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Please note that the content for this issue was collated and compiled prior to the Covid-19
outbreak. For specific information about provider’s products, please contact them directly.

Welcome to the first Special Edition in the
MI Magazine series.
This issue places a clear focus on protection and highlights the variety of opportunity open to you to support
your clients whilst earning that all important income.

WHATEVER YOUR ADVICE, WE’VE GOT
THE IDEAL COVER TO MATCH

COMBINED COVERS
Ideal protection for mortgages

STAND-ALONE COVERS
Ideal protection for families

Our Combined Life and Critical Illness
Protection (sometimes known
as accelerated critical illness cover)
has been specifically designed for
clients looking for affordable cover
to protect their mortgage.

Often families need cover that goes
beyond just the mortgage. In that
instance you need to match cover to their
needs perfectly. Our stand-alone covers
give you the flexibility to do just that.

Protection is vitally important in underpinning all the highly valuable work you have put in place, in some cases
for many years, and I firmly believe that you owe it to your clients and your own commitment to ensure that you
have put in place key protection for times when life doesn’t go as planned.
There is no better way to feel you have done an all-round job then ensuring your clients are protected and able
to secure their families future, however that might unfold.
Recent research highlighted that your clients are twice as likely to insure their pets than insure themselves, may
raise a wry smile, but it demonstrates the mountain advisers have yet to climb in achieving a good penetration
level within a client base – but I feel the tide is turning a little in your favour. To those advisers that don’t offer
protection to their clients I would ask – if you are not providing them with what they require, then it is only a
matter of time before someone comes along to support them and they could be walking away with much more.
If you are still happy to concentrate on areas other than protection then the best advice I can offer that may take
you back to your school days is – ‘if in doubt – refer!’
Our SimplyProtect Partners offer a clear insight across a number of
product types and our resident specialists take a look at those
all-important tips and hints that will support your conversations
with clients, as well as suggesting a route into a new area of support
that you might not have considered before, that could lead to other
business potential of the future.
I hope you find this focus food for thought.

Discover more and register to do business with us at:

adviser.guardian1821.co.uk

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
Guardian Financial Services Limited is an appointed representative of Scottish Friendly
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Protection is still an undersold product amongst many advising firms, but there
are great strides being made with many to ensure their clients are best served,
should the worst happen, and this is very encouraging.

MAKAYLA EVERITT

Head of
SimplyBiz Mortgages

This is a topic that has never been more
prevalent than now, with the onset of
Covid-19 cases increasing on our island
shores and the threat of lockdown on the
travel front feeling like it is looming. On a
daily basis, we are receiving updates and
statements from our protection partners
clarifying the areas they cover under their
products, so this is a particularly fluid
situation as I write. Whilst we are in unchartered waters at present, and we expect
there will be a changed world once we get
to the other side, protection sales will be
just as important as they are now to your
clients – if not more so.
Once we return to a level playing field,
your understanding of the housing market
will lead you to the customers of tomorrow
– or indeed, in respect of protection, your
customers of today, but we are also greatly
aware of the need to constantly develop a
solid client bank for the shorter term and
longer term future of your firm. Those firms
that focus strongly on the provision of protection to the exclusion of other products

will be more than aware that it is these
sales that keep them in business, but for a
multi-faceted firm offering a broad range
of services, protection sales, whether you
manage them or through referral to our
pre-vetted partners, represents a significant and solid foundation income opportunity for your business.
For firms that have seen the movement
of their mortgage clients from two-year
rates now to five-year rates, you will no
doubt be looking for other opportunities
to develop additional income to fill that
three-year gap of ‘funds in’. Here is where
you need to develop as many touch points
with your clients as possible and this
should include protection as a key topic. I
would also add that in order to have annual
contact with your client, you might also
want to look at general insurance, if for no
other reason than it allows you to communicate every twelve months and thereby
check in in respect of any change and any
potential requirements.

There are key areas that you might not
be making the most of, and here I would like
to raise one – or actually two, in landlords
and their tenants.
With UK homeownership only slightly
recovering from decline, despite the change
in the Buy-to-Let tax treatment, the number of people privately renting remains
higher than those in council and social
housing. With the introduction of affordability testing required of lenders, mortgage
availability has reduced for many of those
looking for a home and renting is their only
option. Of course, for others there has been
a conscious decision by many to rent rather
than buy, again, giving them the freedom to
do with their equity what they choose. In
addition, with only limited available housing stock, this has forced some would-be
buyers into private rented accommodation.
Interestingly, a large percentage of those
renting from private landlords are under
the age of 40.
One highly underestimated source of
protection leads, are those renting their

homes, as for whatever reason, having
found somewhere to call home, should the
worst happen, they wouldn’t want to find
themselves unable to meet their rental
agreements. After all, a landlord is rarely
a social animal, as many undertake the
provision of accommodation as a business
and therefore expect regular income.
So, how do you get to this untapped resource? Well those of you with landlords
within your client bank have an easy start.
The conversation to get access to their clients should be an easy one – after all, why
wouldn’t a landlord want their renting
parties to be able to pay their rent at times
of difficulty. Another route is to strike up
relationships with letting agents in your
area and offer forward your proposition.
Again, from the letting agent’s perspective,
keeping people in their homes is the morally
correct thing to do – and it saves them work
finding another tenant in the long run.
Into the bargain, you can also open new
streams of business through landlords that
might be looking for supporting products,
portfolio insurance, Buy- and Bridge-to-Let
products.
Add into this the requirements of the
renting party, who will need contents
insurance, protection, and in time, they
then obviously have the potential to be the
property purchasers of the future .
To a letting agent: your ability to support
can add a new facet to their own service
provision, thereby setting them apart from
others and meeting the needs of all clients,
whether renters or landlords. Put simply,
we see there being several opportunities
in the process through the agent.
A letting agent’s referral of existing
landlords offers the following
opportunities:
1 Strong portfolio equity will allow for
re-mortgaging which can then be used
to purchase new properties, which
in turn are highly likely to be passed
back to the agent to fill. Landlords
will pass new properties back to their
letting agents, which creates new
opportunities.
1 Protect their cash flow through
landlord insurance, portfolio
insurance and rent guarantee
providing more security and this
will build relationships and loyalty
between adviser, landlord and letting
agent.
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1 Meet with landlords to discuss
whether they would consider dropping
their clients rent by a small amount,
to allow their tenants to take out a
suitable protection policy.
1 The letting agent can now better
protect the landlord and tenant, whilst
saving themselves time as statistically
less tenants will default on their rent.
Referral to renting parties will offer
the following opportunities:
1 Contents only policies
1 Protection products as those that
form Generation Rent see renting as
socially acceptable on a long-term
basis. This is a group in society that
can fly under an adviser’s radar and
are rarely offered advice which opens
up many more opportunities.
1 Getting your support in early. Tenants
asking for advice regarding giving
notice on their rented property are
potentially getting ready to buy.
1 Clients declined for a rented property,
may be in financial difficulty and in
need of debt advice. You can refer them
across to a debt management company
as an additional income stream worth
considering.

How do you get started?
Your relationship with a letting agent could
become a highly valuable one for you both,
as well as landlords and clients that see
the opportunity in your service provision.
You will give the letting agent an additional
service to promote and from your perspective, free marketing literature is available
through several providers that is easy to
access. Both of you can grow your business
and support the landlords and renters.
There’s no drawback – its win/win/win/
win!
To get started, contact the SimplyBiz
Mortgages team on 01484 439160 or
email mortgages@simplybiz.co.uk and
we will send you further information
to support you in opening this area of
opportunity.

www.simplybizmortgages.co.uk
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Take the time and
effort out of comparing
critical illness polices
with CIC Compare

Whether you are a seasoned master in protection provision, you’re just
thinking of taking the plunge, or you’re just looking for a way to refer and
earn, these days, there really shouldn’t be clients who don’t have some
level of protection for the times they need it most.
GARY HARRISON

Senior Business Development Manager
SimplyBiz Mortgages

Here are ten top tips to support you.

1

CIC Compare, our critical illness comparison tool is available
now in Centra, powered by Defaqto, and lets you search the
whole of the market in under five minutes.
Why CIC Compare?

Start using CIC Compare

Easily compare new and historical critical illness
policies, as well as current and previous versions
of products, and closed plans. 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.

CIC Compare is available as either an optional add-on to
any Centra licence, or as a standalone product.

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

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

2
3
4
5

Our first and biggest tip from the perspective of
making your time more valuable, is to make sure that
you are registered as a SimplyProtect user. Once
that agency is in place you will automatically receive
enhanced commission, so it’s quite simply more money
for the same amount of work. As we say, why wouldn’t
you…? Still yet to sign up – contact our Agencies team
on 01484 439133.
Protection products have adapted considerably to
meet the real world’s requirements and even the most
complex of cases could still find a home. Impaired life
policies are still available. Don’t let any opportunity
escape you. For support contact the team on 01484
439160.
To capture that protection sale – make it part of the
wider conversation, not just the add on but at the end.
Take time to get to know your clients’ backgrounds
and change your thought process into the provision of
protection less as a ‘sale’ and more as a ‘service’.
Allow your protection conversation to flow through
the various areas where there is the likelihood of a
potential claim. Starting with income protection, then
critical illness and then life insurance, you can educate
them as to the benefit of all three areas and the support
they would deliver to the family.
Make use of the tools our providers make available
with your clients, as they help you demonstrate the
value of the products.

6
7
8
9
10

There are good conversations to be had. Many
providers have reassessed their product provision
and now look to support clients in maintaining healthy
lifestyles or provide products that flex with a client
throughout the various life stages ensuring they are
covered throughout. Consider writing policies in trust
that can even support IHT situations.
Protection isn’t just for the younger client base –
mature clients can be covered under a range of health
matters.
Have clients with businesses?
Why not look at business protection as an opportunity
to add value?
Still on the fence? That’s fine. If you still don’t want
to place protection business, then do the best for
your client and refer that enquiry or lead on. Clients
need protection and a referral partner will be able to
place their requirements and you will also receive an
introduction fee direct from the referring party – so
everyone’s a winner.
Best tip on the page – our team can help you with all
the above – from getting started to complex cases to
business protection and even private medical insurance.
I, for one, love a challenge – why not put me to the test.

Call the team on 01484 439160 or email me at
g.harrison@simplybiz.co.uk.
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Top Tips
1 Make use of your access to our significant events programme offering mortgage
and protection related events, roadshows and masterclasses. Full detail is available
through the events area of the site. Upcoming webinars will also feature here too.
1 Access the Partner learning zones promoted through the Protection Hub.

Meeting the learning
requirements

As you may remember, 1st October 2018 saw the
implementation of the Insurance Distribution Directive
(IDD). This replaced and built upon the previous
Insurance Mediation Directive and was applied
to insurance and protection contracts, as well as
insurance-based investment business.
STEVEN HOWARD

Head of Mortgage and Lending Intermediaries Compliance Services
The SimplyBiz Group

T

he IDD now informs the initial
authorisation, passporting
arrangements and ongoing
regulatory requirements for
insurance and reinsurance
intermediaries. It also covers
organisational and conduct of business requirements for insurance and reinsurance
undertakings and certainly introduced important new requirements within a range
of new insurance-based areas.
All firms who are involved in the distribution of insurance products such as insurers, reinsurers, insurance and reinsurance
intermediaries (advised and non-advised
sales), insurance brokers and financial
advisers, are now captured by the IDD,
and the net result has been to enhance the
consumer protection regime when buying
insurance. It also supports competition between insurance distributors via the nice
level playing field that it has since created.
The products covered by the IDD are:
1 investment based insurance products
(IBIPs)
1 life and non-investment insurance
business including pure protection
1 general insurance
1 reinsurance
1 insurance-based pensions.
A major new, and very important, part
of the IDD for firms and advisers was the
introduction of a minimum requirement

of 15 hours CPD per annum for any staff
responsible or involved in insurance distribution. As it turns out, there is no prescribed
requirement for this to be structured or
unstructured CPD activity.
I therefore think that now is an appropriate moment for everyone involved in this
area of financial advice, with 18 months on
the clock since the implementation date,
to consider how they have fared and to
re-visit the requirements in detail. I will
also take the opportunity to suggest some
CPD activity and exercises that may get
your programme back on track or provide
reassurance that what you are doing is
correct to meet requirements.
1 CPD need only be carried out on
the product types the individual or
firm offers advice on or promotes,
also including more general matters
such as; claims handling, complaints
management, conflicts of interest,
assessment of customer needs, legal
aspects of the market, and financial
competence
1 Records demonstrating compliance are
required to be held for not less than three
years after stopping the relevant activity
1 Where the adviser is already subject
to a minimum 35 hours of annual CPD,
at least 15 hours must be attributable
to general or long-term insurance
contracts (as applicable), including
pure protection, where appropriate

1 Any individual who is involved in
insurance distribution, a protection
adviser, developer of sales scripts or
non-selling supervisor, for example,
must complete 15 hours of annual CPD

CPD can include various types of facilitated learning opportunities, including courses, e-learning and mentoring. This can be
‘topped up’ via other regular, relevant and
varied daily activities such as industry
article reading, webinars and technical
conversations, where knowledge has been
gained or improved. A typical example of
this would be a phone call or meeting with
the Business Development Manager of an
insurer, who during the conversation took
time to explain a new product feature or
underwriting process that had changed or
been introduced.

1 Set aside regular time during each working week for personal development and add
a diary note to remind yourself to log your most recent and relevant activity. You’ll
find it easier to build up your CPD hours this way.
1 Always make sure you have robust record keeping in place to evidence your CPD
hours. After all, when you need to produce this evidence, it is always easier and
faster if it is all in one place.

Prior to logging any CPD, it would be
best practice to consider whether your
completed activity ticks one or more of the
following general insurance, life insurance
and insurance-based investment product
common subjects:
1 The product types being promoted
1 The features, risks and characteristics
of the products
1 Taxations and state benefits

Alls by definition

You should then take care to ensure you
have confirmed all the following information within your CPD log:

In-scope AIIs – Firms who meet the definition of being an AII and are within the UK’s
regulatory perimeter. This includes firms
within scope of the IDD and firms, such as
motor vehicle dealers, within the UK regulatory perimeter but undertaking insurance
distribution activities that may be outside
the IDD.

1 Read relevant Compliance & Technical Times email updates, Protection Connection
Magazine, our printed MI magazine, as well as the twice annual Protection Weeks.
These all hold highly useful updates and you can catch up via the MediaHub on the
website.

BEST PRACTICE

Where a firm has Appointed Representatives (ARs) or has distributors for whom insurance is only an ancillary service (AIIs),
they are responsible for ensuring that the
requirements are met. Here ARs and AIIs
are required to complete the same amount
of CPD activity.
AIIs are firms whose principal professional activity is not insurance distribution, i.e.
they only distribute insurance products
that are complementary to the goods and
services that are provided as part of their
primary professional activity. There are
different types of AIIs but the key one
applicable to advisers are ‘in-scope Alls’
– defined as:

1 You have access to Competent Adviser, a complementary CPD and knowledge
tool available as part of your fees. Reading and testing activity can be undertaken
and you can also log your activity electronically within the system which will help
reduce your paperwork.

1 The wider insurance market
1 Complaints and claims handling
processes
1 Applicable laws and regulation
1 Business ethics and standards

1 The date that the activity took place
1 Details of the actual activity
undertaken
1 Whether the CPD is structured or
unstructured in nature
1 The learning points and benefits
gained from the activity
1 The relevance to your own personal
development
1 Details of any planned follow up
activity
1 Minutes/hours of learning time taken
to complete the activity

In order to support the appropriate logging of your CPD activity, you can access
a template in the Business Hub area of
Compliance Documentation. Within the
area called ‘Training and Competence –
Continuing Professional Development’,
sits ‘CPD record sheet – insurance only’
amongst others.
CPD HUBS
In addition, to help you meet your ongoing CPD requirements, many providers
have created CPD hubs where you can find
useful articles or webinars on different insurance and protection related topics which
are usually divided into bite sized chunks,
so it’s easy to build up those valuable CPD
hours. Even if you are not a registered user
of SimplyProtect, access to some of these
resources are readily available within the
protection hub.

As already mentioned, this regulation
has been in place for eighteen months at
the time of writing and the FCA will be
now looking for firms to have demonstrated
that they have fully embedded the required
processes into their advice. My best advice,
if you offer advice in this area, is to take a
look at what is required and assess your
current processes to satisfy yourself that
you are meeting the expectations in the
new IDD environment. We look to provide
you with all the detail and education you
require, you just need to make the most of
the opportunities available.
If you have any queries in relation to
the IDD, please do get in touch with the
Compliance Helpdesk on 01484 439120.
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ommend a 13-week deferred period with 26
weeks being the second most popular choice
followed by a four-week deferred period.
However, the comparison is based on retail advice so it would be expected that the
deferred periods would be longer for people
who seek financial advice.
The top three features for income protection products in 2019 were:
1 Guaranteed premium
1 Personal income protection
1 Own occupation definition

TIINA STEPHENS

Chief Operating Officer
Synaptic Software

We are helping to protect lives and livelihoods
in the UK through providing our easy-to-use
comparison service.
Insurers pay out £14.5 million every day
for protection policies, including income
protection, critical illness and life insurance in the UK(1).
Whilst we wait for the latest reports for
year in review for 2019 to appear in the first
quarter in 2020, we are thinking about how
to help the UK protection industry create
better outcomes every day for those who
are in the unfortunate position of having
to make a claim.
In 2019, awareness of mental health and
its impact has been increasing, and health
and wellbeing at work has been constantly in the headlines. The ABI claims that
almost 13% of sickness absence days in
the UK can be attributed to mental health
conditions and stress is believed to be one
of the leading causes of employee absence.(2)
Income protection sales have been
increasing throughout the last couple of
years. According to ONS data, in ten years,
from 2003 to 2013, the yearly expenditure
breakdown on life insurance by household
has increased from £362 to £435 – an increase of 17%. During the same period, the
same trend continues with average spend
on income protection increasing from £485
to £556 – a total of 13%.

However, when looking at the numbers
for all life insurance as a group, we can
observe a drop of 37%.(3) Interestingly,
households in the South East and South
West spend on average over £600 a year
on ‘whole of life’ whereas the equivalent
for London is £361 and the whole of the
UK is £435. This is likely to be explained
by the clustering of highest income earners
around these areas. Sum assured amounts
vary considerably.
According to Synaptic data, the most
popular advised income protection sum
assured is between:
1 £751 to £1,000 per month (18%)
followed closely by:
1 £1,251 – £1,500 (12%),
1 £1,751 to £2,000 (10%) and
1 £2,251 to £2,500 (10%)
The biggest sum assured cluster at 8%
of cases, have a sum assured of £4,751 or
more – again, likely to be residents in the
South East or South West of England.
The average UK household has savings
to cover three months should the head of
the household lose their job. Synaptic data
shows that intermediaries most often rec-

‘Counselling service included’ was 17th
most popular and ‘helpline’ was the 19th
most popular. When comparing the most
popular features in the 2018 data, ‘counselling service’ has stayed at 17th place on
the list, but increased as a choice by 0.8% of
advisers, with ‘helpline’ actually decreasing
as a choice. In 2019 the industry has seen
value-add services bolt-ons increasing and
more and more providers are bringing in
more tangible support services before a
claim is triggered.
BENEFIT
These services benefit both the consumer, by offering more support before
catastrophic consequences, and the ecosystem, by reducing the amount paid out
every day as well as increasing the demand
for insurance products.
The products of 2020 are likely to fulfil
more than regulatory needs and really focus on how the additional benefits of these
products can be made easy to understand
(as well as advise on).

We are helping
to protect lives
and livelihoods in
the UK through
providing our
easy-to-use
comparison
service.
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In 2019, awareness of mental
health and its impact has been
increasing and health and
wellbeing at work has been
constantly in the headlines. The
ABI claims that almost 13% of
sickness absence days in the
UK can be attributed to mental
health conditions, and stress is
believed to be one of the leading
causes of employee absence.

A year in progress – supporting
your sales process
Throughout the year, we have focussed on
improving the Webline user experience.
The changes include new design for
both standalone and multi-benefit journeys
through the Webline portal, which has significantly improved the time to compare
policies.
The results page has seen many improvements for displaying income protection
stepped benefit results. We also clarified
the results pages with new icons to confirm
if a provider has responded to a joint life
quote on a Joint or Dual life basis. All design
elements have been reviewed and renamed
to ensure we give maximum clarity for the
user.
Income protection results has also seen
the addition of filters which allows easy
comparison on long and short-term Income
Protection.

This Webline screen shows an income protection quote. Adjusting the parameters of the research is
easy to explore options. The ‘Apply’ button allows the recommendation to be converted into an order
(with pre-population of the form), taking you directly into the provider’s extranet to complete the case.

Significant changes have also been made
behind the scenes. These improvements
now enable Synaptic to be more agile when
making enhancements and adding new
providers and products to the service. In
addition, they have enabled weekly release
cycles to better align to the rest of the ecosystem and provide faster updates to the
market.
We have also added tens of new products
as well as rental protection and are currently working on adding other product lines to
the service.

Not just protection – annuities
(including enhanced annuities
also)
Webline’s annuity comparison service
is fully PS19/1 FCA compliant and offers

a comparison service through the portal
or through web services which can be tailored to meet your pre-sales, information
prompts or wake up packs’ workflow.
We’re staying committed to holistic and
independent due diligence – and focussing
on creating better outcomes by providing
the tools to the advice market to provide
suitable recommendations on protection.
We are focussing on helping advisers extend their reach, protecting more lives and
livelihoods and raising the awareness of
mental health.
The year in review, could be summed up
for its positive dialogue of mental health
awareness as we start to see more and more
features and value add services being available in product propositions to address the
often-unseen consequences of unhealthy
mental health.
Webline is facilitating easy sales process
for any size of organisation in order to protect more lives and livelihoods.
Find out how our holistic approach can
promote protection sales by exploring our
comparison services, visit
www.synaptic.co.uk.
Sources: 1. www.abi.org.uk/data-and-resources/industry-data/
uk-insurance-and-long-term-savings-key-facts/
2. www.abi.org.uk/globalassets/files/publications/public/
data/abi_bro6778_state_of_market_2019_web.pdf
3. www.ons.gov.uk/ons/about-ons/businesstransparency/
freedom-of-information/what-cani-request/published-adhoc-data/pop/july-2015/households-by-household-size-andregion-of-the-uk.xls

www.simplybizmortgages.co.uk

Seven steps to
maximise your
protection potential
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consider asking your client to sign the report to confirm they’ve understood the risks
around not being protected.

4. Save more time – streamline your
quotes
Producing multiple, single benefit protection quotes costs you unnecessary time and
money. Each quote brings separate client
documentation to share and save too. Produce multi-benefit quote options in a fraction
of the time, showing the client the different
scenarios and costs available from one policy
to separate policies. This also streamlines
supporting documents, which can be saved
into your CRM system automatically.

5. Dealing with budget management
and scenario planning
If your client has a set budget, use instant
indicative premium technology to display
the different options in an instant, helping
you nudge additional options, such as critical
illness, within the conversation, even if the
client can only afford a small amount of cover.

ANDY MILBURN

National Accounts Manager
iPipeline

When I’ve spoken to friends and family about
how important it is to ensure they’re financially
protected should the worse happen, they get it at a
high level, but they’re unsure where to start.

6. Predicting underwriting decisions
quickly and early
If your client has disclosed a pre-existing
medical condition, you can access potential
rating decisions – including which providers
offer standard rates – without needing to
call or email numerous provider underwriting teams. Help is available online quickly
covering a large range of questions asked by
protection providers.

7. Product quality
That’s why iPipeline believes it’s of utmost
importance that you’re equipped with
everything you need to help clients navigate
what can be a minefield.
So, where do you start? What should you
consider first? Here are seven steps you can
take to make a difference and help you maximise your protection potential.

1. Save time – avoid duplication of
efforts

uk.ipipeline.com/products/solutionbuilder

01242 211705

Most CRM systems offer integrated protection services, however using a standalone
service means you enter client data at least
twice, why? Find out what integrated protection options are available to you, save time
and only key in client data once throughout
the protection sourcing process, including
when you move to the application stage with
the chosen provider.

2. View premium options early in the
conversation
Do you create full quotes before discussing
the potential costs of protection cover with
clients? Calculate indicative premiums early
in the advice process with low tolerance for
error. Sharing numbers with clients earlier
in the process helps shape options, driving
better quality protection conversations.

3. Highlighting clients’ personalised
risks
Risk reports are available to help shape the
conversation around the importance of your
client being protected. These risks relate to
the client’s mortgage with personalised odds
of their death, serious illness or absence from
work shown in a clear to view report.
Use these reports face-to-face with your
clients or share electronically. You can also

Product quality is important. What if a slightly
more expensive plan brings extra features,
such as added value claims support? Simple
product quality reports are now available
without the need to separately log into product research databases.

Utilise what’s available
Advisers who follow these seven steps are
more effective and successful with their
protection conversations.
To find out more about maximising
your protection potential, contact us on
ukdistribution@ipipeline.com, by calling
01242 211705, or by visiting the Bitesize
videos on the iPipeline Customer Portal
(help.ipipeline.uk.com).
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All our members and their immediate family have access to our
HealthWise app. The app provides access to health and wellbeing
services, bespoke to their policy.
STEVE BRYAN

Director of Distribution and Marketing
The Exeter

How does it work?
Once a member has downloaded and registered to use the app, they can book an appointment with a GP or health specialist at a
time that suits them. What’s more, members
have the option to choose their specialist,
which is especially important for individuals
who feel more comfortable to discuss their
concerns with a specific gender. This can take
place via video or telephone-call.
During this initial consultation, the member and treating specialist will discuss the
next appropriate action. Depending on the
service used, advice may be given on how to

manage their condition, or a tailored treatment plan may be prescribed, recommending
the next stage of treatment or support.

A digital service with a human
connection
When it comes to the important ‘stuff’ such
as people’s health and wellbeing, we understand the value of speaking to a real person to
gain trusted advice. We also understand that
people are busy, so need to access services
fast and at a time that suits them.
Using digital services such as video-calls
and consultations or simply talking over the
phone, means our members can talk to an
expert at their own convenience, without
disrupting their busy lives.

Member appetite for digital
services
Since its launch, HealthWise has highlighted a
growing appetite for digital healthcare services amongst our members. 80% of members
who have used HealthWise have accessed

Linking child critical illness
to adult life cover
Making it easier for families to protect
their children

Combining digital power
with a human touch
The services available include GP-on-demand, a second medical opinion, physiotherapy(1), mental health support(1), lifestyle-coaching(2) and nutritional advice(2).
The app provides a digital experience with
all the convenience that technology brings;
speed and accessibility, complemented by
the personal and trustworthy benefits that
come from a human touch.
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services via the app, with more than half of
treatment outcomes for physiotherapy and
mental health being delivered digitally.
We want to offer a convenient and personal member benefits service with our
HealthWise app, and we are delighted that
our members are choosing to use it to help
make positive changes to their health and
wellbeing.
To find out more, visit our website at
www.the-exeter.com/adviser and book a
20 minute online product briefing with one
of our Adviser Account Managers.
HealthWise is provided by Square Health –
www.squarehealth.com.
Notes: 1. For our income protection and health insurance
members only.
2. For our life members only.

Keeping their children out of harm’s way –
it’s the role of a parent. But what if it’s not
enough? Sadly, for some families, harm comes
in the form of a child’s critical illness. In the
UK every year, 4,500 children and young
people are diagnosed with cancer(1). It’s usually around the 5th or 6th most claimed-for
condition under critical illness cover.
It can happen at any age. F&TRC research
says that of every 100,000 children, 15 aged
between just 1 and 4 years old will be diagnosed with cancer; 9 aged 5–9; 10 aged 10–14
and 12 aged 15–19(2).
So how does a family deal with that risk,
especially if they don’t have vast savings? The

short answer: protection. But here we hit a
stumbling block...
One big industry barrier is that usually
children’s critical illness cover is linked to a
parent’s critical illness policy. But we all know
that adult cover is undersold. According to
advisers, the main reason for this is cost. They
tell us many families would like to buy critical
illness cover, but they just can’t stretch to it(3).
This means people who can’t afford adult
cover, or choose not to take it, under-protect
their children. It’s also unfair on people who
can’t get critical illness cover for themselves,
for example if they’re ill. They have to leave
their children exposed to unnecessary risk.

We think this is wrong. In our view, people
should be able to protect their kids if they
want to. And they need to be able to afford
to do it. In other words, the industry needs to
open up the market to more families.
At Guardian we’ve tried to do this. When
we were building our proposition, we designed it differently. We’ve de-coupled child
and adult critical illness cover, to make children’s critical illness cover an option you can
also add to life cover.
We believe the amount of cover should be
flexible too. Customers taking out a life policy
can choose any amount of critical illness cover
for their children, from £10,000 to £100,000,
up to their own sum assured. And it can be
added at any time during the policy. So, people
without kids right now still have the option of
adding it if they start a family.
Advisers tell us family is their clients’
number one priority. That’s why we decided
to challenge the status quo and make our
products relevant for families – with and
without children. De-linking child and adult
CI cover makes it easier and more affordable
for your clients to protect their kids. It’s one
of the reasons why we’re ‘Life. Made Better.’
Discover more about our proposition and
register to do business with us at adviser.
guardian1821.co.uk.
Sources: 1. Children with Cancer UK, Childhood Cancer Info,
July 2019.
2. F&TRC launches new child critical illness analysis for
advisers, January 2019.
3. Guardian-iPipeline research, May 2019.
Guardian Financial Services Limited is an appointed
representative of Scottish Friendly Assurance Society Limited.
All products are provided by Scottish Friendly.
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The effects of
dementia on society
The number of people
living with dementia
globally is 44 million,
and it is thought that
this number will double
by 2030. In the UK, it is
estimated that around
850,000 people have
dementia, and that
number will reach one
million by 2025(1).

What is dementia?
There are more than 100 types of dementia – the most common being Alzheimer’s
and vascular dementia – all of which are
progressive. Your chances of developing
dementia increases as you get older, however dementia is not a normal part of ageing.
It can have a devastating effect, not just
on the person who develops the condition,
but also on families, carers and the wider
society.

Dementia and the ageing
population
The projected increase in people with
dementia over the years is strictly linked
to the fact that the world’s population is
getting older. By 2066, life expectancy is
projected to reach 98 years for females and
96 years for males(2).
Age is in fact the biggest risk factor for
dementia: after 65 years old, the risk of
dementia doubles every five years(3). An

ageing population will therefore mean
an increase in people with dementia and
more carers and funds needed to take care
of them.

The costs of dementia
Dementia costs society £26 billion per year
in the UK, and this cost is set to rise as the
population gets older(4). The £26 billion can
be split into:
1 £4.5 billion on state social care
1 £4.3 billion on health care
1 £5.8 billion on privately funded
social care
1 £11.6 billion on unpaid care(4)
These figures show the impressive financial toll on people with dementia who
don’t get access to state support. 44% of
the total cost of dementia is borne by unpaid
family carers who look after loved ones with
the condition. When families cannot provide the care themselves, most of them will

have to fund it privately (22.9% of the total
spend compared to 17.2% of social care that
is publicly funded)(4).
The contribution that society places on
unpaid dementia carers is not only huge,
but also growing faster than expenditure
on formal health and social care services(5).
Research shows that most people will either have to care for their older loved ones
themselves (which will impact their ability
to stay in employment for example), or have
to fund their care privately. For this reason,
it is vital for families to plan dementia
care well in advance.

How vitality can help your clients
prepare for later life
As the only Serious Illness Cover provider
to support clients’ independence in later
life, VitalityLife’s Later Life Options help
provide the answers to the real questions
clients are asking.
With our unique Later Life Options, you
can help support your clients in later life
against the potential financial impact of
dementia and frailty. We offer two levels of
cover to cater for your client’s needs:

Both of our Later Life Options begin once
your Serious Illness Cover ends and pay out
based on the severity of your condition.
We’ve seen a fantastic response from
advisers to our unique Later Life Options,
with 80% of eligible plans adding one of
our Later Life Options in January 2020.

Care made easy
In addition to enhancing our Serious
Illness Cover, Vitality has also partnered
with SuperCarers to offer your clients
support throughout the different stages of
arranging care, from gathering information and choosing the right type of care, to
the practical aspects of finding a carer and
managing care. This benefit is available for
no additional cost for all Vitality members
and their immediate family, and also offers
a 20% discount for the first £1,000 of ongoing care.
As an additional benefit for our VitalityLife Later Life Options members, a 20%
discount applies for the first £3,000 of
ongoing care for the benefit of the plan
holder. T&Cs apply.

VitalityLife’s Serious Illness Cover with Later Life Options
Dementia and
FrailCare Cover
Dementia and
FrailCare Cover Plus

Available for no extra upfront cost or health questions.
Cover is calculated at the start of your client’s plan as 50%
of their Serious Illness Cover.
Available at an extra cost.
Cover is calculated at the start of your client’s plan as 100%
of your Serious Illness Cover.
Sources: 1. Public Health England, Dementia: applying All Our
Health, Updated 23 January 2018. www.gov.uk/government/
publications/dementia-applying-all-our-health/dementiaapplying-all-our-health.
2. Office for National Statistics,‘Past and projected data from the
period and cohort life tables, 2016-based, UK’, 2016.
3. Alzheimer’s Research UK, Incidence in the UK and globally,
last reviewed 5 July 2018, www.dementiastatistics.org/
statistics/incidence-in-the-uk-and-globally/.
4. Public Health England, Dementia: applying All Our Health,
Updated 23 January 2018. www.gov.uk/government/
publications/dementia-applying-all-our-health/dementiaapplying-all-our-health
5. Dementia UK: second edition, Alzheimer’s Society, 2014.
6. Personal Social Services Survey of Adult Carers in England,
2016/17; NHS Digital; Question 18/19 (I don’t see a 6)
7. Independently verified by Defaqto. This comparison to other
products in the market is based on VitalityLife and Defaqto’s
interpretation of the difference between VitalityLife’s latest
Serious Illness Cover and those other covers available in the
market as at 11/11/2019. Whilst VitalityLife and Defaqto have
made reasonable endeavours to ensure the accuracy and
reliability of this statement, it is for personal use and guidance
only, and does not constitute a contractual representation. As
such, neither party accepts liability for direct or consequential
loss in relation to this statement.
8. Defaqto verified Competitor Comparisons, Nov 2019.
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Research shows
that most people
will either have
to care for their
older loved ones
themselves... or have
to fund their care
privately.
Five reasons to recommend
VitalityLife’s Serious Illness
Cover
1. We cover all conditions covered in
the market(7)
VitalityLife’s Serious Illness Cover
covers all conditions covered in
the market and is more likely to
pay out than any critical illness
product.(7)
2. We cover all heart attacks, all
strokes and more cancers than
any other insurer(8)
To give your clients more
protection against the top three
reasons to claim.
3. Your clients get earlier payouts
We pay out based on the severity
of the condition. This means
we can cover illnesses at earlier
stages than other insurers.
4. Your clients can claim more than
once on the same plan
If your client’s condition only pays
out part of their cover amount,
they can claim again, until they’ve
used up their entire cover amount.
5. We’ll cover your clients for later
life conditions
Choose one of our unique Later
Life options so that your clients
continue to be covered for later
life conditions such as dementia
Alzheimer’s, Parkinson’s, stroke
and frailty even after their Serious
Illness Cover ends.
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Sourcing life
insurance solutions
for people with
heart conditions
Did you know that there are 7.4 million people living with
heart and circulatory diseases in the UK?(1)
Or that 27% of all UK deaths are due to heart and
circulatory diseases?(2) With figures as startling as these, it
follows that most advisers working in the UK – irrespective
of whether they arrange protection insurance or not – will
have clients who have heart conditions.
ANDREW
WILKINSON
Director
Moneysworth

TIM BODDY
Director
Moneysworth

F

urthermore, the FCA’s recent
Sector Views report indicates
there are currently 15 million
people living in the UK with
long-term health conditions
and that figure is likely to

increase.
There is a wide range of heart conditions
and a wide spectrum of how these conditions affect people’s lives. However, having a
heart condition does not decrease the desire
or the need for protection insurance. Many
such clients are unaware that insurance
solutions are potentially available.
We often hear clients say, “I always
thought that once I’d had had a heart attack
I wouldn’t be able to obtain life insurance”
– often followed by “but I’ve just seen on
the British Heart Foundation website that
you might be able to help me find life insurance.” Some of these customers mistakenly
believe that any life insurance, if available,
would automatically exclude death as a result of a heart condition.
The adviser community is now at a tipping point. There have been several regulatory developments over the past year or so

which suggest that advisers have a duty of
care – and that duty includes clients with
pre-existing health conditions.
So, to help advisers offer better access
to insurance for all their clients, I thought
it might be helpful to look at a typical case
study. We’re going to see what’s involved,
how long it takes and what sort of results
you might expect.
I’ve selected one of the most common
heart conditions: a heart attack. Did you
know that, in the UK, 280 hospital admissions a day are due to a heart attack?(3)
In this case we were approached by the
client in August 2019. The client, in his late
fifties, sought £165,000 decreasing life cover over 10 years to cover his mortgage. If
he’d had no health conditions the standard
premium would have been around £30pm.
In initial conversation with the client,
we asked about his situation and why he
wanted cover. The majority of our questions were aimed at learning more about
his medical history, because we need this
information to approach underwriters at
insurers across the market.
Note that up to now, we deliberately hav-

en’t discussed premiums with the client. A
mistake some advisers make is disclosing
standard premium rates before finding out
if the client has any health conditions. This
sets the wrong expectations, and for nearly
all heart cases the final premium will not
be at standard rates.
If you don’t know what medical questions
to ask the client, you should contact presales underwriters at the insurers. It’s also
important to find out about other potential
risk factors including height and weight,
smoker status, medications (including
medication for any other conditions), family
medical history etc. Copies of specialist’s
letters are useful – if the client has them.
Equipped with detailed information
about the client’s health condition, we
approached underwriters at insurance
companies across the market. The results
included more than one decline indication,
and indicative ratings ranging from 100%–
300%. Some readers might be surprised at
the differences in response, but this isn’t
unusual.
We converted the ratings into indicative
rated premiums and reported these to the

client. The three lowest indications were
£55pm, £60pm and £70pm. The client was
comfortable with these figures and agreed
to progress to the application.
At this stage, it’s vital that you again
manage the client’s expectations: explain
the process, typical length of time required
to obtain GP reports, and that there are no
guarantees on the final outcome. The process can take a long time, so it’s important
to provide the client with regular updates.
In this case, it was four months later
when we received an offer, at £93pm, which
the client was pleased to accept.
You may be wondering why the outcome
differed so much from the initial estimates.
The reason for the difference was due to
the medical information received from the
GP and the cardiologist’s letters. Unfortunately, the client was unable to provide us
with copies of cardiologist letters prior
to applying. If he’d been able to do so, the
responses from presales underwriters
would have more closely matched the final
premium offer.
Our journey included managing three
applications because two companies
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declined when they received the medical information from the GP. The client
moved to a different GP surgery part way
through the underwriting process, which
led to further delays. As we provided regular
update reports to the client, by the time we
received terms he was aware of how much
work had gone into his case, from initial
research through to completion. He also
understood how we’d arrived at the offer of
terms and why this represented good value.
Our post-application administration
work on the case was significant, which
is common. In total, we filed 102 separate
working notes on the customer record – and
that figure excludes reports and documents.
This article shows what’s involved in a
typical case of helping a client with a heart
condition to find life insurance. It shows
how life cover can be accessible for people
with significant health events, but also that
a positive outcome typically requires careful planning, pro-active case management
and a significant length of time.
We understand applications for life cover
in the UK now result in 20% of cases being
rated, or offered, with exclusions, and 5%
postponed or declined. Given how the life
insurance marketplace is changing, busy
advisers always have the option to signpost
their clients with health conditions to an
adviser firm like Moneysworth who offer
a suitable specialist service. Moneysworth
has been a SimplyBiz Group preferred referral partner for a number of years now and
we have arranged cover for many advisers’
clients where they did not think terms were
possible. Giving their clients valuable cover
and earning the adviser commission they
would otherwise not have received. Moneysworth pay referring partners 30% of the
initial commission they receive and will do
the work for you.
Why not test Moneysworth with one or
two of your recently declined cases and
see if they can help. For more information,
visit the Moneysworth site available at:
www.moneysworth.co.uk/simplybiz.
If you’d prefer to just discuss a specific
case first, please feel free to call on
01625 462744.
Sources: 1. www.fca.org.uk/publications/corporate-documents/
sector-views-published-february-2020
2. www.moneysworth.co.uk/blog/can-you-get-life-insurance-ifyou-have-a-heart-condition/
3. British Heart Foundation

www.simplybizmortgages.co.uk
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Intermediary Designed

Income protection
that looks after your
wellbeing too

as PTSD, trauma, psychosis, schizophrenia
and bipolar disorder. They have the time to
really listen to your clients’ concerns and can
speak with them on a regular basis to offer
support, encouragement and a friendly ear.
Treatment can be organised quickly to
avoid long waits on the NHS, getting them
on the road to recovery as soon as possible.
Their nurses can also help your clients make
best use of social services, charities and other organisations that could speed up their
recovery.

Our income protection is about
more than just replacing income
In 2018, 99% of RedArc’s customer feedback
rated the services they’d experienced, good
or excellent. One of RedArc’s patients said:
“I would not have been able to cope without the help of RedArc. I was in a panic and
didn’t know where to turn. Having my own
nurses to talk to made the hugest difference.“

CRAIG BROWN

Director, Intermediary
Insurance
Legal & General
Life Insurance

It gives your clients
access to experienced,
registered nurses that
can offer long-term
support and guidance...

More than just
protecting an
income
Our income protection offering does more than
just protect an income. We can help your clients
get back to work with physical and mental
health support - at no extra cost.

Designed with you, for your clients.

legalandgeneral.com/incomeprotection
For Adviser use only
02/20

It’s estimated that 500,000 people in the UK
feel ill as a result of work-related stress. In
fact, 48% of the population are stressed at
least once a week, and for 12% that’s every
single day(1).
If a client finds that they are unable to work
due to incapacity caused by illness or injury,
resulting in a loss of earnings, our income protection plans could help them by paying out a
monthly benefit while covered by their plan.
But it does much more than that – it can help
improve their wellbeing too before a claim is
even made, resulting in an early intervention.
Our income protection plans come with
Legal & General Nurse Support Services,
provided by Red Arc Assured Limited, which
is available anytime during the length of your

clients cover. It gives your clients access to
experienced, registered nurses that can offer
long-term support and guidance for mental
health conditions, in addition to serious illness
and disability. In terms of mental health support, the nurses will identify the best course
of action and can quickly arrange face-to-face
cognitive behavioural therapy, counselling or
therapy sessions, whatever’s most suitable
for your client.

Supporting mental health and the
road to recovery
RedArc is highly experienced in dealing with
a wide range of mental health conditions,
including chronic depression, stress and anxiety, as well as more complex conditions such

This service is available before a claim is
made to help clients still in the workplace,
however, once a claim is made, eligible claimants will have access to our Rehabilitation
Support Service, a specialist rehabilitation
team who will build a structured return to
work programme.
For more information on how we can
support your clients, please call your usual
BDM or visit www.legalandgeneral.com/
adviser/protection/income-protection/
Source: 1. https://www.cartridgepeople.com/info/blog/ukworkers-stress-statistics

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.
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How to get into
income protection

Income protection does not feature as high as it
might do on some clients’ (and advisers’) priority
lists. Zurich offers some guidance for advisers
looking to break into the market.
From arranging a mortgage to saving for
retirement, income is an essential component of just about every financial plan. But,
while it makes sense for clients to protect
their income, some advisers shy away from
recommending income protection (IP).
Just how far down the product pecking
order it falls can be seen in figures from
Swiss Re’s Term & Health Watch 2019.
Although IP sales increased by 22.6% in
2018, only 148,498 new policies were sold.
This compares to 537,073 critical illness
policies and 1,572,693 life insurance plans.

Unfounded reticence
There are plenty of reasons for this adviser
reticence. With variable deferred periods,

payment terms and salary percentages,
IP can seem more complicated than other
protection products. This may be true, but
these features are simple and make it easy
to tailor cover to clients’ personal requirements.
Cover can also be perceived as too
expensive. Certainly, the premium for an
IP plan with a four-week deferred period
covering 80% of income until retirement
could put some clients off. But a simple
solution is to tailor it to their needs by
reducing the deferred period, benefit
level or payment term – and suddenly it’s
transformed into an affordable safety net.

Client resistance
Advisers can also encounter some resistance from clients. As well as the old
chestnut of ‘it won’t happen to me’, clients
point to their sick pay or state benefits as
reasons why they don’t need IP. They could
be right, but they could also be taking a
significant risk, especially if they have to
rely on statutory sick pay (£94.25 a week
for up to 28 weeks) or universal credit
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Breaking into any
new market can
seem daunting,
but with demand
for this cover
on the up, it’s a
great time to take
advantage of the
support that’s
available to make
IP part of the
advice you offer.
(starting at £317.82 a month for someone
aged 25+).
Both advisers and clients can also shun
IP as they feel there’s already adequate
cover in place through life insurance and
critical illness cover. It’s a good start, but
a client can struggle financially if they’re
unable to work as a result of a condition not
covered by their critical illness policy. IP
also gives them a valuable income stream,
leaving the other products for the large
liabilities such as the mortgage.

Universal relevance
With these misconceptions dismissed, and
IP relevant to every single working person
who would be out of pocket if they were
unable to work, it should be a key part of
every adviser’s product portfolio. There are
all sorts of ways to do this, with an existing
client base presenting plenty of opportunities for IP advice. For instance, wealth
management clients could take it out to ensure their pension contributions continue,
while anyone with a mortgage could use IP
to maintain their monthly payments.

Cover can also be flexed to target different segments of an adviser’s client base.
As an example, an IP plan with a longer
deferred period might suit someone with
savings who could self-insure for a period,
or a client who already has a short-term IP
plan through their employer.

New opportunities
Advisers can also generate new opportunities, with social media offering a great
opportunity to talk to existing clients, but
also their friends and families. Linking to
industry and press content on Facebook,
Twitter and LinkedIn is a great way to
demonstrate expertise and engage with
new and existing clients.
A social media presence can also help
an adviser engage with younger clients.
They might not sound like the traditional
IP market but, according to iPipeline, the
under-30s accounted for almost one in five
of those taking out IP in the first quarter
of 2019.
Undertaking a little homework before
embarking on these first steps is also pru-

dent and there is plenty of support available.
As well as checking out the products and
reading the protection press, such as Cover
and Health Insurance & Protection, insurers and industry bodies including the IP
Task Force, Protection Review and Seven
Families can also provide support to advisers looking to grow their IP business.
Breaking into any new market can seem
daunting, but with demand for this cover on
the up, it’s a great time to take advantage of
the support that’s available to make IP part
of the advice you offer.
Sources: Swiss Re Term & Health Watch, 2019
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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Why business protection
is important, and
shouldn’t be ignored
Business protection doesn’t need to
be complicated. With 5.9 million
businesses in the UK – each with their
own specific financial needs – you
could be missing out on a
great opportunity
to grow yours.

Why would your clients be
interested in business protection?

Why should you recommend
business protection?

Business protection can help make sure
their business can continue trading. It
also allows the owners to maintain control, while making sure their dependants
receive a fair value for their share of the
business when they die. Put simply, it
provides a financial safety net for their
business if something goes wrong.
Every business will have certain key
people who are vital to its success and
prosperity –people whose sudden and
unexpected absence would have a serious
detrimental impact on the future profits
of the business. With business protection
in place, if these key people become seriously ill or die, your clients will have funds
available to:

It’s likely you’ll already have clients with
business protection needs. While they
might be aware of the need to protect their
business, they’ll need advice to identify the
right solutions. What’s more, the value of
business protection is often higher than
other types of protection, which means
increased revenue for your business. And,
if you’re not speaking to them about it,
chances are someone else will.
Don’t lose out on genuine opportunities to develop valuable relationships,
expand your business, and increase your
profitability. With many clients now more
comfortable buying financial products
online, the value for you, as an adviser, lies
in areas such as business protection, where
they can’t self-serve. In this scenario, your
advice and ability to create bespoke solutions is vital.

1 keep their business trading
1 replace key individuals
1 provide employee benefits
1 protect corporate debt
1 buy out a shareholder, or their estate, if
they become critically ill or die
1 make sure their dependants receive
a fair value for their share of the
business.

According to the Office for National Statistics, there were 2.72 million Value Added
Tax (VAT) and/or Pay As You Earn (PAYE)
registered businesses in the UK in March
2019. 73% of these are limited companies,
with 46% of them single employee limited
companies – highlighting that there’s a
significant number of businesses whose
financial viability relies on just one person.

STEPHEN CROSBIE
Protection Director
Aegon

Why is continuity and succession
planning important?
While business continuity and succession
planning may not be high on the priority list
of many businesses, losing a key employee
could have a devastating financial impact
on them. So it’s important that businesses
consider and plan for the unexpected.
From a business continuity perspective,
would they be able to continue if one of the
business owners were to die or become
critically ill? And while business succession planning is a key part in protecting
the stability and continuity of a business,
frequently little or no consideration is given
to this.

Developing professional
connections
Solicitors and accountants aren’t allowed
to give their clients financial advice. So
putting some time and effort into building
a good relationship with local solicitors
and accountants can be very rewarding for

Don’t lose out on genuine
opportunities to develop
valuable relationships...
and increase your
profitability.
your business by generating a good deal of
reciprocal business, such as shareholder/
partnership arrangements and company
valuations.
Having good working relationships is
key to a successful business, but the thought
of developing new professional connections
can be daunting.

What’s in it for you?
There are clear advantages to having a
steady ﬂow of high-quality clients who
have been referred to you because they
have an identified need and are willing
to seek advice. Clients like this are more
likely to be interested in profitable areas
of business, and will have a higher than
average conversion rate.
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We all know word of mouth is the best
kind of advertising. If you work successfully with other professional organisations
in your local community, word will soon
spread.

What’s in it for your clients?
From a client’s point of view, solicitors,
accountants and advisers are perfect
partners. Clients rely on their solicitors
and accountants at crucial points in their
lives, such as moving house, setting up a
business, getting divorced or making a
will. These are also the sort of situations
where they’ll need help with financial planning, including reviewing their protection
needs.
And if a solicitor or accountant they trust
recommends your services, they’ll be more
likely to follow up and seek your advice.

What’s in it for solicitors and
accountants?
As solicitors and accountants are unable to
give their clients financial advice, they may
well be looking to refer clients to a financial
adviser they trust – and that financial adviser could be you.
By forming a successful relationship
with you, solicitors and accountants can
offer their clients a wider range of services.
This will lead to greater client satisfaction
as their wider financial and legal advice
needs will be met. In turn, this will lead to
improved client retention and repeat business, as well as extra income from referrals.
Satisfied clients will recommend their solicitor or accountant to friends, while you
might be able to refer clients of your own
back to them.

How we can help
Visit our business protection toolkit at
aegon.co.uk/biztoolkit for more information on business protection, including
access to our new Guide to business protection and Guide to developing professional connections.
And don’t forget to visit the Vault – your
one-stop-shop for all the support material you’ll need to help you in the business
protection market. This includes sample
material, sales aids, technical factsheets,
videos and more.
For intermediaries only

www.simplybizmortgages.co.uk
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For ﬁnancial adviser use only

Fantastic, you’ve helped your client
buy the home of their dreams – but...
FCA research shows that an alarming 65% of all UK
adults have no form of protection insurance. Yet for
many consumers, awareness of the need and value
of protection remains alarmingly low – protection is
rarely bought, it needs to be sold.

New, more inclusive critical illness
cover for modern families
Comprehensive and adaptable protection for your clients and their children.
Including emotional and practical support from day one, as standard.
Now with…
•

More comprehensive cancer cover – which includes a new £1,000 payment to help cover the
initial cost of a cancer diagnosis

•

More enhanced beneﬁts – payments now covering 17 conditions, all paying twice the amount
of cover up to an additional £200,000

•

More extensive children’s cover – up to their 23rd birthday, with a ‘Junior Option’ to continue
cover, without medical underwriting if no claim has been paid

Covering 87 conditions including 49 full payment and 38* additional payment conditions.
*20 of these additional payments are covered under 1 additional payment condition ‘Less advanced cancers’.

Supporting your clients through life changing moments…
To ﬁnd out more about LV= Life and Critical Illness cover
Visit:

LV.com/more-inclusive

Call:

0800 032 4219

Email: ProtectionSales@LV.com
Lines are open 8.30am – 5.30pm Monday to Friday.
Calls may be monitored or recorded for training and audit purposes.
Liverpool Victoria Financial Services Limited: County Gates Bournemouth BH1 2NF.
LV= and Liverpool Victoria are registered trademarks of Liverpool Victoria Financial Services Limited and LV= and LV= Liverpool Victoria are trading styles of the Liverpool Victoria group
of companies. Liverpool Victoria Financial Services Limited, registered in England with registration number 12383237 is authorised by the Prudential Regulation Authority and regulated
by the Financial Conduct Authority and the Prudential Regulation Authority, register number 110035. Registered address: County Gates, Bournemouth, BH1 2NF. Phone: 01202 292333.
31507-2020 01/20

A significant chasm looms, particularly your clients who are experiencing one of the biggest protection triggers – taking out a mortgage.
As a mortgage adviser, you’re probably sick of ‘MMR’; the regulatory intervention and studies have made for a lengthy and cumbersome
mortgage fulfilment process. Yet MMR has stopped short of addressing a critical wider need – debt protection. In securing a mortgage to
enable a client to buy their new home, a mortgage adviser is creating
a significant financial risk with, for many, the biggest financial debt
their client will ever have. If something bad were to happen, can the
client keep their home?
The regulatory tide rolls on around MMR – IDD, MiFIDII and the
recent SM&CR all possess a common theme of responsibility and
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
– particularly where there is prospective debt. We have a duty of
care to address it directly, or signpost them to someone who can.
The direction is clear; a protection conversation should form part of
every mortgage sale.

Problem or opportunity
Recent industry statistics reported an upward trend in protection
sales from mortgage advisers, supported by:
1 Good business sense: Addressing the wider client needs
leads to better customer outcomes, stronger client loyalty and
additional revenue streams. In a world where we’re see more
direct lending and internal transfers, the mortgage adviser has
to stand apart and prove their value. Protection offers a lifeline.
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.
1 Proactive response and options: Distributors and networks
are investing in support for advisers that put them and their
members in a stronger position to fulfil their duty of care. This
can be through greater investment in data and back office
systems, mandated mortgage/debt protection advice models
with tailored online journeys, and more training. Plus, for those
who can’t or don’t want to undertake protection conversations
themselves, the option of handing off to a protection desk or
specialist protection firm.

So what are you going to do?
‘Nothing’ is not the answer. You’ve got to have that protection conversation; it’s much easier than you might think and there’s plenty of
support around to help you (at LV=, we’d love to help you).
And if you’re offering quality protection advice to your client and
their family to safeguard them against the effects of life-changing
moments, you’ll need a more inclusive contemporary protection solution. At LV=, we’ve taken a long hard look at our own Critical Illness
offering, and worked to re-build our proposition to be more inclusive
for the modern day family. We now cover 87(1) conditions, more comprehensive cancer cover and support, more enhanced benefits and
have extended our children’s cover to their 23rd birthday – without
forgetting our value added benefits.
For you, this means building stronger client relationships and more
sustainable business models. For your client, they’ve got their dream
home. Plus if a life shock does strike – such as prolonged time off work,
a life changing illness or untimely death – they have the means and
support to keep it. They’ll definitely thank you for that.
To find out more about our new, more inclusive Life and Critical
Illness Cover for modern families, visit our Adviser Site, contact
your usual LV= Account Manager or call us on 0800 032 4219.
Note: 1. 20 of these conditions are covered under one additional payment condition –
‘Less advanced cancers’.
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Protection T
in estate
planning

he latest HMRC ‘receipts’
stats show that IHT yielded £5.384 billion in the 12
months to July 2019(1). This
makes IHT one of the lowest
yielding of personal direct
taxes. The Office for Budget Responsibility
(OBR) anticipate that IHT will raise £5.3
billion in 2019/20. This would suggest
that for every £100 raised in taxation only
77p comes from IHT – less than 1% of the
total tax yield. And fewer than 25,000 estates are liable to IHT – less than 5% of all
deaths(2).

But... but...

There’s a really interesting juxtaposition
between the amount of money that inheritance
tax generates for the Treasury and ascertained
public feeling about the tax.

A YouGov survey in 2015 revealed that
inheritance tax was ‘the most unfair’ of 11
taxes by the people surveyed(3). And it’s this
fact (the perception of unfairness) that is
most important. As all advisers will know,
a ‘motivated’ client is one that is more likely
to engage in acting to secure an outcome
that will improve their financial wellbeing
or that of their loved ones. Add to that the
fact that a high proportion of the overall
IHT generated comes from estates over
£2m (remember the residence nil rate
band starts to be tapered away once the
value of an estate exceeds this threshold)
and that many of these estate owners will
be, or could be, clients of financial advisers.
This is based on the simple premise that,
generally speaking, the more you own and
the greater the IHT challenge, the more
likely you are to; one, seek out advice, and
two, be in a position to pay for it.

Regardless of the aforementioned statistics (and they are very interesting, aren’t
they?) inheritance tax is a subject that
interests many of your clients. There has
also been a lot in the news over the past year
or so relating to the subject of inheritance
tax and estate planning. The Resolution
Foundation report ‘Passing On’(4) and the
(Labour Party commissioned) George Monbiot produced paper ‘Land for the Many’(5)
incorporate a recommendation that IHT is
radically altered to a receipts basis where
lifetime gifts and the final transfer on
death are taxed on the recipient. Many of
the known reliefs and exemptions would
also likely be swept away if such a radical
reform were ever implemented.
The Office of Tax Simplification (OTS)
through two reports (the latest published
this summer) have also proposed a raft of
changes to the administration and operation of the tax – some quite radical, including removing the ‘14-year rule’, reducing
‘cumulation’ from 7 years to 5 years and
abolishing taper relief(6).
For all of this ‘news’ not much has happened though. Government and Parliament
have been somewhat consumed by another
matter (Brexit of course) that has severely
restricted the ability to concentrate on
anything else it seems. That doesn’t mean
there won’t ever be future changes though
– there almost certainly will. IHT change is
just not currently top of the agenda for new
legislation. So, when thinking about estate
planning (and inheritance tax reduction
and provision as an intrinsic part of that)

...our point is – not
to forget, when
estate planning,
the very real, often
very economic and
always extremely
powerful role that
appropriate life
assurance in trust
can play.

it’s essential, as for all tax planning, to
build in a regular review to take account
of changes in the law, best practice and your
circumstances, assets and aspirations.
So where are we right now? Well, effective planning (at least that which is
regularly talked and written about) usually
incorporates a mix of lifetime giving and
efficient will planning.
CONTROL
The trouble with lifetime giving, regardless of its super effectiveness (especially
once the ‘survival period’ of, currently, seven years has expired) is that the would-be
donor often has concerns over retaining
some element of control over and/or access
to the funds or assets being given. That’s
where trusts (and especially trusts of financial services products) come in. Most
of you reading this will be familiar with
loan trusts, discounted gift trusts and the
many variations on those themes as a way
of giving with retained control, via trustees and access, as a creditor or someone
entitled to regular payments. These types
of plans that have been used for some time
now, are also not subject to the rigours of
the Disclosure of Tax Avoidance Schemes
(DOTAS) provisions. There’s also, of course,
the range of investments that qualify for
business relief removing their value from
the investor’s taxable estate after two years
ownership. This sort of lifetime planning
works, broadly speaking, because it doesn’t
offend the well-known Gifts with Reservation (GWR) and Pre-Owned Assets Tax
(POAT) provisions.
So, what if you can’t, or can’t fully, remove your IHT bill through lifetime giving? Well there is, and always has been a
brilliant solution. One that allows you to
retain control over and access to the assets
that you are unable or unwilling to give
and delivers entirely permissible and non
-confrontational benefit for your intended
beneficiaries. What is it? A life assurance
protection policy in trust for the beneficiaries who will inherit your estate. Now
for most couples the liability to IHT will
arise on the death of the second of them to
die so a last survivor second death policy
would be what is required. The premiums
will be gifts but will almost certainly be
exempt as normal expenditure out of income or if needed, within the £3,000 annual
exemption. Remember, there is not a hard
monetary limit on the normal and reasonable expenditure exemption. The premiums
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just have to have been paid regularly out of
income with the payer’s standard of living
not being adversely affected by the payment.
The sum assured will be paid tax free and
the settlor will (under a discretionary
trust) have power to make a non- binding
expression of wishes of who they would
like to benefit. These can be easily changed
from time-to-time as required. While the
trustees are not formally bound by them,
they would carry great weight.
Of course, health and age will have an
impact on the premium level, but subject
to this, what could be simpler? The peace
of mind that the liability is covered – without the need for any gifting, loss of control
or access to funds. This can be especially
beneficial in relation to assets where it is
harder to give and avoid the GWR/POAT
provisions – e.g. residential property.
FIRST STEP
A serious consideration of lifetime gifting should of course always be undertaken
as a first step – especially where there are
cash and investments but too often it seems
the powerful role that appropriate life cover
in trust can play is overlooked. Life cover in
trust, under the current rules, can also be
an important and effective way of providing
for the potential IHT liability on a gift and/
or the resulting increase in the liability on
death for the seven years following the
lifetime gift.
To close then, our point is – not to forget,
when estate planning, the very real, often
very economic and always extremely powerful role that appropriate life assurance in
trust can play.
Sources: 1. gov.uk, Inheritance tax: analysis of receipts,
September 2019. Contains public sector information licensed
under the Open Government Licence v3.0.
2. Office for Budget Responsibility, Inheritance Tax, Tax by Tax,
Spend by Spend.
3. YouGov, voters in all parties think inheritance tax unfair, March
2015.
4. The Resolution Foundation, The Intergenerational
Commission’s report ‘Passing On’, May 2018.
5. The ‘Land for the Many’, commissioned by the Labour Party.
6. The Office of Tax Simplification, Inheritance Tax Review –
second report: Simplifying the design of Inheritance Tax, July
2019. Contains public sector information licensed under the
Open Government Licence v3.0.

Please note, the views and opinions expressed in
this article are the view and opinions of the author
and do not necessarily reflect those of Aviva.

32

MI Magazine • April • 2020

www.simplybizmortgages.co.uk

33

The protection solution to this is a ‘Gift
Inter Vivos’ structure, which is easily
constructible by way of five Level Term
covers – for 3, 4, 5, 6 and 7 years – each for
20% of the initial IHT liability. For example,
assuming no nil-rate band is available, if
a gift is made of £150,000, the initial liability is £60,000 (40% of £150,000), and
therefore each cover would be for £12,000
(20% of £60,000).
After year three a cover falls away each
year to match the reducing liability. If the
donor dies within seven years, the recipient
will receive the proceeds from the policy to
pay the tax. But what initial solution can
you put in place for clients who intend to
make gifts to their beneficiaries over time?

A new solution for couples

ANDY ROBERTS

Technical Sales Manager
AIG

As the nation’s wealth grows, so do the Government’s
inheritance tax (IHT) receipts. In the 2018/19 tax year a record
£5.4bn(1) was paid, an increase of 3.1% from the previous year
– and this level of increase is forecast to continue:

With this trend comes an increasing need
for effective IHT planning and this has led
to more focus on how to reduce clients’ IHT
liability over time – either by gifting away
assets during their lifetime, or investments
into IHT friendly schemes.

Covering the IHT liability on a gift
When assets over an individual’s available
nil-rate band are passed to their beneficiaries on death, they are usually liable to
40% tax, but when they are gifted (to an
individual or charity) during their lifetime
they are free of IHT if the donor survives
for seven years, subject to a reducing rate
of tax in the meantime:
Year of
Death

Taper Relief

Rate of IHT

0–3

0%

40%

3–4

20%

32%

4–5

40%

24%

5–6

60%

16%

6–7

80%

8%

7+

100%

0%

Source: www.obr.uk/forecasts-in-depth/tax-by-tax-spend-by-spend/inheritance-tax/#latest_forecast

Source: www.gov.uk/inheritance-tax/gifts

If the client is not married then a single-life
Level Term policy is the solution to cover
a liability that’s expected to be eroded by a
certain age, but what if they are married or
in a civil partnership? All providers have
a Joint-Life Second Death (JLSD) option
on their Whole of Life product, but would
your clients want to pay for a comparatively
expensive Whole of Life policy when they
don’t intend to have a liability by a certain
age?
This is why we have launched a more
cost-effective solution for couples – a JLSD
option on our Level Term policy. This cover
is available up to age 87 at entry and can last
all the way up to age 90 at expiry. We have
even included a unique ‘carve-out’ option
– each time one of the lives assured makes
a gift they can effect new Gift Inter Vivos
cover (as above), without any further medical underwriting, and reduce their JLSD
Term sum assured accordingly.

With this trend
comes an increasing
need for effective IHT
planning and this has
led to more focus on
how to reduce clients’
IHT liability
over time...

Business Relief-qualifying
investments
An increasingly popular way of reducing
a client’s IHT liability is by way of investments which qualify for Business Relief
(also known as Business Property Relief).
Shares in qualifying business (or funds
which invest in such businesses) attract
100% Business Relief provided they have
been held for at least two years at the time
of death – after which they are exempt from
any IHT liability. For example:
Investment in a BR-qualifying
Scheme

If the investor dies within two years,
the investment will remain subject to
IHT, and therefore life cover is needed to
cover that period of IHT liability. Therefore,
we’ve also reduced the minimum term on
our Level Term policy to two years so you
can meet that need. If you advise on these
investments, then you may like to take
a look at our Investment IHT liability
insurance sales aid (www.aiglife.co.uk/
globalassets/aig/documents/2642_investment_iht_sales_aid.pdf).

Death within two years

Death after two years

£200,000

£200,000

Inheritance tax liability (@ 40%)

£80,000

£0

Net value to estate

£120,000

£200,000

Value at death

Find out more
If you would like to know more about these, or any of AIG Life’s other Wealth Protection
solutions, please call our Sales team on 0345 600 6829 or email: adviser@aiglife.co.uk.
Source: 1. www.ft.com/content/a19d0982-47a9-11e8-8ee8-cae73aab7ccb

34

MI Magazine • April • 2020

www.simplybizmortgages.co.uk

The rules apply to private sector companies that meet two or more of the following
conditions:
1 An annual turnover of more than
£10.2 million
1 A balance sheet total of more than
£5.1 million
1 More than 50 employees

How will contractors be paid if
caught by IR35?

The changes to IR35 tax rules are going to offer tax and life
planning opportunities, writes Ian Smart, who explains all in
this article...
IAN SMART

Product Architect
Royal London

The Intermediaries Legislation became
law in 2000. It was introduced in response
to the growth of what the government
termed ‘disguised employment’ – particularly in the IT industry.
By working via a limited company, a
worker could pay less tax than a traditional employee performing exactly the same
role. The IR35 rules apply to contracts
which are performed in the manner of

an employee rather than a self-employed
person working in business on their own
account.
Although the tax benefit associated with
working via a company has gradually been
eroded over the years, there is still a significant financial cost if your work is caught
by IR35.
While there have been calls for, and
promises of, a review of the IR35 rules,

off-payroll working rules are currently set
to change on 6th April 2020.
From this date, all public authorities
and medium- and large-sized businesses
in the private sector will be responsible for
deciding the employment status of workers rather than the worker having that
responsibility. The private sector includes
third sector organisations, such as some
charities.

In some cases, a contractor may only be
offered the role if they become a traditional
PAYE employee, or they may take up the
contract and operate via a PAYE umbrella
company.
If they take the role as a limited company contractor, their fee-payer/client will
be responsible for making the appropriate
deductions from their turnover. This includes income tax and employee’s national
insurance contributions.
The fee payer must also make deductions
for employers’ national insurance contributions and the Apprenticeship Levy. But
the contractor will still be responsible for
any additional tax due as it’s possible for
one contract to be treated in one way with
others treated differently depending on the
circumstances.
However, one of the most unfair aspects
of IR35, is that if a contract is deemed to be
caught by IR35 and the contractor continues to operate through a personal service

company, then they will be taxed as an
‘employee’, but have none of the statutory
employment rights associated with traditional workers. There will be no entitlement
to benefits such as holiday pay, statutory
sick pay, maternity or paternity pay, pensions or redundancy.
But things are different if operating via a
PAYE umbrella company. A contractor is an
employee of its chosen umbrella employer
and with that comes a responsibility for
the umbrella firm to provide all normal HR
functions of any employment relationship.
Umbrella employers provide contractors
with full employment rights, all statutory
benefits including holiday pay, maternity
pay, paternity pay, sickness pay, pensions,
redundancy pay and adoption pay. The contractor has the best of both worlds.
The stability and benefits of being employed whilst also having the freedom and
flexibility to undertake contract work for
numerous end-clients.
Even when undertaking placements
for different recruitment agencies, there
is continuity of employment. This history
can be particularly important for anyone
looking to access personal finance such as
mortgages or loans.
For anyone working on very short-term
contracts or working for multiple clients
simultaneously, the umbrella consolidates
earnings from the various assignments
into one pay packet.
This means that all tax and national
insurance contributions are taken care
of together for the contractor, rather than
having to consider earnings from each
assignment separately.

What’s likely to happen?
It’s inevitable that some people will ditch
their personal service company and become a true employee. Some will continue
as they are and take each contract on its
own merits.
For some within that cohort there will
be no real impact and the world will continue to turn as it did before as they were
and always will be outside of IR35. Others
in that cohort will take account of the end
client decision on whether they are within
or outside of IR35 for that particular contract and negotiate their rate appropriately
taking into account the tax consequences.
But there will be a further group that will
either choose for themselves or be forced by
their end client to operate through a PAYE
umbrella company.
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What are the opportunities for
advisers?
This is what creates a tremendous opportunity for advisers. Before taking a decision
one way or the other, all current contractors should seek professional advice. This
will initially be about their tax position but
it also creates an opportunity to talk to clients about their situation from a protection
and long term savings perspective.
From a protection point of view, it is an
opportunity to review existing cover to see
whether it is still appropriate, or needs to be
changed. For example, for those that choose
to maintain their personal service company, it will be important to maintain any
protection that already replaces the normal
employee benefits, e.g. income protection,
death in service via a relevant life policy
or private medical insurance even though
they may be taxed differently.
For those choosing a different operating
model, advisers should consider the portability of existing arrangements. For example, if they have a relevant life policy, how
easy is it to continue as a personal policy?
If they currently have company sponsored
income protection, can this be continued
on a personal basis?
If a client doesn’t already have such
cover, now may be the time to remind them
how vulnerable they are by not having cover.
And if they decide to put cover in place now,
make sure it’s arranged in a way that it is
flexible enough to cope with future changes
in their employment status.
There will also be many advisers about
to start end of year tax planning with their
customers. This often involves decisions on
how much to put into a pension. But maybe
this year there should be a greater emphasis on their protection needs than would
previously have been the case.
Visit our website for more information –
adviser.royallondon.com.
Note: The information provided is based on our current
understanding of the relevant legislation and regulations and
may be subject to alteration as a result of changes in legislation
or practice. Also it may not reflect the options available under
a specific product which may not be as wide as legislations and
regulations allow.
All references to taxation are based on our understanding of
current taxation law and practice and may be affected by future
changes in legislation and the individual circumstances of the
investor.

Do you write protection business?
Would you like to receive
enhanced commission?
Do you still want the freedom to
recommend any other protection
provider where appropriate?
If you’ve answered yes to all the questions, then you
should sign up for SimplyProtect.

An example of the additional income you could receive...

SimplyProtect is an exclusive membership benefit that
offers you access to ten leading protection partners, all
paying enhanced commission.

Based on an average commission earned on a suggested
£50 per month policy:
WOM rates will return a commission in
the region of

£1093

SimplyProtect rates

£1224

TOTAL UPLIFT

+£131

The above is a representative example taking an average £50 per month policy using average WOM
rates. Example is for illustrative purposes only to demonstrate the enhanced income available through
the encamped SimplyProtect rates.

NO
COST

to become a
SimplyProtect
user

ENHANCED
COMMISSION
rates from ten
market leading
providers

NO
CHANGE

to your current
selection
processes

REMAIN
INDEPENDENT

as you are still
free to place
business elsewhere

FREE
SYNAPTIC

Webline licence
and access to its
quotation portal

If a product offered by one of our SimplyProtect Partners is the right fit for your client, you will automatically
receive enhanced rates of commission from the providers below – it’s really that simple!

To sign up for SimplyProtect, email your request to agencies@simplybiz.co.uk,
or, alternatively, call us on 01484 439 133 and we can help you to get started now.

