA-authorised principal firm. The principal firm holds the FCA

permissions, carries the compliance obligations, and takes responsibility for the AR's conduct.

Quotall acts as principal firm for retail Appointed Representatives. The retailer signs an AR

agreement, receives compliance training, and operates under Quotall's regulatory infrastructure.

The retailer does not apply to the FCA, does not maintain regulatory capital, and does not employ

compliance staff.



What does Quotall manage on your behalf?

Quotall manages

Underwriting relationship

FCA compliance

ICOBS reporting

Customer service

Claims handling

Policy administration

You retain

Technology platform

Offering insurance at checkout

Earning commission

The retailer's regulatory obligation is limited to presenting the insurance accurately and not

providing advice on suitability. Everything else sits with Quotall.

Which route applies to which retailer?

SCENARIO ROUTE

Selling tool protection with tools CCE

Selling appliance cover with appliances CCE

Selling gadget insurance with electronics CCE

Selling travel insurance with holiday bookings CCE if complementary

Selling home insurance to members AR

Selling motor insurance alongside car accessories AR

Selling stand-alone insurance products AR

Quotall advises on the appropriate route during scoping and handles all regulatory setup.
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CHAPTER THREE

Proof From the Market

What does live deployment data show?

The UK embedded insurance market for retail is in early growth. First-mover retailers are

establishing the proof points that will define market expectations.

SGS Engineering, a UK trade retailer, launched SGS Protect — an embedded tool and equipment

protection product — in January 2025.

CASE STUDY SGS Engineering — SGS Protect

7%
Attach rate

(5–7% across sub-

categories)

2 wks
From signed

agreement to go-live

API
Integration method

~£34k
Revenue in first 12

months

The attach rate sits within expected benchmarks for trade and high-value goods categories (4–7%).

What do customers say about buying insurance at checkout?

Customer response to embedded insurance is positive when three conditions are met:

Relevance

The insurance relates directly

to the product being

purchased.

Transparency

The terms, price, and

coverage are clearly

presented.

Simplicity

The purchase adds minimal

friction to checkout.

Retailers who present embedded insurance as a natural extension of the purchase —

“Protect your new tools” rather than “Buy insurance” — see higher attach rates and higher

customer satisfaction.



Which retail sectors perform best?

SECTOR WHY IT PERFORMS

Trade / B2B
High-value goods; professional buyers understand protection

value

Electronics Established consumer expectation for protection plans

Appliances High single-item value; extended-warranty expectation

Furniture Accidental-damage protection resonates

Sports equipment High value, damage-prone, active users

Membership organisations Existing relationship, trust, and digital engagement

Based on 2026 deployment data and Quotall's sector analysis. Retailers in these sectors should expect attach rates at

the higher end of benchmarks.
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CHAPTER FOUR

From Decision to Live

What does deployment involve?

1
Product configuration

Define the insurance product: coverage, pricing, branding, and customer journey.

2
Technical integration

Connect the Quotall platform to the retailer's checkout or post-purchase flow.

3
Compliance setup

Establish the CCE or AR regulatory framework and complete required training.

4
Go-live

Launch the product, monitor performance, and optimise.

Quotall manages stages 1, 3, and the platform side of stage 2. The retailer contributes to product

specification and provides development resource (if using API integration) for stage 2.

How long does it take?

INTEGRATION TYPE TYPICAL TIMELINE

API integration (modern e-commerce platform) 4 – 6 weeks

Widget integration (JavaScript snippet) 2 – 4 weeks

Post-purchase flow 2 weeks

Timeline is determined by internal decision-making speed, development resource availability (for

API integration), and product specification complexity. Retailers who choose standard product

configurations and prioritise internal alignment go live fastest.

What causes delay?

01 Internal decision-making — multiple stakeholders and extended approval cycles.

02 Product specification uncertainty — over-customisation before launch.



03 Development resource availability — API integration waiting for sprint allocation.

None of these delays relate to insurance infrastructure, FCA compliance, or underwriting. Quotall

handles all of that.

What does success look like?

✓ Clear internal ownership

One decision-maker with authority to

approve and launch.

✓ Standard product configuration

Launch with proven design, optimise

post-launch.

✓ Checkout-embedded presentation

Insurance offered within the purchase flow,

not as a redirect.

✓ Post-launch optimisation

Iterate on placement, messaging, and pricing

using real data.

Retailers who treat embedded insurance as a rapid revenue experiment rather than a long IT

project achieve better results faster.



GETTING STARTED

What should retailers do next?

1 Model the opportunity

Use the revenue calculator at quotall.com/embedded-insurance-revenue-calculator to

estimate commission income based on your transaction volume.

2 Understand the fit

Review whether your product categories align with successful embedded

insurance deployments.

3 Have the conversation

Speak with Quotall to scope the product, integration, and timeline. A typical scoping

conversation takes 30 minutes.

A 30-minute scoping conversation covers:

→ Your product categories and transaction

volumes
→ Your technical platform and integration

options

→ Your regulatory route (CCE or AR) → A realistic timeline to go live

There is no commitment at this stage. The conversation determines whether embedded insurance fits

your business.

Let's talk about your revenue line.

We can help you increase revenue and build customer satisfaction. Get in touch

to see how.

PHONE

0345 548 1066

EMAIL

enquiries@quotall.com

WEB

quotall.com
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