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Overview of the Sector 
Occupational health (OH) services focus on maintaining and improving the physical and 
mental wellbeing of employees in the workplace. This includes health surveillance, sickness 
absence management, pre-employment medicals, mental health support, and specialist health 
assessments. 

As UK employers face increasing responsibilities around employee wellbeing, mental health, 
long-term sickness, and compliance with HSE and employment law, demand for occupational 
health services continues to rise. Many businesses outsource these services, making the sector 
attractive to acquisition-focused buyers looking for B2B, recurring-revenue opportunities. 

The market is fragmented, with many small and mid-sized regional providers — some NHS 
spin-outs, others private — serving corporate clients on contract-based models. Larger 
players are beginning to consolidate the sector, but many independent operators remain 
acquisition-ready. 

Size of the Sector 
• The UK occupational health market is valued at approximately £900 million (2022),

of which £660 million (around 75%) is outsourced to private providers.
• By 2032, the market is projected to reach USD 3.77 billion (approx. £2.9 billion),

growing at a CAGR of 6.47% from 2024 onwards.
• The NHS remains a key customer and provider, but private sector contracts account

for an increasing share of market value.

Sources: 

• Mansfield Advisors: UK Occupational Health Market (2024)
• Credence Research: UK Occupational Health Market Forecast (2024–2032)

Breakdown of the Sector 

Types of Services 

• Sickness absence management



• Health surveillance and monitoring (e.g. hearing tests, respiratory health, 
musculoskeletal assessments) 

• Mental health and wellbeing services 
• Vaccination and immunisation (e.g. flu, travel vaccines) 
• Workplace risk assessments 
• Drug and alcohol testing 
• Pre-placement and fitness-for-work assessments 
• Return-to-work planning 

Client Types 

• Corporate employers (SMEs to FTSE firms) 
• Local authorities 
• NHS trusts (who may outsource or partner) 
• Emergency services, logistics, construction, education, and manufacturing employers 

Delivery Models 

• On-site clinics or mobile units 
• Remote/telehealth consultations 
• Nurse-led or doctor-led assessments 
• Subcontracted specialists (e.g. psychologists, physiotherapists) 

 

Ownership Structure 
• Privately owned providers (SMEs): ~60% 
• Mid-size regional groups: ~25% 
• Large corporates / private equity backed firms: ~10–15% 
• NHS / public sector spin-outs: decreasing but still visible in certain geographies 

Many owner-managers in this space are former NHS professionals or private consultants with 
a healthcare background, looking to exit or semi-retire. 

 

Largest Businesses and Major Players 
• Health Partners Group (private equity backed) 
• Medigold Health (independent) 
• Optima Health (previously part of Atos OH) 
• Duradiamond Healthcare (merged into Health Partners) 
• Cordell Health, TP Health, and smaller regional players 

Some providers focus on specific sectors (e.g. construction, rail, logistics), while others serve 
a broad B2B client base. 

 



Key Factors to Evaluate During Acquisition 
1. Client Contracts 

o Are contracts fixed-term, rolling, or project-based? 
o How long is the client tenure? 
o Do clients have SLAs, KPIs, or penalty clauses? 

2. Clinical Capacity & Staff Mix 
o Is the business reliant on a small number of clinicians? 
o Are services delivered in-house or subcontracted? 
o Can the business scale to meet increased demand? 

3. Regulatory Compliance 
o Is the provider SEQOHS-accredited? 
o Do clinical governance systems meet CQC and HSE standards? 

4. Digital Capability 
o Does the business offer telehealth or remote delivery? 
o Is it reliant on paper-based systems or legacy platforms? 

5. Revenue Model 
o Mix of recurring contracts vs ad hoc assessments 
o Diversity of clients across industries 
o Average contract value and renewal rates 

6. Seller Motivation 
o Are they exiting due to age, stress, or business plateau? 
o Is there a reliable second tier of management? 

 

Opportunities for Acquisition 
• Consolidate fragmented regional players to create national reach 
• Add mental health and wellbeing services as higher-margin add-ons 
• Integrate with HR or H&S compliance firms to offer broader B2B solutions 
• Buy undervalued NHS spin-outs where contracts are strong but commercial delivery 

is weak 
• Digitise a legacy operator to improve margins and scalability 
• Build sector specialism (e.g. targeting logistics, construction, or education 

employers) 

 

Challenges and Risks 
• Staff shortages: recruiting and retaining qualified OH nurses and clinicians is 

challenging 
• Regulatory exposure: poor clinical governance can lead to reputational or legal risk 
• Dependence on NHS / public contracts: subject to procurement delays or price 

pressure 
• Key person risk: many firms are reliant on a single clinical or business leader 
• Tech lag: outdated systems limit growth and integration potential 



• Client churn: buyers should examine contract history and renewal patterns 

 

Is It a Good Sector for Investment? 
Yes — particularly for buyers who: 

• Understand service businesses with clinical delivery or B2B compliance elements 
• Can bring scale, tech, or sales capability 
• Want to grow through regional consolidation or add-on acquisitions 
• See synergies with existing HR, H&S, compliance or healthcare assets 

With rising employer obligations around workplace wellbeing, stress management, and long-
term sickness absence, demand for outsourced occupational health services is expected to 
remain strong for years. 

 

Recommendations for Deal Club Members 
• Start with a regional provider with established corporate clients 
• Ensure SEQOHS accreditation or a clear path to achieve it 
• Look for contracts with multiple years left and steady renewal rates 
• Check for management depth beyond the founder or clinical lead 
• Consider partnering with mental health or physiotherapy providers to cross-sell 
• Use your first acquisition as a platform for a regional roll-up 
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