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Hello, and welcome to the winter 2019 edition of
MI Magazine.
So, here we are at the end of the year, on the cusp of 2020. I hope it has proved to have been an enjoyable and
productive year for all of you.
At this time of year, it’s always a good time to take stock; to consider the year behind you and look forward to
what lies ahead.
From my perspective, I feel that we’ve continued to do what we do well at SimplyBiz Mortgages, as well as
further developing our services to better support you, your firm and your clients’ needs. Although we have
increased the size of our panel significantly this year – for more details, please see page 18 – the benefits on
offer to Members of SimplyBiz Mortgages are much broader than the panel alone.
We have hosted over 80 face-to-face meetings across the UK, provided thorough and significant support
on a number of important regulatory matters, and strengthened our ancillary sales offering. Internally, we
have grown the SimplyBiz Mortgages team in all areas, to ensure that we have the right people and technical
specialists in place to support you with our evolving services and offering. This then allows you to save time,
grow your business, take advantage of exclusive opportunities and stay ahead of matters that might affect
your firm, and here I draw attention to compliance, SM&CR and fraud.
In this edition of MI, we have a host of information on products, services
and regulatory changes that we think may be of interest to you from
within the Group and our selected partners, and I hope you find it
valuable.
As always, we’d be delighted to hear what you think – and about
anything that you’d like to see covered in the magazine in
2020 and beyond.
Warmest regards,

Martin Reynolds
CEO
SimplyBiz Mortgages

For more information about our services, please call us on 01484 439160 or
email mortgages@simplybiz.co.uk • www.simplybizmortgages.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. 09619906. Registered Office as above.
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Client relationships will
always be at the heart
of our business
Managing Director,
Berkeley Alexander

Mark has over 30 years’ experience in
the GI market, the last 15 of which have
been spent in the intermediary market.
Having spent time at high street insurance
brokers Hill House Hammond/Swintons,
Mark spent four years as European
Personal Lines Operations Manager
with global insurer, ACE, looking after a
motor insurance scheme for US Military in
Germany before joining Berkeley Alexander
as a Business Development Manager. Promoted
to Sales Director in 2011, Mark worked closely
with The SimplyBiz Group, helping develop the
Genius GI concept. He then joined Uinsure
in 2014 as National Account Manager
before promotion to Head of Sales. After
four years with Uinsure, Mark was
approached by Berkeley Alexander to
return as Managing Director.
A British Mortgage Award Finalist
on four occasions, Mark continues
to play competitive football (even
at his age!), hacks around a
golf course on occasions and
loves being involved with the
mortgage market.

What are the biggest challenges facing
brokers at the moment?
Not knowing what the future holds
until Brexit is sorted – what happens to the housing market, or how
their business will be affected.
To weather the storm, brokers
need to take a close look at their
strategy for 2020 and, as part
of their plans, consider moving
into different, complimentary,
product areas or improve their
business levels in products
such as General Insurance
(GI) and protection. GI alone
can open up a wealth of opportunities, as it is not simply
about home insurance.

www.simplybizmortgages.co.uk

And the biggest opportunities?
Of course I would say GI, but there are
so many more opportunities for brokers,
not only with new clients, but also within
their existing client base. Have they really
tapped into that book? Take a step back,
review the opportunity from those clients.
For example, how many are self-employed
or company directors? That could open the
opportunity for not only commercial insurance, such as office, liability, PI, directors
and officers, but also business protection
and group PMI. These are policies which
are annually renewable and can pay excellent commissions year after year. Highnet-worth is another potential high growth
area definitely worth exploring.
Home insurance and standard single
property landlords’ insurance, alongside
new residential and re-mortgages, will
build valuable long-term trail income, but
I appreciate many brokers have generally
said £70 per case is not worth the hassle. If
they take a look at commercial/non-standard, the income potential is staggering. For
example, in July this year our top ten new
commercial GI cases generated commission of £12,000. To earn the same from
home insurance, you’d need to complete
around 200 home insurance sales!

What is Berkeley Alexander doing
to help intermediaries with both
challenges and opportunities?
When I re-joined Berkley Alexander just
over a year ago, we set out a strategy to help
brokers build additional income and provide extended services to their clients, with
focus on commercial and specialist GI. To

help brokers understand the opportunity,
we recruited several new business development executives and telephone business
development managers who, along with
our Sales Director and Commercial Development Executive, are engaging with firms
who are keen to understand how to tap into
their GI potential. These are not just pop-in
meetings, with a cup of coffee and supply of
doughnuts for the team (as welcome as they
are, I’m sure) or telephone calls for the sake
of it; these are specific business strategy
meetings with agreed actions, training
support from us and agreement from both
parties to work closely to help each other
succeed. Working with firms that are eager and determined to deliver on an agreed
action plan is producing excellent results.

Where would you like to see more
innovation in the industry?
There are some great strides being made
towards making the standard home insurance quote/sales process more efficient,
but I am a great believer in advice, and
quality client relationships. The more you
know about your client, the better the relationship and the easier it is to open doors to
do more business. Innovation has a part to
play, but we need to be careful that it does
not cut the ‘heart’ from the industry. At
Berkeley Alexander, we are always looking
for innovative ways to improve our service
and products, but in ways which benefit and
promote the broker/client relationship. For
example, we have a new, innovative income
protection policy which is being launched
later this year that will very much echo this
sentiment. The product has been developed
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as a result of conversations with a number
of brokers and key accounts. I am really
excited about its launch... watch this space.

Could you tell us a little about your new
risk management portal?
The new service helps businesses to manage many aspects of staff employment and
workplace safety, simply and cost-effectively, all in one place. It provides stepby-step guidance and the tools they need
to help to maintain best practice and stay
compliant in relation to health and safety,
human resources, business continuity
and driving at work risk. There is also an
e-learning tool with 16 health and safety
modules that are CPD certified and approved by RoSPA, Proskills, and the NOS,
including items such as working at height
and handling heavy goods.
It can be included as an optional addon to all commercial general insurance
new business and renewals, but can also
be offered as a standalone service. Brokers
can also buy blocks of the risk management
service and provide free access to their
commercial clients as part of their added
value service.
It’s a powerful, comprehensive tool that
clients will really benefit from and value –
helping brokers with client retention and
loyalty and giving them another all-important USP.
It costs £90 per business (inc. VAT) for
the year and intermediaries make a 35%
commission (net of VAT). The service is
just one example of the great initiatives and
investments we have made to help brokers
and advisers to maximise the potential
across their book.

Visit the GI tab of the SimplyBiz
Mortgages website to find
out more about Berkley Alexander.
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COMPLIANCE

Is your firm ready for the first
stage of implementation for
SM&CR on 9th December 2019?

www.simplybizmortgages.co.uk
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s we approach the final furlong for the implementation of the essential first key stage of the Senior
Managers & Certification Regime, we hope you
have been busily reading the four editions of our
Guide to the Senior Managers and Certification
Regime, all available in the SM&CR section of the
Compliance area of the website. Hopefully, you have also been able
to complete the relevant appendices to ensure you don’t have to
down tools to deal with your firm’s transition in one concentrated
application.
SUPPORT

SENIOR

MAN AGE

RS & CERT

IFICATION
REG

SENIOR

Of course, the December deadline isn’t the end of the SM&CR
process, it’s actually the start of a new way of working and we urge
you to explore the supporting services we provide through the
Compliance Specialist Centre, also found in the Compliance area,
which will support through tangible evidence, that your firm is
meeting regulation throughout. Further details of these additional
services can be seen towards the end of the article.

IME

MAN AGE

RS & CERT

REG
IFICATION

IME

Senior Managers &
Certification Regime
A practical guide to prepare
firms for the new regime
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Key stage deadlines for SM&CR

The purpose of this document is to help you understand your responsibilities at the time
of implementation, and to offer some
A practical guidance in the lead up to the new regime.
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The purpose of this document is to help firms understand their on-going responsibilities
and the steps they must take after commencement to demonstrate that staff are fit
and proper and to offer practical guidance to support these activities.

The deadline for training
all other staff
9 December 2020
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Taken advantage of your
Online Conduct Rules
training yet?

Not ready and
needing support?

The Conduct Rules are a key part of the
Senior Managers &Certification Regime
and underpin the fundamental goals of improving standards, encouraging accountability and emphasising the importance
of proper conduct. They are high-level
principles and set basic standards of good
personal conduct against which staff can
be held to account. They apply to anyone
involved in any activity for which the firm
is authorised, i.e. all those with the potential to cause harm to the consumer.
During summer, we made available comprehensive free training on the Conduct
Rules, which features a course resource
book, five training videos, a number of
role-relevant case studies to support understanding of the rules, model answers
and finally the Conduct Rules and Senior
Managers declarations. You could say Conduct Rules in a box – you just need to ensure
they are understood and that they form the bedrock of the way
your firm as a collective of individuals interacts with your clients.

If feel you have significant work to do
before the transition date, and perhaps
you didn’t get chance to attend one of our
recent SM&CR workshops or the intensive
training days that will complete any day
soon, remember, you are not alone.
The additional support to get you back
on track, should you need a helping hand, is
available either over the telephone or in person with a compliance consultant who will
be available to visit you at your premises.

This training is available at no additional cost to all firms as part
of our core SM&CR offering.

The additional
support to get you
back on track...
is available either
over the telephone
or in person...

Desk-based consultancy support

If you have started your SM&CR journey but just feel that you
need a bit of guidance in certain areas or that getting time away
from the office is not easy and you are just looking for one-to-one
support and confirmation regarding your SM&CR plans, then a
consultation call with one of our Specialist Technical team may
well meet your requirements as a quick and easy option to get you
to the finishing post on time.
Over a pre-booked period of two hours, you will be able to ask
questions of an SM&CR specialist discussing your particular
firm structure in detail, highlighting all the key steps and stages
you need to have completed to ensure your firm is ready by 9th
December. The call should complete with you having a detailed
understanding of the new regime, the reasons behind the changes
and why the FCA needs the information that you have compiled
together. During the call, you will have support to enable completion of the relevant paperwork, as well as having a thorough
appreciation of the best way for you to roll the new regime across
your firm. By the close of the call, you will understand the category
your firm fits into, and who within your firm will be best suited
to the various roles that require registration with the FCA. You
will also receive an SM&CR action plan, that will be tailored to
your firm, and copies of all the relevant documentation completed.
After the call, you will receive an SM&CR action plan that will
be tailored to your firm, and copies of all the relevant documentation completed.
There is a charge for this additional support service which is
£225 plus VAT.
To book your call, please contact the Specialist
Technical team on 0141 616 4161 Option 6 or email
specialist.services@compliancefirst.co.uk
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Ongoing SM&CR Support
On-site SM&CR visits
If your requirements are a little more complex or you simply haven’t yet addressed your firms approach to the regime and need
the support of an external consultant on your premises, then we
are able to offer you a dedicated SM&CR visit, where during the
course of the day, you will be able to complete most of the required
actions and ensure that you are fully prepared.
The day will provide you with bespoke one-to-one support
and advice in respect of this new regulation and how it impacts
upon your firm, your staff and your procedures. Support will be
provided by your Compliance Consultant in a number of defined
areas which will:
1 Ensure that all of the firm’s Senior Management are correctly
listed on the FCA register to facilitate the ‘mapping exercise’
which will take place, moving individuals across to the new
regime – this will ensure that firms have ‘the right people in
the right places’ and avoid any unnecessary, time consuming
application work at a later date.
1 Look at your firm’s individual arrangements and ensure
that the required Statements of Responsibilities are fully
completed with relevant Senior Management and allocate
the necessary FCA ‘prescribed’ responsibilities and ‘other’
responsibilities within the firm.
1 Establish the personnel within your firm that will need
to be Certified and ensure that you have an appropriate
mechanism in place to obtain evidence of competence within
the required timescales.
1 The new Conduct Rules, which set out minimum standards
for individual behaviour, and provide examples of how they
apply to your business and to the required training.
1 Provide an overview of the FCA reporting requirements
of firms for individuals who breach the Conduct Rules.
Your consultant will also explain the key steps regarding
the change and the body of evidence you need to provide
to demonstrate that your staff are meeting SM&CR
expectations by 9/12/2020.
These visits will take place over a
six hour period, and are charged at
£750 + VAT. They will provide you
with the opportunity to fully
discuss SM&CR and how this
impacts upon your business
specifically.
If you are interested in booking a
visit, please contact:
SimplyBiz – 01484 443419 or email
compliancevisits@simplybiz.co.uk
or Compliance First –
0141 616 4161 Option 2 or email
businesssupport@
compliancefirst.co.uk

Ongoing support is available to your firm to help you evidence
continuous commitment towards ensuring your firm is meeting the expected standards of SM&CR. Further information
is available in the Compliance Specialist services area of the
website and these services include:

Training and Competence Service
Training and competence forms part of the bedrock of the Senior Managers and Certification Regime. Whilst it is essential
that you can evidence this within your firm, spending time
supervising your advisers could be time spent more profitably
with your clients. Here is where we can help. A training and
competence scheme can be prepared specifically for your firm
that ensures your advisers are meeting their regulatory requirements. A typical scheme will include file reviews, skills
observation, knowledge testing, a review of CPD, training
needs analysis, action plans, KPI collation and annual fit and
proper checks.

File reviews
In order to demonstrate your ongoing supervision of advising
staff and paraplanners, as well as ensuring that your firm is
meeting the requirements of treating customers fairly, file
reviews are a good way to check that the required standards
are being met. We appreciate that to undertake this across a
number of file types can be significantly time consuming and
then there is always the concern that you might miss something
essential, either due to regulation changes or time pressures.
External file reviews offer a number of benefits and safeguards.
Firstly they are an independent assessment by a qualified practitioner who can offer advice where needed, and secondly, they
demonstrate your commitment towards quality of service and
supervision throughout your firm.

Fit and Proper Checks
A significant part of SM&CR, is the record keeping that demonstrates the fitness and propriety of individuals holding designated roles across your firm. For example, when recruiting,
you need to be satisfied that the candidate has the competence,
experience and integrity to be involved in the provision of the
highest standards of advice. In addition to the above, the Financial Conduct Authority expects a firm to take into consideration
the individual’s honesty, reputation, capability and financial
soundness when recruiting an adviser. To help you determine
whether the individual meets these standards, a firm should
undertake fit and proper checks prior to the individual commencing the advisory role.
To watch the videos and download the resources, visit the
SM&CR additional support section of the website.
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STEVEN HOWARD

Head of Mortgage and Lending
Intermediaries Compliance Services
The SimplyBiz Group

One of the biggest compliance focusses throughout
this year, has consistently been panel removals, with
a key point to note that entire firms can be removed
by lenders, based on cases submitted by just
one adviser within that firm.

I

t is important to note that there’s no
‘quick-fix’ for panel removal; there’s
a long and rigorous process behind
reinstatement and, as mentioned, it
can impact upon people not involved
in the case in question and – since
the introduction of the National Hunter
software – word of a removal can spread
quickly amongst lenders.
National Hunter has been adopted by
the majority of lenders over recent years,
in an attempt to further their fight against
fraud. As you would expect, as mortgage
fraud has evolved and become increasingly
sophisticated, so too have the methods employed by lenders to tackle it. The Hunter
system is an example of this and, it seems,
an effective one so far.

Whilst your own
systems may be
perfectly in order,
if you are linked
to accountants,
solicitors,
introducers or estate
agencies who have
been involved in
fraud cases, you
may be ‘tagged’ in
Hunter...

www.simplybizmortgages.co.uk

Although it is always important to conduct due diligence on your introducers, and
others with whom you work, the Hunter
system is a further reminder to undertake
this process thoroughly. Whilst your own
systems may be perfectly in order, if you
are linked to accountants, solicitors, introducers or estate agencies that have been
involved in fraud cases, you may be ‘tagged’
in Hunter, ultimately raising potential red
flags about yourself and your firm. I would
urge you to do all you can to get a comprehensive understanding of the people with
whom you intend to work – and, in turn, the
people with which they work – thereby minimising the risk to which you are exposed.
As anyone who has been removed from a
panel will tell you, it is an unenviable position in which to find yourself. Resolving the
issue can take up a lot of time, during which
your business will be disrupted, you’ll be
unable to service clients and, as a result,
your income will also be affected.
As an added complication, there’s a wide
breadth of criteria upon which a lender can
look before considering panel removal.
Some may collect and analyse data on the
rate of decisions in principle in comparison to successful mortgage cases fulfilled,
whilst others may monitor the amount of

It is more important
than ever to perform
thorough processes
to both ensure and
demonstrate that
you are treating your
customers fairly.
misunderstandings around the client information needed, and the suitable criteria.
It is more important than ever to perform thorough processes to both ensure
and demonstrate that you are treating
your customers fairly. Make sure that you
are asking the right questions and that you
are providing feedback to them whenever
necessary – both verbally and in writing.
It will be useful for you to know, and help
guide your choices about decisions in principle, whether the lender with which you are
dealing has a hard or soft data footprint for
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searches. An increasing number of lenders
are moving across to a soft footprint, which
is helpful for many brokers, but it’s still
something of which to be aware.
Finally, on the topic of panel removal; if it
does happen to you, then I would encourage
you to let the FCA know as soon as possible.
It is likely to appreciate the transparency
from your side and the sooner the plaster
is ripped off, the sooner the reparation can
begin.

Whilst panel removals have remained
at the top of the agenda for many this
year, what do we have to look forward
to from a regulatory perspective for the
next few months and beyond?
The implementation of the first stage of
Senior Managers and Certification Regime (SM&CR) takes place on the 9th of
December this year. It has been applied to
banks, building societies, credit unions and
PRA-designated investment firms since
March 2016 and, from 9 December 2019,
the FCA is replacing the Approved Persons
Regime with the SM&CR in almost all financial services firms. It is worth noting
that the FCA rules for smaller firms are
designed to be proportionate, which means
the same rules that apply to banks and larger institutions do not apply in the same way
to the majority of adviser and broker firms.
SM&CR is not just Approved Persons
by another name, however, and should not
be dismissed as such – you need to take
a thorough look under the hood of your
procedures to ensure you are meeting all
the new requirements. The very worst that
will happen is you will end up with a springcleaned set of processes and peace of mind
that you are on the right Senior Managers’
path.
The new regime will affect every authorised firm, regardless of size, legal status or
types of regulated activities it carries out.
I would recommend you take advantage of
the support and guidance available from the
experts at The SimplyBiz Group, including
our online Conduct Rules training, updates,
specialist visits and access to a great deal
of templates and guidance online.
For more information, please don’t
hesitate to get in touch with our
compliance helpdesk on 01484 439120.
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BTL LIMIT INCREASING
FROM 3 TO 5 PROPERTIES.

From the 12th August 2019,
BM Solutions are raising the Buy
To Let limit from 3 to 5 properties.
To support the new property limit,
we’re also increasing the maximum
lending limit from £2m to £3m.
To find out more, speak to a BDM
now or visit bmsolutions.co.uk

Visit
bmsolutions.co.uk
If you do not have professional experience, you should not rely on the information contained in this communication. If you are a professional and you reproduce any part of the information contained in this communication
to be used with or to advise private clients, you must ensure it conforms to the Financial Conduct Authority’s advising and selling rules. Birmingham Midshires is a division of Bank of Scotland plc. Registered in Scotland No.
SC327000. Registered Office: The Mound, Edinburgh EH1 1YZ. Bank of Scotland plc is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation
Authority under registration number 169628. This information is correct as of August 2019 and is relevant to Birmingham Midshires products and services only.
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Conduct Rules:

A mortgage
adviser
case study
To give you a taster of our online SM&CR
Conduct Rules Course, read the mortgage
adviser case study below, and test your
understanding of the new regime by
answering the case study questions.
For the purpose of this exercise, imagine the SM&CR has already
commenced when answering the case study questions.

Meet Sarah…
Sarah is a mortgage and protection adviser for a small firm
structured as follows...

Amy

Managing Director
(SMFs 1, 3 and 17)

Sarah

Mortgage and
Protection Adviser
Key: purple squares = SM&CR senior
manager functions held

Tony

Senior Credit Broker
(SMF 17)

Elaine

Credit Broker
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Sarah was introduced to her client, Stannis, via referral from
Elaine. Stannis is 23, with a pregnant 22-year-old wife. Together
they earn £50,000 per annum gross, and they’re looking to buy
their first house. Sarah recommends they take a mortgage at 4%
with Good Bank.
However, she neglected to mention to Stannis that there was
a much cheaper mortgage available at just 3% with Best Bank.
Further to this, Best Bank has a stronger credit rating, a greater
Tier 1 Capital ratio, and a better track record for customer service.
However, this would not have given her as strong a commission
payment, which she needed to hit target for the year. Targets are
high, and her sales bonus (amounting to 75% of her total remuneration) is based entirely on commission earned on mortgages sold.
Sarah left this out of her report, but when the case was audited by
Tony, who holds the Compliance Oversight function at the firm, he
noticed that when he ran the quotes himself, Best Bank was offering
a much more suitable mortgage than the one recommended.
Tony also noticed that, during the presentation meeting, Stannis
and his wife revealed that they thought the bank wouldn’t be able to
repossess the property if they failed to meet repayments, because
it would go against TCF. Sarah kept quiet following this comment.
The firm records all meetings (with the client’s permission) and
this was apparent, based on the recording of the meeting.
Tony approached Sarah the following day and told her what
he’d discovered. In order to keep Sarah out of trouble, he deleted
the recording of the meeting and added a false statement into the
file in order to justify the recommendation.
Elaine discovers what’s going on and reports her concerns
directly to the FCA. The FCA gets in touch with Amy as MD, requesting a copy of the client file in question, and for an interview
with her.

Amy honestly doesn’t know what’s been going on. She approaches Tony to find out. Tony explains what’s happened to Amy. Amy
immediately suspends both Tony and Sarah. The following day,
they are called in for disciplinary meetings with her. Tony is dismissed, and Sarah is issued with a final written warning, with her
sales bonus lost for the entire year.

Questions
1. Detail the various Conduct Rule breaches from Sarah
and Tony.
Look up COCON 4.1 to help you answer this question.
2. Explain what Amy needs to do under SM&CR regarding
the incident.
3. Critically analyse whether or not Amy has breached
any Conduct Rules herself.
Look up COCON 4.1 to help you answer this question.

How did you do?
You can check your answers online in the SM&CR Conduct Rules
section of our website, where you will also find training videos,
a course booklet and further case studies, upon completion of
which you can download your CPD certificate.

Compare critical illness
policies on a whole of
market basis...

...in less time than it takes to make a cup of tea
With CIC Compare, available now in Centra and powered by Defaqto, you can reduce
the time and eﬀort you’re currently spending comparing critical illness policies.
Easily compare new and historical critical illness policies,
as well as current and previous versions of products,
and closed plans.

Start using CIC Compare

Defaqto’s unique methodology scores critical illness
policies based on the quality of the cover deﬁnitions and
has 32 scored deﬁnitions, accounting for 98.9% of UK
critical illness claims.

Your ﬁrst licence will be £20 +VAT per month and
£5 +VAT per month for each additional licence.

If you’d like a demonstration on how to use this simple,
time-saving tool, please call us on 0808 124 0000 or
email investmentservices@simplybiz.co.uk

CIC Compare is available as either an optional add-on
to any Centra licence, or as a standalone product.
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Start planning
your 2020 CPD now!
2019 has seen us deliver our biggest
Best of the Best
and most varied range of events yet and Mortgage Masterclasses
2020 sees the third year of these popular mortgage events, which fea2020 is only going to get busier. The
ture some of the most renowned and respected names in the mortgage
good news is that you can already book sector. Designed to deliver exclusive insight and thought-leadership,
these sessions are certainly not to be missed.
onto many of them right now.
The team delivering these will visit 13 venues around the country
There will, as ever, be something for everyone, from our staple
round-table Mortgage Meetings, Best of the Best and Battle of
the Brands Masterclasses, to the Protection Events and Mortgage
Showcase seminar and expo events, plus lots of exciting new ideas
to ensure we continue to bring you the events and training you want.
Our events are aimed at supporting your ongoing development and
training and all come with valuable CPD, so why not start planning
your 2020 CPD and training diary and book yourself onto your local
event today. Keep an eye on your post and in-box in the new year for
full details of our agendas and speakers.

in one exceptional round.
JANUARY
Tue 7

Durham

Wed 8

Leeds

Village Hotel Leeds South

Thu 9

Warrington

Village Hotel Warrington

Tue 14

Cornwall

Lanhydrock Hotel and Golf Club

Wed 15

Taunton

The Corner House Hotel

Thu 16

Cardiff

The Vale Hotel & Spa Resort

Tue 21

Swindon

Village Hotel Swindon

Wed 22

Coventry

Village Hotel Coventry

Thu 23

Nottingham

Tue 28

Gatwick

Wed 29

Maidstone

Mercure Maidstone
Great Danes Hotel

Tue 11

Essex

Holiday Inn Basildon

Wed 12

Cambridge

Hardwick Hall Hotel

Village Hotel Nottingham
Crowne Plaza Felbridge

FEBRUARY

Hallmark Hotel, Cambridge

www.simplybizmortgages.co.uk
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Mortgage Meetings

Mortgage Showcase

These staple and ‘miss at your peril’ meetings bring you a mix of
round-table sessions and platform presentations from our lender
partners, offering something for everyone, looking at all the current
hot topics and vital information you need to know to best advise
your clients.
There’s still time to book onto the last few venues for 2019, before
we take a break to prepare Round 1 of 2020, starting at the end of
February, with another round coming later in the year.

The reputation of our Mortgage Showcase events continues to grow,
following a now tried and tested format where you’ll be able to speak
with over fifty lenders and providers in our extensive expo marketplace. Their availability gives you the opportunity to discuss your
clients and business needs in depth with the representatives who
will be available all day.
In addition, each event features a highly insightful seminar programme to ensure you get the inside track on what’s happening in
our sector, the key topics, opportunities and tips and hints regarding
how you and your clients can get the most form your conversations.
And, even better, from some of the senior industry experts!
Our panel debates allow you to hear from a number of key industry
personnel on a variety of matters, thereby arming yourself with useful
information the next time you speak with your client base, keeping
your knowledge one step ahead of the competition.
Our final Showcase of 2019 is at the Reebok Stadium Bolton on
Tuesday 3 December. Our first Showcase of 2020 will be North
London on Wednesday 5 February at the Holiday Inn London Elstree.
Keep an eye on your inbox for more information coming soon.

Round 3 • 2019 (Remaining venues)
NOVEMBER
Tue 19

Leeds

Village Hotel Leeds South

Wed 20

Warrington

Village Hotel Warrington

Thu 21

Leicester

Tue 26

Maidstone

Wed 27

Kingston
upon Thames

Holiday Inn
London-Kingston South

Thu 28

Cambridge

Newmarket Racecourse

Sketchley Grange Hotel & Spa
Mercure Maidstone
Great Danes Hotel

DECEMBER
Tue 10

Swindon

Village Hotel Swindon

Wed 11

Watford

Mercure London Watford A41

To find out more, visit www.mortgageshowcase.co.uk

The Advice Show: MI Live
Returning to a screen near you in 2020 will be our leading live broadcasts, dedicated to everything mortgages, protection and GI – The
Advice Show: MI Live. Featuring an array of industry insiders discussing the big issues shaping our industry, it is broadcast straight to your
laptop, tablet or phone, or you can choose to watch on demand via
our website at a time to suit you.

Round 1 • 2020

Date

Show

FEBRUARY

Mon 18 May

Advice Show: MI Live

Mon 16 November

Advice Show: MI Live

Tue 25

Cardiff

The Vale Hotel & Spa Resort

Wed 26

Bristol

Village Hotel Bristol

Thu 27

Coventry

Holiday Inn Coventry M6 Jct 2

Visit www.theadviceshow.co.uk for more information about
these and our other live broadcasts and book your place to watch
the next show.

Tue 3

Glasgow

Hampden Park

Wed 4

Durham

Hardwick Hall Hotel

We’re still working on the final details for the rest of our 2020 calendar
and will send you all the information you need as soon as it’s available,
but highlights will include:

Thu 5

Leeds

Wed 11

Cornwall

Lanhydrock Hotel and Golf Club

Thu 12

Exeter

Sandy Park Conference Centre

Tue 24

Gatwick

Wed 25

North London

Thu 26

Essex

Holiday Inn Basildon

Tue 31

Warrington

Statham Lodge Hotel

Nottingham

Eastwood Hall

MARCH

Village Hotel Leeds South

Crowne Plaza Felbridge
Holiday Inn London Elstree

APRIL
Wed 1

Protection Events
13 venues, 1 round • April/June 2020

Mortgage Showcase
Midlands Showcase • June 2020
Northern Showcase • December 2020

Battle of the Brands
10 venues, 1 round • December 2020

WATCH
OUT FOR SOME

NEW

AND EXCITING
EVENTS
ARRIVING
IN 2020!

To find out more about any of our events, and to book your place,
visit the Support and Events area of your Member website.
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Your Mortgages Insurance and
Protection specialists are again at
your service!
Introducing Nick, Cat and Gary, who
between them have over 70 years of
experience in financial services.
This crack team has been carefully and rigorously selected due
to their wide-ranging knowledge and experience in the markets,
alongside their ability to form lasting relationships, built on trust.
You can bank on the fact that their understanding of their specified
area is first class and based on first-hand experience. Wherever
you are, across the UK, you know you can count on the specialist
you need to offer you the business development support to ensure
you can find the right solution for your clients.

S
NICHOL A
SPI T E R I
07464
498 940

When did you join the SimplyBiz Mortgages team,
and what does your role involve?
I joined SimplyBiz Mortgages in March 2018, and I am
currently looking after Members in the South supporting
their mortgages, protection and GI requirements. I have over
25 years’ experience working in the financial industry.

How do you stay ahead of the curve with changing
trends in the industry?
I hold CeMAP and Barclays N (M) and N (GI) regulation
qualifications, as well as ILM Coaching Level 7. I am also
studying Prince2 and I regularly attend training courses such
as Customer Skills and Objectives, Management Training,
Performance Management, DC&G training. As much as
learning on the job is a fantastic way to learn, I believe it’s
also important to keep up-to-date with the latest training
courses available and to hear about best practice from the
experts. I am always looking to further develop in this great
fast-paced and ever-changing industry.

What do you like to do outside of work?
When I am not studying, I’m a family man. I have three
children of whom I am very proud. A 21-year-old daughter
who, when she qualified, was the youngest female police
offer in South Wales, a 17-year-old son studying for his A
levels and is interested in law with a view to becoming a
solicitor, and my youngest (12) who is in stage school and
really enjoying her school years.
However, I also own two racehorses and an Irish cob, two
lovely dogs and a pink parrot. You could say we are animal
mad!

Who would you say is your biggest inspiration?
It’s got to be my parents. They came over to the UK in the
early 50s after having had a hard time in Greece. They have
strong family values and great work ethics, and they taught
me to never give up, especially in my early school years, due
to my first language being Greek. Not that you would know
now!

www.simplybizmortgages.co.uk

CAT HERI
C A SE Y NE

GARY N
H A R R ISO
07834
733 988

07464
498 609

As our newest member of the MIP team, how long
have you worked with SimplyBiz Mortgages and
how have you settled in?

How long have you been working in the SimplyBiz
Mortgages team and what does a typical day
look like?

I have been working for the mortgages team for well over
six months now and the time has flown by. I have been busy
looking after Members in the North, focussing on getting to
know how the firms in my area work and how we can best
meet their needs.

I joined SimplyBiz Mortgages in October 2013, and my
role is to support Members across the Group with their
protection cases, which includes training, placing difficult
cases and dealing with any enquiries related to all forms of
protection. My aim is to not only help our Members increase
their protection knowledge, but also help them protect their
clients and in turn, increase their protection sales. As the
only protection specialist in the team, I support our Members
across the country.

Would you say your previous work experiences
have stood you in good stead for the role you hold
now?
With over 18 years in the lending sector in advising, sales and
leadership roles, I have developed a wealth of knowledge and
experience in the financial services industry. My previous
roles involved specialising in secured lending, where the
intermediary is key, and my priority has always been to
ensure that the intermediary experience runs as smoothly
as possible. The product areas I have significant experience
in include; residential, complex buy-to-let, bridging, equity
release, second charges and protection.

What is the most fulfilling part of your job?

How long have you worked in financial services?
I have 30 years’ experience within the financial services
industry, having worked for various insurance companies and
have also run my own mortgage and protection brokerage.
I have experienced being a financial adviser, mortgage
adviser and business development manager, so I do (hope!)
I am able to pass some of this knowledge on to our Members
to help them get the best solutions for their clients’ needs.

What do you focus on outside of work?

Not one day is the same in the Mortgages team, and I get to
deal with lots of inspiring people and companies, which is
always a pleasure. It’s very rewarding to know that I can help
Members with their queries and provide them with bespoke
plans that can help their business flourish

For me, it’s all about family. I have a lovely wife and daughter,
who in the blink of an eye turned 11 recently. She is the apple
of my eye and we are the best of friends. Her ambition is to
be a doctor when she is older, so I am very proud that she
has such high aspirations, whether she ultimately decides to
pursue this or not.

What are your interests outside of work that you’d
be happy sharing with our Members?

And who inspires you?

I enjoy attending live music events and have recently taken
up strength training, which is challenging but also highly
rewarding!

Who inspires me, that’s a good question. Without a doubt,
my mum. But my wife would want me to say her! And joking
aside, my wife inspires me because I am very proud of all
of the hard work she has put in bringing up our daughter.
Outside of my family and in the sporting arena, I have always
admired Ian Botham or the majority of the Aston Villa
players, as I am an avid Villa fan.

This crack team has been carefully and rigorously selected due to
their wide-ranging knowledge and experience in the markets
alongside their ability to form lasting relationships built on trust.
To contact a team member use one of the numbers below:
North – Cat Casey 07464 498 609
Midlands – Gary Harrison 07834 733 988
South – Nick Spiteri 07464 498 940
Protection – Gary Harrison 07834 733988
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The Accord Growth Series
Jeremy Duncombe explains how
brokers can access free resources to
help develop their own businesses.

JEREMY DUNCOMBE

Director of Intermediary Distribution
Accord Mortgages

At a recent broker dinner, the guests shared
their biggest challenges. Without exception, each of the attendees said their main
concern was finding the time and resource
to focus on growing their own business. So
much time is spent on doing their day-today client work, there’s very little capacity
to do anything else.
But with intermediaries currently managing 75% of the gross mortgage market,
should business development be a concern
to the majority of brokers?
Whilst the current market looks good
with overall volumes up, broker shares up,
procuration fees up and rates down, the ever-present threat is customer choice. With
so much information now available at our
finger tips through mobile devices and the
ability to self-serve in almost all aspects of
our lives, some customers won’t automatically see the value of getting advice and
may choose to go execution-only or direct
to their existing lender, based on what they
think is the right thing to do.
Therefore, in addition to having a cost
effective approach to new business, taking

control of your existing client portfolio and
implementing a client retention strategy is
something you cannot afford to put to the
bottom of the priority list.
But where do you start? The majority of
brokers we speak to are experts in the mortgage industry, but do not (nor should!) have
a wealth of experience in all the support
functions needed to establish and maintain
a successful business operation. Most brokers have limited capabilities in web design,
social media management, marketing and
HR and very often don’t have the budget
to recruit for, or outsource, these skills to
third parties.

Help is at hand
This is why Accord created the Growth
Series. We wanted to provide support to
brokers to build their business in a way
which is scalable to their operation and can
be done in simple steps. The Growth Series
provides a library of tools and resources
including podcasts, blogs and guides
which are all available completely free of
charge.

Launched in April 2018, the Accord
Growth Series now is subscribed to by
nearly 5,000 brokers across the UK and
has more than 80 tools available, worth
an estimated value of £25,000.
And the series is not about championing
all things Accord. In fact, we never talk
about our products or services. The content
themes are based on the feedback we gain
from brokers via the direct meetings with
our Business Development Managers, the
events we host and attend and also from
comments made on online reviews and
surveys.
The resources are always developed with
the broker in mind, focusing on areas where
they may lack internal support or where we
feel we can add additional insight, securing
interviews with industry figures to get the
latest information which can help keep intermediaries ahead of the game and provide
knowledge to share with their clients.

www.simplybizmortgages.co.uk

Some examples of the content available
include:
1 Seven things brokers can do online
to generate more leads
A free guide that helps brokers to
generate new leads online, which
includes advice from brokers who
have successfully used social media
and digital channels to generate new
business.
1 Online review email generator
This is a free email tool for brokers to
use to generate more online reviews
from their customers and turn them
into online brand ambassadors.
1 Recruitment starter pack
This pack is ideal for those entering
the world of recruitment, with 13
guides and templates to help brokers
with their recruitment process. The
pack includes job offer templates,
interview questions and recruitment
strategies.
1 How brokers can increase customer
retention
This guide offers insight into retaining
existing mortgage customers, with tips
on building lasting relationships with
customers and engaging with them.
It includes a wealth of information on
how brokers can use a variety of tools,
including Customer Relationship
Management (CRM) programmes,
social media and online reviews to
ensure every customer becomes a
client.
1 The modern broker’s guide to
sourcing systems
This guide is a complete guide to
sourcing systems in 2019 – including
a comprehensive list of available
platforms – and highlights how
brokers can take advantage of them
1 How to make the most out of
LinkedIn
This complete guide for brokers shows
how best to use LinkedIn to grow your
business and includes sections on
networking, advertising, content and
best practices.
Our education guides are also popular
and all of them are downloadable, so they
can be presented to clients with your own
branding. Our Buy-to-Let guide explains
everything landlords need to know about
tax changes, and likewise, the Help-to-Buy

The library is
constantly being
updated, with new tools
added weekly...
guide outlines the current scheme and the
proposed changes over the next few years.
And, if you’re looking for industry insight, we’ve got podcasts with key figures
in the sector to help you get the latest information to share with clients. Some of
our recent interviews include Andy Nelson, Head of Relationship Management
at Homes England, who talked about the
successes of the Help-to-Buy scheme and
Jackie Bennet, Director of Mortgages at UK
Finance, who discussed the UK housing
market, the issues, solutions and the future.
We’ve also had interviews with experts
in marketing, PR and web optimisation,
providing practical advice on how best
to promote your business, sharing examples and top tips on getting started. We
also like to explore wider business areas
and recently spoke at length to author
and speaker Jason Butler about financial
wellbeing, whilst Janis Hambling, Manager
of Customer Service Delivery at Yorkshire
Building Society, explained what the financial services industry needs to do to support
vulnerable customers.
The library is constantly being updated,
with new tools added weekly and new formats of content in development. We know
things are always evolving and as a result
we ensure guides are updated accordingly.
If you think there is a topic missing, please
let us know as we always welcome thoughts
and suggestions!

Adding value
As with any business, success will be
whether you can provide a product or
service a customer wants or needs in a
manner which generates a ‘good’ customer outcome. We know brokers are able to
provide quality advice and direct their customers to the right product based on their
individual circumstances, but how do you
make that customer come back for repeat
business and what do you have to do to ensure they speak favourably of you to their
family and friends to bring in referrals?
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In such a competitive market, with
tighter margins and less differentiation on
price, the challenge for brokers is to develop
a relationship with a client that inspires
loyalty. Providing excellent customer service is your main opportunity to engage
with customers so that they automatically
come to you for advice when any financial
decision needs to be made.
At Accord, we are driven by a desire to
support the broker. As a mortgage lender,
we work hard to offer a range of competitive products, but we also know that for
brokers it’s not just about the products. We
place a huge emphasis on adding value to
the customer journey to ensure brokers are
offered an experience which will not only
make their job easier, but make the lives of
their clients easier too, resulting in referrals
for the broker. The Growth Series is a key
part of this approach.
We hope some of the recommendations
made through the Growth Series give you
an edge when it comes to supporting your
customer journey. The resources should not
only help you attract the right customers,
but also retain them for years to come.
Similarly, our Welcome box initiative
was introduced to help brokers increase
their own customer satisfaction. These
complimentary hampers are sent, on behalf of their broker, to first-time buyers or
home movers who complete a mortgage
with Accord. No Accord branding is featured and many brokers report they have
secured additional business and referrals
as a result of the gift.
At Accord, we place the broker at the
heart of everything the organisation does
(across all departments) and are driven by
the need to provide the best possible journey
for our customers. The team is motivated by
the feedback it receives and actively engages with the intermediary world and third
parties to ask “what could we do better?”
We recognise there is always more we
could do, but our desire to constantly evolve
our proposition, processes and service will
hopefully ensure we consistently exceed
expectations.
To find out more about the Growth Series
and gain access to a library of
free resources, please visit:
info.accordmortgages.com/
growth-series-sign-up

Time to Advise

We’ve stripped our question set right back to give
you time to advise.
All we need to return a quote for Defaqto and
Moneyfacts 5 Star-Rated Home Insurance is the
applicant’s name, date of birth and postcode.
It’s that easy.
To find out more visit:
www.uinsure.co.uk

PERSONAL & BUSINESS DEVELOPMENT
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Cohabiting couples
fastest-growing family type
The laws of intestacy
If you are not married or in a
civil partnership

If you are married or in a
civil partnership

Your partner isn’t legally entitled
to anything when you die. This
is not well understood by the
general public.

Your partner is entitled to the
first £250,000 of what you own,
and 50% of what you own above
that figure if you have children.

It doesn’t matter:
1 How long your clients have been together
1 How long your clients have lived together
1 How many kids your clients have had together
The negative legal and financial implications of living as a cohabiting couple need to be made clear to clients. Having a will is
vital for cohabitees or unmarried partners: otherwise, there’s no
guarantee that property or assets will be available for the survivor,
who may inherit nothing.

CASE STUDY: GILL LAVERY
I never felt marriage was important until the day
Paolo died.
It happened to me — and it could happen to you, too, if you are
part of a family and don’t get married.

New research from the Office for National Statistics (ONS) has
revealed that the traditional household of a married couple with
children is giving way to cohabiting couples.
In 2017, there were 19 million families in the UK, a 15% increase
from the 16.6 million families recorded in 1996.
Of these, around 12.9 million couples were married or in civil
partnerships; this remains the most common type of family unit.
Coming in second were cohabiting couples (3.3 million families),
followed by 2.8 million lone parent families.
Of all family types, those featuring co-habiting couples were
the fastest growing, increasing from 1.5 to 3.3 million since 1996.
However, experts have warned that many people aged 16 and
over who live together without marrying or entering into a civil
partnership have ‘severely skewed’ expectations of what will
happen when one of them dies. Despite the rapid growth of this
family arrangement, there is next to no legal protection for a
partner whose cohabitee has passed away. While many people
refer to ‘common law marriages’, these have no basis in current
law. Cohabiting couples categorically do not have the same legal
rights as married couples.

When my fiancé Paolo died suddenly in July 2017 at the age of
39, I was bereft. We had lived together for eight years, had a
toddler son and were planning a second child.
Dealing with my agonising grief while caring for Connor was
all-consuming and when I most needed the support of the
authorities, I was frozen out.
Legally, our relationship meant nothing. I’d always believed we
were ‘as good as’ married. But despite widespread use of the
term, there is no such thing as common law marriage in Britain
— and when Paolo died, I had no rights at all.
For further information on how APS can support you and your
clients with wills and Powers of Attorney, please contact us
on 01909 531751.
This article is for the information of APS Legal & Associates only, and is not to be copied, reproduced,
or used otherwise, including not to be issued to clients or the public. The article expresses the views
and opinions of the author based on their understanding, and there is no responsibility by the author
or APS Legal for any inaccuracy or misinterpretation.
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We all work in a fast-paced environment
where it’s often hard to stay on top of all the
change that hurtles towards us. It’s therefore
forgivable to miss the odd telephone call,
email, update or launch.

One of the reasons you’ve selected SimplyBiz Mortgages as your
Mortgage Club of choice is most probably down to a few key points
which doubtless includes service, relationships and without a
shadow of doubt – choice. We’ve been busy this year bolstering
the breadth and depth of our Lender and services panel and what
better time to give you a quick run through of who’s new and some
of the unique parts of their proposition.

LENDER PARTNERS
The last few months has seen the rise of the building society on our panel of lenders, each bringing with them a slightly different
approach and one or two have brought us Member exclusive deals. Our more unusual addition is Reliance Bank – the Salvation Army’s
financial services arm which without doubt will tick a few boxes for those of your clients looking to take a mortgage with a defined
community support network.

Lending: England and Wales
Key features: Self-build mortgages available, flexible assessment
of self-employed income, retirement interest only mortgages
available, parental guarantors for first-time buyers accepted, every
application is assessed individually.

Lending: England and Wales
Key features: Provision of BTL mortgages to professional
landlords, flexible underwriting for portfolio landlords, no limits
to portfolio sizes, ICR assessed at 5% (or at the pay rate for five
year fixed rate product) utilising the market rental valuation, up
to 20 properties with an aggregated borrowing of £5m may be
mortgaged with LendInvest, HMO and MUFB properties accepted,
two tiers of products available with second tier allowing for
applicants with minor credit issues.

Lending: England and Wales
Key features: Can lend into retirement, and to those working into
later years (repaid by age 85), interest only, up to 50% LTV or
part and part for higher LTVs, self-build specialists – direct with
you the broker and not through third parties, properties subject
to agricultural ties, age and Section 106 restrictions considered,
adverse credit acceptable if cleared over three years ago, gifted
deposit and equity acceptable, Right to Buy and Right to Acquire –
100% of the purchase price to 90% of the open market valuation,
four applicants and four incomes allowed, no credit scoring, with
flexible underwriting where applications are assessed individually.

Lending: England and Wales and Northern Ireland
Key features: Part of the Salvation Army, which relies on the bank
to pass 75% of profits on to charitable causes, has many private
customers, as well as other churches, charities, and businesses,
committed to speaking to a decision maker – no call centres/
underwriting departments, agreement in principle timescales –
Reliance Bank aims to provide AIPs within 48 hours, application to
offer timescales – Reliance Bank aims to provide formal mortgage
offers within 14 days of date that full mortgage application has
been submitted.

Lending: England and Wales and the Isle of Wight
Key features: Up to 95% LTV lending on new build properties
(including flats), residential interest only (with sale of property
as repayment vehicle), no maximum age, regulated buy-to-lets,
FTB/non-homeowner buy-to-lets. Take a look, but quickly, at the
SimplyBiz Mortgages exclusive product.

Lending: England and Wales
Key features: Supports self-build, self-employed, contractors and
those with irregular incomes, expat buy-to-let, limited company
buy-to-let, retirement interest only (RIO), family support, HMOs.

www.simplybizmortgages.co.uk
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BACK OFFICE AUTOMATION
360Llifecyle is a practice management system for an adviser’s
business, already being used by 1 in 5 UK mortgage brokers. It is
now discounted for SimplyBiz Mortgage Members.
Putting you in control of your data and company processes, the
system focusses the delivery of improved customer service,
building strong client relationships and creating new opportunities.
In addition to time saving, there are significant cost savings, better
client retention, improved case completion ratios and generally
more productivity. With a client facing fact find and a secure
Client Portal, it’s also fully integrated with the latest version of
MortgageBrain, providing you with further efficiencies in your
mortgage process.
More information is available under the Tools and Tech tab on the
Member site.

SURVEYING SERVICES

CONVEYANCING SERVICES
For those looking to ensure their clients receive a smooth
conveyancing service, you can introduce to our two new
conveyancing partners in:

Details of their services and the referral fees is available through
the Member site under the Business Support tab.

REFERRAL PARTNERS
Equity Release: MCB Financial Services Ltd
If you have clients looking to explore their options under Equity
Release and you either don’t have the qualifications to advise or
would just prefer to refer the business and take a referral fee,
MCR Financial Services has now joined our Equity Release referral
panel alongside Age Partnership and The Right Equity Release. All
available through the Member website under the Equity Release
tab.

Protection: Caspian Insurance
We all know how important protection is, but when your time
is short or it’s simply an area of business you’d rather not deal
with, then referral makes a good option. We have two referral
partners in Moneysworth Life Insurance and our new partner
Caspian Insurance. Details of both parties are available under the
Protection tab, Referral Partners.

A part of The SimplyBiz Group, Landmark Surveyors’ team is able
to support your clients with a range of surveys that will ensure their
property investment is one that is undertaken with all the facts
from the outset. You benefit through a referral fee of £75 for simply
making the introduction by completing the online form.
Further details are available on the Member area under Business
Support as well as the aforementioned form.

PROTECTION TECH
SolutionBuilder is a client-centric, research, quotation and
application solution that allows you to compare both standard
and complex protection needs within a simplified and responsive
dashboard. It puts you in total control of the selection of the right
product to meet your client’s needs and provides a complete
service, supporting single and multi-benefit products, so that you
can quickly identify the right solution, based on their client’s needs
and, most importantly, their budget.
Want to know more? – visit the Protection tab on the Member site
and select the Tools and Tech area.

If you have any questions regarding any of the
firms listed above and want to know more, as
ever, please feel free to contact our helpdesk
support team on 01484 439160 and they will be
happy to help.
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Equity release
as individual
as your client
Tim’s house is very…Tim.
We don’t just put money into our houses.
We pour our heart and soul into our homes.
At Aviva, we understand that, with so much
personality invested in every home, you
need an equally personalised approach to
releasing equity.

A tailored approach
We’re the only provider who offers tailored
equity release pricing, providing a personalised rate for each individual customer
based on personal circumstances and
lending requirements. Tell us your client’s
information and needs to generate a personalised quote and find the best rate we
can offer them.
To make things simpler, we offer just
two core equity release products, Lifestyle Flexible Option and Lifestyle Lump
Sum Max, and only one set of terms and
conditions apply. So you can personalise a
manageable solution for your client’s unique
circumstance.

The Aviva difference
With Aviva, our process begins with customer need. We make no assumptions
about what your client’s needs are. You
provide their details and loan amounts and
we’ll give them an individual rate.
With our flexible pricing model, we create an individual price – not one flat interest
rate for all customers. What’s more, our
approach can reduce over-borrowing, and
with it, your client’s financial risk and cost.
Visit the Equity Release Hub to find a
range of support material to help you
provide a truly bespoke service.
For adviser use only.
Not approved for use with customers.

At Aviva, we understand that, with so
much personality invested in every home,
you need an equally personalised approach
to releasing equity.
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Second charge
mortgages in 2019
JOHN WEBB

Second Charge Mortgages Director
Paragon Bank plc

In September 2019, the Finance & Leasing list of proposals where a second mortgage
FLA Market Origination Figures
Association
reported that its members ad- could be considered would include:
vancedCompletions
second charge mortgages totalling
1 Renovations: renovating or extending
£114.9m during July 2019. This was the
a property, as well as more common
New
Year on Year hadAverage
fifth successive month
that origination
Business
improvements such as installing a new
Growth
balance £
broken through £100m,
(£m) creating a market
kitchen or bathroom.
New Lending
£m
No of
loans
worth over £1 billion
a year,
and
one that
is continuing to grow steadily. Indeed, 1 Family: raising funds to help a family
member through university or to buy
July was the eleventh successive month of
their first home.
year-on-year growth. It is fair to say that
second mortgages have become a main- 1 Investment property: raising a
deposit to purchase a buy-to-let
stream financial product and are widely
property or to carry out improvements
used by consumers as an alternative form
to an existing BTL or holiday home.
of finance to the traditional re-mortgage.

Often, the loan purpose can include a
combination of the above and the total sum
required can be significant. The average second mortgage advance is currently between
£40,000 – £45,000
SimplyBiz Group/Mortgage Members
will be aware that loans secured by a second
1 Business investment: providing
mortgage have existed for a long time before
investment capital for a small business becoming subject to Financial Conduct Auor to buy into a partnership.
thority (FCA) rules and the MCOB regime in
1 Unexpected bills: paying unexpected March 2016. However, with these products
expenses (for example inheritance tax now subject to the same regulatory scrutiny
as first mortgages, customers can expect to:
or funeral costs).

Second Charge Market – Year-on-year Growth

Source: Finance & Leasing Association September 2019

Source: Finance & Leasing Association September 2019
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Second Charge Mortgage Advances

l-1
9

Consumers are finding second mortgages
to be a useful product to support the current trend of improving their homes rather
than moving elsewhere. But that’s not all. A

1 Loan consolidation: to bring together
other loans into one more manageable
repayment to make better use of a
customer’s available income.

Ju

Why use a second mortgage?

1 One-off expenses: large or luxury
costs (such as a wedding, honeymoon
or holiday of a lifetime).

www.simplybizmortgages.co.uk

1 receive advice that includes whether a
second mortgage would be suitable for
them when applying for a mortgage
1 have the features of a second mortgage
product explained to them
1 be subject to detailed affordability
assessments to make sure that they
can meet their monthly repayments –
whether for a first or second mortgage
1 be given at least a seven-day reflection
period after receiving an offer, in case
they change their mind and decide that
they do not want the mortgage.
In addition, the FCA is seeking to make it
easier for customers to find the right mortgage and has proposed that mortgage advisers be required to explain why they have not
recommended a cheaper mortgage, which
could include a second mortgage product.
Second mortgages are an important
consideration when looking at which
products best suit a customer’s needs and
circumstances and, I believe, the FCA’s proposals, if implemented, could help financial
advisers and mortgage brokers to provide
advice to customers on a broader range
of alternative finance products than they
might normally be restricted to.

How can second mortgages
benefit SimplyBiz Group/
Mortgage Members and their
clients?
Although borrowers tend to settle sooner,
a second mortgage term is usually between
15 and 20 years with loan-to-value (LTV)
limits a little lower than first mortgages
– typically a maximum of 85% maximum
compared with up to 95% of the value of
the property for a first mortgage. Products
can have fixed or variable interest rates
and come with or without early repayment
charges.
With such a wide range of products
available there are many situations where
a second mortgage could be the best option
for your customer. These include:
1 Preferential rates: a further advance
from the existing (first mortgage)
lender may result in the customer
losing a preferential interest rate
or having to pay Early Repayment
Charges (ERCs) in order to raise the
funds.

1 Repayment periods: the customer
may wish to repay their additional
borrowing over a shorter (or longer)
term than their existing mortgage.
1 A change in circumstances: the
customer may not be able to get a
further advance from their existing
lender, even if they wanted to. This
could be due to a change in personal
circumstances, which leaves the
customer outside of the mortgage
provider’s lending criteria.
1 Availability of credit: some
consumers may be seeking to borrow
amounts of much more than £25,000
and might not be able to do this
through a personal loan. A second
mortgage might be more appropriate,
particularly where these individuals
are homeowners and have available
equity in their property that they can
use.
1 Loan purpose: where a customer
wishes to raise funds for a purpose
outside their existing lender’s criteria,
a second mortgage may be the solution.
And including second mortgages in your
advice could be best for your business too:
1 Regulatory expectations: the FCA
expects brokers to include information
about secured loans in their advice
to clients, where it is appropriate. In
particular, MCOB 4.4A states that:
“…a firm must provide the customer
with the following information:... (3)
the availability of alternative finance
options”
And, in MCOB 4.4A 8A
“Where a customer is looking to
increase the borrowing secured on
a property which is the subject of an
existing regulated mortgage contract,
the firm must first inform the customer,
either orally or in writing, that the
following alternative finance options
may be available and more appropriate
for the customer:... (2a) a second charge
regulated mortgage contract, where the
firm would offer services in relation to
a new first charge regulated mortgage
contract...”
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1 Customer retention: customers are
increasingly able to find information
about different mortgages by
themselves e.g. through price
comparison websites and then
arranging the borrowing directly.
Providing a second mortgage as a real
choice to customers when advising
them on their options and could be
key to retaining their business in a
competitive market.

Getting involved
By now, I hope that, if you haven’t
already, you’re beginning to think about
adding second mortgages to your product
panel. But you may be concerned about
the length of time this would take. Let me
reassure you that the product features
are usually straightforward, and a large
part of the market already originates from
mortgage advisers, independent financial
advisers and other intermediaries that
are passing customers on to specialist
brokers and packagers where a remortgage with the first mortgage lender is not
appropriate.
It’s also worth noting that adding the
cost of a specialist packager or broker is
not always necessary, as there are no restrictions for conventional first mortgage
brokers in recommending a second mortgage to customers as part of their ordinary
course of business. There is also a growing
number of lenders that will accept applications directly from traditional first mortgage intermediaries, with my own company,
Paragon, being one such lender.
So, to conclude, the second mortgage
market is growing volumes and supported
by a group of lenders committed to adopting
best practice and comprehensive due diligence. Lenders want not only to adhere to
their obligations under MCOB and the FCA,
but also to adopt an additional commitment
to comply with the Finance and Leasing
Association Code of Practice through their
voluntary membership of an experienced
and respected trade body.
If you’d like to find out more about
submitting second mortgage applications
to Paragon, please contact: Charlotte
Whitworth, Mortgage Case Manager at:
charlotte.whitworth@paragonbank.co.uk
or call 0345 149 7756.

SPECIALIST LENDING SOLUTIONS

The specialist lender you can bank on
At Precise Mortgages we’re proud to help customers with complex lending needs as well as those who have
been underserved by high street lenders. Whether they’re recently self-employed, a landlord with a large
portfolio or have a less than perfect credit profile we have a broad range of specialist lending solutions.

Residential Mortgages

Buy to Let Mortgages

Self-employed with one year’s figures

Personal or Limited Company acceptable

Zero hours contracts including bank nursing (must
be lower earning second applicant), minimum 6
months

HMOs up to 8 beds, Multi Units and Holiday Lets
accepted

Less than perfect credit profiles considered:
Defaults, CCJs, DMPs and missed payments
Capital raising, Business purposes, Cash to
purchase properties
New Build and Help to Buy: houses and flats up to
20 storeys accepted

Instant DIP
decisions

Intermediary support available
9am-6pm, Mon-Fri

Top slicing from 110% of payrate available to
Limited Company, Personal Ownership and
Portfolio landlords
Minimum age 21; maximum age 80 at application
35 year term available
Dedicated portfolio team on hand every step of
the way

Online Criteria
Guide available

Range of online
calculators

Liza Campion
Head of Key Accounts

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 (7)

precisemortgages.co.uk
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Have you
explored
surveying
services
yet?
Surveying was launched as a service for
Members almost six months ago and we
thought this would be a good time to speak
with Steve Hardwick, Commercial Director at Landmark Surveyors to ask how the
service had been received so far, and offer
answers to some of the feedback they have
received from advisers.

As a surveyor with many years’
experience behind you, what do you
find is the most common misconception
amongst home buyers?
The thing that I feel is most prevalent,
even amongst home buyers with previous
experience, is the willingness to rely on
the lender’s valuation as the indicator that
everything is right with their property.
This may be due to the fact that they are
stretching their budget to the maximum,
and another outlay is out of the question, as
everything on the surface seems fine. But
that’s not always the case. Perhaps buyers
who have ‘got away with it’ on purchases
before think that their odds are good for
the same to happen again, but that’s a very
risky tactic. I can’t emphasise enough that
a lender survey is simply the basis upon
which they decide to lend the prospective
purchaser. It won’t point out any faults or
defects for which the purchaser is then liable, and in most cases, that lender survey

isn’t even an actual visit, but an automated
valuation undertaken by the lender utilising intelligent software.

What are the reasons you feel a home
buyer should take a survey report?
If you are going to invest considerable capital, and in most cases take out additional
borrowing, it makes sense to ensure you
have the full picture from the start. The
market is full of horror stories from home
buyers who were desperate to get what they
thought was the home of their dreams, and
when that then subsequently turns into a
money pit, it places significant pressures
on their relationships that can cause
irrevocable damage. Even if you don’t go
on to use Landmark, and even though I
am obviously a surveyor and this is how I
earn the money to pay my mortgage, I can’t
emphasise how important it is to have a
detailed survey in place, to save potential
heartache and expense later on.

What is the benefit in an adviser
offering their client a homebuyer
report?
The benefits that I see are twofold. Firstly,
when advisers support their clients with
the provision of a mortgage, I would ask
whether it’s not a moral obligation to ensure that you have offered that client all the

relevant advice that is available to provide.
Offering the option of a survey gives your
clients the choice to ensure their life’s
most expensive purchase is as good as it
looks and have some belief in the fact that
it won’t throw forward any unexpected
expense in the short term, possibly at a
time when their finances are at their most
stretched. Prior to purchase, if a report
shows an issue, then, if this is something
that your client is prepared to fix at their
own expense, it gives significant room for
renegotiation on the asking price. If the
problem is more serious, a survey may of
course prevent your client from buying
what they believe to be their dream home,
whereas in fact it would have become their
worst nightmare. A homebuyer report is
simply a qualified independent view that
allows them to make an informed decision
before agreeing to a financial commitment.
Secondly, if an adviser is interested in
developing their income streams, then
a simple referral, where we deal directly
with the client and there is no additional
work required on the part of the adviser, can
return a fee of £75 plus VAT on completion.
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Do you offer surveys throughout
the UK?
Unfortunately we are not able to offer national coverage and at this stage, we are
only able to offer surveys in England and
Wales.

Can you offer any advice to advisers
regarding how to deal with client
objections?
The fact that you recommend a survey
might even come as a surprise to some clients, particularly if they are of the belief
that the lender’s valuation does the entire
job for them. I’ve explained why that isn’t
the case and I do feel that whether or not
they take a survey, you as their adviser
need to offer this sometimes startling advice so they are fully informed.
Some may know of a surveyor already,
and if that is the case, than they just need
to establish whether that surveyor has an
in-depth understanding of the area and
the most common things to look for. For
their own due diligence, they should also
ask whether this person is insured to carry out surveys and whether they are RICS
qualified/regulated.
I’ve heard it said “I know a builder, they
will be able to advise me”, but again under
due diligence, will they know what to look
for, have the insurance and be qualified?
Will that person also want to deal with any
comeback should faults be found?
One to watch for are those buying an
apartment or flat, where their understanding is the management company will look
after everything for them. Here I am afraid
they are incorrect. If the building has issues, then it is all of the owners in the block
that will have to fund the resolving of the
problems. Take, for example, if the roof
isn’t in good repair, why would a potential
ground floor tenant think that was applicable to them? The stark truth is, I am afraid,
that it is, and that they will need to shoulder
any additional financial burden if required.
What if a client is buying a new, or a nearly new, build property? The belief here is
that the NHBC guarantee will cover any
faults. This for many is the case, but they are
only able to make a claim after the fault has
occurred and in this situation, they would
have to claim back their paid out expense.

So why should a broker recommend
using Landmark for a survey?
Whilst Landmark Surveyors might not be
a name that you are familiar with, we are
part of The SimplyBiz Group of companies
and therefore you have the right to expect
the same level of expertise you receive
from other areas of the Group. We have a
strong established reputation in the provision of residential surveys of all types,
having been established for 13 years. As
mentioned earlier, our team consists of
only RICS professional surveyors, spread
throughout England and Wales, all of
whom have local knowledge and expertise
and will communicate with your client at
every stage of the process.
We work in association with Gateway
Surveyors another SimplyBiz Group company, long recognised across both the lending and broker sectors of the market. Gateway is a refreshingly different, dynamic and
respected surveying business. In delivery of
its client-centered services, it is very much
focussed upon managing and mitigating
risk and providing a wealth of reliable and
dependable experience. The team there is
committed to continuous improvement of
its customer services, ensuring that for the
clients there is one simple choice to make
when survey requirements arise.

So Steve, if you’ve attracted our
readers to explore the Surveying
Services available, what is the best way
to get started?
We’ve made it as simple as possible for
advisers to provide this service to their
clients. All that interested parties need to
do is read the terms and conditions available either through SimplyRefer or on the
SimplyBiz Mortgages website under the
Client Referrals – Surveys page (as seen
on the Business Support Tab) and make
that recommendation on the form provided. You will be asked to confirm that you
have read the T&C’s on that page as a final
check. Once we have the completed form,
we will contact your client directly using
the telephone numbers provided, discuss
their situation to ensure we offer them the
product that is best suited to their needs
and keep you fully informed at each stage
of the process.
If you want to speak with Landmark
Surveyors directly, the team is available
either by calling 0800 876 6002
or by emailing
sales@landmarksurveyors.co.uk
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Why mortgage
clients need to
consider income
protection
When you hear the words ‘mortgage protection’
what do you instinctively think of? You’re probably
thinking about life cover or critical illness cover?
Or perhaps decreasing term assurance?

T
VINCENT O’CONNOR

Senior Business Development Manager
Royal London

hese are all great ideas and
excellent advice for people
taking out mortgages, as they
can provide a lump sum to
repay the debt in full if one of
the mortgage holders dies or
suffers a critical illness during its term.
But what about the potentially greater
risk that mortgage holders face – the risk
of going off work sick and not being able to
make their monthly mortgage payments?
There’s a general insurance solution
called mortgage payment protection insurance, but it only pays out for a short
period. What about a pure protection version – something that can pay a benefit for
a lot longer?
Well, we already have one – it’s called
income protection. We don’t tend to associate it as part of the mortgage protection
solution but should we?

What are your mortgage clients’
risks?
Mortgage key facts illustrations, which
lay out all the features and the terms of the
mortgage product, always have a warning
along the lines of ‘your home may be repossessed if you do not keep up repayments on
your mortgage’.

But what exactly are the risks this warning is talking about?
Let’s look at an example. Bob is 30 years
old, the average age of a first time buyer in
England and Wales,(1) a non-smoker and has
taken out a mortgage for 30 years. What are
the chances of something happening that
could stop him from being able to keep up
his mortgage repayments?
According to Royal London’s risk summary report,(2) Bob has a 2% chance of death,
a 6% chance of suffering from a critical
illness, and a 19% chance of being unable
to work for a period of two months or more
during the term of his mortgage.
But most mortgages are taken out on a
joint basis so this would make the chance
of something happening to one of the mortgage holders even greater.
The strange paradox is that far more
life cover and critical illness cover is taken
out each year by mortgage applicants than
income protection.
Protection risk profiling tools, like our
risk summary report, are widely available
for advisers to use with their clients. They
can be tailored to the specific details of
individuals and couples, and portray an
accurate picture of what can be expected
in terms of claims over a period of time.
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...with income
protection, you
have more dials
you can turn
than other cover
types so you can
adjust elements
of the cover
in-line with
what’s important
to the client and
their budget.
If you’re not using these risk reports
already, it’s something worth considering
as they can help clients understand their
own risks and what their priorities should
be. With the risk of being off work long term
so high, our report highlights why mortgage
clients need to consider income protection.

Is income protection too
expensive?
When you think about income protection,
you might also be thinking that it’s usually
expensive.
Well, as I’ve alluded to, the risks of going
off work sick are usually a lot greater than
the risk of dying, so it makes sense that
income protection would cost more than
life assurance.
MORE DIALS
But, with income protection, you have
more dials you can turn than other cover
types so you can adjust elements of the
cover in-line with what’s important to the
client and their budget. One of the dials you
can turn is the term of the cover. The longer
the term, the greater the risk and the more
expensive it will be.
In our example, Bob could take cover to
age 70 with many providers, but he could

save a lot from his monthly premium if
he set his cover to end at age 60 when his
mortgage finishes.
Another dial you can turn of course is the
amount of cover needed. The more cover
you opt for, the more expensive it will be.
Income protection does have a maximum
level of cover that clients can take out based
on their incomes, but do all clients need the
maximum amount of cover possible?
How about a level of income that Bob
would need to be able to pay his mortgage
and most important bills if he’s on a tight
budget?
But the biggest dial you can turn to influence the monthly cost of income protection
is the payment period. This is a relatively
recent innovation but limiting the length
of time a claim is paid for can have a significant effect on the cost of the cover.
Looking at Bob, how much would income
protection cost him?
Let’s say he applies for £1,000 per month
income protection on an indexed linked basis (RPI). He’s an accountant, needs a 13
week deferred period and wants cover for
the length of his mortgage which is 30 years.
He decides to opt for a five year payment
period, which means any claim he makes
would be paid for a period of up to five years.
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Cover like this would cost just £13.66
a month with Royal London (correct at 15
August 2019)(3).
This solution might not be perfect, but
surely some cover for his biggest protection
risk is better than none?

The way forward for mortgage
protection?
There are lots of people out there with excellent life and critical illness plans that
cover their mortgages which were recommended to them by their financial adviser.
My worry is what are they going to do if
they go off work sick at some point during
their working life and can’t afford to pay
their mortgage each month?
They can’t claim on one of their ‘mortgage protection’ plans because they haven’t died or been diagnosed with a critical
illness.
Losing income through sickness and
the subsequent inability to keep up those
monthly mortgage payments is precisely
what that risk warning on the key facts
illustration was talking about.
The industry is making great strides
to promote the idea of income protection
and this is reflected in the amount of cover
taken out in 2018 – a big year for income
protection sales in the UK(4).
Product solutions have drastically improved over the past few years with features
and benefits that clients can appreciate and
see the value in. It’s also easier than ever
to design an income protection solution to
make it affordable to any budget.
So when we’re talking ‘mortgage protection’, let’s include some income protection
too as part of the protection solution.
If you want to learn more about why
mortgage clients need income protection
check out our recent webinar on
this subject by visiting
adviser.royallondon.com/protectioncpd
Sources: 1. www.ons.gov.uk/
peoplepopulationandcommunity/housing/articles/
firsttimebuyerhousingaffordabilityinenglandandwales/2017.
2. www.studio.royallondon.com/webapp/rl/reports/
Male, non-smoker, aged 31 next birthday. £12,000 Income
protection increasing income at RPI. Includes £2.60 plan charge.
15 August 2019.
3. Swiss Re Health and Term watch 2019.
4. Source – Swiss Re Health and Term watch 2019.
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You know the drill. £300,000 repayment mortgage
equals £300,000 level or decreasing life cover. Job done.
Mortgage protected. Move on. Many people taking a new
mortgage these days won’t have protection raised at all.
You may be an adviser who sells a bit of life cover on a mortgage
and thinks that’s OK, or more likely you’re an adviser who has
picked up new clients where this has been done before they met
you.
Life cover is cheap for a reason – a claim is a less likely to happen
than the other insurable events, such as serious illness or not being
able to work. And even if that life cover pays out, what was the
point paying off the mortgage if the client can’t then afford to live
in the house?
Founder of Masons Financial Planning, Dean Mason, agrees:
“It’s very easy in the excitement of moving to a new home to think
that so long as your mortgage is paid should you die, you and your
loved ones are OK. This is where the mortgage broker has, I believe,
a duty of care to discuss the full consequences of losing an income
or a breadwinner in any relationship.
“Monthly household bills still need to be paid and life needs to be
lived for those still around or incapacitated. Using a comprehensive
but relevant and bespoke budget planner is a vital part of the adviser
role and whilst the additional premiums needs to be kept in mind,
it is small fry compared to the implications of not being able to pay
essential bills or provide food and wellbeing.”
MODERN PROTECTION
Modern protection is about taking appropriate steps to ensure
financial security whatever happens in the future. The ongoing
and positive development of partial payments and severity-based
cover across the market for serious and critical illnesses means
that for some conditions, such as certain early stage cancers, a
lower severity payout is possible.
Protection propositions today need to flex with life’s changes,
including the potential for multiple pay-outs for different conditions or returning illnesses. It should also offer more than just
insurance because today’s customers want more. Consumers want
to be rewarded for loyalty and favour receiving something tangible
rather than just waiting for a cheque they hope they’ll never need.

Clients... much prefer the prospect of
being rewarded for being healthy via
premium savings or treats in the
rewards programme.
Mr Mason added: “The Vitality range is particularly useful to
the broker community, not just because of the additional conditions
covered and wide range of partial payments on their serious illness
cover, but because it puts a really positive spin on protection. Clients who don’t want to face the reality of death or illness, and there
are many, much prefer the prospect of being rewarded for being
healthy via premium savings or treats in the rewards programme. It
can help to open their eyes that they are getting something tangible
for their money, as well as the insurance.”
September 2019.
This article’s view is based on the law, practices and conditions as at the day of publication. While we
have made every effort to ensure they are accurate, we accept no responsibility for our interpretation
or any future changes.

THE LIFE INSURANCE BRAND
TRUSTED BY FAMILIES FOR 198 YEARS

GFS A 0161 0919

Find out more at: adviser.guardian1821.co.uk/about

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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Putting terminal
illness at the forefront
of the life cover
conversation

JULIE HOPKINS

Director, Underwriting and Claims Strategy
Guardian

Terminal illness is a common cause of
claim under a life policy. From my experience, I would say for some portfolios
around one in ten claims can be for terminal illness, so it’s an important aspect of
cover.
The money gives you choices. Do you
work as long? Do you go on holiday? Do you
do something you’ve always wanted to do?
So, it’s important that, with terminal
illness claims being relatively common, you
recommend the best definition you can to
your clients.

What we’re doing differently
There have been difficulties in the market
in paying terminal illness claims, particularly for people who have late-stage cancers. Although the cancers are terminal, it
can be difficult to predict life expectancy
so doctors are reluctant to do so. Meaning
some people with stage four cancer are not
getting their pay out until the Consultant
can confirm they have less than twelve
months to live.

When you consider 20% of cancers are
diagnosed at stage four,(1) this is no small
problem.
There are other conditions that are not
curable, such as motor neurone disease,
which typically have a life expectancy of
two or three years. In these cases, we don’t
think we should be looking at the fact you
have two or three years to live. We should be
focussed on the fact that you’re living with
significant disability, so we should pay out.
This is why our Terminal Illness cover goes further than the others. Our Life
Protection does pay out if your clients only
have twelve months’ life expectancy. But if
your clients are diagnosed with stage four
cancer, Parkinson-plus syndromes, motor
neurone disease or Creutzfeldt-Jacob disease, we also guarantee to pay out even if
your clients are expected to survive longer
than twelve months.
It’s not easy to say to someone with a
terminal illness “look, you’re not sure how
long you have to live but to get a pay out
you should only have twelve months”, so

we don’t do that. At Guardian, we pay these
claims.

Talk to your clients about
terminal illness
Advisers need to consider the reason someone’s buying life insurance. If they’re buying it to cover inheritance tax, then whether there’s a great terminal illness definition
or not may not be relevant. For everybody
else in the protection world – for example,
those covering a mortgage – it’s really important to talk about the fact you may get
an earlier pay out if you are terminally ill.
Discover more about our terminal
illness definition and register at
adviser.guardian1821.co.uk
Source: 1. Cancer incidence by stage at diagnosis,
Cancer Research UK, 15 February 2017.

Legal & General Income Protection Benefit

Income Protected
How would your clients maintain their
lifestyle without an income?
The average UK employee only has enough savings to last 32
days. Our early intervention supports your clients’ recovery
from day one.
Visit legalandgeneral.com/incomeprotection to find out more
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.
Q0057895 10/18
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Everything you
need to ride
the income
protection
wave

CRAIG BROWN

Director of Intermediary
Legal & General Life Insurance

Income protection is the under sold product that’s
starting to create huge waves in the financial market.
This year alone, Q1 sales reached a record-breaking
growth of 50%.
Riding this wave presents opportunity for
your business. We have updated our Income
Protection Benefit, with an improved range
of options, to help you make the most of this
growing market

Our improvements include:
1 Higher benefit limits – expanded the
overall allowable benefit limits on
our Income Protection Benefit and
Increasing Income Protection Benefit
plans.
1 Improved offering for NHS doctors,
nurses and surgeons – we’ve introduced
an additional Income Guarantee
specifically for NHS doctors, nurses and
surgeons.

Helping you show the need for
income protection
We know it takes more than just a great
product to sell income protection. That’s
why we’ve created a range of resources to
help you outline why income protection is so
important. These include:
1 Maximum and stepped benefit
calculator – this calculator will help
you work out your client’s maximum
monthly benefit and their stepped
benefit options based on their current
salary.
1 Deadline to breadline calculator – uses
your clients’ financial information and
works out how long it could take for
them to be on the breadline, if they
weren’t receiving an income.
1 IP webinars – learn more about our
Income Protection Benefit and how it
can benefit your clients.

These tools and improvements are Legal &
General’s commitment to helping advisers
deliver more for their clients and their business. Mark Jones, Product Director at Legal
& General says, “Offering quality cover at a
competitive price is something we are committed to at Legal & General and that’s exactly
what these enhancements to our income protection plans do. Intermediaries are already
doing great work across the country to ensure
people have this type of cover and it’s our job
as a provider to continually ensure that our
proposition is of the highest standard.”
To find out more about Legal & General
Income Protection or to register for our
new webinar please visit:
www.legalandgeneral.com/adviser/
protection/income-protection
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.

Smart
Health
Helping your clients make smart health choices
We offer your customers a convenient way to access tools
to manage their health and lifestyle.
24/7 virtual GP

Expert case management

Mental health support

Health check

Nutrition consultation

Fitness programme

UNLIMITED

ACCESS

365

DAYS A YEAR

NO

ADDITIONAL COST

Help your clients make Smart Health Choices
To find out more visit aiglife.co.uk or call our Sales Team on 03456 006829
Smart Health is provided to AIG Life Limited customers by Teladoc Health. These services are non-contractual, which means they don’t form part of the insurance contract with us.
If our partnership with Teladoc Health ends, the service can be withdrawn at any time without notice.
AIG Life Limited. Registered in England and Wales. Company number 6367921. Registered Office: The AIG Building Fenchurch Street, London. EC3M 4AB, United Kingdom.
AIG Life Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and Prudential Regulation Authority (FRN number 473752).
EDCO 3207-0919 For adviser use only.
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100 years smarter

ALISON ESSON

Propositions Manager
AIG

The role of a propositions manager is a demanding one but it’s also rewarding. Each
time a customer tells us how their cover
has made life easier for them when illness
turned their life upside down, it drives

home the responsibility we have to get it
right and do the right things for customers. But how do we meet or even exceed the
expectations of a customer who could have
cover with us for 40 years or more?

AIG turns 100 this year and, as part of the
AIG family, this got us thinking – what do
our customers really need from us to help
them live longer, happier and healthier
lives? A generation of protection products
has evolved and with them, the so-called
value added service add-ons. At AIG Life,
we already have first-hand experience
of the positive impact these services can
have. Customers who have used our Best
Doctors second medical opinion service
have benefited from the expertise of global
specialists in the form of a change in diagnosis and treatment recommendations.
So we challenged ourselves to build
a proposition that puts the customer in
charge of managing their health – whatever
their stage in life.

Smart Health – more than just an
add-on
This new virtual proposition connects
customers to the specialists they need
to manage their health and that of their
family. It’s a fully integrated proposition
accessible 24/7, every day of the year. Life
exists outside the 9–5 and our research
told us(1) that busy lives were preventing
people from seeking and getting access to
the expertise they need in order to make
positive changes across health, nutrition
and fitness.
It’s provided by Teladoc Health – the
owners of Best Doctors.
All services can be accessed via the
Smart Health website – no limits on use
and our dedicated Smart Health app gives
customers control to book a GP appointment at a time that suits them. It’s a no
cost service and we’re giving it to all of our
customers – new and existing.
No one can predict what life has in store
for them. But knowing that Smart Health
can provide support for our customers
young and old – it feels like it’s simply the
right thing to do.
Get Smart Health for your clients.
Visit www.aiglife-smarthealth.com
Source: 1. Data from research commissioned by AIG Life.
Based on a representative sample size of 2,008 working adults
in the UK, all either employed or self-employed.
Conducted online in April 2019.

AWARD-WINNING
PROTECTION ALL
WRAPPED UP.
Our award-winning proposition provides your
clients with comprehensive cover that can be
adapted to their needs at any time. You can use
our Life Protection Platform to make changes
without having to re-apply. For major life
changes covered by the milestone benefit your
clients won’t even need to answer any
underwriting questions. You can increase or
decrease the level of cover, review the policy
benefits and add optional benefits such as our
Multi-fracture cover or Children’s Critical Illness
benefit at any time. All in one place.
Find out more at
www.zurichintermediary.co.uk/protection

Zurich Assurance Ltd. Registered in England and Wales under company number 02456671. Registered Office: The Grange, Bishops Cleeve, Cheltenham, GL52 8XX.
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Young couples with children
Andy and Sarah have two privately-schooled children and live off one
income, but are convinced their protection needs are met through Andy’s
employer. Are they right?
Young families typically have a number of
responsibilities: a mortgage, children, and
maybe spouses taking career breaks.
Meet Andy, an accountant and the only
earner in his family at present, as his wife
Sarah has taken a career break to bring up
the couple’s two children.
Andy is well paid, but the couple have a
mortgage of £200,000 and both children
are at private schools, so their outgoings
are pretty high.
In terms of protection, Andy gets four
times salary life cover through a group
death in service scheme, whilst his employer will pay him full pay for three months
and half pay for three months should he be
unable to work.

What Andy and Sarah might
say....
Though both Andy and Sarah are aware
of the need for protection, they believe
the £280,000 of death in service would
see them through. Plus they simply don’t
believe anything will happen to them.
But the truth surrounding the most
common types of conditions claimed for
makes for sobering reading.
According to Cancer Research UK, almost 100 people are diagnosed with cancer
every day, and almost half of those people
will survive for at least ten years. The cholesterol charity Heart UK says somebody
in the UK suffers a heart attack every seven
minutes. Meanwhile, the Stroke Association points out that every year in the UK,
100,000 people will have a stroke.

A possible solution...
When considering a solution for Andy
and Sarah, the most important element
is going to be income protection for Andy.
He is the sole earner at present, and his
income would stop completely after only
six months of incapacity.
We may wish to look at an income protection policy for Andy, perhaps to age 60,
with a split deferred period to dovetail with
the full pay for three months and half pay
for three months, which his employer will
cover.
It may also be worth indexing the policy
at, say, 3% per year to ensure the income
benefit keeps pace with inflation, and any
subsequent pay rises, without the need for
further medical underwriting.
Secondly, we will look at covering the
mortgage and making sure that is paid off
should either Andy or Sarah die or suffer
from a critical illness.
A joint life first death with earlier critical
illness policy, with a £200,000 sum assured
over 16 years, might be considered for the
couple. It could be a decreasing term policy
with an interest rate of 4%, which means
that as long as the interest rate payable
on their mortgage does not average more
than 4% over its term, the decreasing sum
assured will always be sufficient to repay
the debt.
If available, it would certainly be worth
considering adding children’s cover which
would provide a lump sum should any of
their children suffer from a critical illness.
This is paid in addition to the main sum
assured.

What if something happens to
Sarah?
Finally, we might want to consider some
extra life cover for Sarah.
On Andy’s death, with the mortgage being paid off and the death in service paying a
lump sum of £280,000, Sarah should be well
looked after. However, what if something
happened to Sarah? How would Andy cope
financially if he had to give up work, or work
reduced hours, to look after the children?
The mortgage would be paid off but there
would be no additional life cover.
Maybe they could consider some additional life cover for Sarah. The extra cost
for £200,000 worth of single life term insurance for a period of 16 years is typically
less than £10 per month.
Whilst the likely total premium might
seem like a high cost to Andy and Sarah,
especially with only one earner and the
kids at private school, the peace of mind
all this cover would provide may very well
be considered worthwhile for Andy, Sarah
and the family.
For more information please visit
www.zurichintermediary.co.uk/en-gb/
protection
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Middle-aged
business owners
Two business owners aim to sell up in five years’ time, but haven’t considered
if one of them died in the interim. What possible solutions are there?
The circumstances
Rob and Peter have been running their
business successfully for a number of
years.
It’s always provided them with a good
level of income and they have discussed the
possibility of selling up in the next five years
(and certainly before they reach 60). It’s a
well thought-of business and they should
have no trouble finding a buyer.
What they haven’t discussed until recently was what would happen if either of
them didn’t make it to 60. They had always
assumed the surviving shareholder would
look after the family of the deceased, but
had never really thought about how that
might work in practice.

The challenge
Rob and Peter are not alone. According to
research, almost a half of business owners have no plans in place for the death of
a shareholder, while a similar proportion
have left no instructions in a will or any
special arrangements regarding shares.

Possible solutions
The good news is that, provided Rob and
Peter are in reasonable health, they have
a few options.
If the plan is to sell the business in the
next five years, they could each take out a
five-year level term assurance policy for the
value of their shares. They could write the
policies in trust for the surviving shareholders using a flexible business trust, so the
proceeds don’t form part of their own estate.

Another possible route would be for the
company to take out five-year level term
policies on the lives of the shareholders.
If, for example, Rob dies, the company
can use the policy proceeds to buy his
shares, which will then be cancelled. This
leaves Peter owning all of the remaining
shares in the business. This route requires
no trusts, but does require that the company’s Memorandum and Articles allow it to
buy its own shares.
There are a number of requirements that
need to be met in order for this method to
work, but it is often favoured by accountants. Because there is no personal taxation involved in paying the premiums, the
amount of money required to fund them is
lower than if they are paid from the shareholder’s net income.
Also, if the premiums are different
because Rob and Peter are different ages,
this method negates the need to equalise
the potential benefits by making adjustments to their taxable income.
If there will only ever be the two shareholders, another method could be for both
Rob and Peter to take out a policy for the
same sum assured on a life-of-another
basis. This too would negate the need for
a trust but would also make it less flexible
if another shareholder were introduced,
because they only sell part of the business
initially, or if one decided to sell up and the
other decided to stay.
Whilst insurance policies can generate
the funds required to buy the shares from
the deceased’s estate, they don’t ensure the
transaction will actually take place.

In each potential solution outlined here,
it’s imperative the shareholders have up-todate wills. They would also need to put in
place a suitable double-option agreement.
This enables either the surviving shareholders/the company or the executors of
the deceased’s estate to exercise an option
that forces the other party to buy or to sell
the shares.
Without this, there is always the possibility that the advice given to effect the
policy in the first place will fail.

Staying on
The level term policy arrangement would
be practical and provide a solution only if
they were to die within the next five years.
What happens if they decide to continue
for a few more years, perhaps because the
market conditions aren’t right to sell the
business? They might be left with no cover
if their health has changed for the worse
and they can’t rewrite the policies.
When deciding the term of the policy,
they may want to consider using a renewable policy. This option would allow them
to renew the policy at the end of the five
years for a further five years, and keep the
cover going for years to come (typically up
until the day before their 90th birthday) if
needed.
Of course there is likely to be an additional premium to pay for the feature but it
might just be a price worth paying.
For more information please visit
www.zurichintermediary.co.uk/en-gb/
protection
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Mature couples
Alan and Jill are quietly confident they won’t have any IHT liability, but have
they considered everything? And might a whole of life policy help them out?
It would be great if everyone started inheritance tax planning in their 50s, but
many don’t until it’s almost too late or too
expensive. What will Alan and Jill do?

The circumstances
Alan and Jill are in a good position. They’ve
worked hard all their life and have accumulated an estate worth £1million, which
includes a property worth about £400,000.
It will all pass to the survivor on the first
death and then onto their two children on
the second death.
They each have access to the nil rate
band and the residence nil rate band
(R-NRB) which are both transferable.
However, they think that as the R-NRB will
be fully implemented by April 2020 they
won’t have an IHT liability at all. Let’s see
if they’re right.
First we need to look at the personal nil
rate band, which has been static at £325k
for more than a decade. It is transferable
between married couples and civil partners
and will increase by CPI, though not until
April 2021.
Next we need to look at the R-NRB. It
started off in April 2017 at £100k, increased
to £125k in April 2018, and rose again to
£150k in April 2019. A final increase, to
£175k, is set to take place in April 2020.
Bear in mind that it is only available
where the main residence is being left to a
lineal descendant – children, grandchildren
for example – and if the property is worth
less than £350k then the R-NRB is reduced
accordingly.

So their current liability in this tax year
is £20k once we take the two lots of NRB
and the two lots of R-NRB off, and multiply
the remainder by 40%.
In theory, if the estate didn’t grow at all,
in April 2020 when the R-NRB reached
£175k, they would have no IHT liability.
So they are partly right.
However, if the estate grows at 5% per
annum, in five years’ time it will be worth
£1.275m. We know both the personal NRB
and the R-NRB will increase by CPI from
April 2021 which, if we assume as 2%,
would bring the NRB to roughly £345k per
person and the R-NRB to £185k per person.
That leaves a residual taxable estate on the
second death of £215k, giving a tax bill of
£86k. So it’s not as simple as they think.

A possible solution
A simple solution for Alan and Jill would be
to take out a joint life, second death, whole
of life policy with a sum assured of £86k.

A simple solution for
Alan and Jill would be
to take out a joint life
second death whole of
life policy with a sum
assured of £86k.

They could write the policy in trust for
their children so they have the cash to pay
the IHT bill. And if Alan and Jill don’t want
to pay the premiums, offer the children the
chance to pay them (after all, a guaranteed
whole of life policy can be a good investment policy too).
By adding indexation we can ensure the
sum assured rises at either RPI, 3% or 5%, so
that it keeps pace with any increase in the
value of the estate. And if they decide they
don’t need to increase the sum assured, they
can refuse the increase up to three times
before we remove the opportunity for more
increases in the future.
They could argue: ‘Why would we want
the cover now? Our liability will only be
minimal for the next couple of years?’
Well, the issue is that, in five years’
time, if the value of the estate continues
to grow at a faster rate than CPI, their liability will continue to increase. By then
they will be five years older, and possibly
in worse health. Premiums can increase
significantly with age.
For more information please visit
www.zurichintermediary.co.uk/en-gb/
protection
Zurich Assurance Ltd, authorised by the Prudential Regulation
Authority and regulated by the Financial Conduct Authority and
the Prudential Regulation Authority. Registered in England and
Wales under company number 02456671. Registered office: The
Grange, Bishops Cleeve, Cheltenham, GL52 8XX.

For financial adviser use only. Not approved for use with customers.

It’s always planning
for whatever’s next
And protecting what
matters right now
We know you’re committed to supporting your clients in every area of life.
That’s why we’re so proud to keep on supporting you. Together, we can
offer comprehensive protection that prepares them for whatever
tomorrow brings – and fits with the life they have today.
Find out more at aviva-for-advisers.co.uk

Protection. It’s our lives

Aviva Life & Pensions UK Limited. Registered in England No. 3253947. Registered Office: Aviva, Wellington Row, York, YO90 1WR.
Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential
Regulation Authority. Member of the Association of British Insurers. Firm Reference Number 185896.
PT15991 09/2019
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A few years ago, I set out our vision to provide Aviva’s customers with a digital underwriting
experience that is straightforward and effortless, whilst ensuring every customer is
assessed as an individual. Here we are in 2019 and it’s a good time for a progress check –
are we achieving our vision? Let’s look at the different stages of underwriting.
ROBERT MORRISON

Global Life Chief Underwriter
Aviva

Initial application – Straight
Through Processing (STP)
Traditionally, underwriting was seen as a
sticking point in the sales process – after
all the hard work you have put into getting
to the point that your customer is ‘putting
pen to paper’ on an application, off it goes to
underwriting and seemingly into a black hole.
Did you know, with Aviva around 9 out of 10
people using ALPS receive a final decision
from their application alone?
Around 8 out of 10 get a decision instantly, with the remainder being reviewed by an
underwriter within 48 hours*- making Aviva’s
STP and turnaround times really stand out.
How do we achieve this? Through a highly
sophisticated interactive underwriting ‘engine’ which is designed to gather sufficient
information at point of sale to enable a final
decision to be reached immediately for the
vast majority of cases. The system is designed
to come up with the same decision as a human
underwriter – it’s just that it can process large
volumes of applications at once, meaning no
delays for the majority of customers.

What about the other 1 in 10?
So, we’ve successfully automated the
initial application for the majority of our
customers – but what about the 1 in 10 who
we do need medical evidence for? We require
our customers’ consent to obtain medical
information from their General Practitioner
(GP) but it doesn’t need to be a hassle for
customers to complete. Gone are the days of
paper AMRAs which took days to reach the
customer and yet more days to be completed
and returned in the post. We’ve introduced
digital AMRAs using Docusign technology to

make it simple and secure for customers to
complete and return their AMRA immediately. The same goes for General Practitioner’s
Reports (GPRs) – we will always look to obtain
the GPR electronically using i-GPR technology
– a simpler and more data secure method for
GPs to complete and return a GPR.

What next?
If we can automate the application and
AMRA/GPR process, can we do the same
for the assessment of the GPR when it comes
back in? The answer is yes. We have already
developed and are at an advanced stage
of digital underwriting of i-GPRs through

artificial intelligence (AI). These are
exciting times in underwriting at Aviva and
this is just one of many innovations we’re
working on – all aligned with our vision of
making things straightforward and effortless
for our customers. So watch this space!
To find out more visit our Underwriting
Centre at www.aviva.co.uk/adviser
Note: * These figures are based on 2018 underwriting data.

For intermediaries only

Introducing Policy Plus
Sometimes, financial security is only part of the solution. That’s why our protection
customers have access to Policy Plus – a range of support and guidance services that help
provide peace of mind and reassurance, for no additional cost. They’re available to use at
any time, from the start of the policy, to support your clients through difficult times.

Find out more at aegon.co.uk/policyplus

Aegon is a brand name of Scottish Equitable plc. Scottish Equitable plc, registered office: Edinburgh Park, Edinburgh EH12 9SE. Registered in Scotland (No. SC144517).
Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority. Financial Services Register
number 165548. © 2019 Aegon UK plc
PROT384632 05/19
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Tax-efficient protection
planning for small businesses
At the start of 2018, 99.9% of the 5.7 million private
sector businesses in the UK were small or medium-sized
businesses(1). By their very nature, small businesses don’t
have the scale to qualify for group risk schemes.
So how do they attract and retain the right
employee base to help them grow?
Offering a competitive tax-efficient benefits package could be the answer.
This information is based on our understanding of current legislation, taxation law
and HMRC practice, which may change.

Relevant life
As well as providing employed directors’
or employees’ families with a lump sum
on death or terminal illness, relevant life
policies offer tax benefits(2) for employers
and their employees.

Executive income protection
With people more likely to become ill or
injured and unable to work, than die, income protection is a powerful benefit to
include in any employee benefits package
– especially considering the limited state
benefits available.
With executive income protection,
employers can continue paying their employees a salary while they’re unable to
work, and cover their employer pension
and National Insurance (NI) contributions.
The benefit amount is usually higher than a

personal income protection policy, allowing
tax and NI to be deducted when they pay
their employee via PAYE.
Providers often take responsibility of
assessing the employee’s health – helping
them get back to work quicker. And should
a company stop trading, the employee will
continue receiving the benefit while they
remain eligible to claim.

Why consider this?
Relevant life can help open conversations
with new prospects in the corporate market. By packaging this with executive income protection, you can add more value
by providing businesses with a comprehensive employee benefits package – helping
them attract and retain the talent they
need to develop and grow.

We can help
We can help you design unique benefits
packages for your small corporate clients
who don’t have the scale to qualify for
group risk schemes.
Our competitive Relevant Life policy
lets employers provide tax-efficient, individual death-in-service benefits for employees (including employed directors).
Plus, we’re the only provider to also offer
executive income protection, letting you
provide a comprehensive employee benefits
solution, with only one online application
to be underwritten.

More than financial support
Your clients and their employee (insured
person) will also have access to Policy Plus,
our range of support services.
To find out more, visit
www.aegon.co.uk/protection
Sources: 1. Department for Business, Energy & Industrial
Strategy, Business population estimates for the UK and
regions 2018.
2. Some of the associated tax benefits aren’t available if provided
under a flexible benefits or salary sacrifice arrangement.

Employeeabsence
a touchy subject?

The answer’s
at your client’s
fingertips...
To help people stay at work, Help@hand
gives employees access to four key support
services – uniquely combined in one app
with Unum’s insurance policies*
+
+
+
+

Unlimited access to remote GPs
Mental health support
Physiotherapy treatment plans
Second opinions from specialist consultants

*excluding Unum Dental and Benni customers. Unique to the Group Risk market.

For more information visit
unum.co.uk/help-at-hand
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Unum Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority
and the Prudential Regulation Authority. Registered Office and mailing address: Milton Court, Dorking, Surrey RH4 3LZ.
Registered in England 983768. Unum Limited is a member of the Unum Group of Companies.

CR00604TEN 08/2019

PROTECTION

Cover for real people
from a specialist
income protection
provider
Creating an income protection policy
that’s right for your clients and right on
the money is our speciality.
STEVE BRYAN

Director of Distribution and Marketing
The Exeter

www.simplybizmortgages.co.uk
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We take time to
understand our
customers and
use our in-depth
knowledge to design
products which offer
quality cover with
flexible benefits.
1 Manual workers and skilled
tradespeople
We provide occupation-neutral
cover for manual workers and skilled
tradespeople with a wide choice of
limited claim periods (two and five
years) and waiting periods and no
standard policy exclusions.
1 Executive cover
We offer specialist cover for officebased professionals and clerical
workers. This provides quality cover at
a low cost with two premium options;
age-costed or level guaranteed.
1 Self-employed people
Our products include a variety of
features that can offer reassurance to
self-employed people including: cover
from day one, continuous cover for
up to three months between jobs and
the option to ‘fix’ benefits to provide
certainty for clients with fluctuating
incomes.

We won’t generalise about your clients and
their differing needs, and wouldn’t dream
of designing protection products with a one
size fits all attitude. That’s not our style.
We are real people, designing income
protection solutions for real people.

We live and breathe protection
At The Exeter, our people are protection
experts and our ambition is to make protection accessible and inclusive for as
many people as possible.

Different solutions for
different people
We take time to understand our customers
and use our in-depth knowledge to design
products which offer quality cover with
flexible benefits.
This makes it easy to create a policy
to fit your clients’ needs and pockets and
means we can protect a wide number of
people including:

1 People with health issues
We offer a flexible approach to
underwriting with one of the most
flexible and fair approaches to people
with a high BMI or Type 2 Diabetes.
For more information on our specialist
income protection designed for real
people, why not organise a webinar or
meeting with The Exeter sales team
on 0300 123 3207 or email us at
sales@the-exeter.com
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You might remember Blockbusters – the 80’s
kids quiz programme, hosted by Bob Holness.
We sniggered at the cheeky pun of an answer
beginning with the letter ‘p’. But it got me thinking.
If ‘P’ were to stand for protection…
there wouldn’t be any sniggering, or much interest.

CARL HEARD

National Account Manager
LV=

A

s a nation, we’re poorly
prepared to withstand life
shocks. Yet for many consumers, awareness of the
need and value of protection remains alarmingly
low – there’s resistance, reluctance and
rejection. The universal truth for many is
that protection is rarely bought, it needs to
be sold. There are huge untapped opportunities and a fundamental role for advice,
particularly for those who are experiencing
one of the biggest protection triggers – taking out a mortgage.
If you’re a mortgage adviser, you’re probably sick to the back teeth with ‘MMR’; the
regulatory focus, intervention and ‘studies’
have made for a lengthy and sometimes
cumbersome mortgage fulfilment process, with conflicting views about advice.
While MMR has focussed on the mortgage
purchase, it’s stopped short of addressing
a critical wider need – the ‘p’ word. In securing a mortgage for your client to enable

www.simplybizmortgages.co.uk

club reckoned the protection to mortgage
sales ratio across their membership averaged around 30–40%. They – and others
– are actively investing and taking action
to significantly increase this ratio. Recent
industry figures have reported a pick-up in
protection sales from mortgage advisers,
perhaps supported by three key trends:
1 Good business sense:
Addressing the wider client needs
leads to better customer outcomes, the
prospect of greater client engagement
(breeding stronger loyalty) and
additional and diversified revenue
streams. In a world where we’re seeing
more direct lending and internal
transfers, the mortgage adviser has
to stand apart and prove their value.
Protection is proving to be one answer.
1 Digitisation:
Technology is evolving at pace. We’re
seeing greater integration of mortgage
sourcing and protection services,
reducing the time and effort demands
on the adviser and automatically
generating priced protection
scenarios.

them to buy their new home, a mortgage
adviser is helping create a significant
financial risk. But, if something bad were
to happen, can the client keep their home?

‘R’ for Responsibility
The regulatory tide rolls on around MMR.
The likes of IDD, MiFID II and the forthcoming SM&CR (Senior Managers and
Certification Regime) all possess a common theme. It’s one of responsibility, and
our collective duty of care to act in the
best interests of the customer. This means
where a protection need exists, it cannot
be left ignored. We have a duty of care to
address it directly, or signpost them to
someone who can. The direction is clear –
a protection conversation as part of every
mortgage sale – but how we get there is still
in our gift.

‘O’ for Opportunity
There are no industry-wide figures, although one leading network and mortgage

1 Proactive response, with options:
Networks and mortgage clubs are
investing in propositions and support
for advisers that puts them and their
members in a stronger position to fulfil
their duty of care. This can be through
a combination of greater investment
in data and back office systems,
mandated mortgage/protection
advice models with tailored online
journeys, and adviser training. And
for those who can’t or don’t want to
undertake protection conversations
themselves, the option of handing it
over to a protection desk or specialist
protection firm.

‘C’ for Collaboration
We all have a collective duty of care – it’s
not just on advisers. As we look to the
future, we see three positive emerging
themes:
1 Use and exchange of data will
continue to rise:
This can remove, reduce and target
the need for adviser effort and make
for a far slicker customer journey. A
current example is using data from
the mortgage application to make
connections with, or use proxies
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for, protection underwriting risk
assessment. This is already powering
‘instant’ mortgage-related life cover,
requiring just a few extra questions
(and no additional underwriting). We
need to go further; widen access and
address the priority protection need
– protecting income. How long will
it be before a leading IP provider codevelops an instant mortgage-related
IP proposition?
1 More integration of mortgage
sourcing tools and protection
portals:
Enabling slicker ‘protected mortgage’
recommendations and quotes. These
are moving beyond buildings/contents
and ‘simple’ life protection needs
to include more holistic provisions
for serious illness and longer term
inability to work. We expect more
integration and seamless tailored
customer journeys.
1 Greater collaboration between
lenders, protection providers and
advisers:
With moves to ‘reward’ customers
who are well protected, through
more attractive commercial terms.
These will extend beyond the initial
sale, encouraging greater long
term engagement by nudging and
responding to the customers’ changing
circumstances.

Finally, ‘GR’ for Gold Run
The signs are positive, by embracing
protection, more mortgage advisers are
building stronger client relationships and
more sustainable business models. With
continuing collaboration centred on the
customer, we can make our way through
the Blockbusters Gold Run – helping our
customers to lead more confident, secure
and financially resilient lives. When a life
shock does happen, they’ll have a safety net
in place to help them keep their home.
To find out more about the LV= Income
Protection range, please contact your
usual LV= account manager, call us on
0800 032 4219 or visit the LV= adviser
website.

Buy-to-let?
You bet.
Whether your client is a seasoned pro or a newbie dipping their toe,
we’ve got buy-to-let covered. Superb service, a broad lending policy
and a wide range of top products.

Visit virginmoneyforintermediaries.com
or call your dedicated BDM to find out more
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