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OVERCOMING
PROTECTION
HURDLES
When it comes to selling protection to your clients, we know you can typically run into some
obstacles along the way. We’ve got the tools and support you need to stay in front and get more
out of your client conversations. This way, you can help them understand not just the value of a
protection policy but also the value of the advice you give them.

adviser.royallondon.com/overcominghurdles

...
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Hello, and welcome to the first 2019 edition of MI Magazine.
I’m delighted to introduce another fantastic edition for you today, and I hope you will find it valuable and
relevant. As well as articles on some of the latest hot topics of the moment from the expert SimplyBiz Group
team, you will also find topical pieces from leading protection, mortgages and general insurance
partners inside.
You’ll see a number of pieces from our brand new Head of Mortgage and Lending Intermediaries Compliance
Services, Steven Howard. I am pleased to welcome to Steven to this key role within the team and, although
many of you will have caught up with him already at our various events around the country, you can read
about his key focusses on page 34.
We have a very comprehensive events schedule coming up this year, with an MI Live, Mortgage Meetings,
Protection Meetings, a Showcase and the return of our hugely successful Battle of the Brands events coming
up soon. These meetings are a great opportunity for the SimplyBiz Mortgages team to meet Members
face-to-face and catch up about much more than we’re usually able to over the phone or by email.
You can read all the details of our events programme on page 16.
This edition also contains a number of compliance, policy and regulatory updates, which we hope you will
find useful, if not necessarily enjoyable! Don’t forget, our compliance team are always on hand to help if you
are left with any outstanding questions.
As always, we’d be delighted to hear your feedback on MI Magazine,
particularly if there’s anything you’d like to see covered in
future editions.
Warm regards,

Martin Reynolds
CEO
SimplyBiz Mortgages

For more information about our services, please call us on 01484 439100 or email info@simplybiz.co.uk
www.simplybizgroup.co.uk
Please note that provider led information within this publication has been pre-approved under their respective compliance approvals process
and the accuracy is not therefore the responsibility of, or the opinion endorsed by, The SimplyBiz Group plc.
All products and company names are copyrights, trademarks or registered trademarks of the third parties.
MI Magazine is published by The SimplyBiz Group plc:
The John Smith’s Stadium, Stadium Way, Huddersfield, HD1 6PG
© 2019 The SimplyBiz Group plc. All rights reserved.
Registered in England No. 4590781. Registered Office as above.

4

MI Magazine • April • 2019

COMPLIANCE

Centres of Excellence
at your service

MORTGAGES

Daily doses of life’s
rich variety

PERSONAL & BUSINESS
DEVELOPMENT

Building
on solid
foundations
PROFILE INTERVIEWS

COMPLIANCE

6

10

Exclusive interview:
Rob Barnard
The Sales Director at Masthaven
Bank gives his insight into the biggest
issues currently facing the sector.

minutes with Steven
34 Ten
Howard…
…Head of Mortgage and Lending
Intermediaries Compliance Services
at The SimplyBiz Group

Senior Managers &
Certification Regime
Help and support from The
SimplyBiz Group

PERSONAL & BUSINESS
DEVELOPMENT

17

Still more events to come in
2019
Find out how to build your CPD over
the next few months

19

21

Are you on top of your CPD
requirements?
An overview of the new rules under
IDD

Win the protection clients
you want... faster
How Aviva’s new hub can help you
boost the protection side of your
business and gain CPD

22

Brightstar guide to building
an intermediary brand
What is a brand and how can your
business build a successful one?

importance of
24 The
diversity
AMI discusses the importance
of equality and diversity in the
workplace

www.simplybizgroup.co.uk

5

PROTECTION

Spin the wheel of life

GENERAL INSURANCE

When the going gets
wealthy, get the experts in
PROTECTION

The confident
landlord?
MORTGAGES

26
29
33

PROTECTION

37

Top five myths…

39

Your money is worth the
same as everyone else’s –
but is your time?

WHEN YOU MOVE…
…the new SimplyBiz Mortgages
conveyancing technology partner

Blacks in business
An overview of the legal and
conveyancing services available from
Blacks Connect

…of income protection, busted
by AIG

How SimplyProtect can bring you
more commission for no more effort

How we won the battle
Kensington won the 2018 Battle of
the Brands – find out what made
them winners

41

47

What’s your client’s
deadline to breadline?
Legal & General explores the
importance of income protection

protection made
45 Business
easy
Aegon looks at how you can get
business protection on the agenda

As a nation, are we poorly
prepared to cope with an
income shock?
LV= asks how aware your clients are
of the impact of being off work ill

LATER LIFE PLANNING

going to look after
49 Who’s
you when you’re old?
VitalityLife introduces their
Dementia and FrailCare Cover

the toughest
50 Tackling
conversation
APS makes the case for timely estate
planning

52

The sandwich generation
Zurich explains why this
demographic is in a bit of a pickle

6

MI Magazine • April • 2019

PROFILE INTERVIEW

MI Magazine caught up with industry leader Rob
Barnard, Sales Director at Masthaven Bank, to get his
unique insight into the biggest issues currently facing
the sector.

Rob has over 25 years’ experience in intermediary lending and is responsible for
implementing Masthaven Bank’s long term
lending sales and distribution strategies
and developing the sales team. Prior to
joining Masthaven, he was Sales Director
at Pepper Money and Head of Intermediary
Distribution at Aldermore Bank, and has
held senior sales roles with specialist lenders including Freedom Lending and Wave.
Rob was awarded Best Head of Sales at the
British Mortgage Awards 2012 and Best
Head of Sales/National Accounts at the
British Specialist Lending Awards 2017.
Away from the day-to-day challenges
of the mortgage market, Rob is a keen supporter of Macclesfield Town, a grower and
exhibitor of giant flowers and vegetables
and writes, produces and stars in panto
each January... oh yes he does!
You’re a well-known face in the mortgages
sector and have a great deal of experience.
What’s been the biggest change that
you’ve seen in the industry over the past
decade?

Firstly that’s very kind of you to say! I
think that, by far, the last decade has been
defined by the impact of the global financial
crisis, which completely transformed the
UK’s mortgage market in all sorts of ways.
While we’re still feeling the effects of it today – transaction volumes have still to fully
recover and it’s harder for first-time buyers
to get on the housing ladder – the credit
crunch brought about lots of positives
when it came to regulation. In particular,
the end of self-certification mortgages and
a more rigorous approach to affordability,
and to proof of income, which drastically
improved standards in the mortgage sector.
I’ve also seen a significant increase,
since the credit crunch, in the number of
credit score fails, with high street lenders
increasingly relying upon a rigid score-card
approach to decision-making and, indeed,
to pricing. Just because someone has a

www.simplybizgroup.co.uk

‘blip’ on their credit file, does this mean
they should not get a mortgage at a sensible
price? I certainly don’t believe so.
And over the past twelve months?

During the past year, I’ve really noticed
how ‘specialist lending’ has become what
those economic analysts call ‘the new normal’. I’ve seen specialist mortgage products
and awareness of not-on-the-high-street
lending gain lots of ground, moving into
the mainstream as more people find themselves locked out of borrowing avenues,
typically those supplied by well-known
high street lenders.
There are lots of factors influencing this
move, including a rise in credit score fails,
significant changes to the UK’s employment
landscape, the rise of borrowers needing
later life solutions and better education on
the benefits of bespoke or specialist mortgage products.
What are the biggest challenges and
opportunities facing brokers in 2019?

We asked our brokers exactly this question
just a couple of months ago!
Masthaven’s Broker Beat research –
where we polled intermediaries up and
down the country, asking them about
their thoughts on the mortgage market –
identified some key areas of opportunity:
later life lending, short-term finance and
remortgaging being the top three. As for
challenges, the biggest ones we identified
were lending criteria, regulatory change
and lack of product innovation.
Later life lending – or the Bank of Mum
and Dad – will be a key issue this year, with

lots of specialist lenders looking to innovate and find interesting ways to leverage
financial support between parents and their
children.
Do you think there’s a demographic which
is currently being under-served by the
mortgage market?

I think there is more than one! There are
too many people being underserved by
mortgage lenders – particularly high street
ones. You could name young borrowers,
older borrowers, those with impaired
credit and the self-employed just as a start.
And that’s where the opportunity for specialist lenders really lies – in these growing
groups of people who, for some reason, are
ignored by the household name lenders.
What role do you think technology will
play in the future? And how can brokers
benefit from it?

I think it’s about using technology cleverly, not being allied to it. We can all see the
impact tech has made to so many different
aspects of our lives, and it’s obvious that
there’s lots that can be done in the mortgage market.
At Masthaven we are looking, for example, at paperless mortgages and improving
the portal and online journey for our
brokers, so we hope they’ll enjoy a more
seamless experience with us.
But it will never be tech for tech’s sake.
It’s using technology to help us and our brokers do things better – but remembering
that when it comes to specialist lending,
we’re dealing with real people, so a computer can only do so much. Could a computer
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really fully underwrite a second charge
loan or give specialist advice tailored to
individual need? You need a human for that.
You’ve been with Masthaven for just over
six months now, what has been your focus
during that time, and what do you have
planned for the rest of the year?

On a day-to-day level, I’ve been working
closely with Masthaven’s Managing Director of Mortgages, Matt Andrews, in
order to drive our distribution strategy.
I’m a hands-on person, so I’ve been closely
involved in nurturing our relationships
with the UK’s mortgage clubs, networks
and packagers.
In mortgage lending, as you’ll know, lots
of business is driven through field visits, so
working with our BDMs, who are regularly
out on the road, has also been a big focus
for me.
I’ve also been out on the road myself!
I’ve been popping up at a range of mortgage
events to talk about Masthaven’s proposition and the role we can play in helping brokers write more specialist business. It was
a privilege to take part in 13 of SimplyBiz
Mortgages’ ‘Best of the Best’ events around
the country in January and February – what
a great way to kick off the year.
As for the rest of the year, I’d like to
really cement Masthaven’s position as the
go-to lender for specialist cases. We cover
so many bases and have really modern
criteria and flexible assessment models,
we genuinely differentiate from our peers.
Specialist lending certainly is a way that a
broker can write more business.
www.masthaven.co.uk
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COMPLIANCE

We appreciate that you are balancing the needs of your clients against your
increasing compliance requirements, but the good news is, we love compliance –
it’s our business – so you can relax in the knowledge that we have things covered.
As regulation continues to develop, and with the SM&CR on the
horizon, we have taken the opportunity to pull together the key
elements of expert compliance support offered across the Group
into one consistent focus. This has resulted in the creation of a
number of Centres of Excellence, dedicated to meeting your wider compliance needs and staffed by specialists from across the
Group, based on their areas of expertise.
What this means for you is that by pooling our existing resource,
these centres will bring you a wealth of experience and knowledge
and a clear route to fully integrated compliance at all levels across
your firm. All our compliance support is held in one place and you
can rest assured that the important things you will need to know
will be sent to you directly.
By now you will have already started to see the names of these
centres:

...dedicated to meeting your...
...wider compliance needs...

Policy takes all the information released by the regulators and
inspects, assesses and digests it to produce direction for the other
three centres which deliver key services. This team releases the
information and sends it directly to your firm, clearly explaining
the matter at hand in simple terms, alongside guidance and the
level of action that will be required. Should there be a change
required to Operating Centre documentation, this will take place
automatically. In addition, once per month, you will receive a full
compliance round-up and, where required, the Compliance Policy
team will issue guides looking at areas of special interest.

Nothing is better than personal service, so if you have a query
about anything, one of our numerous helpdesks will be able to
offer you the advice and support you require. Whether you have a
general query about your business or a process, need support in
respect of changing pensions regulation, want to identify the finer
points of tax and trusts, or are developing plans for your clients
in later life, there is an expert waiting to offer support and
guidance.

www.simplybizgroup.co.uk

As compliance becomes increasingly complex, there will be
times when you feel your firm would benefit from specialist
support. This centre will facilitate the additional support services
available, including a broad range of specialist services that
takes in everything from complex financial promotions, support
with consumer complaints, conducting file reviews, fit and
proper checks, T&C scheme management and assistance with
recruitment. The team will look at your requirements and support
your needs quickly and, best of all, cost efficiently.

Consultancy Services are delivered at your place of work and bring
help and support directly into your working environment. These
specialised visits have a strict, pre-agreed agenda to ensure you
get the most from the time you are investing, and can take the
format of a business audit, supervision assessment, look at how
your firm can adopt the new SM&CR regulation, or, dependent
upon your immediate needs, you can set the agenda to suit your
business requirements.
This information and full details are available under the
‘Compliance’ tab on your website.

Janice Laing and Gary Kershaw head up the
Compliance Centres of Excellence for The SimplyBiz Group
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To support the release of the Centres of Excellence and the desire
to ensure that you can access all of your compliance requirements
from one area , we released details a few short months ago of our
new look compliance document library – the Operating Centre
– the new home for all your compliance documentation.
Keeping on top of paperwork and research can leave you short
of time to do what you do best, meeting with your clients. We understand that efficiencies in business are a significant influence
on the profitability of a firm, so therefore took the opportunity to
review the previous document library in order to put everything
in one place, where documents are much easier to find.
You can now move from the Business Documentation Hub,
which serves both mortgage and wealth advisers, into advice at
all the relevant stages, pick up what you need for protection and
dip into mortgages, whilst taking a look at selected planning tools,
all from one interfaced landing area.
The documents you need for every part of the advice process
are all available in categorised areas to ensure that at every step
we are able to ease your regulatory burden, no matter what type of
advice that might be, and if you are looking to meet the regulatory
requirements expected in running your business, you’ll find that
support neatly categorised into specific areas.
Visit www.operating-centre.co.uk/mortgages
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COMPLIANCE

When it comes to
the requirements and
implications of the Senior
Managers & Certification
Regime (SM&CR), there is
an awful lot for principals,
and mortgage and
insurance firms, to consider.
JANICE LAING

Project Lead for SM&CR
The SimplyBiz Group

Whilst December 2019 still sounds like it’s
fairly far away on the horizon of the year,
I would encourage you to remember how
quickly 2019 has galloped past us all so
far, and urge you to start thinking about
SM&CR as soon as possible.
The SimplyBiz Group’s compliance and
policy teams have been taking a close look
at the implications of SM&CR, how the new
regulation is likely to affect our adviser and
broker members, and where you are likely
to most need our support and guidance. I’ve
been leading this project, and am pleased
to be able to share with you an overview
of the support we’ll be providing over the
coming months to help you prepare for the
regulation’s arrival in December, and to
keep on top of it in 2020 and beyond.

www.simplybizgroup.co.uk
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Our support includes:

Firm specific support

SM&CR step-by-step guide

Larger firms, or those which have a more
complex structure, would also benefit from
our bespoke firm specific support. We will
be offering a range of bespoke options to
suit your individual needs. One of our specialists will visit your office to work with
you to ensure your framework and timeline
is accurate and achievable, work with you
to map your processes and help you create
a body of documents for recruitment and
monitoring staff in line with the new regulation.

Released at the beginning of February,
this comprehensive guide will help you
to create a framework for what you need
to do at various points to be ready for the
Senior Managers and Certification Regime. Whilst this isn’t a light-touch piece
of regulation, our aim, as always, is to make
remaining compliant as easy for you as
possible.

SM&CR Senior Managers
seminars
We know that many of you feel that you
learn best in a face-to-face training environment, so we will also be holding a
series of events in which we’ll be covering
the regulatory nuts and bolts of SM&CR
and the practical processes and elements
with which you’ll need to be familiar.
You’ll leave the event with a comprehensive understanding of the requirements
of SM&CR. This series of events will take
place in Q2 2019 and more details will be
sent out shortly.

Online conduct training
Of course, in these busy times, we want to
ensure that we’re offering support in the

No matter the
level of help you
need to meet the
requirements of the
Senior Managers
& Certification
Regime, The
SimplyBiz Group
will be on hand
to provide all the
necessary support.
most efficient way for you and your business. That’s why we’ll also be offering online training to allow you to test and record
your competency on the FCA’s Conduct
Rules, which you and your colleagues can
undertake at any time and any pace that
suits you.

Whilst we will be offering all the information and documents you need to meet
the regulator’s SM&CR requirements, we
know that some firms will choose more integrated or hands-on guidance, and we will
be offering a wide range of support options
at a range of costs. No matter the level of
help you need to meet the requirements
of the Senior Managers & Certification
Regime, The SimplyBiz Group will be on
hand to provide all the necessary support.
SM&CR has a lot of moving parts, some
of which may initially appear quite minor,
however, we know that the FCA will be approaching advisers’ and brokers’ adoption
of regulation with a steely and unforgiving
gaze. Understandable, given the potential
benefits that both the sector and consumers
will reap if SM&CR is successfully embedded in the way they plan. Support will be
available from the Group at every step, addressing each of these elements, including:
1 honesty/integrity questionnaires,
credit and criminal record checks and
statements of solvency and financial
soundness
1 focussed skills assessments and
file checks
1 testing, and recording training
and CPD
1 ongoing support for bi-annual
one-to-ones with staff.
Further details of our entire SM&CR
proposition, including the different levels of
support you can choose to suit your needs,
is available under the SM&CR section of
the Compliance tab on the website. If you
need any further information on the Senior
Managers and Certification Regime, please
don’t hesitate to get in touch with our
compliance team on 01484 439120 or at
compliance@simplybiz.co.uk.
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PERSONAL & BUSINESS DEVELOPMENT

Background to basics

MARTIN REYNOLDS

CEO
SimplyBiz Mortgages

2019, just from the first few months alone,
will go down as a year that presented many
challenges, most certainly for our political system which, at the time of writing,
is treading new ground. As we all know,
political uncertainties bring caution to the
financial markets and, whilst this year so
far has brought many headlines in respect
of rises and falls across different sectors
of the mortgage industry, once settled, it
is our forecast that the markets will also
start to quieten and thoughts are that the
second half of the year may be a little flat –
or steady, depending upon your particular
viewpoint!
This period might come as welcome
respite for some, but no matter what your
position, it could present you with a time to

take stock of your propositions and really
get back to basics, regroup, and strengthen
for the future, before it all starts again.
The provision of a holistic service is both
a way to ensure you retain your clients, as
well as attracting new ones. It also supports
the build of that all-important foundation
income that is the key to any successful
practice.
This means that, for the rest of this article, you’re not going to hear about standard
residential mortgage provision. You know
your business well, and there are providers
within this magazine that can explain their
products far better than us. In this article,
we highlight just a few of the things you can
focus on which will not only strengthen relationships with your client bank, but will
also place you both in a better place in the
future. Let’s look at this by area.

www.simplybizgroup.co.uk

Insurance
TOP TIP
Make a point of setting out to provide
GI to every client. Try not to leave it
until the end of the meeting, as that
is the time that your prospective
purchaser is most likely to say no and
not engage further. Remember you
can offer advice or you can refer – and
this therefore doesn’t take a long time.

If you’ve not been a staunch advocate of
providing your clients with the type of insurance they need to meet their particular
cover requirements, whether due to not
having the time or by actively avoiding the
topic, believing that clients will go direct to
comparison sites, we would put forward a
counter-argument. You are missing a valuable opportunity for foundation income
and leaving your clients to fend for themselves, where their assets could remain
un- or under-protected.
Comparison sites meet the standard
based on a bidding war. However, the pitfalls are many, and could lead your client to
purchase something that, should the time
come, doesn’t offer the cover they actually
require. This can have devastating effects
for the client and also for your relationship.
If you are involved with the purchase or
re-mortgage of a family home, why wouldn’t
protecting that asset be a key requirement
that needs to be fulfilled? You’ve been

through the process with your clients, you
therefore know how much their homes
mean to them and are best placed to find an
insurance policy that will cover all requirements. Rest assured that you won’t be going
head-to-head with the comparison tables
either. We have worked hard to ensure you
have access to specialists in their field that
work specifically with intermediaries to
provide a range of cover that will meet your
clients’ requirements.
TOP TIP
As a simple rule of thumb, if you elect
to arrange insurance for your client
yourself, for single policies, consider
Uinsure and Paymentshield.
For multiple policies, get quotes from
Genius and Source and keep an eye
out for a new release from Legal &
General, providing simple policies
with a simple question set.

If your concern is time, you don’t even
have to take time out of your schedule to
source the products yourself. A simple
solution is to find out the basics and then
refer your clients on to one of our partners
waiting to support you. Under the Insurance area of the SimplyBiz Mortgages site,
there are a number of referral partners
including Higos, Genius, Premier, Towergate and Uinsure, who will all take your
referrals and pay you an introductory fee.
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In the ‘Your GI’ area, you will find a broad
range of insurance types that range from
standard buildings and contents policies,
through to areas covering non-standard
construction, which you will find Source
is able to support well.
If you have high-net-worth clients,
you will be aware of their value to you as
a business. These clients need specialist
care when it comes to insurance. Take a
look at the recently released high-net-worth
service in Couture by Genius, where you can
manage the purchase of the policy or refer
on to their highly experienced specialists,
who will ask the right questions and find a
policy to meet their more complex needs.
There is also the opportunity to break into
the B2B markets, with the ability to quote
for commercial insurance, placing or referring, which could lead you into a lucrative
workplace proposition.
Buy-to-let policies are a necessity if you
have landlords within your client base.
Here, through simple to arrange insurance
arrangements, you can protect the landlord,
and if you’re clever, pick up the tenants as
well, keeping both parties happy and secure.
For more information on this, ask for a copy
of our ‘Don’t forget the tenant’ leaflet that
is full of useful tips and hints.
TOP TIP
If you still don’t want to do GI,
why not let us help you train your
administration staff to do it for
you? Having members of your team
creating an income stream for you
is highly valuable, as its quick and
easy, and so won’t interfere with their
day jobs, plus it provides them with
additional understanding in an area
of the business from which they can
then move from a pure cost to useful
income generators – and you get to
keep your client.
TOP TIP
Letting agents represent a wonderful
opportunity to meet the first-time
buyers of tomorrow; if you look after
their contents insurance today, then
you can look at their mortgage in the
future.
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Protection
Whether you are an old hand, or have not
yet taken the plunge, you really shouldn’t
have a client that doesn’t have some level
of protection.
There is support available, whether that
is to get you started, or for those complex
cases where even the experienced adviser
would wonder whether that case can actually be placed. We have a team on hand
to support your protection sales and, of
course, if you haven’t signed up for SimplyProtect, you’re losing out on valuable
income by missing the enhanced commission across ten of the UK’s top protection
providers.
TOP TIP
To increase your protection sales,
the topic needs to be part of your
overall conversation, not just another
point that you pick up when you
have concluded everything else.
Statistically, if left until late in the
conversation, its less effective for you
and, therefore, your client. Don’t think
of protection as being a ‘sale’ to be
made. Your client needs a protection
service, as it keeps them safe should
the worst happen, and can strengthen
your client relationships.

PERSONAL & BUSINESS DEVELOPMENT

Take time out to really understand your
client bank. In general conversation there
are often many hints to help you start that
protection conversation, or points that you
can bring them back to if they start to say
it’s not a necessary requirement for them.
It’s a requirement for us all, and you don’t
need to close the business then and there,
you can take the detail and refer them on if
you feel uncomfortable. See our protection
referral partners listed on the website.
Protection conversations should flow
with the order in which there is most likely
to be a potential claim. That means discussing income protection first, followed by
critical illness and life insurance. There are
a number of tools available, such as LV=’s
protection calculator, that allow you to
demonstrate the true value of a protection
product, dependent upon the requirement.
New entrant, Guardian, has torn up the
old protection rule book and has looked to
provide solutions that flex with the clients,
where needs and requirements change at
different life stages. There is also the much
undersold area of protection, the ability to
write policies in trust. Take time out to see
whether that level of understanding could
offer your clients a solution that meets what
they require of a policy.

Mature customers
still need protection,
and there are ways
you can help them.
Here are just some additional protection
areas that you could consider:
1 Protection doesn’t have to end as your
client gets older. Mature customers
still need protection, and there are
ways you can help them.
1 Why not look to specialise in business
protection? There is a distinct lack
of advisers working in this relatively
untapped marketplace.
1 Critical illness policies stop covering
your clients’ children when they reach
18–21, dependent upon the policy,
but these individuals still remain
our children and we have a need to
protect them. As an education process,
consider the ways in which you can
help your clients’ children understand
the importance of having a protection
policy early in life, and encourage
them to consider taking out their
own critical illness policies. Parents
can still bolt-on global treatment and
potentially still pay for it for them,
ensuring they are protected when they
go off on life’s adventures.
1 The rental market is an untapped area
when it comes to protection. Those
who rent (and that’s a figure that is
growing) still want to be able to stay
safe in their homes and protect their
families and their future.
1 Don’t discount those of your clients
with impaired lives; cover is still
available. Again, if you are unsure
about placing these cases, then refer
them to a specialist and you can
always call us for clarification.
1 Lastly in this section, protection of a
slightly different kind – don’t forget
private medical insurance. You have
access to a panel to support you
through a range of providers.

www.simplybizgroup.co.uk
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Conveyancing brings you benefits
Earlier this year, we introduced a conveyancing panel with Blacks Connect and
When You Move. Both offer conveyancing solutions, but in different ways. Get
to understand the opportunities here to
support your clients by seeing the entire
re-mortgage or purchase process through
from beginning to end, and in doing so
boost your income further. Both services
have slightly different fee solutions which
you can tailor specifically for your clients’
situations.

The non-traditional lending zone
Whilst it is over ten years since the global financial crisis, the resurrection of a
buoyant lending market has come with
more than a little change. As with any crisis, some firms fall and others come to the
front. In that same way, others are created
to meet a new type of demand and here
we now have the challenger banks, who
haven’t had the same historical processes
and have started from a clean sheet. There
is much to take advantage of with the new
breed of lenders, so, whilst there is safety
and understanding in the stalwarts, why
not take time to understand the many new
lending areas?
Lending into retirement has developed considerably. The intermediaries
that specialise in this early will, without
doubt, place themselves well ahead of the
competition. Our panel has many of the
key providers of this type, where the criteria demonstrates: no age restriction for
lending, defined lending into retirement,
retirement interest only (RIO) products
and, of course, equity release. There is
much to learn in order to be able to put this
information into practice and support your
clients with the right advice. Ensure you
take advantage of speaking with the one of
our Business Development Managers, and
the lenders are also keen to support your
understanding further
Equity release comes with added requirements and, if you don’t have the equity
release qualification, it is important you
appreciate that you need to still understand this area in order to be able to refer
your clients on with confidence. Why not
consider boosting your skills by taking the
qualification? If that isn’t an area you want
to specialise in then you need to know who
can help.

TOP TIP
Age Partnership is keen to talk to
advisers looking for support. It, and
other partners, will be happy to
spend time with you and will also
offer further support by attending
your client appointments where you
feel a referral is in order. In this way,
your client will be reassured that you
are still guiding and supporting their
interests. You will benefit by seeing
the way these initial appointments
run, and all parties can ask specific
questions about real life situations.
Whether you elect to take the
qualifications or not, this thorough
understanding will help you build
trust.

Complex lending needn’t be
complex to place
Mortgage cases are not getting any easier,
so it is important that you understand what
the specialists offer.
TOP TIP
Why not make a point of booking a
meeting with our BDMs and make
sure you ask for all lenders’ hints and
tips guides.
TOP TIP
Take time to get to know packagers’
specialisms. If you are in doubt about
what might be best for your client,
refer to a specialist packager and they
will be able to support you whilst you
still earn income.

If your status is independent, you are
required to consider and advise on second
charge funding where appropriate. Even
if not independent, you should still be
considering second charge loans for your
clients. If you are not sure how to go about
this, our panel partners are available for
advice, or to take your referrals, helping
you integrate this successfully into your
business processes.

Bridging
Whilst in the past bridging caused some
to take a sharp intake of breath, bridging
loans have moved on and don’t have to be
expensive, if used for the right reasons. We
have lenders on panel who are prepared to
run through some training for you on the
benefits for an industry point of view, allowing you to understand when to advise
and when to refer.
Commercial loans are very similar to the
above and we also have partners here that
are keen to ensure you are up-to-date and
informed when speaking to your clients. If
you come across an opportunity, remember
you can refer and then grow this area of
your business to a point at which you might
want to take over and advise your clients
yourself. Understanding the process and
the challenges that can occur along the way
is half the battle in becoming a specialist
and, once this has been mastered, your
confidence will grow and you can then start
to take control of your own commercial
advice.
For further information – contact the team
on 01484 439160 and we will point you in
the right direction.

THE
ADVICE
SHOW
MI LIVE
On air Monday 13 May 2019
The Advice Show: MI Live is a live broadcast featuring experts
discussing the big issues facing the mortgage, protection and
general insurance industry. You can stream it from your laptop,
phone or any other device, or catch up on demand at your
convenience.

Industry
experts

Vibrant
panel
debates

The latest
industry
insights

Regulatory
updates

The latest
updates on
mortgage
lending

New
solutions for
helping to
protect your
clients

Tips on
finding
the most
suitable
general
insurance
products

How to
make the
most of new
technology

To watch previous shows, find out when the next
show is and register to watch, all you need to do is
visit www.theadviceshow.co.uk for full details.
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STILL MORE EVENTS
TO COME IN 2019
With round one of our Mortgage Meetings behind us, we’re going
full steam ahead to bring you a raft of other exciting events through
spring and summer.

Protection Events

Mortgage Meetings Round 2 Mortgage Showcase
13 venues, 3 rounds
Midlands

This series of protection events has been
designed to meet the requirements of all
advisers, equally effective whether already
fully immersed in the world of protection,
or wanting to find out more about products,
the market and the skills training and
opportunities available. In addition, if you
are not yet a registered SimplyProtect user,
there is also the opportunity to find out
more and to start the registration process.

Our round-table Mortgage Meetings are
always a firm favourite with you, offering
something for everyone on all the current
hot topics. Round one took place in March
and round two is available to book now.

April–May

Hurry – these events finish on 22 May
and are filling up fast, so book today to
guarantee your seat!

Tuesday 4 June
Wednesday 5 June

Bath
Exeter

Thursday 6 June

Cornwall

Tuesday 11 June

Leeds

Tuesday 18 June

Edinburgh

Wednesday 19 June

Newcastle

Thursday 20 June

Warrington

Tuesday 25 June

Newport

Tuesday 2 July

Watford

Wednesday 3 July

Croydon

Thursday 4 July

Essex

Tuesday 9 July

Nottingham

Wednesday 10 July

Peterborough

Our Mortgage Showcase events give you
the opportunity to speak with lenders and
providers in our extensive marketplace,
plus attend a series of insightful seminars
to ensure you get the inside track on what’s
happening in our sector, and gain valuable
CPD.
Wednesday 12 June 2019
Heart of England Conference and Events
Centre, Coventry

Plus, coming in the autumn…

Mortgage Meetings Round 3
Battle of the Brands
Read more from last year’s winner on
page 26.

To find out more about all our events
and book your seat, visit
www.simplybizmortgages.co.uk.

CPD expertise. AIG Life support.

Continuing
Professional
Development
Our CPD Life
Support materials

> What is CPD?
Continuing Professional Development refers to the process
of tracking skills and knowledge that can be applied
professionally. The new CPD quota came into force on the
1st October 2018.

> What is the new IDD quota?
The Insurance Distribution Directive (IDD) is EU law which
sets regulatory requirements for those designing and selling
insurance products. From the 1st October 2018, all advisers
selling protection must complete 15 hours of focused CPD
annually. These are included in the 35 hours of CPD the FCA
already has in place.

Our bespoke interactive hub has
materials that qualify for CPD and are
available to download and watch
instantly. These will cover a wide
range of topics, including Foundation
Level, Business Protection and Wealth
Protection. New content will be
added regularly.
Critical Illness
Income Protection
Enhanced Gift Trusts

> AIG Life support

Key Person Cover

As a seller of Protection you cannot avoid the new quota,
but we can make it easier for you. We have developed
a one-stop online hub for all your CPD Protection needs.
It’s part of our on-going commitment to support advisers
however we can.

Income Protection
Planning for Later Life
- Care Cover

Get CPD ready today. Visit www.aiglifesupport.co.uk
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Are you on top of
your CPD
requirements?
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What areas should I cover as part
of my insurance distribution CPD
activities?
Broadly speaking, the areas that need to be
covered are spelt out within the Systems and
Controls (SYSC) section of the FCA handbook. This includes, but is not limited to:
1 the product types being promoted
1 the features, risks and characteristics of
the products
1 taxations and state benefits
1 the wider insurance market
1 complaints handling processes.

STEVEN HOWARD

Head of Mortgage & Lending Intermediaries Compliance Services
The SimplyBiz Group

As I’m sure you know, the Insurance Distribution Directive (IDD) was implemented
on 1 October 2018 and introduced new CPD
requirements for individuals that carry out
insurance distribution, e.g. protection and
insurance brokers/advisers.
Unfortunately, from our conversations
with you over the past few months, we are
aware there remains some confusion around
these new requirements, and I hope to provide further clarification within this article.

So, what does CPD seek to
achieve?
Continuing professional development should:
1 be relevant to a staff member’s role

mediation activities and supervisors (collectively referred to as advisers hereafter).
There is no prescribed mix of structured
and unstructured CPD for insurance related
CPD and, therefore, it can consist of any
combination of:
Structured
Activity*

Unstructured
Activity

Seminar

Product research

Workshop

Reading industry
publications

Web-based/
e-learning

Individual coaching/
discussions

* this has to be for a minimum of 30 minutes

1 help them maintain the required
knowledge to carry on that role

What start date should I use?

1 contribute to their professional skill and
knowledge

Advisers should have ensured measures were
in place to comply with the IDD requirements
from 1 October 2018. However, advisers can
choose a different starting date for their rolling 12 month CPD period, provided sufficient
pro-rata CPD is completed up to the chosen
start date.

1 address any identified gaps in technical
knowledge
1 cover specific learning objectives and
needs
1 be measurable and capable of being
independently verified.

What are the new rules for
insurance activities?
An individual that is involved in insurance
distribution must now complete 15 hours of
annual CPD.
This includes protection/insurance advisers, those responsible for managing insurance

What type of products are
covered by the IDD?
The IDD covers all protection and general
insurance products. This article is not necessarily relevant for advisers that advise on
investment-based products. We have produced separate guidance for investment and
protection/insurance advisers, which you can
see on our website.

For a full list of the areas to be covered,
please refer to ‘SYSC 28.2 Knowledge and
ability requirements’ on the FCA’s website.

Are there any CPD requirements
for mortgage advisers?
As it stands, there are no prescribed CPD requirements for mortgage advisers. However
mortgage advisers are expected to maintain
and demonstrate competence. Therefore, our
view is that mortgage related CPD should
be undertaken and recorded in line with the
firm’s training and competence plan.

What are the record keeping
requirements?
A record of the adviser’s annual CPD records
must be retained by the firm for a period of at
least three years from the adviser no longer
carrying out the activity (or leaving the firm).

SimplyBiz Group support
The SimplyBiz Group will be running Protection Roadshow Events in addition to the usual
mortgage events, to assist firms in meeting
these requirements. You can see more details
of all these events on page 17.
For more information, please don’t
hesitate to contact our compliance team
on 01484 439120 or at
compliance@simplybiz.co.uk.

Win the protection
clients you want.
Faster.
Take your advice business to the next level with
Adviser Business Accelerator.
Discover tips, tools and guides to help you win
more protection clients and boost your profits.
All at the click of a mouse button.
Help your firm fly higher.
Visit adviserbusinessaccelerator.aviva.com

Aviva Life Services UK Limited.
Registered in England No 2403746. Aviva, Wellington Row, York YO90 1WR.
Authorised and regulated by the Financial Conduct Authority. Firm Reference Number 145452.
TR01445 11/2018
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Win the protection clients
you want... faster
With more than eight in ten advisers saying they want more protection clients,
Aviva has unveiled a new one-stop-shop to help them get there.
Aviva has launched a new online hub to help financial advisers
boost the protection side of their business.
The ‘Adviser Business Accelerator’ website includes expert
tips and step-by-step guides to help advisers get more from their
business development and client acquisition efforts.
Jim Hunter, National Sales Manager at Aviva, said: “We know
from our research that many advisers – 86%, in fact – see protection
as a key growth area for their business. We also know that many
don’t have as much time to dedicate to achieving this as they would
like. That’s why we’ve launched the Adviser Business Accelerator.
“The new hub is designed to help advisers grow the protection
side of their business more quickly, by giving them access to expert
advice and tips. Tips which are also easy to put into practice.”

The new hub is designed to help
advisers grow the protection
side of their business more
quickly by giving them access
to expert advice and tips.

A simple way to rack up CPD hours
Topics covered by the new hub include: winning more business
through your website; getting more referrals; networking with
ease; simple marketing planning; and how to dominate your local
market.
Advisers can also access a library of more than 60 ‘Marketing in
minutes’ guides – simple client acquisition and business-building
tips which are quick to read and almost as quick to implement.
Mr Hunter added: “The way the site is structured makes it easy
for advisers to dip in and out of the content they need, whenever
they happen to need it.
“Plus, it gives them an easy way to achieve the 15 hours of unstructured CPD they’ll now need to bank under the Insurance
Distribution Directive – at the same time as learning something
that could benefit their business.
“Each of the articles and step-by-step guides can be used towards the 15-hour target, so advisers can learn something that’s
going to be useful to their business whilst doing the reading they
need to by law.”
For more information and to sign up free, visit
adviserbusinessaccelerator.aviva.com
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Brands are an integral part of all of our lives, influencing our
decisions and behaviours. But what is a brand? Why is it important
for your business? And how can your business build its own brand?
MICHELLE WESTLEY
Head of Marketing
Brightstar Financial

W

e’ll start by thinking
about what a brand is
not. A brand is not your
logo, colour scheme
and any artwork you
choose to have on your
website or marketing literature. These
things all form your visual identity, which
can help to establish your brand, but visual
identity on its own does not make a brand.
This can be a common misconception
and overcoming this misconception is the
first step towards successfully building
your own intermediary brand.

What is a brand?
Put simply, your brand is defined by a customer’s overall perception of your business.
One way of thinking about it, is what would
people say about your business when you
have left the room.
This means that a successful brand has
to be consistent in communication and experience, and shows why it is so much more
than just your visual identity.
Building a brand is a process, but the
ongoing effort will result in establishing
long-term relationships with your clients,
as they will have a positive perception about
your business which can lead to an increase
in sales, word-of-mouth referrals and advocacy for your services.
So how do you build your brand? Here
are some steps you can take...

How to build a brand
1. What is the purpose of your
business?
Have you ever thought about your mission
statement? This isn’t just something for big
multi-national brands to consider. If you
are to craft a clear expression of what your
company is most passionate about, your
brand is more likely to resonate with your
target audience.
So, think about what value your business
provides? This is your mission statement
and basically defines a purpose for existing.
It will inform every other aspect of your
brand building strategies, and everything
from your logo to your tagline, voice, message, and personality should reflect that
mission.
As an intermediary, it can be easy to
overlook the difference you can make to
your clients’ lives, but you have the power
to put people into their dream homes and
make them wealthier. So, when it comes to
your mission, think big.
2. What do you want to be known for?
Once you have decided upon your mission,
you need to identify what qualities and
benefits your business can offer to clients
that your competitors cannot.
This is not just a list of the services that
you offer, but the reasons that a client should
choose your brand over another.

Identifying what you want to be known
for could also be known as determining
your key messages, or your elevator pitch.
Think about who you are, what you offer
and, most importantly, why people should
care.
Try to keep your messages as simple and
clear as possible.
3. Identify your target audience
You can’t be everything to everyone, so
identify who are the target clients for your
business.
Once you have a clear picture of your
consumers, you can learn how to create a
brand identity that they can understand,
relate to and trust.
Understanding your target audience can
help ensure that your brand message and
marketing activity are focussed, which will
make them more effective.
4. Understand your competition
Whilst you should never imitate exactly
what the big brands are doing in your industry, you should be aware of what they
do well and where they have room for improvement.
So, it’s a good idea to research your main
competitors or benchmark brands, so that
you can study how they have effectively, and
ineffectively, gone about building a brand
name, with the goal of differentiating from
the competition.
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5. Create a visual identity and be
consistent
When you think about how to build a brand,
visuals probably come to mind first. It’s
worth remembering that these visuals are
not your brand, but they can play an important role in helping to establish your brand
amongst your clients and potential clients,
by providing a quick association with your
business.
Given that you will rely on your logo and
visual identity to provide that association,
you will want something that you are happy
with, so it’s worth considering working with
a professional designer or agency that can
create something exceptional to reinforce
the visual identity for your business and
help make your brand stand out.
As with most elements of building a
brand, it is important to maintain consistency and you may want to consider developing some brand guidelines that will define
things like how you use your logo, the font
you use, colour palette and use of images.
6. Develop a tone of voice
As with your visual identity, developing a
distinct tone of voice can help to create a
clear identity for your brand. Your tone of
voice is how you communicate with your

customers, and how they respond to you.
So, as two extremes, consider the language
used on the packaging and adverts for
Innocent Smoothies or Ben & Jerry’s ice
cream, compared to, say, the FCA.
Your brand voice will depend on your
mission, your target audience and what you
are trying to communicate, and it could be
professional, friendly, service-oriented, authoritative, conversational or informative.
There are endless adjectives and possibilities that can build a brand voice behind
your messaging and, ultimately, you want
to choose a brand voice that makes sense
and resonates with your target customers.
Tone of voice is particularly important
to consider if you are thinking of publishing blog articles or social media posts, and
maintaining a consistent voice will help
your brand image become recognised on
multiple channels.
7. Integrate your brand into every
aspect of your business.
The process of building a brand never ends
and your brand should be visible and reflected in everything that your clients can
see, read, and hear.
So, for example, if a client walks into
your office, your brand image should be on
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display both in the environment and with
personal interactions. If you have people
working with you, everyone should communicate with clients in a way that it is
identifiable that they all work for the same
business. This does not mean that everyone
needs to be the same, or talk the same, but
there should be an element of consistency.
1 Anything tangible – from business
cards to advertisements, to packaging
and product – needs the stamp of your
logo
1 On any digital platform, you should
ensure that your brand looks the
same everywhere. Use your brand
style guide to create consistency with
visuals such as colour and logo use,
fonts, photography etc.
1 When you design your website,
remember to incorporate your voice,
message, and personality into the
content
1 Profile pages for social media
networks should be branded visually,
and with your chosen voice for
engagement
The more you can reinforce your brand
with your clients, the more likely it is to resonate with them and help to increase your
advocacy, referrals and grow your business.

Conclusion
Brand building can be one of the most
significant and potentially rewarding
things you can do for your new or existing
business.
A solid brand building process can
transform your business from a small
player into a successful competitor. You can
discover that your customers will develop a
deeper level of trust for your brand and be
more likely to come back to you for advice
and refer you to friends.
Ultimately, as an intermediary, if you are
able to build a brand that is considered to
have value, you could establish a business
that you are one day able to sell for a profit
that exceeds the value of your client base
and contacts.
So, develop a consistent message and
visual identity to reinforce your mission,
and integrate your brand into every aspect
of customer experience.
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AILEEN LEES

Head of Policy
AMI

I

t’s been 91 years since women were
given equal voting rights in the UK
and 52 years since homosexuality
became (broadly) legal. These were
important milestones in becoming
an equal society. In 2019, I would
like to think that there has been significant
progress. In some ways there has, but there
is still further to go.
Inclusion is not only a crucial part to
achieving equality, but also fundamental
to a firm’s culture. Stonewall’s research
of over 3,000 LGBT employees found that
nearly a fifth have been the target of negative comments or conduct from colleagues
because of their sexuality. According to
Scope, 38% of disabled people who experienced problems in the workplace said
that other people’s attitudes or behaviours
were involved. With the Treasury Select
Committee last year finding that culture in
financial services is the main reason that
women do not want to get involved at senior
levels, it is clear that that firms should do
more to make staff feel included.

Regulatory focus
Diversity is important, not just to achieve
equality and inclusion within a firm, but it
also makes better business sense. The FCA
has found that firms who promote diversity
significantly lower their conduct risk. In
its supervisory work, it found that firms
with monocultures suffer 24% more governance-related issues than their peers.
It attributes this to the fact that diversity
helps groups from converging around poor

decisions because, as behavioural science
shows, it encourages different perspectives, reducing the risk of group-think.
People tend to change their own assessments to bring them into line with those
around them, with some prone to excessively optimistic views of their own skills.
Those groups, therefore, tend to be more
closed-minded, which is a classic trait in
groups that lack diversity.
Over the last year, the FCA has been focussing on firm culture, which it expects
to be “open minded, tolerant, considerate,
and importantly, aspiring to improve.” In
order to achieve good culture and to drive
positive change in financial services, the
FCA has said that the industry needs to “call
out the fact that diversity is fundamental
to business success and to the reduction
of failure.”

PURSUE DIVERSITY
Therefore, the FCA expects firms to have
a culture that pursues diversity and, as part
of its work, supervisors are directly asking
firms about their diversity policies. This
includes questioning recruitment processes and the demographics of those who are
hired, whether female graduates are rising
through the ranks in equal numbers, what
attention is being given to equal pay and
the gender pay gap, and whether firms are
doing more to promote environments that
appeal to women and give them confidence.

Staff treatment
All firms have responsibilities as employers under the Equality Act 2010. This
makes discrimination, harassment and
victimisation because of a ‘protected
characteristic’ unlawful. Protected characteristics include race, disability, gender
(including gender reassignment), age,
pregnancy and maternity, religion or belief,
marriage or civil partnership, and sexual
orientation. This is not just limited to
how employers treat their employees, but
also that employees should be protected
from this behaviour in the workplace. The
#MeToo movement is just one example
which has highlighted how victimisation
in professional environments is not uncommon and how employers have failed
to comply with their legal obligations (e.g.
by dismissing an employee’s complaint of
sexual harassment).
Equality and diversity therefore, cannot
be seen as a standalone issue: it forms part
of a firm’s culture. With poor culture, by not
treating staff equally, individuals will feel
marginalised and devalued in their workplace. This is compounded where incidents
of victimisation and harassment are not
dealt with appropriately. The consequences
of inequality should be unsurprising, given
what an employer would expect from any
unhappy employee – lower productivity
and potentially increased levels of absence,
which are highly likely to be linked to a decline in mental health. This can ultimately
result in high staff turnover. Meanwhile
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the poor culture gets perpetuated by those
remaining in the organisation. If an employee knows their rights, they can take their
employer to the Employment Tribunal for
failing to comply with their legal obligations.
All individuals must have equal opportunity in the workplace and employers
are expected to deliver. Changing culture
needs to start at the top and there needs
to be a recognition of what behaviour is
unacceptable and clear communication to
and understanding by all staff. A zero-tolerance approach needs to be taken. With
numerous events in this industry which are
outside of working hours, it is important to
make clear that these are still professional
environments and staff are expected to conduct themselves accordingly. For example,
excusing sexual harassment because of intoxication, thereby not taking any punitive
action, is unacceptable.
By not taking equality seriously, firms
are at risk of losing out on talent and suffering reputational damage, placing them
at a competitive disadvantage.

Recruitment
I’ve heard a firm say that equality and
diversity isn’t an issue because they ‘hire
the best people for the job’. This narrow
view doesn’t recognise that if a firm does
not put equality and diversity at the heart
of their recruitment process, they might
not be reaching a wide range of talent in
the first place. Adverts are the starting
point of whether someone decides to apply
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for a job or not. Offering flexible working
and promoting a range of flexible working
practices will attract people from a more
diverse pool. According to the Equality
and Human Rights Commission (EHRC),
76% of employers have reported flexible
working as improving staff retention and
staff motivation.
How a job is advertised should also be
considered. An EHRC inquiry found that
FTSE 350 companies had failed to improve
diversity at board level, which was attributed to the diversity of applicants being
limited by virtually no open advertising of
roles, instead relying on personal networks.
Job descriptions also relied on vague terms
like ‘chemistry’ and ‘fit’ rather than clearly
defined skills and experience, limiting the
diversity of candidates and standing in the
way of chances of appointment.
There are lots of ways firms can make
sure they are reaching diverse talent.
Encourage applications from under-represented groups, such as through targeted
advertising, and publicise roles through a
wider range of channels. Offer a guaranteed
interview scheme which shows a commitment to those with disabilities. Become a
Stonewall Diversity Champion to show to
candidates that your workplace is LGBT
inclusive. None of these actions mean not
hiring the best person for the job.

to customers who are only able to or prefer
to communicate in that language.
What’s more, the EHRC (who are responsible for promoting and enforcing
equality law) say that firms can use ‘positive action’. In recruitment this refers to the
steps that employers can take to encourage
people from groups with different needs or
with a past track record of disadvantage or
low participation to apply for jobs. This is
not the same as ‘positive discrimination’
which the law does not allow – i.e. where
an individual is favoured because of their
background but regardless of abilities.
An employer can decide to take positive
action if they find that the make up of their
workforce is different to the make up of the
local population, by encouraging people
who share particular under-represented
protected characteristics to apply for vacancies. For example, a mortgage broker
has no Muslim employees, even though it
is located in an area where there is a high
Muslim population. When a vacancy arises,
there are two candidates of equal merit. One
candidate is Muslim and the other is not.
The firm could choose to offer the job to the
Muslim candidate using ‘positive action’
and this would be allowed for the reasons
above. This would not constitute positive
discrimination as both candidates are
assessed as equally qualified.

Reaching customers

Summary

As well as diversity amongst staff leading
to better performance and innovation, it is
also important from a customer perspective. In the STEM sector there are clear
examples of how a lack of diversity can impact outcomes. All-male teams designing
early versions of seatbelts and airbags used
male attributes (such as height and weight)
and tested these on male dummies. When
they were deployed they subsequently
killed children and small women. Female
crash dummies are still not widely used
today and women have a 50% increased
risk of injury in car collisions.
This may seem like an extreme example,
but this is still applicable to the mortgage
sector. If the demographics of a firm’s customer base is not reflected in its staff, can
their needs and circumstances truly be fully
understood? Representation is also important to the customer. Firms should look at
this as an opportunity to not only boost
customer relationships but to increase
them – if you have an adviser who is fluent
in another language, this can be attractive

The starting point to improving equality
and diversity, and thereby changing culture, is a firm’s approach – whether it seen
as something to be embraced or merely an
obligation. It’s rather akin to how a firm
approaches the principles around treating customers fairly – those who put the
customer at the heart of what they do will
get it right and ultimately be successful.
But those who look to see what they can
get away with makes any commitment to
these values meaningless.
Good firm culture is one of AMI’s priorities
and we are working with members on
how to improve equality and diversity in
the sector. Visit www.a-m-i.org.uk for
information on how to join your trade body
to get insight and advice.

26

MI Magazine • April • 2019

MORTGAGES

It was great to have a really clear brief from
SimplyBiz Mortgages, stating what was
important to the audience and actually this
is something that we lenders should maybe
focus on more for brokers i.e. how can we:
1 save you time
1 create new business opportunities
1 increase your turnover
1 keep your business safe and secure.

The Battle of the Brands was a fantastic series of
events. The modern world of mortgages can be
confusing, even for those of us who have been in
the business for a long time.

STEVE GRIFFITHS

Mortgages Sales & Distribution Director
Kensington

Our approach
We passionately believe that our approach
of using head and heart when looking at
cases that do not fit mainstream lenders,
offers opportunity in all of these areas. We
wanted advisers attending the events to
understand that not all complex customer
situations result in complicated transactions. Understanding specialist lending
means understanding specialist lenders in
a lot of cases, and our 24 years of lending,
experience means that we are constantly
finding ways of improving our criteria and
process to help brokers to progress cases as
efficiently as possible.

We are very proud
of our service
standard and
being able to
deliver a clear and
honest message to
advisers...
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generating interest in your business. If you
are faced with a scenario that means you
are not able to place that case with a mainstream lender, it is more important than
ever to understand where a more flexible
approach can result in converting those
all-important enquiries, which can end up
being a customer for life. Whilst it is easy
to measure the value in terms of average
procuration fees, it is less straightforward
to quantify the other benefits of ancillary
product sales, potential referrals, and
ultimately a customer going away with a
positive outcome.

The self-employed market

Steve Griffiths receiving the Battle of the
Brands Award from Martin Reynolds

Our service
We focussed on this at Battle of the Brands
and talked through how we give weekly
updates to our broker database. We report
on how quickly we respond to those all-important milestones within an application
life time:
1 How quickly do we answer the
telephone on our enquiry line?
1 When will we instruct the valuation
and assess the case?
1 What is the average time from
application to offer?
We are very proud of our service standards and being able to deliver a clear and
honest message to advisers, to show that
a specialist case doesn’t have to be a slow
one. In case you’re wondering, at the time
of writing, the answers to those questions
are: 29 seconds; the same day and next day;
and 13 working days!

New business opportunities
Creating new business opportunities that
will ultimately increase your turnover is
what specialist lending is all about. We
highlighted this at Battle of the Brands by
looking at the time that you have a customer enquiry in front of you as an adviser, you
have done the hard (and expensive) work of

We also highlighted some of the areas
where our products and criteria stand out
for customer types that always have more
limited options with mainstream lenders.
One example that we presented was the
self-employed market. This important
sector of our employment market has
grown constantly in recent years – unfortunately the provision of mortgages for
those customers has not kept up the pace.
One statistic that really hit home with
audiences was that whilst 15%(1) of the
current labour market is self-employed, we
consistently have over 40% of applications
which include an element of self-employment. This statistic has evolved from our
self-employed criteria, such as allowing
one year self-employed, looking at the most
recent year rather than averaging, and the
ability to use salary and profit for company
directors.
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In the words of Stephen
Chitty, our Account
Development Manager:
“Battle of the Brands wasn’t lender
propositions competing directly with
each other, as each of the lenders
represented has a clear place in the
market. However it was six lenders
vying for the attention and interest
of a diverse range of brokers, across
13 venues. I had the pleasure of
presenting at 11 of those events and
each event was well attended, and
the delegates engaged and interacted
with presenters throughout.
“Winning this trophy is recognition
that the Kensington difference is
resonating with our customers, and
it’s really satisfying to be recognised
and presented with this award, simply
for doing what we do.”

Limited company buy-to-let –
portfolio landlords
The rise of limited company buy-to-let
was also a hot topic – whilst it’s true that
there are headwinds for landlords, there
are also opportunities. With the High
Street generally ignoring the limited
company market, specialist lenders like
Kensington have entered the void. Some
of the best feedback that we received was
the simplicity of our approach to portfolio
landlords who were purchasing their next
property in a limited company. As we do not
require details of the customer’s personal
portfolio, this helped to demonstrate that
not all lenders have the same approach.
And that advisers need to understand how
those different approaches can help their
customers, who may be facing a more complicated route to funding their purchase.

To find out more about
#kensingtondifference
Call our Business Development Unit:
0800 111 020, Mon–Fri 9am – 5.30pm
Visit: www.kmc.co.uk
Email: intermediary.enquiries@kmc.co.uk
Source: 1. https://www.ons.gov.uk/
employmentandlabourmarket/peopleinwork/
employmentandemployeetypes/articles/trendsinselfemployme
ntintheuk/2018-02-07#the-wealth-of-the-self-employed

SPECIALIST LENDING SOLUTIONS
BUY TO LET MORTGAGES

Buy to Let Mortgages
for complex cases
Here at Precise Mortgages we’re proud to help landlords with complex lending needs
as well as those who have been underserved by high street lenders. Whatever their
circumstances we have a broad range of specialist lending solutions.
Liza Campion, Head of Key Accounts

£
Refurbishment Buy to Let
Maximise rental yield and
increase capital growth

Top slicing
Top slicing available where
ICR meets 110% calculated
at pay rate on 2 and 5 year
fixed rates

Portfolio landlords
A dedicated team to do
the heavy lifting for you

Speed of service
Instant DIP
decisions

HMOs and
Limited Companies

Range of calculators
Easy to use buy to let and
portfolio calculators

YEARS

5
5 year Fixed rates
Affordability assessed
at pay rate

Contact your local BDM
0800 116 4385
precisemortgages.co.uk

FOR INTERMEDIARY
USE ONLY.

Precise Mortgages is a trading name of Charter Court Financial Services Limited which is authorised by the Prudential Regulation Authority and
regulated by the Financial Conduct Authority and the Prudential Regulation Authority (Financial Services Register Firm Reference Number 494549).
Registered in England and Wales (company number 06749498). Registered office: 2 Charter Court, Broadlands, Wolverhampton WV10 6TD.

01966 (3)

Get in touch

Multi-units and
Holiday Lets
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...is delighted to join SimplyBiz
Mortgages as its new conveyancing
technology partner.

DAN ROGERS

Chief Revenue Officer
When You Move

As mortgage brokers, you’ll know how difficult it can be to stay
up-to-date and keep a property transaction moving forward. We
certainly did from our experience in the industry, which is why we
created the When You Move platform and quoting engine.
When You Move has been selected by SimplyBiz Mortgages
to help you streamline each and every property transaction and
bring conveyancing into the 21st century. When You Move makes
buying, selling and remortgaging property easier and more efficient
for everyone involved.

CUSTOMER JOURNEY
As a digital platform provider we achieve this through providing
a modern conveyancing experience and an improved customer
journey, ensuring that throughout the life-cycle of a case, from
instruction to completion, our partners and your customers have
transparency, connectivity, and communication.
With the rapid advance of technology, customers of all ages
have now come to expect a digital customer experience on all their
purchases. At When You Move, we believe that buying, selling or
remortgaging a property should be no different.
With our innovative digital platform you can:
1 compare high quality conveyancers and recommend the best
to your client
1 set your own referral fees
1 set up your own conveyancing panel, or select from any of the
firms already on our platform
1 manage progress from one central platform
1 get referral fees paid to you automatically soon after
completion
1 give your clients access to an app for live updates.

Conveyancing conversion specialists
To extend our award-winning service even further, SimplyBiz
Mortgages Members are also able to benefit from a free resource
to facilitate a greater conversion rate of conveyancing referrals.
The benefits to Members is an increased number of conversions,
driving a greater revenue stream and providing your customers
with expert support throughout the entire property transaction.
If your 2019 business goals are growth orientated, a When You
Move conversion specialist can help you achieve those.

Sign up today
Visit When You Move’s website to sign up today. We will then get
in touch with you within 24 hours to complete your registration.
For all enquiries other please call 02039109007
or email support@whenyoumove.com
www.whenyoumove.com
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You can ask our chief executive, our chief finance
officer, our chief customer officer, our head of
mortgages, our mortgage services manager, our
underwriters. You can ask me.

CAROLYN THORNLEY-YATES

Head of Sales & Marketing
Hinckley & Rugby Building Society

What were you doing at 3pm last Monday?
Or Tuesday, Wednesday, Thursday or Friday?
The short answer is we were all at the
daily meetings of our Mortgage Referrals
Committee. The longer answer is, well, this
article.
I was asked to think about what we have
learned in the year and a bit since we initiated daily meetings of senior decision makers
to consider complex mortgage applications.
Number one, by a long chalk, is the sheer
variety of people’s lives and finances.
When we set up our Mortgage Referrals
Committee (MRC), we expected it to fall
into a routine sorting of ‘types’ – the older
borrower, the self-employed, the buy-to-let,
the young professional, etc.

Might we simply be applying a set of rulebased category judgments, with a rubber
stamp and inkpad at the ready? If we had
imagined that, we’d have been way off the
mark. But I don’t think we did. We envisaged
it as all about nuance.
I’m glad it didn’t turn out at all to be
routine. I think the connoisseur palates of
the MRC would have become jaded quite
quickly with such thin gruel.
Instead, what we have been fed is a diet
of rich complexity.
Yes, there are older borrowers. There are
unusual capital raising scenarios. There
is imperfect credit. There are unusual
property types. There are first time buyers
whose futures look rosier than their present
or past.
What is fascinating is how the circumstances overlap, how it’s rarely just one factor or another to consider. It’s an interwoven fabric of life’s (sometimes, not always)
rich tapestry. There are knocks, shocks
and blocks borrowers have encountered.
Obstacles from the past and the present that
need to be overcome.
It would be naïve as a lender to subscribe
to the seduction that whatever hasn’t killed
a borrower has made them stronger. There
are no rose-tinted glasses perched on the
enquiring noses of such experienced mortgage industry veterans.
We can, and do, say no if it doesn’t smell
right or look right. But we mostly say yes,
thanks to a combination of practised professionalism and the preliminary conversations our business development managers
have had with mortgage advisers.

www.simplybizgroup.co.uk

It’s a bit like weighing up a case before
going to court. Is there a likelihood of approval? Does the case which would fall foul
of an automated lender’s algorithm have
the supporting infrastructure of assets,
debt, income and cost which, viewed by an
educated eye, justifies progress?
If you, as an adviser, can brief your BDM
at Hinckley & Rugby with an application’s
merits so prima facie it passes muster, it
will be on the next MRC agenda.
How quickly? Our chief executive Colin
Fyfe was on a phone call one morning with
an old contact. The broker was curious if
Colin could tell him when Hinckley & Rugby would take a look at a mortgage enquiry
for him. Colin said: “As of now, it’s on the
agenda for our 3pm meeting today.” That’s
how quick.
The details were sent over, they were
weighed up by the MRC and a yes was
given to the broker before the end of that
day’s play.
That was one of 79 unusual or complex
new business enquiries referred to the daily
MRC meetings in December. Of those, 64
were agreed in principle.
More than a third involved an element of
later life lending. A little under a third were
buy-to-lets. But day-to-day we never know
what we are going to be faced with. Real life
recent examples include:
1 An applicant wanted to remortgage his
current residential to a BTL, raising
capital for a deposit for his dream
home. The applicant had recently
been made a partner and shareholder
in an accountancy practice, but with

no guaranteed income. Once we had
projections of future dividends our
MRC said yes to a 74% LTV loan.
1 A four-strong family application for
a buy-to-let mortgage on a property
already owned by mum and dad who
wanted to add daughter and son in to
achieve affordability as the rental was
not industry-standard. Oh, and the
parents would be over 80 at term-end.
The MRC said yes.
1 A remortgage to convert the
applicant’s home into a buy-to-let
whilst paying off a Help to Buy loan.
Satisfied by independent research into
her finances, the MRC said yes.
1 The directors of an Special Purpose
Vehicle (SPV) limited company would
be 79 and 85 years old at term end, but
Hinckley & Rugby has no arbitrary
upper age limit. With low LTV and
high yield, the MRC could say yes to
this limited company loan.
1 A non-residential owner wanted a
remortgage on his BTL but had only
recently returned to the UK after
several years abroad. Happy with his
new UK employment, the MRC said
yes.
1 A couple wanted to convert their
existing mortgage to BTL and raise
capital to self-build a new home.
Thanks to top slicing with surplus
income, the MRC said yes. Other
lenders approached couldn’t get their
heads around the couple not having
their own home on completion. We did.
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Other examples include: a junior doctor
starting a 12-month training contract; an
army officer who doesn’t own his own home
wanting a buy-to-let; a mid-construction
self-build; a landlord refurbishing his three
empty properties; business owners seeking to expand by raising capital on their
home; and a couple whose income streams
included a SIPP and personal independent
payment (PIP) benefits.
As you can see, it’s specialist lending by
an expert lender. Our specialism is serving
those niches of the market under-served by
the high street.
And those niches are growing. Life is
so much less regular now, less linear, less
uniform. Careers, families, where we live,
when we buy a home, with whose support
– adapting what a building society does
(and how) is necessarily an ongoing work
in progress.
That evolution is evident in the MRC’s
deliberations. Each case is advocated for.
Each has its robustness challenged. The
particular circumstances considered of
each are weighed up.
Two thousand cases later, we have
learned to be open-minded, to spend as
little as five minutes or as much time as
is needed to reach a consensus. We have
learned that we need to be able to say why a
decision has been reached. Feedback really
is a positive loop.
And we have learned that there is a
strength in the collectivism of an expert
jury that outperforms a soloist role in assessing risk. Our lending is not now riskier,
it is simply better informed.
Ask yourself who takes the decisions
about your complex cases at other lenders?
You now know who takes them at Hinckley
& Rugby. You can call in with a niche enquiry at 11.30am and get a verdict by 4pm.
Instead of rough justice, you can get a just
decision.
To find out more about the MRC and how
you can get your cases on its agenda, call
Hinckley & Rugby’s Business Development
team on 01455 894084 or
email development@hrbs.co.uk.
www.hrbsintroducer.co.uk

Mortgage Referrals Committee
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The Association of Mortgage Intermediaries (AMI) is a noncommercial, not for profit trade body that represents the views and
interests of UK mortgage brokers.
We work with government, regulators
and policymakers to ensure the mortgage
industry meets the highest standards, whilst
campaigning for relevant and proportionate
regulation, working to create a positive
market for mortgage intermediaries.
We play a critical but constructive role
within the mortgage regulation process
– offering insights from the ‘front line’ of
the intermediary mortgage market whist
representing and lobbying for members’
interests with policy makers, politicians and
regulators here and across Europe.
Our dedicated team of specialists monitor,
analyse and interpret the regulatory and
policy environment affecting our members
and wider stakeholders.

As a member you receive the following
benefits:
1 Representation as the voice within the
industry
1 Keep abreast of matters affecting
your business through regular updates
insight and analysis
1 Monthly newsletter, factsheets and
ad-hoc news updates on legal and
regulatory issues impacting the
industry specifically the mortgage
market
1 Technical helpdesk for support and
advice on compliance, regulation and
other matters
1 Full voting rights and the right to stand
for election to the AMI board

For more information and how to join, please visit www.a-m-i.org.uk
or call direct on 01908 847 023.

ONLY FOR USE BY MORTGAGE INTERMEDIARIES

Committed to supporting you
and your mortgage customers
To help you and your customers we:
• Take different income types and benefit
payments into consideration
• Consider family gifted deposits and equity
for first-time buyers
• Provide an easy-to-use affordability calculator
that mirrors the one our underwriters use
Mortgages for how life is now.

NatWest Intermediary Solutions

MORTGAGES
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Blacks Connect offers the following
benefits:
1 A high quality service
1 Instant online quotations
1 An online referral system
dedicated to financial
intermediaries
1 Online live case tracking
1 No third party involvement
1 Open seven days a week
1 Client contact within four hours of
instruction
1 A dedicated conveyancer you can
contact directly
1 Earn up to £300 referral fee
1 Expert in limited company
transactions
1 Expert in BTL
1 No hidden costs

Following the implementation of the strategic working
partnership that has been agreed with SimplyBiz
Mortgages, I am delighted to inform you about our full
range of legal and conveyancing services that are now
fully available to all SimplyBiz Mortgages Members.
DAVID GILMAN

Senior Partner
Blacks Connect Solicitors LLP

1 Purchase protection insurance
included
Our Conveyancing services include:
1 Sales/Purchase
1 Re-mortgaging
1 Equity release
1 Transfer of equity
1 Equity loans schemes
1 Secured loans/bridging
1 Commercial/limited companies

Blacks Connect offer the following benefits:
1 Earn up to £300 referral fee
1 Purchase Protection Insurance
included in the cost
1 Open seven days per week
1 Online quotation and instruction
system
1 Case tracking
I thought it may be useful for you to know
a little bit about us...
Blacks Connect is part of Blacks Solicitors LLP, a 21 partner, full service law firm
with over 200 staff. We are market leaders
in intermediary conveyancing, winning the
‘Business Leader – Conveyancing’ at the
2018 British Specialist Lending Awards,
Mortgage Introducer Conveyancing/Legal
Business of the Year 2017. We were also
winners of the Mortgage Strategy award
for ‘Best Conveyancing Service – Individual Firm’ in both 2016 and 2014. We were
shortlisted in this category in both 2018
and 2017. We were also been nominated in
2017 and 2018 for the Financial Reporter
and Moneyfacts awards.
Not only is Blacks Connect a market
leader in domestic residential conveyancing

and remortgaging, we are also well known
in the growing specialist lending space. We
have a bespoke team for specialist mortgages, particularly the growing area of limited
company and portfolio buy-to-let. We also
deal with the wider specialist lending market, incorporating bridging, commercial
property and lease extensions. As a result
of its expertise, the team is well aware of
each lender’s particular criteria and can
advise the client accordingly.
As we are now on several ‘preferred lender panels’ as the main supplier of conveyancing services, we can act for your clients
on a dual representative basis saving them
time and money.
We offer our introducers a high-quality
service supported by our recently improved
and updated online quotation, instruction
and case management system. Our key
objective is to add value and to help our
introducing brokers ensure their client
receives a correct consumer outcome.
All our conveyancing is completed
in-house by our own highly experienced
staff. We can, therefore, control service
standards, client and broker engagement
and provide a service to the client and to
you which is second to none.

1 Buy-to-lets/portfolios
1 Shared ownerships and right to
buy
1 AST
1 Leaseholds and lease extensions
Registration is easy, so please get in
touch by:
Via the SimplyBiz Mortgages
website where you will find a direct
link to our site.
Email: ConnectSalesTeam@
BlacksConnect.co.uk and one of our
Business Development Managers
will contact you.
Telephone: 0845 521 2491
For more information on our
comprehensive Conveyancing
services, visit our website
www.blacksconnect.co.uk
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Ten minutes with…

In January, Steven Howard took on the newly created position of Head of Mortgage and
Lending Intermediaries Compliance Services. MI Magazine caught up with Steven to find out
more about the new role and his areas of focus during his first few months in the job.

Although you’ve been with the company
for over a decade, your most recent role is
a new one – both to you and to the Group!
What have you been concentrating on so
far?

I have been working with other departments to review the Group’s existing
mortgage and protection proposition,
however, the main focus has been
around forging improved relationships with lenders through phone
calls and onsite visits. I have also
been out at the first round of Mortgage Meetings, and have presented
the Compliance Update across the
UK, looking predominantly at recent panel removal examples and
how firms can employ best practice
in order to avoid this key business
risk. This area of the role links
nicely with the lender relationship
management, as I attempt to gather
relevant management information
and understand lenders’ various process and procedures when dealing with
fraud and quality issues.
Regulatory requirements for mortgage, protection and lending intermediaries continues to require comprehensive
and robust compliance support and, in my
view, this has never been more important.

www.simplybizgroup.co.uk

What are the biggest regulatory
challenges facing mortgage, insurance and
protection intermediaries at the moment?

Well, the introduction of the IDD has
affected protection and GI advisers, and
one of the changes they face is the need to
attain 15 hours of CPD a year. I think any
concern that intermediaries are feeling
about this requirement is unfounded; most
intermediaries are probably already undertaking 15 hours or more of professional
development in a year, there will just be a
learning process around which activities
count and how to record them. Remember
– when it comes to CPD, if it’s not written
down, it didn’t happen!
All firms will need to take action in order
to meet the FCA’s new Senior Managers and
Certification Regime. You can read more
about the ways in which we will be supporting you with SM&CR on page 10; all I would
say is please don’t waste any time getting
started, you need to have all your ducks in
a row by December this year, and it will be
here sooner than you think. I would also
strongly recommend that you attend our
upcoming SM&CR events, starting soon
across the country.
At the beginning of April, the FCA published two new papers – MS16/3: Mortgages Market Study Final Report, highlights
of which appear to focus upon the way in
which the regulator intends to challenge
lenders around affordability in order to help
‘mortgage prisoners’. It was also interesting to read the regulator’s thoughts around
‘execution-only’ and online mortgage tools,
but generally its findings were that the
mortgage market is working well.
The second, CP19/4: Mortgage customers: proposed changes to responsible
lending rules and guidance, although currently just at consultation stage, looks likely
to impact lenders. The FCA has requested
responses to this by 29th of June this year
and we will, of course, continue to keep
you up to date with this and all the latest
regulatory news.
For mortgage intermediaries only, there
is also the ongoing and serious issue of removals from lender panels.
How would you advise firms to steer clear
of panel removal?

As I mentioned earlier, this is a subject that
we covered at the first round of Mortgage
Meetings.

Regulatory
requirements for
mortgage, protection
and lending
intermediaries
continues to require
comprehensive and
robust compliance
support and, in my
view, this has never
been more important.
Lenders collect detailed management
information and store this via a system
called Hunter. This can be firm and individual broker based, and will generally
focus around fraud and packaging quality,
so it is essential for firms to ensure that
applications to lenders, more often than
not, are sent ‘right first time’.
Another area of monitoring which generally gets missed by firms is the success rate
of decision in principle (DIP) applications
and, once again, the monitoring of this
within your firm can provide you with vital information about your advisers. A poor
DIP success rate can highlight lack of initial
appropriate fact-finding and knowledge of
a lender’s criteria, so supervisors should be
fully conversant with this type of management information.
The biggest red flags for which brokers
need to watch out are:
1 Introducers – beware of introducers
who try and limit or manage your
interaction with the end client during
the advice process.
1 Clients – always try and meet with
the client face-to-face when possible
during the advice process, rather
than relying on solely telephone
or – a definite red flag – online
communication.
1 Supporting documentation – put
in the work to determine that
the accounts, payslips and bank
statements supplied by the client are

35

plausible. If the client is self-employed,
then you may wish to contact his
accountant, if they’ve submitted bank
statements then you may also ask for
statements from six to twelve months
ago in order to ensure consistency
and so on. These last two points can
be implemented on a risk basis where
information has been difficult to
obtain or something does not quite add
up about a particular case.
My rule of thumb is that brokers should
always trust their gut. If you feel like something isn’t right with a case, then investigate
it fully; even if it causes extra work until you
are completely assured. If you are proved
to be correct and there is something amiss
(especially if the case has been introduced
from a third party), then I would urge you
to consider your future dealings with that
entity. If in doubt, pick up the phone to the
lender and discuss or add case notes to the
application – lenders would much prefer
you to be open, frank and up-front about
any concerns that you may have on a case
and this would certainly reflect positively
on your firm.
If the worst does happen, and you’re do
end up under investigation by a lender, then
please do contact us as soon as possible to
see if we might be able to help.
Where can Members catch up with you in
the coming months?

I will be in attendance at some of the forthcoming events: Protection Events until the
end of May; Mortgage Meetings during
June and July and the Mortgage Battle
Events in September and October. It goes
without saying that Members should feel
free to get in touch at s.howard@simplybiz.
co.uk with any compliance queries at all –
that’s what I’m here for!
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PROTECTION

Jayne and Mark had just £150,000 life cover, not even sufficient to repay their own
residential mortgage.
Jayne has really struggled over the last
five years, not only coping with her own
grief after Mark’s unexpected death, but
also the grief and understandable challenges her younger children, particularly, have
endured.
She has lost much of their investment
when being in a forced sale situation to
release some monies. It is impossible to
forecast the state of the housing market
when a sudden death or critical illness
happens. Sadly for Jayne, this was during
a particularly flat time in the Midlands
housing market, so she was unable to realise
the value she expected from some of their
properties.

Challenges

I have worked in financial
services for over 25 years,
both in the specialist
mortgage and, most
recently, the protection
world. I have often
talked to advisers about
protection for their
buy-to-let (BTL)
landlord clients.

SHELLEY READ

Senior Business Development Manager
Royal London

More often than not, I would hear familiar
responses that these clients, often with a
large portfolio, would continue to receive
rent, or in worst case scenario, would sell
one or all of their properties, should they
become ill or die prematurely. But, is this
really the reality for the families of those
BTL landlords. What happens if this is not
as smooth a process as expected?

Jayne’s story
This has recently become very real to me,
and here I share the experience of my best
friend Jayne. Jayne is a mum of five children, some grown up, but three dependent
children living at home. Jayne seemed to
have an idyllic lifestyle. They lived in a
beautiful house and she was, by choice, a
stay-at-home mum. As well as his building
business, Mark, Jayne’s husband, looked
after their portfolio of fourteen BTL properties.
Mark had been advised to take life and
critical illness protection out to cover the
extensive mortgages but didn’t understand
the consequences and possibly like many
didn’t want think about death so as a result
did absolutely nothing .
During October half term five years ago,
Mark died very suddenly at age just 45. He
left Jayne and their five children, the youngest, Joshua, was just three at the time.

Other challenges have included property
voids, late or non-receipt of rent and the
ongoing demands of maintaining 14 properties.
How different could this have been if
Mark had taken out more life cover, maybe not even enough to repay all mortgages,
but at the very least a lump sum or regular
monthly payments from a family income
benefit policy? This would have allowed
Jayne a financial security to employ a
managing company to look after the rental
payments and property maintenance.
Instead of having to deal with a broken shower, a faulty boiler or vandalised
property, the company would have looked
after the rental payments and property
maintenance. All she really wanted to do
was grieve and love and support her family
through this sudden and tragic loss.
With the number of households with
children renting privately tripling in recent
years, and up to 16% of millennials set to
rent in the private rental sector from cradle
to grave(1), it seems likely, therefore, that the
number of landlords will also increase to
meet this demand.
To find out more, visit
www.adviser.royallondon.com/
protection/our-products/personal/
life-cover/
Source: 1. Home improvements, Action to address the housing
challenges faced by young people. April 2018.
Resolution Foundation.
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The protection industry advocates income protection as the most important
personal insurance someone can have. And we need to
encourage greater take-up of IP by consumers
if they are too ill to work.
HELEN CROFT

Underwriting & Claims Strategy Manager
AIG

By arming you with counterarguments to
the most common misconceptions, AIG
can help you explain to your clients why
income protection is easy to apply for and
accessible to the many.
Myth 1: People with pre-existing medical
conditions cannot get income protection

Actually, AIG covers 85% of customers who
apply for income protection(1).
We consider several factors about each
person when underwriting them for IP,
including their occupation, and it might
be that AIG will offer non-standard terms
for IP as a result. But you can help a client
understand what the terms might be by having a conversation with one of our pre-sales
underwriters via our underwriting helpline.
Did you know people with diabetes or
a history of cancer are now eligible for IP
too? It’s only fair that as many customers as
possible have access to insurance, so AIG
regularly looks at how we can help more
people and we now make it possible for
individuals with diabetes to get cover.
The survival rate for cancer is continuing to rise, and there are people who have
survived cancer who need to have protection in place. We now offer IP to applicants
who have not had a recurrence of their disease within the last ten years.
Myth 2: Manual workers cannot get an
own occupation definition

This might have been the case historically,
but there has been a change in recent years
to allow more own occupation definitions.
AIG can now insure HGV drivers, care

workers, builders and many other ‘manual’
occupations under own occupation cover.
We’re currently reviewing our occupation
rules for IP and will be able to insure even
more people under an ‘own occupation’
definition in 2019.
Myth 3: Self-employed people cannot get
income protection

AIG regularly underwrites self-employed
people for income protection.
Our online system can assess most of
these applications quickly and we have
straightforward philosophies in place to
make the process of applying for IP easy
for the self-employed. We use the personal
taxable income and provide clear guidance
in the application process for self-employed
applicants.
Myth 4: Financial underwriting is complex
and arduous

Most financial underwriting is done online
and with no evidence needed, using just a
person’s salary and details of any existing
cover to make an immediate decision. This
makes financial underwriting a quick and
easy process.
We don’t need evidence of earnings until the sum assured for income protection
is over £75,000 a year. For cases of that
size, we have a specialist high-net-worth
underwriting team who are experts in financial underwriting. If proof of earnings
are required, we usually ask for the P60 for
the employed person applying, or for the
accounts of self-employed individuals.

Myth 5: Income protection underwriting is
complex and needs a lot of evidence

60% of income protection applications get
an immediate decision without requesting
any evidence.
This is down to AIG’s intelligent underwriting system applying smart rules to
assess a large number of medical conditions
instantly. If a customer’s application needs
additional underwriting, it’s managed by
one of our 56 expert underwriters who will
deal with case referrals within four hours
of the application being submitted. Our underwriters use their experience and skills
to obtain medical or financial evidence
when it’s really needed. We only request
GP evidence in under 10% of cases(2), so
most applications can be assessed without
additional evidence or delays.

EASY & AFFORDABLE
At AIG Life, we continuously push ourselves to make the process of underwriting
IP as easy, and affordable, as possible so
more people can get the cover they need.
Talk to the pre-sales underwriting team
today about clients that you previously
thought we might not be able to help. Access
to IP insurance might be simpler than you
think for your clients.
Sources: 1. Internal MI 2018.
2. Internal MI 2018.

Introducing

The new members app that gives
you free, direct access to medical
experts whenever you need them.

HealthWise connects members with medical
experts at their convenience, so they feel
better faster.

HealthWise is available to all members
of The Exeter and their immediate family,
without the need to make a claim.

We’ve tailored HealthWise to the needs of
our members and the type of cover they
have, so they get the most from the service.

Simply download to a smartphone or tablet.
Members will need their policy details in
order to activate their HealthWise account.

Benefits include:
GP on demand
Second medical opinion
Physiotherapy
Mental health support

App Store is a service mark of Apple Inc. Google Play and
the Google Play logo are trademarks of Google LLC.

Call our sales team on 0300 123 3207 or
email sales@the-exeter.com

Lifestyle coaching
Nutritional advice

Find out more at

The Exeter is a trading name of Exeter Friendly Society Limited, which is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation
Authority (Register number 205309) and is incorporated under the Friendly Societies Act 1992 Register No. 91F with its registered office at Lakeside House, Emperor Way, Exeter, England EX1 3FD.
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So how does that work?
It’s down to two things. Firstly, on your
behalf we enter into discussion with our
protection partners with a view to being
part of an exclusive, well established collective that is dedicated to the provision
of additional benefits for our Group firms.
This quite simply results in better earnings
on your protection business.
The key driver in ensuring you receive
this additional commission is held in your
agency codes with the relevant providers.
Once a case is placed, that number is recognised as SimplyProtect, and the enhanced
commissions are applied.

Which providers are part of
SimplyProtect?

Ever been on holiday and met people that have booked
the same trip as you – but somehow they got it for less?
It happens everywhere. It’s like the joy of buying that
item you’ve wanted for an age and shortly afterwards,
it’s in the sale at half the price. How annoying is that!
Your pound is worth the same as anyone
else’s, yet when things like this happen,
you start to wonder. It can be the same in
business. If you don’t know the right way
to go about things, you could be losing out
on a considerable amount of income and it
doesn’t have to mean that you’re required
to do anything more than you’re currently
doing now, but at least here we are prepared
to share the secret!

Take a look at SimplyProtect
If you (or indeed someone in your firm)
provides clients with protection products
and have not yet registered to use SimplyProtect, then it’s highly likely that you’re
not getting the maximum payment for the
time and effort you’ve expended.
Put simply – for doing no more work, and
using the same quotation route, you could
be earning substantially more commission.

With SimplyProtect, you obviously don’t get
more for your money, but you certainly get
more for your hard work.

...for doing no more
work, and using
the same quotation
route, you could
be earning
substantially more
commission.

We have worked for a number of years
with AIG, Aviva, Legal & General, LV=,
Royal London, Vitality and Zurich and, at
the start of 2019, we welcomed three new
‘team’ members in Aegon, Guardian and
The Exeter, who now sit with our already
perfectly formed foundation. This means
you have ten of the leading providers from
which to select the products that best meet
your clients’ particular circumstances and
requirements.

You are not restricted
This means when you’re a registered SimplyProtect user, if the best product for your
client isn’t from one of the ten providers
– you are free to go elsewhere to source
exactly what you and your client needs.

There is no financial implication
to becoming registered
In fact it’s the opposite! You stand to do
nothing other than benefit. Add into this if
you don’t already have access to a protection sourcing tool, as a registered user, you
will also receive a free Synaptic Webline
licence to support your advice.
So, if you provide protection, what are you
waiting for? Your time should be as valuable as the other 2,000+ SimplyProtect
users already registered.
If you would like to learn more about how
you can increase your income, contact our
agencies team on 01484 439 133 or visit
the Protection Hub on the website.

Income Protection Benefit Plan

Without income, a
UK employee only
has enough savings
to last just 32 days*
With access to early and specialist
intervention, our Income Protection Benefit
Plan can help get your clients back to work.
Intermediary Designed

Sign up to our income protection webinar to find out more:
legalandgeneral.com/intermediarydesigned
This is not a consumer advertisement. It is intended for professional financial advisers and
should not be relied upon by private customers or any other persons.
*Source: Legal & General Deadline to Breadline, 2017
Q58462 01/19
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Reasons to choose
Legal & General for income
protection
For you
1 Our Low Cost Option provides a more
affordable option to help your clients
with a restricted budget
1 Support for your clients with our
Rehabilitation Support Service, at no
extra cost
1 Competitive pricing across all
occupation classes including 3 and 4
1 Our increasing plans now allow
customers underwritten on nonstandard terms to have the increasing
benefit
1 Access a range of resources and tools
to help you provide further support for
your clients

CRAIG BROWN

For your customers

Director of Intermediary
Legal & General Life Insurance

Planning ahead is something we all do, from saving for
holidays to who does the school run. Financial planning on the
other hand can sometimes seem overwhelming or something
to put off until tomorrow.
Legal & General’s ‘Deadline to Breadline’
research in 2017 of 2,000 full and parttime employees, revealed that, on average,
UK employees could be on the breadline in
just 32 days if they lost their main source of
income due to long-term sickness, critical
illness or death. Other key findings from
the research included:
1 More than a quarter (26%) of UK
employees surveyed said that their
current savings would last them just
one week or less.
1 Nearly one-quarter (23%) said they
do not save any of their income each
month, so for these people their
‘Deadline to the Breadline’ could be
tomorrow.
The research highlights the UK’s protection gap and the need for future planning
with products such as income protection,
which can play a vital role in helping families to cope with the sudden loss of income.

How can you help your client?
Legal & General’s intermediary only Income Protection Benefit plan provides a
monthly benefit to support your clients if
they are unable to work due to incapacity
caused by illness or injury, which results
in a loss of earnings.
Your clients can use this monthly benefit in a number of ways, such as helping
towards their mortgage or rent payments,
medical care, or to help maintain their
lifestyle.

MAKE IT PERSONAL
You can help them maintain their lifestyle if the worst were to happen. Legal &
General believes that to make protection
more relevant to clients, you need to make
it personal. Use the Deadline to Breadline
calculator on the adviser centre to show
your clients their own potential situation,
so you can help them decide how to help
protect their financial security today.

1 Greater flexibility with the ability
for clients to change benefit amount,
length of plan and deferred period.
Eligibility criteria applies
1 Access to a specialist rehabilitation
team at no extra cost to help guide your
clients back to good health
1 Early intervention to support clients
on the road to recovery from day one
1 NHS sick pay protection for NHS
doctors, nurses and surgeons
1 Income Guarantee to help protect your
client’s chosen monthly benefit
1 Indexation available for cases where
we’ve offered non-standard terms
Access a range of resources and tools
with Legal & General’s Income Protection
Hub to help you provide further
support for your clients at
www.legalandgeneral.com/
incomeprotection, or speak to your
dedicated account manager.

Wherever it lands, your client
is better protected with us.

If your client gets divorced...
...our dual life approach means both parties can
walk away with their cover still in place.
Joint life policies mean that protection is yet another thing
to sort out on divorce, and never top of the priority list.
Dual life means life policies are separate from day one.

GFS A 0050 0219

Spin the Wheel of Life and discover how our policies
protect your client no matter what the future holds at:
adviser.guardian1821.co.uk/wheeloflife

Guardian Financial Services Limited is an appointed representative of Scottish Friendly Assurance Society Limited which is authorised by the
Prudential Regulation Authority and regulated by the Financial Conduct Authority and Prudential Regulation Authority. Registered office:
Scottish Friendly House, 16 Blythswood Square, Glasgow G2 4HJ. Registration number 110002. Guardian Financial Services Limited is
registered in England and Wales under number 11115769. Registered office: 11 Strand, London WC2N 5HR.
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When you’re setting up protection for your client, it’s impossible
to predict what might happen in the future. The reality is, life
is unpredictable. The best fact-finding exercise won’t predict
divorce, a heart attack or even that long-awaited pay rise. As an
adviser, you’re placed in an impossible position to make sure your
clients have protection that meets their needs, no matter what
the future brings.
Unfortunately, protection policies aren’t really designed to be
flexible. The policy you take out when you first get cover is usually
the one you’re stuck with for the next 20 or 30 years. Even though
a lot can happen over that time.
As an industry, we’ve recognised over the years that people’s
lives change and that this has implications for the protection they
need. As a result, you’ll hear lots of providers telling you they have
‘flexible’ policies. But in our opinion, it’s not just about flexibility;
we need to go right back to the drawing board and address the way
policies are built.
Being a new entrant to the market, we were in the lucky position of being able to look at protection and really challenge some
traditional proposition design that we don’t think is fit for purpose
in today’s world. Let’s look at some unpredictable life events as
examples.

Divorce
In 2018, the ONS reported that the average marriage lasts just under 121/2 years. So where does that leave a couple who have taken
out a joint life policy when they go their separate ways? Typically,
they’ll likely be forced to let their policies lapse or cancel them
altogether. By this time, they’re 12 years older and might be less
healthy, resulting in higher premiums if they do take out new
policies.
With Guardian, our dual life policy means both partners can
walk away with their cover still in place. When they apply for a dual
life policy with us, we give them a multi-life discount, and their
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cover isn’t affected if they separate. So, they won’t end up paying
more now they’re single. No one should have to worry they might
not be protected during a time of uncertainty.

New job and pay rise
Your client finally gets confirmation of that long-awaited pay rise,
along with a new job. This means there could be more money in
the pot for more protection. At Guardian, using Guaranteed Increase Options (GIOs) couldn’t be easier. Typically, making use
of a GIO is a complicated and tiresome process. With us, there’s
no underwriting, medical evidence, application form or age limit.
All we need is an email from you and we price any increased
amount on the same basis as the original.

Not long to live
There’s no denying that being diagnosed with a terminal illness
is an emotional time. As an adviser you want to feel confident that
if the worst did happen to your client, they were appropriately
protected. Our Terminal Illness cover goes beyond the ordinary,
so you or your client has no need to worry.
Our cover doesn’t only pay out if a client is expected to survive
for less than 12 months. Uniquely, we also guarantee pay out if
they’re diagnosed with stage-4 cancer, motor neurones disease,
Creutzfeldt-Jacob disease or Parkinson-plus syndromes, even if
they’re expected to survive for longer than that.
Spin the Wheel of Life and discover how our policies protect
your client no matter what the future holds at:
adviser.guardian1821.co.uk/wheeloflife
Source: Divorces in England and Wales: 2017, Office for National Statistics, September 2018

For intermediaries only

Business
protection
made easy

With 5.7 million businesses in the UK1 – each with their own
specific financial needs – make sure you’re not missing out
on a great opportunity to grow yours.
Our new online business protection toolkit has all the information, support and
guidance you need to help you tap into this market. Whether you’re new to the
market or not, our online toolkit has something for everyone.
1 Department for Business, Energy & Industrial Strategy – Business population estimates for the UK and regions 2018

aegon.co.uk/business-protection-toolkit

aegon.co.uk

@aegonuk

Aegon UK

Aegon UK
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having to enter into any discussions around
possible solutions. Once the liabilities are
captured on the audit, they can pass it to you
as a warm lead – not just for the loan cover,
but also for key person loss of profits cover.

Find out more

How do you get business protection on the agenda
and generate more leads from your professional
connections?
Have your clients considered how their
business would cope financially if they, or a
key employee, fell ill or died unexpectedly?
Does your client have any business loans
or director loans? What is the exposure to
their business if the unexpected happens
and these liabilities remain unprotected?

Help is at hand
Our Business Protection Liability Audit
keeps things simple – allowing you to ask
them a simple set of questions without
the need to enter into any discussions on
possible solutions. It’s quick and easy to
complete. The answers establish if they
have any liabilities, the need for cover and
how important protecting these liabilities

is, to making sure their business runs
smoothly.

Professional connections and
other introducers
Are you getting your fair share of referrals
from your professional connections or
other introducers (for example commercial
and/or general insurance brokers)? If not,
maybe it’s because they don’t feel comfortable discussing business protection with
clients.
Introducing your professional connections or other introducers to our Business
Protection Liability Audit could be the
answer. They can use the audit to get business protection on the agenda – without

Our new online business protection toolkit
gives you all the support and information
you need at your fingertips to understand,
discuss and write business protection.
You’ll find our Business Protection Liability Audit in the Vault – your one-stopshop for all the support material you’ll need
to help you in the business protection market. This includes sample material, sales
aids, technical factsheets, videos and more.
All are designed to help you understand the
importance of, create the need for, and discuss business protection with your clients.
Visit aegon.co.uk/business-protectiontoolkit for more information on business
protection including access to our new
guide and all our support material, or
get in touch with your local Aegon sales
representative.
This communication is for intermediaries only.
It mustn’t be distributed to, or relied on by,
customers.

For UK financial advisers only

We’ve exteeeended our
income protection

✔ Parent & child cover
✔ NHS sick pay guarantee
✔ Rehab support services
✔ Fracture cover
✔ Death benefit
✔ Remote GP
✔ Prescription services
✔ Second opinion
✔ Legal advice
✔ Counselling

We’re delighted to be named
Best Income Protection Provider
for the last nine years.
Thank you to everyone
who voted for us.

Best Income Protection Provider

Plus £1,250 LV= Income Protection
All this for around £20* a month

Contact your LV= Account Manager
or visit www.LV.com/extendedIP

LIVERPOOL VICTORIA

* Based on a 35 year old, non-smoking financial adviser with £1,250 a month Income Protection level cover with guaranteed rates, a six month
waiting period, waiver of premium and retiring at 60. Price as of September, 2018. 0024884-2018 10/18
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As a nation are we poorly
prepared to cope with an
income shock?
CARL HEARD

National Account Manager
LV=

There are only a few
certainties in life, and death
is one of them. Yet when it
comes to disability, accidents
or particularly long-term
illness (and being off work for
a prolonged period), people
genuinely like to believe it
won’t happen to them.
Yet the statistics don’t lie: 1 in 3 will suffer from cancer, 1 in 4 will have a mental
health issue and, for working age clients,
they’re far more likely to be ill and off work
for a sustained period, than die. Each year,
more than 1 million people in the UK are
unable to work for a month or more because
of sickness or accident.
People are unaware – and not that interested – in the everyday risks they face and
the devastating impact they can have both
financially and emotionally.
At LV=, we broke the mould several years
ago with the introduction of a simple, free,
quick and easy to use online tool for advisers
to use with clients. Using the LV= Risk Reality Calculator (www.riskreality.co.uk/
gen), advisers can quickly make their client
conversations more real and personal.
For example: A couple in their midthirties have a 6 in 10 (58%) chance
of being off work for two months
or more, compared to 1 in 4 (23%)
chance of suffering a serious illness,
or ‘just’ 7% chance of dying before 65.

Overall what needs to be done to
encourage greater sales in this
market?

And there’s a double whammy, not only are
people generally not interested in facing
up to the prospect of an income shock, but
as a nation we’re poorly prepared for them
too. This financial fragility is highlighted
in the latest LV= Income Roulette Report.
For example: Only 27% of people
in their early thirties said they had
more than the Money Advice Service
(MAS) recommended level of savings
(three month’s outgoings in accessible
savings). For the approximate
2.4million so-called ‘sandwich
generation’ – those in their forties
and fifties who look after children and
maybe older relatives – our research
found that 57% fell short of the MAS
recommended amount. The financial
resilience of UK households is
woefully inadequate.

Protection insurance remains a positive
force for good, with high degrees of certainty and control (and life-changing amounts
of money), compared to a client relying on
meagre mercies of the state.

Talking about income protection with
every client in every conversation would
make a huge difference, and LV= offers a
leading range of IP to help you do just that.
A wider challenge is the operating environment. Awareness and understanding of
protection, and particularly income protection, is just as low among policymakers and
Government as it is among consumers. The
lobbying work, and ideally a united voice
from the industry, has an important role to
play to create a positive and fair landscape
for income protection – and for financial
services to be viewed and treated as a genuine force for good.

BRIGHT FUTURE
As we look ahead, there is a bright future
for income protection, with more opportunities to protect our clients’ most valuable
asset, more developments and adviser
support.
After all, Income Protection is simple – it
works when your client can’t. And that’s got
to be a worthwhile thing.
For information on LV= Income Protection
visit: lv.com/extendedIP

Only bricks
and mortality?
Our new Mortgage Plan protects
Our
Mortgage
protects
morenew
than
just your Plan
clients’
lives.
more than just your clients’ lives.
The Mortgage Plan is now available with Serious
The
Mortgage
Plan is now
available
Serious
Illness
Cover Protector,
which
coverswith
more
Illness
Cover
Protector,
which
covers
more
conditions
than
any other
insurer*
and
pays out
conditions
and pays out
at 100% forthan
77 ofany
theother
mostinsurer*
severe conditions.
at 100% for 77 of the most severe conditions.
And with our Healthy Living Programme,
And
ourcan
Healthy
Living Programme,
your with
clients
be rewarded
from day one.
your clients can be rewarded from day one.
One quick and easy application means your client
One
quick
and easy
application means your client
can be
covered
in minutes.
can be covered in minutes.
Change the conversation with our new
Change
the
conversation with our new
Mortgage
Plan.
Mortgage Plan.

adviser.vitality.co.uk/mortgage
adviser.vitality.co.uk/mortgage

POSITIVELY DIFFERENT LIFE INSURANCE
POSITIVELY DIFFERENT LIFE INSURANCE

T&Cs apply. VitalityLife is a trading name of Vitality Corporate Services Limited and is authorised and regulated by the Financial Conduct Authority.

*Defaqto
ed Competitor
Sep 2018.Services Limited and is authorised and regulated by the Financial Conduct Authority.
T&Cs
apply.verifi
VitalityLife
is a tradingComparisons,
name of Vitality Corporate
*Defaqto verified Competitor Comparisons, Sep 2018.
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Who’s going
to look after
you when
you’re
old?

DEEPAK JOBANPUTRA
Deputy CEO
VitalityLife
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58% worry about developing Alzheimer’s/
dementia and an equal percentage worry
about being able to perform activities of
daily living, yet only 20% of us expect our
children to support us. Understandably,
therefore, 68% of people worry about future care costs, with 58% struggling to
even quantify them(2). Without wanting
to sound alarmist, but with later-life care
bills exceeding over £30,000 a year(3), it’s
unlikely personal savings will be able to fill
such a gap.
So there’s little point ignoring the issue,
particularly as the increase in later life conditions and the rise in life expectancy seem
set to continue. It’s precisely why we’ve
made considerable efforts to come up with
a world-first for the protection industry:
the Dementia and FrailCare Cover plan,
designed to help support people as they
prepare for their later years, whatever they
may bring.
It’s an integrated product, available on
Serious Illness Cover at no extra upfront
cost or underwriting, that could help
towards the cost of caring for dementia,
Alzheimer’s, Parkinson’s, stroke and frailty. For the duration of the cover term, your
clients enjoy the highest levels of serious
illness protection. Then, when the term
ends, it automatically converts into a fund
to help pay for their later life care.

REWARDS

It’s a question creeping inexorably up the social
agenda, but one that few clients even want to
consider. VitalityLife’s Deputy CEO, Deepak
Jobanputra, argues it’s time we did, for all our sakes.
If you have clients who have already taken
care of – and more importantly, funded –
their potential later life care needs, let me
be the first to congratulate them for their
admirable powers of foresight. They certainly are in a very select group of people.
For everyone else – and I’m guessing
that’s at least 99% of them – the thorny issue
of planning for a future that may involve
having to live with dementia, Alzheimer’s,
Parkinson’s, stroke or frailty is one which
grows ever more relevant with every passing year.
To be fair, it’s not as if there’s currently
a glut of financial products for long-term
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care. After all, the former UK pensions
minister, Steve Webb, recently referred to
these products as being something that “no
one wants to buy”. But that doesn’t make
it any less of a burning issue for you, your
clients or society at large.
Look at the data, which all appears to be
pointing one way: at current rates, around a
million people in the UK will have dementia
by 2025, rising to two million by 2050(1).
As a result, consumer research into views
on later life conducted by Vitality revealed
that 71% of us expect a steep increase in the
numbers needing later-life care. However,
only 12% expect the NHS to foot the bill.

Of course, as the insurer that rewards
clients for positive lifestyle habits, following our healthy living programme over
the long term can also help protect them
against the onset of later-life conditions
in the first place. Together with the added
financial security our new plan brings, we
hope this is an important first step on the
long road to addressing this urgent social issue. Because, however, much we try to avoid
it now, it’s something the vast majority of
your clients will have to face eventually.
Find out more about Dementia and
FrailCare Cover at adviser.vitality.co.uk.
Sources: 1. Alzheimer's Research UK, Prevalence by age in the
UK, 2018.
2. Internal Vitality research: research design – 1001 robust online
consumer interviews. 585 SIC/CIC plan owners aged 30-70 and
416 SIC/CIC considerers aged 30-50, with broad spread of age/
gender/geographies conducted 10-15 August 2018.
3. Mintel, Planning for Long-Term Care, UK, September 2017.
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CHLOE FAULKNER

Marketing &
Business Development Manager
APS Legal & Associates

H
It can be difficult to broach conversations about
estate planning with clients. Asking someone to
think directly about their death isn’t easy, but,
if plans aren’t made while people are in good
health, vital documents might not be available
when they’re needed most.

ow can advisers raise this
difficult subject with tact
and empathy? One strategy is to start with positive
questions about your client’s long-term goals for
wealth or the estate. Asking about loved
ones and family can be a gentle way to approach more emotive topics, such as death
and dying. People generally like talking
about those they love, and attuning clients’
minds to the positive outcomes made possible by timely estate planning is a good
way to lead the conversation.
This doesn’t mean that advisers should
shy away from frank discussions about
death, but rather that these conversations
should keep sight of what is to be achieved
through careful planning. Ensuring that
hard-earned wealth passes successfully
to one’s loved ones, or that decisions about
a person’s health and finances can still be
made in circumstances where they can’t
make them on their own, is important.

CRUCIAL DOCUMENTS
Sadly, only around 42%(1) of over 55s in
the UK have valid wills in place; the statistics for powers of attorney are even lower,
with only about 12%(2) of UK adults opting
for these crucial documents. Perhaps these
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figures are why advisers are increasingly
turning their attention to estate planning to
ensure that their clients’ affairs are in order.
A nudge from a trusted adviser capable of
making the positive case for estate planning
can mean the difference between things
being left too late, or acting just in time.

LOST CAPACITY
Powers of attorney, for example, are required if friends and family members are
to make decisions on the behalf of a loved
one who has lost capacity. With powers of
attorney in place, decisions can be made
as soon as a person loses the capacity to
make them on their own behalf. This ensures that the family can act quickly, sure
in the knowledge that the best interests of
their loved one are being looked out for at
all times.
Without these documents, however, not
even the next of kin can decide what happens with a person’s finances, pensions, or
care arrangements without first making a
lengthy court application. Even then, those
appointed to act by a court are beholden
to continuing court supervision, and the
continuing fees this involves.

A nudge from a
trusted adviser
capable of making
the positive case for
estate planning can
mean the difference
between things
being left too late, or
acting just in time.
If powers of attorney ensure that a
person’s wishes can be carried out in their
lifetime, wills achieve something similar
on death. A valid will offers relief and peace
of mind, ensuring that hard-earned wealth
is passed on safely to next-of-kin. Trusts
can be set up to provide continuing benefit
for children, grandchildren, and vulnerable
people, or to protect the interests of beneficiaries where there might otherwise be
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conflict or disagreement. Being sure that
the estate is to be looked after and administered by a trusted executor of your client’s
choice, offers further reassurance to those
concerned about what happens when they
pass away.
Of course, the problems that can arise
where no will has been written are legendary, ranging from minor family disputes to
full-blown, hostile litigation. The intestacy
rules – which dictate where assets should go
where no valid will exists – rarely coincide
exactly with a person’s wishes, and even
where they do, control over the appointment
of executors, guardians, and trustees is lost.
For all these reasons, it’s crucial that
advisers continue to make the positive case
for timely estate planning.
To find out more about how you can get
involved and advise your clients on this
please contact us on 01909 531751 or
c.faulkner@aps-legal.co.uk.
Sources: 1. www.independent.co.uk/news/business/news/
nearly-two-thirds-of-uk-adults-dont-have-a-will-researchfinds-a8148316.html.
2. www.bbc-law.co.uk/legal-news/solicitors-for-elderlystatistics/.
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LATER LIFE PLANNING

Intergenerational planning

The sandwich generation is in a bit of a pickle.
Have you protected their BLT legacy, asks Debra
Hale, Zurich Protection Specialist.

DEBRA HALE

Protection Specialist
Zurich

My partner recently asked me what I mean
by sandwich generation. Is it because
us middle aged folk were brought up on
sandwiches? It made me laugh but he has
a point. I have fond memories of tinned
salmon sandwiches on a Saturday as there
was nothing else in the pantry until my dad
got paid on Thursday.
It’s not about sandwich choice of course.
The ‘sandwich generation’ refers to those
stuck in the middle of their family line,
typically looking after children and grandchildren whilst caring for parents and, in
some cases, grandparents.

As a fully-fledged member of this demographic cohort I find much to relate to. I am
the jam sandwich – the one who picks up
the childcare baton – and also the BLT of
the family – the go-to for the ‘best lender
terms’ (or ‘big life treats’). I’ve helped my
children out many times with financial
commitments, such as weddings.
My family is a modern extended family.
Longevity plays a big part – my granddad
died last year aged 102 and his main carers
were my aunts, all aged 70 plus. My mother
is a fairly young baby boomer, but as the
eldest of four sisters, I am starting to feel a
shift in the care responsibility and it’s not
boding well for my retirement fund.

Domestic care
A YouGov poll in 2012 showed there are
around 2.4 million sandwich carers in the
UK. That number is on the rise as we live
longer. There are other contributing factors, such as women putting careers first
and having children later in life. Children
are living at home for longer too.
Almost a fifth of 45 to 60-year-olds are
actively supporting their parents while
their children are still living at home. This
creates a huge reliance on this generation
both emotionally and financially and women are most likely to be the main carers in
these situations.
There are many positives for this multi-generational layered approach to family
life: looking after loved ones is rewarding
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and can strengthen the family unit. The
downsides can be difficult to manage
though. I can think of two friends that gave
up work in their 50s to look after dementia
suffering parents.

Legacy release
The bank of mum and dad has evolved to a
‘club sandwich’ generation of retirees, and
research shows that families are being
bankrolled up to £4,000 a year.
A 2018 study found that retirees are supporting an average of three family members
and expect to hand out £360 a month to
children, grandchildren and parents.
With so much of the wealth held by the
over 50s it makes sense that we step in and
help our families whilst we can.
The current retired generation have
made good with the property boom and ISA
accumulation, and many have admirable
pension pots. Their children and grandchildren may not get the same opportunity, so
there is expectation that the sandwich crew
will help out.
Inheritance pots are likely to be depleted
as more people in retirement release their
legacies to their loved ones.

Health risks
Nowadays, our younger family members
are more likely to choose a Mexican bean
wrap over a cheese and onion pasty; eating
habits have changed for the better.

Sadly, a member of the sandwich generation is probably not as healthy as their
grandchildren, so the future care burden on
both the family and on the state is growing.
There is a lot of responsibility on sandwich generation, so it’s crucial that health
risks are considered when they seek financial advice.
Consider also the needs of their extended
family, protecting their assets and their end
of life costs; there is much to be said for a
plan B for many of these scenarios in the
form of a protection underpin.
Talking to them about longer-term solutions like a whole-of-life or convertible term
policy and taking advantage of guaranteed
insurability options can be prudent too.

The ‘sandwich
generation’ refers to those
stuck in the middle of
their family line, typically
looking after children
and grandchildren
whilst caring for parents
and, in some cases,
grandparents.
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Zurich’s personal protection plan offers
features that add meat to our sandwich
bones – milestone benefit, carers benefit,
fracture cover, comprehensive critical
illness cover, child’s conversion option and
online trusts to name a few.
For many financial advisers, involving
the family in their client’s financial planning is a wise decision. Building in other
elements to the protection solution, such
as trust planning or setting up a will, will
more likely result in higher client retention.
So whether you prefer an avocado and
prawn wrap or a good old fashioned corned
beef doorstep, give the sandwich generation
a cheer for all they do and ultimately make
sure that their BLT legacy is protected and
preserved.

Want to know more?
Phone your Zurich consultant on
08085 546 546 or visit
www.zurichintermediary.co.uk/en-gb/
protection
We may record or monitor calls to improve our service.
Zurich Intermediary Group Limited.
Registered in England and Wales under company
number 01909111.
Registered Office: The Grange, Bishops Cleeve, Cheltenham,
GL52 8XX.
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GENERAL INSURANCE

When the
going gets
wealthy, get
the experts in!
When applying for life cover, a valued customer would expect to be asked
extensive questions, particularly if they have specialist needs, such as, say,
existing medical conditions. Surely therefore, you would expect it to follow
that the same level of exploration should be present when sourcing cover
for high-net-worth clients’ homes and their valuable contents.

A

s in the case of life insurance, a high-net-worth
underwriter would work
closely with you and your
client to ensure all the important facts are discussed
and covered prior to inception, to ensure
that no vital information is missed and
therefore no surprises arise at the time
of a claim. This is a fundamental part of
the process when handling the unique,
and sometimes complex, cover needed for
your affluent and valued clients. Largely
this level of protection is not available online, as the underwriters need to have the
experience and understanding to be able
to meet the various permutations offered
with each unique case. These skills cannot
be programmed into a quotation portal and
are honed over many years. Again, there is
no reason that this level of service should
not be expected when applied to high-networth insurance.
This is why Couture, the home of highnet-worth insurance, powered by Genius
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GI, gives you direct access to highly trained
account technicians who understand the
need to ask the right questions of both the
client and the underwriter, to ensure that
the best possible solution is delivered to
your clients at the point of quotation. In the
same way as with life cover, this approach
avoids those difficult, and sometimes
costly, situations having to take place at a
time when the worst happens and a claim
occurs. As an established adviser, where
you have no doubt spent considerable time
developing a relationship based on trust and
understanding, it is only right that your
client therefore has a right to expect that
you have taken all your knowledge of their
finance and circumstances into account
when supporting their lifestyle.
That is not to say that, as professionals
with busy lives, the understanding of the
value your clients might have in their homes
and possessions doesn’t become disjointed
over time. This needn’t be a concern, as the
team at Couture holds a vast experience of
dealing with and assisting customers who,
for many reasons, have lost track of the
value of their home and its contents. The
danger here is that they have in the past
fallen into what can be a very costly trap
of under insurance. This is not to say that
a bad situation cannot then be rectified if
your client finds themselves in this situation, the team will help.
Alongside is a real life example of how
the Couture team helped, let’s call them ‘Mr
& Mrs Dunwell’, put this particular type of
issue right.

Example scenario
Mr & Mrs Dunwell are highly
successful professionals residing in
a substantial detached property with
their seven children (two of whom are
at university living in halls away from
home).
Their existing insurance schedule
noted:
Building sum insured
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Whilst it’s the case that the premium did
increase by £700, the client benefited
from an increase in cover totalling over
£750,000 and had the peace-of-mind and
professional guidance of a survey by the insurer that helped with many other aspects,
such as security and risk prevention. In
addition, the policy also provided cover for
the children’s personal possessions whilst
at university.

£1m

SATISFIED CUSTOMER

Contents

£58,000

Unspecified jewellery

£25,000

Existing renewal premium

£2,300

The end result was a very satisfied customer, having the comfort of knowing that
if the worst was to happen at any time, with
the correct cover in place, the insurance
company are fully aware of the risk and
that, should there need to be one, a claim
would be paid with no fuss or delay.
You will be aware of your high-networth clients for a variety of reasons and,
as their adviser of choice, isn’t it worth the
little time and effort required to ensure
your client is underwritten for life and the
curved balls it throws?

During our conversations with
Mrs Dunwell, it was agreed that an
assessment of the sums insured was
well overdue and, along with guidance
from the chosen underwriter, the team
began the assessment that would
ensure the sums insured reflected
the true value of the risk. After some
work from the client, the underwriter
and the team at Couture it was agreed
that the sum insured would better be
reflected as follows:
Building sum insured

£1.5m

Contents

£250,000

Specified jewellery

£50,000

Unspecified item

£30,000

Premium

£3,000

For further information about how
Couture can help you and your clients,
visit the website GeniusGI.co.uk or call the
team direct on 01273 407775.

For the use of mortgage intermediaries
and other professionals only.

£500 CASHBACK
We understand that the Buy to
Let remor tgage process can be
costly for your clients. That’s why
we’re of fering your clients our
best deal possible to reduce the
cost – £50 0 cashback on Buy
to Let remor tgages. Of fer can
be withdrawn at any time and
exclusions apply. We also of fer
additional suppor t through free
standard legal and valuation fees.
For more information speak
to your Business Development
Manager or visit bmsolutions.co.uk

Visit
bmsolutions.co.uk
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