August 2019

Your insight into mortgages,
protection and general insurance

Supporting your firm and your personal development to best meet
the needs of your clients and the ever-changing markets

ONLY FOR USE BY MORTGAGE INTERMEDIARIES
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Hello, and welcome to the summer 2019 edition
of MI Magazine
The year is quickly whipping past us, and it is hard to believe that we’re now well into the second half. From the
time I’ve spent with brokers and advisers at events recently, I know it has been a very busy year for most of
you so far; it’s been a very busy few months for SimplyBiz Mortgages too, much of which you’ll be able to read
about in this publication.
2019 has been our busiest year for events so far, with meetings and workshops covering all areas of
mortgages, GI and protection. As you can read on page 13, we have no intention of slowing down in the second
half of the year, with not only our third round of Mortgage Meetings still to come, but also the return of our
Battle of the Brands events. Please make sure you book your place early!
We’ve run a series of workshops defining SM&CR and launched our Conduct Rules training. Very shortly,
we will be embarking upon our second, full day series of highly focussed workshops, detailing the steps you
need to take to ensure you met the initial and longer term requirements of the regime.
See page 11 for more details.
We also have a host of information on products, services and regulatory changes that we think may be of
interest to you from within the Group and our selected partners in this edition of MI, and I hope you find it
valuable.
As always, we’d be delighted to hear what you think – and about
anything that you’d like to see covered in future editions.
Warmest regards,

Martin Reynolds
CEO
SimplyBiz Mortgages

For more information about our services, please call us on 01484 439160 or
email mortgages@simplybiz.co.uk • www.simplybizmortgages.co.uk
Please note that provider led information within this publication has been pre-approved under their respective compliance approvals process
and the accuracy is not therefore the responsibility of, or the opinion endorsed by, The SimplyBiz Group plc.
All products and company names are copyrights, trademarks or registered trademarks of the third parties.
MI Magazine is published by The SimplyBiz Group plc:
The John Smith’s Stadium, Stadium Way, Huddersfield, HD1 6PG
© 2019 The SimplyBiz Group plc. All rights reserved.
Registered in England No. 09619906. Registered Office as above.
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How would you define specialist lending?

Jo Breedon
Managing Director
Crystal Specialist Finance

Jo joined the business in 2010 as Corporate Finance and Strategy
Consultant and became a full-time board member under the title of
Operations Director in 2011. He attained his current post in 2014.
During his time Jo has overseen the rebranding and restructuring of Crystal
Specialist Finance, as well as an increase in staff numbers, relocation to new
offices and a substantial investment in IT infrastructure to meet current and
future demand.
Since he joined, the business has delivered record year-on-year growth in
both applications and completions.
Crystal Specialist Finance has won numerous high-profile awards,
most recently it was named Best Specialist Distributor at the Bridging
& Commercial Awards 2019.
Jo is well known in the industry and is a keen speaker on the specialist
finance circuit, advocating quality, responsibility and excellent service to
find the right customer outcome.

In short it is literally everything that falls
outside of the simple, straightforward residential home purchase.
Most brokers will understand it as those
requests that have a commercial element
– for instance bridging, buy-to-let, commercial properties, second charge loans – but it
also exists to solve problem areas that we
witness everyday – such as adverse credit,
chain break, multiple incomes, zero-hours
contracts, rental, development, etcetera.

www.simplybizmortgages.co.uk

Also, we are now seeing a huge growth
in specialist residential to meet growing
demand from brokers looking to place
complex first charge residential cases. This
focusses on areas such as later life lending,
ex-pats, foreign nationals, adverse credit,
self-employed and contractors.
Specialist finance should be an essential
part of a broker toolkit, as it solves problems that occur every day, but it must be
remembered that clients will rarely walk in
and ask for a bridging loan or a higher-rate
commercial product. This is where we
help, by taking all the details, and together
we will find the most suitable solution for
your client. By telling us what you are trying
to achieve, including all the positive and
negative points – ‘warts an’ all’ so to speak!
– we can source a product and a solution for
literally every requirement.
Have you noticed a greater overlap
between the specialist and mainstream
markets recently? What does this mean
for both brokers and their clients?

Definitely. The mainstream and specialist
finance markets have always been considered as two wildly different constituents,
but we are starting to see a significant
crossover that can only be for the betterment of the industry and the client.
The mainstream and specialist finance
sectors have always been the preserve of
firms or brokers who have always written
their business. Historically this has all
been very well and good but, as requests
continue to diversify and become more and
more complex, we are seeing the traditional
barriers break down.
Distributors like ourselves are giving
brokers the support, transparency and service that they are used to in the mainstream
market to help them identify opportunities
and provide a more rounded product proposition to their customers.

What have been the biggest changes
you’ve seen to the sector over the past five
years?

The most obvious change is the amount of
choice now available in terms of lenders
and products across all sectors of specialist
finance, which is obviously great news for
customers as the increased competition is
not only resulting in lower rates, but also it
is feeding greater innovation, which should
be welcomed.
Technology is also now playing a bigger
and more important role. Undoubtedly,
because of the complexities of lending in
our sector, it will never replace that human
touch and experience, but it is showing that
it can give helpful indications in terms of
lenders when trying to place cases, it can
make the app-to-offer process slicker and
help with the collating of documents and,
as we’ve seen with our Broker Portal, it
means brokers can access information at
any time of the day and night and so are less
reliant on having to pick up the phone to
get an update.
What are the biggest challenges for
brokers in this market?

Protecting revenue and keeping hold of
customers will be a major challenge for
brokers in the traditional mainstream
mortgage market with fewer property
transactions, a subdued re-mortgage market and the continual growth of product
transfers. This means that brokers will
have to look at the specialist market as a
potential opportunity to replace lost revenue to provide solutions for a wider variety
of customers, many of whom they may have
turned away in the past.
The challenges to do this can be daunting
though, and we believe it’s vital that those
operating in our sector, including ourselves,
should provide support to help educate brokers looking at this market for the first time.
And the biggest opportunities?

Specialist finance
should be an essential
part of a broker toolkit,
as it solves problems
that occur every day...

Very much linked to the previous point,
we all have the opportunity to grow the
specialist finance market as more and
more brokers start to understand, and be
comfortable in, recommending the various
solutions that can be offered. The role of a
‘packager’ is changing and we feel we have
a responsibility to brokers to help them
grab this opportunity by giving them the
tools and knowledge to enable them to provide solutions to a wide range of customers.
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Education is
everything for
advisers and brokers,
because how can you
offer clients the best
possible advice if
you are not aware of
the array of products
available...
In our recent MI Live Advice Show, you
spoke about the importance of education
for advisers and brokers. How does this
need for education most commonly show
itself during the advice process?

Throughout our past five years of training
seminars, roadshows, industry events,
one-to-one meetings and our new CrystalCast podcast series, the key requirement
that keeps coming up time-and-time again
is education.
Education is everything for advisers
and brokers, because how can you offer
clients the best possible advice if you are
not aware of the array of products available,
and then ultimately have the confidence to
pitch these products as the best solution?
And to be honest, some solutions will carry
a higher rate than what the applicant sees
every day on the high street – for instance if
the client has adverse credit – and this too is
a situation that has to be carefully managed.
Again this is where we come in, both in
terms of supplying that education and then
helping assist with finding the right product
to meet every specific need and situation.
To find out more about Crystal Specialist
Finance, visit www.crystalsf.com.
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What does it mean
for you?
By now, you will doubtlessly be aware of the
forthcoming Senior Managers & Certification Regime
(SM&CR) due to take effect in December, but why is
it being implemented, what
exactly is the SM&CR and
what will the implications be
for your firm?
STEVEN HOWARD

Head of Mortgage and Lending Intermediaries
Compliance Services
The SimplyBiz Group

The origins of the regime came after the
financial crisis, when recommendations
were made by Parliament that the FCA
should develop a new accountability system that was more focussed on senior managers and individual responsibility, and so
the SM&CR was created. The regime has
already been in place for banks, building
societies, credit unions and PRA-designated investment firms since March 2016
and, from 9th December 2019, the FCA is
replacing the Approved Persons Regime
(APR) with the SM&CR in almost all
financial services firms, including insurance advisers and mortgage brokers. It is
worth noting that the FCA rules for smaller
firms are designed to be proportionate, this
means the same rules that apply to banks
and larger institutions do not apply in the
same way to the majority of adviser and
broker firms.
So there is the history of the regime, but
what exactly is its purpose? Its aims can be
seen in its core objectives:
1 restore confidence in the financial
services industry
1 increase individual accountability, in
particular at the senior management
level

www.simplybizmortgages.co.uk

1 raise the standards of governance
1 ensure firms and internal
teams clearly understand and
can demonstrate where their
responsibilities lie

It will only be senior managers who will
be mapped across and this will include the
following:
1 Directors – currently CF1 and to
become Executive Director SMF3

1 evoke a cultural change within
firms whereby internal teams
and individuals take personal
responsibility for their actions.

1 Chief Executive – currently CF3 to
become SMF1

The overarching aim of SM&CR is to
reduce harm to consumers and strengthen market integrity by making individuals
more accountable for their conduct and
competence.
But what are the key considerations that
your firm will need to think through before
the new regime comes into force, and what
are your responsibilities and duties when
the regime does go live?

1 Compliance Officer – currently CF10
to become SMF16

Prior to the regime coming into
force on 9th December 2019
Firms need to ensure that they have the
right people in the right roles. The reason
for this is that on 9th December 2019 the
FCA will ‘map across’ your firm’s senior
managers into the new regime.

1 Partners – currently CF4 to become
SMF27

1 Money Laundering Reporting Officer –
currently CF11 to become SMF17
1 Chair – Non-Executive Director – only
the chairperson needs to be registered
where there are a number of NEDs,
otherwise NEDs do not require
registering as a senior manager. This
is a new role to become SMF9.
Your firm will not need to take any action
in relation to this mapping across exercise,
the FCA will automatically carry this out.
Therefore, it is imperative to ensure that
the right people are registered to the right
roles before the mapping exercise takes
place.
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All of your firm’s Senior Managers and
Certified Persons must be aware of, and
trained on, the new Code of Conduct rules
that will apply specifically to their roles
before implementation of the new regime
on 9th December 2019.

SM&CR implementation and
beyond
Under the regime, each senior manager
will be allocated a Statement of Responsibilities, Prescribed Responsibilities and a
Duty of Responsibilities.
There are five prescribed responsibilities listed in the FCA Handbook and each
(where relevant) must be allocated to a
Senior Manager and included within their
Statement of Responsibilities.
A Statement of Responsibility is a single
document held by each senior manager and
sets out what that manager is responsible
and accountable for and, whilst this will be
FCA led, it will always be specific to your
firm.
A Senior Manager’s Duty of Responsibilities is to prevent or report breaches in the
area for which they are responsible.
If your firm has Senior Managers and
Certified Persons already appointed before
9th December 2019, you must assess and
demonstrate their Fitness and Propriety at
least annually (before 9th December 2020).
This will include an assessment of:
1 honesty, integrity and reputation
1 competence under any T&C
requirements
1 financial soundness.
Part of demonstrating competence under Fitness and Propriety will mean that
your firm must hold evidence of knowledge
and skills through testing, file reviews,
skills assessments and – where applicable
– ongoing CPD, to name just a few of the
key areas.
For more information on the Senior
Managers and Certification Regime,
please visit the ‘SM&CR & New
Regulation’ area of the site, or call the
compliance helpdesk on 01484 439120.
Download the Guide to SM&CR booklets
from the website to understand more.

New service
for SimplyBiz
Mortgages
Members

Released in June 2019, you can now provide your clients with access to a trusted service
that could save them a small fortune, ensure that their property purchase is safe and that
they understand all that is involved when taking on that responsibility.

The myth

Introducing Landmark Surveyors?

A lender’s valuation is a survey,
therefore, a client doesn’t need
to undertake one of their own.

To ensure your clients have complete
peace-of-mind when committing to
their mortgage arrangement, you have
access to a surveying service, also part
of The SimplyBiz Group, which will
produce a homebuyer report. You can
also remain safe in the knowledge that
your client won’t become subject to any
cross-selling initiatives by a third party.

Afraid that’s not the case – it
won’t highlight any faults and
defects affecting the property
your clients are buying.
Lenders simply want to establish
that the risk involved in the loan
is a calculated one and, therefore,
they request a valuation, which
may or may not be undertaken by
a human, such is the rise of the
automated valuation systems.

Landmark Surveyors has a strong
established reputation in the provision
of residential surveys of all types,
becoming part of the Group at the start
of 2018. In association with Gateway/
Sonas Surveyors, also part of The
SimplyBiz Group, Landmark’s team of
professional RICS surveyors are spread
across England and Wales, all of which
have local knowledge and expertise,
and they will communicate with your
client at every stage of the process.

There is considerable detail available on
the Member site which supports your
conversations with clients when you
suggest a survey, that may make them
reconsider the situation.
As a busy adviser, you want to place
your clients in the strongest position
possible, and knowing all there is to
know about the property means they
can make an informed decision. A few
pounds at this stage may save them
many thousands in the future.
As well as providing an additional
service you are also creating
foundation income for your firm as
each referral attracts a payment
of £75 plus VAT on completion. Full
details regarding the fees are available
on the web pages as well as an
explanation of how to get started.

This has been our first referral to you guys
and very happy with how its progressed
Neil Jobbins, Touchstone Financial

Visit the Member site to find out more today.

Surveying Services sits within the ‘Business Support’ tab.

COMPLIANCE
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SM&CR
support –
available
now
In the run up towards the implementation of the Senior Manager & Certification
Regime, there are a number of support initiatives being made available to
ensure your transition goes smoothly.
Online Conduct Rules
training
The Conduct Rules are relevant to all
firms and almost all staff, giving the FCA
the power to reach deep into a firm, take
action and underpin the fundamental
goals of the SM&CR, which is to improve
standards, encourage accountability
and emphasise the importance of proper
conduct. They are high-level principles
and set basic standards of good personal
conduct, against which staff can be held
to account, and they apply to anyone involved in any activity for which the firm is
authorised.
To support the roll-out of SM&CR across
your firm, you have access to an online
Conduct Rules training course which
has an intensive course reference book,
a number of videos to support understanding, case studies, model answers,
and the Conduct Rules declarations, which
need to be signed by everyone to say the
understand the requirements.
This course is available at no charge and
sits within the SM&CR section of the
compliance tab on the website.

SM&CR Training Day
Taking place across the country, these six
hour training days will outline and define
responsibilities and accountability for
Senior Managers and Directors under the
new regime in detail.

They will also cover supervisory requirements, training and competence
(including fit and proper checks) and the
requirements regarding the collation and
retention of a suitable body of evidence.
These workshops will leave all attendees
in a strong position from which to roll-out
SM&CR across their firms, as well as attracting six hours’ CPD.
Full details are available in the SM&CR
area of the Compliance Tab or direct
through the online events booking system.

Focussed on-site visits
A full day, six hour visit undertaken with
your compliance consultant where you will
receive one-to-one consultation regarding
your firm and the way the changes will specifically affect your business. You will be
given support in respect of the mapping of
your firm and its controlled functions, the
allocation of designated responsibilities,
preparation of your relevant Statement
of Responsibility, application of the new
Conduct Rules and the implementation of a
robust, ongoing process designed to ensure
Senior Managers (and certified individuals) remain fit to carry out their role. This
will also include the recruitment process
for advisers in the future.
Details and prices available in the
Compliance Consultancy and SM&CR
sections of the Compliance Tab.

...workshops will leave all
attendees in a strong position
from which to roll-out SM&CR
across their firms...

Desk based support
Conducted with a senior member of our
technical team, this two hour call will walk
you through the change specifically needed
for your firm, covering mapping and structure, functions and responsibilities, documentation, statement of responsibilities,
Conduct Rules, certified persons, ongoing
Fit & Proper Checks and Certification
procedures and recruitment. Post call we
will email all the required templates for
completion.
Details and prices are available within the
SM&CR section of the Compliance Tab.

Additional support
In addition, you have access to the training
and competence support and other specialist services including credit checks,
criminal record checks, file checks and the
all-important Fit & Proper checks through
the Specialist support area of the Compliance Tab.
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LIZ COYLE

Compliance Policy Manager
The SimplyBiz Group

The Mortgage Market Study began in December 2016, in response to changes
in the market following the financial crisis. The FCA was keen to understand the
impact of both regulatory change arising from the Mortgage Market Review
(MMR) in 2014, and post-crisis changes in lending behaviours.

www.simplybizmortgages.co.uk

1 enable greater innovation in mortgage
distribution and help consumers
to identify, at an earlier stage, the
mortgages for which they qualify
1 reduce barriers to switching for those
consumers who are up-to-date with
payments and not seeking to borrow
more
1 enable consumers to get a suitable
mortgage, offering the best value
available.
The SimplyBiz Group provided a response to the Interim Report, in which we
countered the ‘transactional’ stance taken
by the FCA, and focussed on the importance
of the quality of advice and the service offered through intermediation. We suggested further work was needed on vulnerability, the real or perceived restriction placed
by the MCOB rules following MCD, and the
need for further consumer education. The
FCA appears to have taken note of the feedback in its response, however, is sticking to
the principle of ‘best value’ being the leading
determinant of an effective market.

Findings and remedies

I

n the Interim Report published in
May 2018, based on analysis of the
market for first charge mortgages
in 2015/16, the FCA concluded that
overall the mortgage market was
working well, however, seemed to
focus on ‘price’ as one of the primary determinants of appropriateness.
Now, the Final Report confirms many of
these initial views. Consumer engagement
is high, and consumers are getting mortgages that are suitable and affordable, there
appeared to be no overt bias resulting from
commercial relationships between lenders
and intermediaries.
However, the FCA observed limitations
to the effectiveness of the information and
tools available, and that many consumers
were missing out on ‘cheaper deals’ which
were just as suitable.
There were also a small number of
consumers on a relatively high reversion
rate, up-to-date with their payments, but
unable to switch (‘mortgage prisoners’). For
many, this is due to changes in affordability
requirements following the financial crisis,
though there are also others who are unable
to switch but for different reasons. The FCA
is seeking to:

How the FCA assesses that the market
could work better.
There are limitations to the effectiveness
of the tools available to help consumers
choose a cheaper mortgage. Also, there
are some longstanding borrowers on a
relatively high reversion rate who do not,
or cannot, switch.
The FCA thinks the market could work
more effectively in a number of ways. It
would like:
1 it to be easier for consumers to find the
‘right‘ mortgage
1 there to be a wider range of tools
providing consumers with a choice
about the support (including advice)
that they receive
1 consumers choosing an intermediary
to be able to do so on an informed basis
1 consumers to be able to switch more
freely to new deals without undue
barriers.
The FCA has sought to address many
of these issues through collaboration
with industry, rather than through rule
changes as they do not believe that the
mortgages market requires an intervention
on pricing.
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Consumer engagement
is high, and consumers
are getting mortgages
that are suitable and
affordable...
Giving consumers more choice about
the support (including advice) they
need.
1 New mortgage sales are almost
all advised, while just under half
internal switches are completed on an
execution-only basis.
1 The FCA advice rules and guidance
appear to lead to sales of suitable
mortgages. But they do not result
in consumers getting the cheapest
suitable deal.
1 The FCA advice rules and guidance
appear to be one factor explaining why
innovation in mortgage distribution
has been limited.
1 The FCA believes that some
consumers are being channelled
unnecessarily into advice.
More help for consumers choosing an
intermediary.
1 A consumer’s choice of intermediary
matters.
1 It is difficult for consumers to compare
intermediaries.
1 Any tool designed to help consumers
choose an intermediary should be
accurate and impartial, and gain
traction with consumers.
Ultimately, better informed consumers
will be able to choose an intermediary most
likely to meet their needs, driving more
effective competition between intermediaries.
We will be publishing more information on
the Mortgage Market Study in the coming
months. However, if you would like to
discuss the Final Report further, please
don’t hesitate to contact the Compliance
Team on 01484 439120.
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Events, events,
events... and CPD!
Our 2019 events schedule is our busiest yet and there is still lots to come between
now and the end of the year.
Battle of the Brands

Mortgage Meetings – Round 3

Introduced in 2018, these events pitch market-leading lenders
against one another to establish who brings you what you really
need. We expect you to learn a considerable amount about the
brands taking part during the day and, for a bit of fun, we will ask
you to take part in a vote to offer your opinion regarding who you
felt won the battle of hearts and minds at your event.

Our Mortgage Meetings are always a favourite with you, offering
something for everyone on all the current hot topics, products and
market changes.
November
Tue 5

Cornwall

Wed 6

Exeter

Woodbury Park Hotel and Golf Club

Lanhydrock Hotel and Golf Club

Thu 7

Cardiff

The Vale Hotel & Spa Resort

Tue 12

Falkirk

Airth Castle Hotel

Wed 13

Durham

Hardwick Hall Hotel

Tue 19

Leeds

Village Hotel Leeds South

Warrington

Village Hotel Warrington

Wed 20
Thu 21

Leicester

Tue 26

Maidstone

Sketchley Grange Hotel & Spa
Mercure Maidstone Great Danes Hotel

Wed 27 Kingston on Thames Holiday Inn London-Kingston South
Thu 28

Cambridge

Newmarket Racecourse

December
September
Tue 3

Brighton

Stanmer House

Wed 4

Gatwick

Crowne Plaza Felbridge

Thu 5

Watford

Mercure London Watford A41

Tue 10

Cornwall

Lanhydrock Hotel

Tue 17

Leeds

Wed 18

Warrington

Statham Lodge Hotel

Thu 19

Nottingham

Village Hotel Nottingham

Tue 24

Norfolk

Wed 25

Village Hotel Leeds

Swindon

Village Hotel Swindon

Wed 11

Watford

Mercure London, Watford

The Advice Show
The Advice Show is a live broadcast featuring an array of industry
leaders discussing the big issues shaping our industry and is
broadcast straight to your laptop, phone or any other device,
wherever you are, meaning you don’t have to go anywhere to get
all the latest news, views and insight.

Lynford Hall Country House Hotel

Date

Essex

Holiday Inn Basildon

Mon 16 Sep Advice Show: Main – Investment and Pensions focus

Cardiff

Vale Hotel & Spa Resort

October
Tue 1

Tue 10

Mon 11 Nov

Wed 2

Swindon

Village Hotel Swindon

Thu 3

Solihull

The Limes Coutry Lodge

Tue 8

Durham

Hardwick Hall Hotel

Show

Advice Show: MI Live – Mortgages, Protection and GI focus

To book your place on any of our events, visit the website or
email simplyevents@simplybiz.co.uk.

www.simplybizmortgages.co.uk
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Introducing the new Mortgage Adviser
Apprenticeship Programme
Are you looking to upskill existing members of your team?
Are you looking to bring in a son, daughter or other relative to your business?
Would a fully qualified Mortgage Adviser help you to grow your business?
If the answer is yes – then the new Mortgage Adviser Apprenticeship Programme
from the New Model Business Academy could be what you need.
Launching in the autumn of 2019, the new programme from the NMBA,
the not-for-profit training division of The SimplyBiz Group, will provide
firms in England with the opportunity to enrol employees from their
business onto an Apprenticeship Programme, which will provide them
with the training and support they need to become a fully qualified
Mortgage Adviser.
The advantage of an apprenticeship is the combination of both
technical and soft skills training, enabling candidates to qualify with
practical experience outside of the exam syllabus. Candidates must
meet certain application criteria, including being aged 16–65, not
already holding the qualification they are studying towards and be
based in England.

Cost
All apprenticeships are fully funded up to 95% of the £9,000 cost,
meaning all you need to pay is £450 per candidate (ie 5% of the cost).
As an accredited apprenticeship training provider, NMBA will provide the training materials required to complete this Government
Apprenticeship standard which includes a mix of technical exams and
demonstration of practical experience through specific knowledge,
skills and behaviours.

Your commitment
To enrol onto an apprenticeship, the candidate must be employed by
you for 30 hours or more per week and you will need to commit to
allowing them to spend 20% of their working week studying towards

their apprenticeship. The candidate will also require time and support
from you for them to pass their course.

Overview of the apprenticeship
1 15 month programme
1 Includes the LIBF CeMAP Qualification
1 Includes additional soft skills as required within the
Apprenticeship Standard
We are committed to investing in the future of advice and we
would be delighted to work with you to take your candidate through
our apprenticeship programme in order to add another qualified and
professional mortgage adviser to your business.
To speak to us about an apprenticeship please call 01484
439200 or email apprenticeships@nmba.info.
Alternatively, visit www.nmba.info for more details.
We are in the process of finalising this new apprenticeship, which includes confirming the duration
with our end point assessors. All information is as we expect and correct at the time of going to print,
but of course subject to change.
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In our last edition of MI magazine, we looked at the
ways you might develop your proposition to ensure
you have regular recurring income from services
which can further develop your firm. As you know,
we are committed to four key principles: saving time,
keeping your business secure, creating opportunity
and increasing your turnover.

F
MAKAYLA EVERITT

Head of
SimplyBiz Mortgages

oundation income is a significantly important part of your
business growth strategy, and
in this issue we look at the ways
you can introduce additional
services to your proposition–
which won’t necessarily even incur any
additional time spent.
Previously we looked at the potential
for development in areas including insurance, protection and complex lending. In
this edition, we take a look at the ways you
can keep your business front and centre,
ensure that you’re able to meet most of your
clients’ financial requirements, and how
you can grow your database. We look at efficiencies in your business that will save you
time, which allows you to spend more with
your clients, which will hopefully ensure
that your firm becomes significantly more
profitable.

Don’t be shy with your brand
Whether it is your firm’s brand or your
personal brand, do you ever stop to think
– What am I saying to the wider world?
We all get busy and there are times when
we just don’t see what is right in front of
us, but there are some things that are very
important to potential clients when selecting you as a service provider. Ask yourself
a few questions: What is it you look for
when selecting a service, particularly one
that involves your future? When someone
makes a recommendation, do you go to the
internet to check their service or see what
might have been written about them? What
did you like, what didn’t you like? Getting
your brand right can be difficult when
starting from a blank sheet, so just where
do you start?

www.simplybizmortgages.co.uk

We look at
efficiencies in
your business
that will save
you time, which
allows you to
spend more with
your clients...
Does your firm’s brand reflect what you
want others to think about you? How do
they find out about your services? Whilst
recommendation is often the best source
of business, it’s not something that you
can build a business growth plan around
– although you could specifically set a programme in place.
TOP TIP
Stay in touch with your clients at
every opportunity, even after the
work is completed. We can provide
you with access to personalised
cards – ‘Welcome to your new home’
for example once they’ve moved in
for example. Give people a reason to
remember you.

One of the key essentials for any business
is the 24/7 shop window – as seen in a website. Members have access to a dedicated
service called NextGen SimplySites which
offers templates and a broad base of choice
regarding content which, where necessary,
is compliance approved and regularly updated, alongside online services tools and
calculators to engage your visitors. The low
cost entry point is just £20 per month with
no set up fee.
Why not look to engage wider with your
community, one of our Group firms? NMBA,
has a ‘Financial education in schools’ programme, dedicated to developing financial
awareness in the next generation. Mortgages and protection matters are without doubt
some of the key things young people need an
understanding of in order to maximise their
options in post-education years – alongside
pensions of course! Working with schools
will naturally give you a level of exposure to
parents, teachers and other adults, and this
level of philanthropy can offer a number of
returns that couldn’t be achieved through
marketing alone. Goodwill isn’t something
that we have yet found a way to secure in
isolation!

Process and procedures – they
can support your business as well
Introducing a robust fact find at the start of
your client discussions that allows you to
really get under the bonnet of your client’s
requirements on mortgage, protection and
GI business can prove to be worth more
than its weight in gold, and you may also
find it to be a useful set of keys to unlock
a number of other opportunities, either in
the moment or at a later time. The more you
can establish about a situation, without being over intrusive, the more you will be able
to support with solutions moving forward.
If you already use one, have you reviewed it
to see if just one more question in an area
will give you the opportunity to assess so
much more in respect of your client’s requirements?

Are your staff meeting all
requirements?
Do you get time to undertake full appraisals
and supervision? It’s OK, you’re amongst
friends – and if the answer is ‘no not really’, then there is a supporting service of
which you can take advantage, that will
ensure you meet with FCA requirements
– and through that will be able to place the
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staff in your care in a stronger position to
develop further. Do your staff adhere to
your professional values? Are these being
carried through to client meetings and representing your brand in the way you would
want? Taking a small amount of time out
to work with one of our teams to develop a
training and competency scheme is likely
to pay you back many times over. For details, visit the compliance area of our site
and a full explanation of the service can be
found within the specialist area, and whilst
there take a look at the other services that
could offer support for situations including file reviews, credit checks, and
much more.

Tools & Tech
Make the most of the various tools that will
make your firm much more efficient. Only
recently we created a new tab on the website specifically for this, where we house
technology from sourcing to back office
systems and CRM. Explore the benefits
of less paperwork and a little bit more automation that could end the need for days
sorting compliance expectations, when
you could be meeting those of your clients.
Does your back office system let you
know when your clients’ requirements need
a review? Not only can it be an opportunity
to move your client to a better deal, but it
is also the level of service your clients are
looking for. Remember that life changes
all the time and so do circumstances. The
ability to retain your clients has also been
demonstrated by the loyalty built up by
regular contact. In the protection area,
we’ve highlighted the benefits of SimplyProtect from an income perspective, but
in recent months we have also introduced
Defaqto’s CI Compare tool to ensure you
client gets the right critical illness product
to meet their needs. It’s comprehensive and
takes a considerable number of factors into
consideration before making its recommendation. It’s all just more support to help give
you confidence by getting it right first time
as well also being able to demonstrate how
you arrived at that decision.
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You can’t be all things to all
people – so get referring!
We often speak with advisers about developing their services further by integrating
a level of referral programmes into their
firm. You can’t provide every service available – but you can explore opportunity and
if you don’t offer a particular service due
to the fact that you don’t have that level of
qualification, or perhaps simply don’t want
to entertain the involvement, then why not
refer that client on. If they are looking for
something that you don’t offer, why would
you shrug your shoulders and allow them
to go and speak with another financial professional, who might quite fancy advising
on the work you have so far been looking
after. Whether you are actively looking for
clients or not – you don’t want to lose the
profitable ones!
We have a number of referral options
you can consider – I’ll list a few here that
will allow you to offer a much more holistic
service.
As a broker, one of your key focusses is
the arrangement of the mortgage – so why
wouldn’t you play a stronger part in that
process. Members now have access to surveying services that provide your clients
with a full assessment of the property in
question before purchase, where a survey

PERSONAL & BUSINESS DEVELOPMENT

can potentially save them thousands in the
future.
Once the decision to purchase has been
made, you can also refer your clients on for
conveyancing services, with a choice of two
firms available that we have undertaken
significant due diligence with to ensure
your clients get access to partners that
do all they say and more. They will move
your client’s purchase through as quickly as
possible and, in both cases, you will receive
a referral/introduction fee from the firms
involved and the only actual time involved
will have been the length of time for you to
explain how you can help with additional
support and the subsequent passing on of
the relevant details – and from there the
other firms take over and manage the process on your behalf.
TOP TIP
If you don’t have a back office system,
why not consult with the conveyancing
firm who will hold a list of your business
to date including that all important
completion date. Our panel is made
aware of the need to support those
making referrals and should highlight
any other opportunities they might
uncover whilst your client is in their care.

Our mortgage events
give you access to
providers and an
opportunity to hear
from them about
changes and criteria,
applications and
processing matters.
We can’t give you any more hours in the
day, but we can give you options. All our
referral options are included in a section
called SimplyRefer, found in the Support
and Events tab, and within that area you
have access to a range of referral services
including:
1 Power of attorney – England, Wales
and Scotland
1 GI and commercial insurance
1 Protection and PMI
1 Secured loans
1 Estate planning and will writing
1 Junior ISAs
1 Lending solutions
1 Later life lending
1 Care funding advice
1 Pension transfers

Don’t stop believing…
in development
Each year we provide access to over 100
free to attend events of varying focus. Our
mortgage events give you access to providers and an opportunity to hear from them
about changes and criteria, applications
and processing matters.
Our Mortgage Meetings are built around
a compliance update dedicated specifically
to brokers and their business. A recent focus
has obviously been the Senior Managers &
Certification regime, as the countdown is
now on up to the end of the year for implementation, but we also look at wider issues
such as panel removals and fraud issues
– with a view to keeping your firm safe and
above inspection.

www.simplybizmortgages.co.uk
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Regulation proving to be a
problem?
To further support your regulatory burden,
our compliance specialists have recently
issued details of the Group Compliance
Centres of Excellence, which pulls key
personnel together into their areas of expertise, to ensure you can access all the
information service and support. Broken
into areas which take their lead from the
supercentre that is our Policy team, you are
now pointed in the direction of easy access
to our helpdesks, compliance consultants,
on-site visits and specialist services, such
as file reviews and training and competence scheme management.

Need more support?

Workshops are smaller in number and
have a dedicated theme or topic each time.
Masterclasses look at many things, including Battle of the Brands, where you have
the opportunity to see which of the various
areas of funding best suits your profile of
client.
TOP TIP
Select your local event and book early.
Don’t miss your region’s Mortgage
Showcase events. Where else can
you get access to over 50 lenders
and other service providers in one
day, take a full seminar programme
featuring key industry personnel and
go home with up to 5 hours’ CPD – and
as many freebies as you can carry.
Extra trips to the car are allowed and
have been seen at previous events
– just make sure you leave some for
other attendees please!

Just can’t get time out of the office?
Make sure you keep up-to-date with the
many webinars running for your benefit
where you can watch from the comfort of
your own chair, cuppa in hand, and even
take the opportunity to ask questions in the
interactive slot at the end.

Intensive Protection Workshops
If you make the most of your protection
opportunities by securing your clients
against the unexpected, whilst obviously
making the most of the valuable income
it brings, you might like to know that we
offer training sessions that are CII approved. This training is focussed on overcoming objections and offering new ideas,
approaches and solutions. These run on
demand, so register your interest with the
team by calling or emailing – or contacting
your local BDM – and we will let you know
when a date for your most local venue is
confirmed.
TOP TIP
At any event, make sure you take
home literature that is made available
to you. We have recently been
working with a number of lenders
to create a highly insightful leaflet
called ‘Shut the door on fraud’ which
is packed full of tips and hints about
what you should look out for, what
you should be wary of and how to stop
would be fraudsters in their tracks.

Then call the A Team – or in this case, the
BDM team – who will pay you a visit, listen
to your challenges and provide you with
solutions. Along the way, challenge them
to provide you with new opportunities to
grow your business. You may be very surprised at some of the answers!
Remember the dedicated Mortgages
helpdesk team are on hand to assist with
your case placement and if your query is out
of hours, please email and one of the team
will get back to you the following morning.
The website holds a library of important
information including criteria spreadsheets across all panel lenders, access to
back issues of Special Delivery, our dedicated online monthly newsletter, which is
full of lender information to support your
understanding and sales processes, access
to tools and technology – some of which you
could receive free and where not it’s heavily
discounted.
For further information, contact the team
on 01484 439160 or email
mortgages@simplybiz.co.uk and we will
point you in the right direction.
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Outlook for the
mortgage and
housing markets for
next 12 months

Steady but not
spectacular
FRANCES HAQUE

Chief Economist
Santander

In understanding how the UK housing and mortgage markets
might evolve over the next 12 months, we need to consider this
within the context of the broader economic outlook. It is important
to point out that our views are conditioned on certain assumptions
about Brexit; namely, that a deal and transition period will eventually be agreed. This is consistent with other forecasters such as the
Bank of England and the Office for Budget Responsibility (OBR).

What is the economic outlook for the UK over the
next 12 months?
Looking at the economic outlook for the UK over the next 12
months, it makes sense to focus on those variables that have a
significant effect on the housing and mortgage markets. For example, it is important to consider the performance of the labour
market. For the UK, these indicators have exceeded expectations
in recent years.
Most recently, the unemployment rate fell to 3.8% in Q1 2019, a
45-year low and we have seen a record number of people in work,
underpinned by structural changes in the labour market, including
a much higher participation rate among women. This will have
boosted the number of dual income households, helping to alleviate the affordability issue many face in purchasing a property.
However, recent surveys suggest that job creation in the months
ahead will slow, which helps to explain the consensus view of a
stable unemployment rate going forward.

Another positive development has been the reduction in the gap
between pay growth and inflation. This has obvious implications
for being able to afford a mortgage and, coupled with low mortgage
rates and strong competition among lenders, has kept debt servicing costs manageable for most borrowers.
Although the economic outlook for the UK over the next 12
months is uncertain and there remain significant downside risks,
the economy continues to grow, albeit at a slower pace than typically seen before the financial crisis. Importantly for the housing
and mortgage markets, economic fundamentals in terms of wages
and job creation should remain supportive going forward.

What has been happening in the housing and
mortgage markets?
Housing market activity has remained relatively stable, if somewhat subdued, compared to the years leading up to the 2008/09
recession. For example, as shown in Chart 1, approvals have remained between 60-75k a month. This is considerably below the
pre-recession rate of 100k per month, although much better than
the leading indicators of the housing market would suggest. For
example, according to the RICS survey, new buyer enquiries and
sales instructions have been firmly negative for more than a year
now, while stock levels are close to record lows, despite stable
mortgage growth. This suggests that mortgage activity continues
to be more resilient than the survey indicators suggest.

www.simplybizmortgages.co.uk
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Chart 1 – Mortgage approvals are running at approximately half their
pre-recession levels

Chart 2 – 5-year fixed rate mortgages are becoming more popular than
2-year fixes

Source: Bank of England

Source: UK Finance

Regarding mortgage gross advances, these have continued to
recover from their post-crisis trough of £140bn in 2009. But like
approval volumes, this improvement has been steady rather than
exceptional. Nine years on from this low point, gross advances
in 2018 (£268bn) are still about a quarter below their pre-crisis
peak of £357bn.
In terms of house prices, factors weighing on the demand and
supply of houses has kept growth at a national level far below rates
previously seen. Although the national average masks regional differences, aggregate house price growth is likely to remain at 1-2% in
the short term, particularly given the uncertainty the country faces
regarding the outcome of Brexit, which has hit buyer confidence.
Although some of these factors have resulted from external
events, including Brexit again, housing demand has also been tempered by changes in macro-prudential regulation, with stricter underwriting standards, including LTV & LTI limits; and affordability
tests for borrowers (e.g. rates are stressed 3% above the prevailing
mortgage rate). This is in addition to the affordability constraints
that homeowners already face, particularly in London where the
house price to earnings ratio is more than 10x earnings. This is
despite positive real wage growth and continuing low mortgage
rates keeping debt servicing costs manageable for most mortgage
holders.
Given tighter credit conditions and ongoing affordability constraints, it is unlikely that the demand for housing will increase
substantially over the next 12 months.

On this basis we are likely to see a small increase in gross advances this year, but then decreasing in 2020 as the recent trend
to longer term fixed rate mortgages kicks in, lowering remortgage
activity.

What might happen moving forward?
Since 2010, mortgage redemptions and repayments as a percentage of the outstanding asset (i.e. churn) has increased steadily
from 10.7% to 16.3% in 2018. This may reflect the fact that more
people have left the market having paid off their mortgage in full
(particularly given the ageing population); but it may also reflect
an increase in re-mortgaging as owners look to refinance their
debt as interest rates start to increase.
Indeed, more recently there has been a trend towards longer
term fixed rate deals – for example five year over two year – as
shown in Chart 2. This has a knock-on effect for both re-mortgage
gross advances and repayments and redemptions (R&R), and if
this trend continues it will lower the churn rate (i.e. reduce R&R
growth) over the next few years.

But, what of buy-to-let (BTL) and first-time buyer
mortgages and how might they help or hinder
growth?
BTL mortgages reduced substantially in 2016 after the UK government introduced a 3% stamp duty surcharge on second homes.
Along with the phased reduction of tax relief on mortgage interest
payments, more stringent affordability tests, and the scrapping of
the ‘wear and tear’ allowance, these have all reduced the attractiveness of BTL. Lending growth is estimated to have reached a
post-crisis high of around 12% in 2015, before dropping to a little
under 3% in 2018. It is unlikely to recover much beyond its current
rate, particularly given the growing number of reports suggesting
that landlords are exiting the market in their droves.
By contrast, it has been first-time buyers that have helped to
keep the mortgage market afloat more recently, supported by the
government’s Help to Buy Scheme. With the scheme extended
to 2023, this will continue to underpin first time buyer activity
and help to keep mortgage lending growth relatively stable at its
current pace of around 3%.
There has undoubtedly been a shift in the dynamics and structure of the housing and mortgage markets since the 2008 recession,
with much tighter credit controls in place; lower real earnings
growth affecting affordability; continuing low interest rates
providing highly competitive mortgage rates; and an economic
outlook which looks uncertain in the face of the ongoing Brexit
debate. But despite, and because of these factors, it is unlikely
that housing market activity will return to pre-recession levels,
with approvals and transactions remaining broadly stable and
the headwinds facing the mortgage market continuing through
the next 12 months.
For further information please visit
www.santanderforintermediaries.co.uk or speak to
your dedicated contact.
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Helping brokers
to see the
bigger picture
Liza Campion
Head of Key Accounts
Precise Mortgages

“I didn’t leave school aiming to work in the financial services industry. However, after
starting my first job with Scottish Life, I found I had a natural flair for mortgages
and placing them gave me a real buzz; something I still experience more than 30
years later. Having worked in a number of roles, including heading up a product
development team and running a not-for-profit packager association, AMPD, I know
the sales and marketing arena is where I fit best. I especially love how it gives me the
opportunity to unleash my creative side from time to time – much to the dread of my
marketing team!
“After joining Precise Mortgages five years ago, my initial focus was on the packager
side of the business before I was promoted to Head of Key Accounts in January
2018. The team works in unison with our sales team to assist and upskill our key
account brokers, packagers and mortgage desks. I’m delighted that we’ve been able
to achieve so much in such a short period of time, but there’s still so much for us to
do and we’re always looking for new opportunities and angles.
“There’s nothing more rewarding than seeing the brokers and firms you’ve helped
reaching their full potential, and I can’t wait to see what the future holds.”

What does your role at Precise Mortgages
involve?

It’s a very varied role and no two days are
ever the same. One day I might be carrying
out detailed review meetings where we
discuss business opportunities, whilst the
next I might be looking at new marketing
opportunities and angles to help upskill
brokers in the specialist market. I also
sit on our Broker Journey steering group,
which is constantly reviewing our processes and how we engage with our brokers to
see how things can be improved.

www.simplybizmortgages.co.uk

What is the most fulfilling part of the job?

I love the fact that you just don’t know
what the day will hold. I also get to deal
with so many inspiring and enthusiastic
people and companies – it makes my job a
real pleasure. It’s so rewarding when you
identify new angles where you can add
value to your key accounts, secure extra
marketing opportunities or find out that
we’ve generated a case because a factsheet we’ve produced has helped a broker
to understand something like HMO
licensing or permitted development
rights.
What makes Precise Mortgages different
for brokers?

Our passion! It feeds from the top right
the way through the business and it’s
infectious. There’s a willingness to
help brokers understand and upskill in
specialist lending that not only benefits
Precise Mortgages, but the industry as a
whole.

...it’s never been
more important for
brokers to look at
the bigger picture
and embrace
specialist lending,
not just for first
charges, but also
for second charges
and bridging.
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What are the biggest challenges facing
brokers at the moment?

Technology will see certain areas of the
mortgage sector automated, such as product transfers and mainstream vanilla
mortgages. It’s not a case of ‘if’, it’s more a
case of ‘when’.
Therefore, it’s never been more important for brokers to look at the bigger picture and embrace specialist lending, not
just for first charges, but also for second
charges and bridging. The great news is
that Precise Mortgages is here to help,
and we tailor our training to fit brokers’
needs.
What do you have planned for the next
few months to support advisers?

I can’t give any trade secrets away, but
product innovation and education has been
top of the agenda this year. We’ve already
introduced some great product enhancements, such as zero contract hours and
top slicing, and there are plenty more to
come.
We speak regularly with our key accounts about what’s missing in the market,
and this factors into our product development process. Then there’s education which
is at the heart of everything we do. There’s
so much complexity around the mortgage
market now, especially when it comes to
buy-to-let, that brokers need to understand.
We want to ensure they have the knowledge
and expertise they need to deal with every
customer that walks through their door.

To find out more about Precise, please
visit www.precisemortgages.co.uk.
If you’d like to talk to Liza about anything
she’s discussed in this interview
specifically, you can get in touch with her
direct on 07957 679869.
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Commercial finance:

Intermediary inspired specialist property lending is one of the success stories
of the last ten years. The expansion in the number of lenders and the growing
understanding by business owners of the importance of unbiased whole of market
advice, is the springboard from which advisers have flourished.

ADAM TYLER

Executive Chairman
FIBA

With borrowers increasingly looking for
specialist finance and advice on the funding opportunities that accompanies this,
advisers are in demand to provide the service that borrowers really need. The simple
answer to the question about how to get
involved in this area of the market and give
yourself plenty of opportunities to succeed,
is in having access to all of those lenders
and professional support services that you
need, and preferably, all in one place.
The lender community is very supportive of advisers and brokers looking to
expand their remit and move into other
property related areas of lending. This is

now a well-worn path and the increase in
professionalism across all types of specialist property finance means that those
who already operate in a heavily regulated
environment are very well received and well
placed to support initiatives in respect of
ongoing service standards in this area.
Commercial finance is in essence very
much like residential, in that the lender will
undertake the assessment of affordability
with the applicant to ensure they have the
ability to repay the loan. This will also include a review of security offered in respect
of the debt, should the property come to
repossession.

www.simplybizmortgages.co.uk

If you are considering the opportunities offered by specialist property finance,
the best place to start, as with any type of
funding, is to ensure you have access to
lenders that provide products covering all
disciplines. Here you need to look at lenders
that provide finance in a range of areas and
this is likely to introduce you to names you
may know as well as a number of new ones.
Lenders you should look to strike up relationships with will either specialise in
one of the following areas, or cover them all:
1 Bridging loans
1 Development finance
1 Commercial mortgages
1 Specialist buy-to-let
1 Secured charges for business purposes
only
If you are new to this area, it may be that
to look at all of these disciplines is a step too
far at the outset, and a focus may be given
to one particular area that may be closely
aligned to your current business strategy.
Or in order to maximise opportunity, you
could consider referral as an option for
others out of your comfort zone.
If you are already receiving an increasing number of commercial finance leads or
requests from introducers, and for whatever reason feel you are unable to support,
I would really urge you to consider your
options, as this really is the right time to

If, however, you don’t
want to jump straight
into the pool, then
introducing your
client to another
adviser could be the
answer to opening
up opportunities
and a more gradual
route into specialist
property finance.

assess this area – if for no other reason than
to benefit from the larger commissions that
are available. You have two choices, you
either begin to use a referral programme
and share this commission, or you write the
business yourself, which is not as complicated as you think. Be mindful of the fact
that the average deal size is going to be at
least £500k and the commission earned
will be in the region of 1%, then the rewards
speak for themselves.
New lenders are entering the market
every week and are keen to make contact
with the brokers that will be able to introduce business. Many of the established
lenders have well-constructed abilities to
provide training and direction for those
new to this market. If, however, you don’t
want to jump straight into the pool, then
introducing your client to another adviser
could be the answer to opening up opportunities and a more gradual route into
specialist property finance.
If you do decide to become involved in
this ever-growing sector, it is important
to remember a couple of other areas that
make a difference to being successful as
well as conducting business in the correct
manner.

Get to know the professionals
Providing your clients with access to a
legal professional can save a considerable
amount of time – and when it comes to
this profession, time is money! Getting to
know a well-versed legal specialist in the
property field, who understands what you
and your clients are looking to achieve can
prove to be priceless. Make sure that they
are a partner with whom you can work and
you will make the whole process much
more pleasurable for all parties involved.
Many law firms, while used to residential
conveyancing, find that they do not have
the expertise to cope with commercial
legal work, so having access to specialist solicitor firms and partners who can
transact commercial property quickly and
efficiently is highly important.
For additional income, you should also
look at commercial insurance. Once quite
complicated, but now less so, with the ability to either manage yourself or introduce
to a specialist firm, you can help protect
your client’s purchase, as well as receiving
additional income for placement and also
generating the opportunity for ongoing
renewal income.
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...we have worked
long and hard to
bring about an
ordered support
system that advisers
entering this area
can step straight into.
Make it easy on yourself
An easier approach to starting out in a
new sphere would be to take a look at the
support offered by an association, which
is exactly why the Financial Intermediary
& Broker Association came into being. As
a body dedicated to bringing structure to
this area of the financial markets and giving a voice to the many individuals working
in this area, we have worked long and hard
to bring about an ordered support system
that advisers entering this area can step
straight into. FIBA has a growing panel
of specialist finance lenders and a panel
of professional partners that have been
through due diligence to ensure you get
the service you require. Additional support comes through events and workshops
providing training and guidance, detailed
product information and industry expert
advice. FIBA also works in association
with Government and other bodies to
improve access to funding for SMEs, and
is able to reinforce the vital role played by
professional finance advisers in this sector.
NO COST
As a SimplyBiz Group Member, you have
access to FIBA at no additional cost to your
existing financial arrangement, all we ask is
the completion of a short application form to
become a registered Association Member.
To find out more, visit fiba.org.uk
or call 0330 002 0987.
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To incorporate, or not
to incorporate,
that is the question
DAVID GILMAN

Senior Partner
Blacks Solicitors LLP

A recent report by the Shawbrook Bank
discovered that the proportion of buy-tolet (BTL) mortgages completed by limited
companies has doubled over the past four
years, with figures rising from 32% for
the first six months of 2015 to 64% for
the equivalent period of 2018. Moreover,
research conducted by Precise Mortgages has established that 64% of portfolio
landlords who are planning to buy a property within the next 12 months, will do so
using a limited company, with a mere 21%
of professional investors intending to buy
as individuals. The Shawbrook report has
identified this trend as representing a fundamental ‘switch’ in the makeup of the BTL
market (albeit a modest one at the present
time) and has concluded that the number
of landlords using limited company status
will continue to accelerate over the coming
months and years – an assertion which is
supported, to some extent, by the significant rise in landlords with five or more
properties since 2010 (increasing from
39% to 48% of the portfolio sector within
that period, according to the Ministry of
Housing’s ‘English Private Landlord Survey’ for 2018). Yet, irrespective of this, the
decision to incorporate a business is often
far from clear-cut and relies upon a range
of varying circumstances. For example, recent deductions in mortgage relief (as well
as increases in SDLT) are widely regarded
as having provided the main impetus for
incorporation, yet the landlord survey has
revealed that only 49% of landlords with 3

or less years’ experience and 58% of those
with 4-10 years actually fund their properties using a BTL mortgage. Moreover, with
portfolio investment models ranging from
those that emphasise maximum yields
and low capital appreciation to those that
favour low yields and maximum capital
appreciation, any decision taken regarding
incorporation is likely to be predicated by
whether a landlord pursues the former or
latter course.
TAX BENEFITS
For those landlords who are looking
to expand their portfolios or already pay
a high rate of tax, however, the overriding
factor in this decision is clear – the ability
to access limited company tax benefits and
mitigate the recent reductions in mortgage
interest tax relief. Under previous tax rules,
for example, landlords had been allowed to
deduct mortgage interest (as well as other
assorted financial expenses) from rental
incomes before calculating their tax liabilities, thereby ensuring that mortgages
were paid off before gross annual incomes
were declared. Since April 2017, however,
this system of tax relief is being gradually
phased out, with landlords set to pay tax
on entire rental incomes from April 2020
onwards and interest costs to be offset by a
20% tax credit. However, although this process will continue to reduce tax liabilities
(at least to some limited extent) it will not,
crucially, reduce taxable rental incomes and
this will push many thousands of landlords

into higher tax bands, inevitably driving
up costs and decimating profits. Indeed,
experts estimate that the amounts of tax
owed by some landlords could double, treble
or even quadruple under the new rules.
EXEMPT
However, landlords who operate as a
limited company (which are created via a
special purpose vehicle – or SPV – for the
sole purpose of buying and letting rental
properties) are exempt from individual tax
rate provisions, with company liabilities
paid at a corporation tax flat rate of 19%
(as opposed to income rates, which can
rise to 45%) and interest payments treated as business expenses which are offset
against profits. Indeed, recent research
by the Mortgage for Business website has
calculated that a limited company landlord
with an annual rental income of £15,000
on a property valued at £300,000 (and a
75% LTV mortgage) would receive more
than £3,000 in net profit per year than a
residential landlord paying at a 40% rate of
tax – a demonstrable difference. Moreover,
because BTL limited companies fall outside
of current Prudential Regulation Authority
(PRA) lending requirements (which subject
all applications from landlords with four or
more mortgaged properties to vigorous affordability stress tests and review incomes
across entire portfolios in order to gauge
profitability), they can usually borrow more
against a property than individual landlords and access better, more flexible, deals.
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Nevertheless, it’s important to remember that a limited company status won’t
be suitable for all landlords. For example,
existing properties cannot simply be transferred to a company but must be ‘sold’ at
the current market value, meaning that any
‘purchase’ that is made will be subject to
additional costs (such as stamp duty, early
repayment charges and possible re-mortgage fees). Moreover, unless a landlord
can prove that a property is being run as
a ‘business’ (as opposed to merely an ‘investment’), they will probably have to pay
capital gains tax on each of these purchases
as well, while the fees which are charged
by brokers, solicitors, accountants and
mortgage lenders are invariably higher
than for individual landlords. This is due,
in no small part, to the legal complications
and high workloads that can arise when
dealing with incorporated companies. For
example, limited company conveyancing
is a notoriously convoluted and exacting
process, with solicitors attending to a vast
range of issues. These include ensuring that
all company directors (and shareholders
with more than a 25% capital investment)
have provided full ID and that none of them
have any adverse entries or prior charges
against their name, completing a Personal
Guarantee for each individual (so as to limit
any liability or risk for potential lenders)
and confirming that they have taken independent advice. Solicitors will also need
to oversee the transfer of any existing
properties, ensuring beforehand that the
company is entitled to borrow money and
hold property (via a SIC code) and that the
overall process complies with any special
lending conditions. If any capital gains tax
or stamp duty land tax exemptions are to
be applied, meanwhile, the solicitor will

need to make sure that all affected properties are transferred at the same time – a
time consuming and intricate piece of work.
In addition, they will need to check that
each property conforms to current HMO
licensing and energy performance requirements and has planning permissions for
any reconfiguration work. In short, the kind
of work which requires the services of an
experienced, specialist conveyancer who
won’t skimp on quality; and that doesn’t
come cheaply.
Indeed, given the considerable costs,
many landlords could find that the amounts
incurred by multiple transfer purchases
ultimately outweigh the benefits of incorporating. Which is why it is so important to
take impartial advice from a qualified tax
accountant, solicitor or financial adviser
before they choose to proceed. And, even
if a landlord does manage to summon the
financial resources needed to set up as a
limited company, there are still a number
of day-to-day running costs to consider,
including wage bills for staff members,
accountancy fees for annual tax returns
and account statements and dividend tax
liabilities on any sum which is withdrawn
from the business – all of which can eat ever
further into profits. In short, there’s a lot
to take onboard and think about. Nevertheless, as the market for limited company
products continues to expand and evolve,
so too is it becoming more competitive
and cost-effective, with limited company
mortgage rates (for example) being gradually forced down by a profusion of new
deals (over 700 in Q4 2018 according to
the Buy-to-Let Mortgage Index). Indeed,
in some cases, they are already comparable
with individual deals.
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Which is why brokers will need to employ a degree of fore-knowledge and guile
when advising clients about current SPV
product options, emphasising personal
circumstances and other pertinent factors
before passing on their recommendations.
For example, is the client clear about what
they want to achieve as a landlord, and do
they have a long-term strategy? Are they
looking to achieve maximum capital appreciation (in which case, an investment
strategy which is focussed on ‘hot spot’
areas of the Northern Powerhouse would
seem like a decent approach) or are they
looking to max out on rental yields? What is
their current tax status and how will this be
affected over the long-term by investment
decisions? Are they taking advantage of innovative new products (such as specialised
BTL refurbishment loans) to enhance
the value of their portfolios, or are they
adopting a more ‘static’ approach? What
sort of properties are they investing in (residential, HMO, holiday lets or mixed use?)
and what level of experience do they have
in this field? We know that affordability,
as well as LTV and mortgage loan limits,
are invariably dictated by the category of
a given property and the variance of lending policies, but what can this tell brokers
about the most suitable outcome for clients?
These are questions that need to be considered carefully, because the advice that
landlords receive at that point will define
their futures for a very long time.
EXPERTISE
So, in conclusion; landlords who wish to
pursue a limited company status will need
to avail themselves of the best possible levels of expertise and advice and to prioritise
quality of service over just about any other
consideration (including cost!). This means
that they will need to engage the services
of a good tax advisor (for obvious reasons),
a good broker (in order to review a full
range of product options and investment
choices) and a good legal firm (in order to
purchase, hold and transfer properties in
a professional, time-efficient manner and
thereby reduce completion turnarounds).
Because, to compromise on any of these
areas is tantamount to inviting failure.
www.blacksconnect.co.uk
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The AVM is something that has crept into
residential property language with a certain
amount of stealth, in that one minute you’ve
never heard of it, the next, it’s everywhere.
So what is an AVM and how does that
impact upon the surveying market?
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ealing with the first, AVM
(or sometimes AVS) stands
for Automated Valuation
Model or Service. In essence, it’s mathematical
modelling made up of a
significant amount of data such as house
types/styles, pricing structures, regional
variations, past prices, even past surveys
and sales for example, all of which are then
added to a data warehouse where the different permutations selected by the user are
used to extrapolate a value of the property
under request. Like many computer based
services, an AVM is driven by a powerful
algorithm that estimates the value based
on all of the above. This is very much a lender tool, although homeowners will have
come across this type of thing with the
likes of Zoopla (other property engines are
available) who actively encourage visitors
to enter data to get an understanding of the
value of their home. All this is fed into the
mix and here at least, as long at the homeowner is telling the truth, there is a greater
level of personalisation. What in fact this
means for the lending community is that
there are considerably lower costs due to
no personnel and a much quicker speed of
decision. AVMs are particularly useful in
assessing the value of a property portfolio.
There are a lot of ‘what ifs’ in that explanation and we have to remember that,
as with anything, automated intelligence
is only as good as the information that has
been fed into it. AVMs are very useful for the
lender looking to take a balanced approach
to their lending, and the fact that they save
time and money means that there is arguably more of an opportunity to channel that
money into product development and keep
rates low. The removal of the human element can actively reduce fraud risk at this
level, but that isn’t to say that the models
themselves are not impervious to manipulation if needed.
Advantages can quickly become disadvantages. AVMs cannot possibly take
certain things into account, such as the
property condition, and therefore, that
can only lead to ‘averageisation’, a standardisation of sorts, so dependent upon what
side of the coin that property sits, it could
either benefit or lose and that isn’t a true
indication of value therefore. New builds
are particularly difficult to value, due to
the fact that in a new estate there is little
comparison data available on house types
and styles in the local area, but they can pull
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Mortgage
Valuation

Feature
Confidential report for the buyer as the client

Homebuyer
Report

Full
Building
Survey

◊

◊

Qualified RICS Surveyor used

◊

◊

◊

Valuation and insurance figure provided

◊

Additional
charge*

Additional
charge*

◊

◊

Detailed inspection of condition
Detailed analyses of the causes of faults

◊

Advice on actions that need to take both before and
after purchase

◊

A full set of photographs of the faults
Suitable for condition of standard properties
Suitable for older and more complicated properties

◊
◊

◊

◊
◊

* If a valuation is required in addition to the standard Homebuyer Report or Full Building Survey, this will be at a fixed charge of
£80 including VAT when using Landmark Surveyors.

...property
professionals
have been at pains
to make house
purchasers aware
of the fact that a
valuation is by no
means a survey...
on other comparable properties and apply
the relevant regional weighting. Evidence
has shown that they are prone to not having incorporated the claimed ‘new-build
premium’. They are also not that good at
providing values on flats as there can be too
many variables to give a true value.

So is all of this having an effect
on the surveying market?
Well, other than when carrying out valuations for lenders, which it has to be said
are reducing, there shouldn’t be any effect
in the traditional markets. Here we are not
comparing apples with apples. For many
years, property professionals have been at
pains to make house purchasers aware of

the fact that a valuation is by no means a
survey and that the lender’s valuation upon
which it bases its risk against the property,
will not expose any underlying issues or
make any supporting recommendations
regarding the ways concerns can be dealt
with. For this level of support and security,
they need to get the professionals in and
invest from the outset.
The table above points out all the supporting services provided by the professional who will compile the survey report.
The type of property will dictate the
type of survey required and every comment
and recommendation will be supported by
commentary in respect of the way to deal
with any issues at hand.
As SimplyBiz Mortgages brokers, you
have access to a surveying services
referral partner in Landmark Surveyors
– also part of The SimplyBiz Group.
Recommending their services not only
puts your clients in a better position, you
will also receive a referral fee details of
which are available on the website,
to speak with the team direct,
call 0800 876 6002 or email
sales@landmarksurveyors.co.uk.

Genius is an exclusive insurance
proposition available to all Member
and Client Firms of The SimplyBiz
Group, ensuring that you never
need to be without a GI proposition.

Highlights:

The Genius GI sourcing system offers an extensive
range of choice and flexibility across an unparalleled
product range. It also allows you to select the way
in which you choose to interact, whether that be by
going online to source your requirements directly,
speaking with the dedicated helpdesk, or by taking
client details and referring the case on, to allow you
time to get on with other requirements.

1 Compliance approved quote packs generated
from within the online systems
1 Best all-round commission

With access to the four key areas of Home, Landlord,
ASU and Commercial insurance, as well as products
to suit many other specialist areas, Genius is all about
giving you choice regarding service and products.

1 A wide choice of insurers
1 A wide choice of products
1 Seven x 5-star buildings and contents on
the household panel
1 Click, call, or refer service options

1 Client ownership guarantee
1 Detailed product and user guides
1 Dedicated helplines
Genius can provide comprehensive cover and
protect what is important to your clients, whilst
also protecting your own client base by providing the
products your clients need in the way that meets
your own requirements.

Quote & Buy at www.geniusgi.co.uk
or call 01273 407775 to
put us to the test.

Click

Call

Refer
Brought to you by

Self-employed dentist
aching to move,
worried about a sore
credit history?
Normal.

54% of all rejected mortgage applicants
were turned down for not being “normal”.*
But we can often accept a variety of unusual
circumstances when others can’t, such as 12 months’
trading for self-employment, as well as small credit
blips like CCJs or missed bills.
Find out how we do things differently.

Call 0343 253 9184 or visit
togethermoney.com

Lending for the new normal.
*All figures, unless otherwise stated, are from YouGov Plc. Total sample size
was 2003 adults. Fieldwork was undertaken between 31st May - 25th June 2018.
The survey was carried out online.
Subject to lending criteria and affordability assessment.
For professional intermediary use only.
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JANNIE VERMEULEN

Co-founder and Chief Risk Officer
Fleet Mortgages

Tesco Bank’s recent decision to close its
mortgage operation came as a surprise.
The question might be raised that, if a bank
with six million customer accounts can’t
make a living from mortgages, who can?
The press release making the announcement stated: ‘In recent years, challenging
market conditions have limited profitable
growth opportunities.’
We are all too aware of how competitive
the mortgage market has become so no need
to explore that in detail here. The intriguing
part of this statement is the point in respect
of ‘profitable growth opportunities’. Are
there still ‘profitable growth opportunities’
in the UK mortgage market? We hear commentators talking about an under-served
section of the mortgage market. Does that
under-served section really exist?
Following Tesco’s news, Nationwide
came forward and revealed a 15% fall in
profits and tighter net interest margins.
It appears that competitive pressures and
margin compression has become a theme
for those lenders competing in the prime
residential mortgage market. Do we have
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evidence that this is also true for specialist
lenders? I have not come across that yet. On
the contrary, Paragon managed to increase
net interest margins and sales according to
its most recent interim report.
A simplistic view of profitable growth
means: (i) an increase in net interest margin; and (ii) sales; while (iii) credit risk
appetite is maintained. Keeping the right
balance between these is more of an art
than science. Many factors can influence
profitable growth and, as we don’t have
data to explore all possible permutations,
we shall focus on the funding supply side
only, i.e. how lenders fund the mortgages
they offer customers. More specifically our
aim is to gain a deeper understanding of
how the Bank of England’s Term Funding
Scheme (TFS) may have impacted funding
lines of lenders that made use of this facility.

Term Funding Scheme (TFS)
In August 2016, the Bank of England’s
Monetary Policy Committee announced a
support package – the TFS. This package
(now closed) provided funding to banks
and building societies at interest rates
close to the Bank of England (BOE) Base
Rate. The purpose of this initiative was
to support growth and return inflation to
target. The Scheme closed for new lending
in February 2018 having made £127 billion
of loans to participating banks and building societies(1). Recently, the BOE issued
a topical article stating that the Scheme
served its purpose. The Scheme stimulated
‘lower lending rates on loans such as mortgages without any significant compression
in lenders’ net interest margins or in the
supply of credit to the economy’. All good.
However, since the closure of the TFS
we have seen Octopus Finance(2), Secure
Trust Bank(3), Magellan Home Loans(4), ourselves(5) (we have of course subsequently returned to lending) and now Tesco Bank all
withdrawing from mortgage lending. Is this
a co-incidence? The hypothesis here is not
to establish a direct link between the end
of TFS and lenders withdrawing from the
mortgage market. (That is simply not true
as only two of the above mentioned lenders
made use of the TFS facility anyway.) No,
with this analysis we aim to investigate
the changing nature of mortgage funding
because of the TFS.
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Drawdowns from the Term
Funding Scheme

Effective interest rates on new
mortgages(7)

Both Secure Trust Bank and Tesco Bank
made use of the TFS facility. As at 31 March
2019, Secure Trust Bank had £263m and
Tesco Bank £1,339m of outstanding TFS
drawings. However, what is more interesting is that 54% of cumulative net lending by
Secure Trust Bank between July 2016 and
March 2019 appears to be funded by TFS
drawdowns. For Tesco Bank the figure is
50%. This suggests that a considerable part
of net lending since 2016 by these two lenders were funded through TFS drawdowns.
Secure Trust Bank and Tesco Bank are by
no means the only ones that funded a large
percentage of net lending this way. A further sixty banks and building societies, including all the household names, made use
of this facility in a sizeable way. You could
say they made hay while the sun shone.
Mortgage lenders started to draw down
from TFS in September 2016. Data from
the BOE(6) put the base stock of loans of
participating lenders at £1,518bn as at 30
June 2016. By 31 March 2019, the cumulative net lending by participating lenders
came to £68bn and well below the aggregate
outstanding TFS drawings of £121bn over
the same period.
If my reading of this is correct then for
every £1 of TFS drawings, 56p of net lending was achieved. I have no insight whether this is a successful outcome for policy
makers at the Bank of England, however
what I do know is that participating banks
and building societies have an additional
£121bn of funding to refinance within the
next three years, and progress to date has
been slow.
This refinancing programme is not a
trivial task. Naturally one would expect
TFS drawdowns to be gradually replaced
by retail/corporate deposits, covered bonds
and/or the issuance of notes backed by
mortgages (Residential Mortgage Backed
Securities or RMBS). In recent weeks we
have seen a flurry of RMBS activity and I
suspect this will continue. It is inevitable
that the net result of this refinancing programme will lead to higher funding cost
for lenders. This will put further pressure
on net interest margins; financial pressure
that lenders are likely to pass on to borrowers. More expensive and less affordable
mortgages may well be the outcome. In
fact, we have already seen a steady rise in
effective interest rates on new mortgages.

Data from the Bank of England suggests
that interest rates on new mortgages have
steadily increased since September 2017
(see chart below). This steady increase
would not surprise anyone as it reflects an
increase in Bank Base Rate over the same
period. However, could this steady rise in
interest rates on new mortgages over the

last couple of years also be linked to the end
of TFS and the way mortgage funding is
changing? Perhaps it is too early to draw
such a conclusion. However, there is a
case to be made that lenders have become
accustomed to the availability of readily-available cheap funding (through the
TFS) and now that this cheaper funding is
no longer available, lenders are returning
to more traditional sources and the higher
cost is passed on to customers.

Effective interest rates on new mortgages
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the availability of
readily-available
cheap funding,
and now that this
cheaper funding is
no longer available,
lenders are
returning to more
traditional sources
of funding and the
higher cost is passed
on to customers.

05/2018

08/2018

11/2018

02/2019

The way mortgages are funded is changing. Looking back, it appears that the TFS
distorted the residential mortgage market
for the better. Looking forward one can argue that refinancing TFS drawdowns may
lead to uncertain outcomes for lenders.
Time will tell.
If you have any questions or queries,
please give us a call on 01252 916800.
Sources: 1. At time of writing £117bn of the drawdowns was still
outstanding.
2. www.mortgagestrategy.co.uk/
octopus-takes-a-break-from-buy-to-let-lending/.
3. www.ftadviser.com/mortgages/2019/02/15/
secure-trust-pulls-plug-on-new-mortgage-lending/.
4. www.ftadviser.com/mortgages/2019/03/14/
magellan-homeloans-closes-to-new-business/.
5. www.ftadviser.com/mortgages/2019/01/08/
fleet-mortgages-pulls-entire-product-range/.
6. www.bankofengland.co.uk/markets/
funding-for-lending-and-other-market-operations.
7. www.bankofengland.co.uk/statistics/
visual-summaries/effective-interest-rates.

LATER LIFE PLANNING

The demise of
Universal Wealth
Preservation
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While this type of situation is not common,
care should always be taken when choosing
a professional to assist with estate planning.
It is advisable to ensure that the person involved is well qualified, and that they have
experience in the field and a good reputation.
For advisers who do not offer an estate
planning service to their clients directly, due
diligence should be a priority when looking
for companies that could assist in this area.
Questions you should ask include:
1 How long has the company been
trading?
1 Are they regulated or have they signed
up to any professional codes of practice?
1 Do they have a good reputation?

CHLOE FAULKNER

Marketing & Business Development Manager
APS Legal & Associates

Looking after their clients’ estate planning is
an important part of any advisers’ business,
with the help and support of a trusted adviser
meaning the difference between things being
left too late or acting just in time. Having a
valid will in place, along with relevant powers
of attorney, means that clients’ wishes are
clear and can be carried out means that both
they and their families can have peace of mind
in difficult circumstances. But how can you
ensure that your clients’ estate planning is
being done properly, particularly if you choose
to refer on that part of your business, and
what are the potential implications if it goes
wrong when the trust and estate planning
sector is not regulated in England and Wales?
It is well known within the industry that
Universal Asset Protection entered into
compulsory liquidation on May 2018, with the
premises of Universal Wealth Preservation
(UWP) closing some months later. Unfortunately, since this has happened, clients
have experienced difficulties in contacting
representatives of the company, with letters,
emails and phone calls going unanswered.
Concerns have been raised to the Society
of Trust & Estates Practitioners (STEP), as
Mr Steven Peter Long, Company Director
of UWP, was a member of STEP at the time.
Clients continue to report their concerns
about the management of their trusts, delays
in estate administration and issues surrounding how to retrieve wills and lasting powers of
attorney (LPAs) held in the company’s secure
storage.

Currently, the Eastern Region Special Operations unit is investigating the matter and
the police have seized all documents held at
the company’s address.
Mr Long’s STEP membership was terminated in October 2018 following a disciplinary
investigation that found that he had breached
several codes of STEP’s code of practice, including honesty and duty of care.
In the present circumstances, it seems
unlikely that clients will be able to retrieve
original documents or recover cash assets.
Clients should consider:
1 Seeking independent legal advice from
an experienced practitioner; new wills
and LPAs may be required.
1 Checking whether documents have
been registered. Wills may have been
registered with the Probate Registry or
Certainty, The National Will Register.
LPAs may have been registered with the
Office of the Public Guardian, in which
case the OPG should be able to supply
copies for use.
1 Contacting the Land Registry to identify
who owns the property if a lifetime
trust was created. The removal of the
Trustees may be required; it will be
necessary to take legal advice at this
stage. Solicitors or barristers are able to
submit a written request to the police
for contact details of a company that is
currently in liquidation.

1 Do they have professional indemnity
cover; if so, is the cover sufficient?
1 Who are the directors (check
credentials and background)? Also,
check the owners of the company: what
is their reputation?
APS Legal & Associates is one of the most
widely recognised and trusted brands in the
will writing and estate planning profession.
Since being acquired by The SimplyBiz Group
in 2014, we have more resource than ever for
both our in-house staff and associates.
We adhere to the Institute of Professional Willwriters’ Trading Standards approved
Code of Practice, which ensures we act with
regulation in mind and provide a professional
service for clients.

SOLID FOUNDATION
Our support and training for associates is
unequalled in the market, and this is shown
by us being one of the largest companies in
the industry with circa 550 associates to date.
As well as being able to offer more training
and mentoring, it also gives associates peaceof-mind that we are a company with a solid
foundation.
For further information, including about
our new SimplyPOAs service, please
do not hesitate to contact us on
01909 531751 or
c.faulkner@aps-legal.co.uk.

Be the one who can
Introducing OneFamily's specialist
Lifetime Mortgages and Over 50s Life Cover support team
OneFamily recognise the complexity of modern family life by providing the products
and services that reflect today’s world – and have also received industry recognition
for them too! As a business owned by its customers, OneFamily focus on reinvesting
their profits to the benefit of their customers, not shareholders.

Laurie Diiorio

Wendy Trussler

Business Development Manager

Telephone Account Manager
Over 50s Life Cover

Laurie has a wealth of experience within the
later life market, having previously worked
for Vitality UK, where he was responsible
for looking after large protection accounts.
Contact Laurie to find out more about our
products and support services.

Wendy, our Telephone Account Manager, has
over 20 years' experience in Financial Services,
and now specialises in the Over 50s market.

Call Wendy today on 01273 062 810
or email wendy.trussler@onefamily.com

Call Laurie today on 07702 952 816
or email laurie.diiorio@onefamily.com

Nick Tew

Ben Wallace

Telephone Account Manager
Lifetime Mortgages

Telephone Account Manager
Lifetime Mortgages

Nick has over 30 years' experience
in Financial Services, and since 2007
has specialised in the mortgage and
retirement market.

Ben has a wealth of account management
experience in building relationships and
providing support to brokers.

Call Ben today on 01273 061 620
or email benjamin.wallace@onefamily.com

Call Nick today on 01273 061 206
or email nick.tew@onefamily.com

Chris Brown

Steve Bailey

Strategic Account Manager

Sales Manager

Chris is our Strategic Account Manager with
over 25 years’ experience in the mortgage
industry, including seven years most recently
with Mortgage Brain. He has also held senior
relationship roles at HBOS, The Mortgage
Business and Halifax.

Steve is our Sales Manager with over 18
years' experience in the Financial Services
industry. He has worked for several product
providers and intermediaries and has
a wealth of experience within the Over
50s market.

Call Chris today on 07803 406 817
or email chris.brown@onefamily.com

Call Steve today on 01273 061 362
or email steven.bailey@onefamily.com

If you want to discuss a new case, have an enquiry, or want to find out more
about our products and services then contact a member of our Sales team
for Lifetime Mortgages or Over 50s Life Cover today.

Get in touch
Lifetime Mortgages

Over 50s Life Cover

 0800 802 1645

 0808 100 5075

oflm.sales@onefamily.com


advisersupport@onefamily.com

onefamilyadviser.com/contact-us
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GENERAL INSURANCE

Living in a society of convenience means that many customers now look to
obtain their every need in a single click. They want all available options laid
out in front of them so that they can scroll through these from the comfort of
their own home. This highlights how convenience, functionality and speed are
becoming increasingly important for a good online experience.

DAVID SMITH

Chief Innovation Officer
Uinsure

H

owever, much has been
discussed around the
continued need for
human interaction to
provide reassurance for
important decisions –
whether that be a mortgage or finding
the best insurance option. Finding the
balance between this human touch and
technology is something many struggle to find. Convenience, ultimately,
remains key. In the insurance market,
it takes innovative minds to shake off
the cynicism that the market is full of
age-old ideas and to reform it to one
that tailors its offering by looking at the
changing needs of the consumer.

Earlier this year, Uinsure took a leap
of faith. In an industry-first move, they
launched the first phase of their Zero
Questions Asked functionality, allowing
advisers to obtain quotes for home insurance without having to answer detailed
and lengthy question sets. The adviser
simply needs to enter the homeowner’s
title, name, date of birth and postcode
before Uinsure’s system uses several
data sources to pre-populate all the information required to generate a quote.
No longer do repetitive and tedious
questions need to be asked, such as what
type of locks the front door uses – all information is pulled through from these
data sources, meaning that an instant
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quote from a panel of the UK’s leading insurers is returned in a matter of seconds.
Importantly, advisers still retain the ability
to tailor the application for their clients, and
can add additional cover options, without
delaying the return of their quote.
There was a growing requirement in the
industry for insurers to be able to utilise
the readily available online data needed to
make the process of obtaining home insurance more efficient. Far too much time has
been spent by advisers rekeying form after
form – it’s not surprising that many have
turned their nose up at General Insurance
in the past. The effort was, simply put, not
commensurate with the reward.
In today’s world, there is no excuse for
not utilising the technology that is on offer
to us – especially if it can radically reduce
the amount of time it takes to achieve the
end goal. Not everyone in the marketplace,
however, shares the same innovative
mindset, which unfortunately leads to
slow progression and little change. When
Uinsure launched its Zero Questions Asked
functionality, it was a bold move and one
that we had wanted to develop since our
inception back in 2007.
MOMENTUM
We wanted to disrupt the industry, but
in a positive way. We wanted to show how,
with the right industry know-how and technology capabilities, this sector can create a
real momentum for change and transform
the way the customer views obtaining insurance. If an adviser can complete a form
in a matter of seconds to obtain the best
insurance deals for their client, they can

help far more people achieve a positive end
result. The perfect combination of human
involvement and the technological touch.
Customer feedback is imperative when
taking a move such as this. Obtaining home
insurance has previously been seen as unnecessarily confusing, with a constant need
to define complicated definitions and ask
interrogative questions in order to receive a
quote. Putting the customer and the advice
process first is paramount, and making this
process as seamless as possible leads to a
calmer and more positive result. Through
the launch of Zero Questions Asked, we hope
to create a ripple effect – allowing advisers
to concentrate more of their time on feature-led advice and convert more mortgage
clients into GI ones. Changing the collective
sigh once heard from the mention of GI into
raised eyebrows of interest from advisers
looking to increase their business propositions and help more customers.
Change is starting to happen, and more
industry figureheads are seeing this as an
industry of real change and excitement.
There are advancements being made in
the market today that even ten years ago
would have seemed like a utopic idea, and
this is positive. This market has never been
so quick or convenient, and never has it been
easier to sell.
Collaboration is also key. Using the right
tools is just as important as embracing the
latest technological offering – style without
substance renders little result. Uinsure has
paired with leading companies who have
the best data sets and most reliable service
offerings available. We have paired with
industry stalwarts whose systems are mar-
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ket-leading and who share the same views
about embracing technology for change.
This allowed advisers to see the benefits
of our Zero Questions Asked offering and
increased the productivity per case for
advisers. It is partnerships such as these
which will benefit the Insurtech movement,
as the power of a team of collaborators is
much more than an individual triumph.
The data used to obtain information is
immensely important, as all customers
want to know that their personal information is safe. A large amount of data aggregation may lead to unwanted consequences,
so having the team capabilities in-house
is essential, and is just as imperative as
collaborating with the right industry experts. However, GI depends on making risk
assessments, and having access to these
monitored data sets is key to creating the
perfect analysis with the launch of our new
software. The UK Government and European Union have recently launched ‘open data’
sources to help make available an impressive amount of Government statistics in a
wide range of areas. This helps in the strive
to creating safe and efficient technologies
to improve customer relationships and
production. Not just in our industries, but
across the board too.
Technology has the power to remodel
the insurance industries and disrupt the
old ways of working, removing the inconvenience of the old ways. Using secure data
processes and our trusted brand name creates the recipe for success.
ZERO HASSLE
The race to zero is the race to zero
questions, zero time in filling out laborious
forms to create a satisfying premium for
the customer, and zero hassle in explaining
complicated definitions. We have begun the
movement for change and hope that others
in the industry continue their strive as part
of the Insurtech movement, so that it is no
longer seen as an archaic industry that is
stuck in its old ways, but as an example as to
how, with the right processes and the power
of innovative minds, change can happen in
the best way.
To see our new, lightning quick system for
yourself, visit www.uinsure.co.uk.
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defaqto CIC Compare

The whole
of market
in under five
minutes
If you’re writing protection business, chances are
you’re using a comparison tool to assist you in what
can be a complicated and time-consuming analysis
task, which could open you up to compliance risk.
But, is your current tool competitive on
price, easy-to-use, powered by a leading
fintech and research provider and capable
of comparing the whole of the market in
under five minutes?
If the answer is no to any or all of these
questions, then you need the new CIC Compare tool, powered by Defaqto.

Why choose CIC Compare
With CIC Compare, you can efficiently
compare critical illness policies on a whole
of market basis, in less than five minutes.
As well as reducing the time and effort
it currently takes you, CIC Compare also
provides better outcomes for your clients
while de-risking your business.
If that wasn’t enough, as a SimplyBiz
Mortgages Member, you can access this
market-leading tool at a discounted rate.

What does it compare?
CIC Compare contains all providers and
products available in the critical illness

and serious illness cover market. Using
Defaqto’s legacy data, reaching back as far
as 2009, it also allows you to compare new
and historical critical illness policies, as
well as current and previous versions of
products, and closed plans.
To help you compare definitions between
several providers, we’ve added easy-to-use
features such as brochure view, which
enables you to see the exact difference in
cover for conditions, direct from the policy
conditions for each provider.
CIC Compare will provide you with evidence that a full analysis and comparison
of conditions has been undertaken, and you
can include your own detailed notes, lowering the compliance risk to your business.

How does it work?
Defaqto rates each product area, scoring
them between one and five. The score for
each area is then added together to produce
a final report.

www.simplybizmortgages.co.uk

The simple red, amber, green (RAG) colour scoring system shows you at a glance
which policies have the best cover and
even highlights what cover would be lost
if a client switches policies, helping you to
deliver transparent and compliant advice.

Does it compare the whole of the
market?
Yes. Defaqto’s unique methodology, established with independent industry experts,
has allowed them to assess and score critical illness policies based on the quality of
the cover definitions, which leads to better
client outcomes.
There are 32 scored conditions, including 21 conditions that are set in the ABI
guidelines, accounting for 98.9% of UK
critical illness claims. An additional 113
non-scored conditions are also comparable
through CIC Compare, meaning you can
compare 145 conditions in mere minutes.

...is your current
tool competitive
on price, easy-touse, powered by a
leading fintech and
research provider
and capable of
comparing the
whole of the market
in under five
minutes?
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When can I start using CIC
Compare?
To start benefiting from this easy-to-use
tool, you’ll need to register for a complimentary Centra licence.

SimplyBiz Mortgage Members can then
access the new CIC Compare tool at a discounted rate.

Request a demonstration
If you’d like a personal demonstration
on how CIC Compare can work for you,
please call 0808 124 0000 or email
investmentservices@simplybiz.co.uk.

EASY TO DO
BUSINESS WITH

Simple, fast
signaturefree online
application and trust
forms

No ongoing duty of
disclosure once the
application is submitted

No age-related
increases in premium
while acceptance terms
are still valid

Premiums reduce when
exclusions are applied

Intelligent underwriting
drives high immediate
acceptance1*

General Practitioner
reports requested in
only 10% of
applications*

UK and
international lives

?
Pre-sales
underwriting line there when you need us
(0345 600 6812)

Menu plan £2 multi-cover discount
on each additional cover

Claims support fund
and £10,000 funeral
pledge

Increase cover without
further underwriting on
important life events

(This applies to certain policies only.
Contact our Sales Team for more
information)

To find out more, call our sales team on 0345 600 6829,
pre-sales underwriting on 0345 600 6812,
email adviser@aiglife.co.uk or visit www.aiglife.co.uk
AIG Life Limited. Telephone 0345 600 6820. If calling from outside the UK, please call +44 (0)1737 441 820. Registered in England and Wales. Number 6367921. Registered address: The
AIG Building, 58 Fenchurch Street, London EC3M 4AB. AIG Life Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential
Regulation Authority. The registration number is 473752.
EDCO3069-0319

For adviser use only. Not to be shown to retail customers.

1. 80% YTD. *Figures correct as at March 2019.
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Employees don’t have to pay
income tax on the premiums
because relevant life
insurance is not treated as a
benefit in kind.

Relevant life plans

Setting it up
The company applies for the life insurance
on the life of the employee and the plan is
written in trust from outset. This ensures
that the plan meets the requirements. It also
helps the money get to the family quicker and
avoids probate. Advisers can set it up using
our paperless and signature-free trust during
the application journey.

What about tax?
ALISON ESSON

Propositions Manager
AIG

Life insurance can be a funny old business.
We have products for individuals and their
families, and then we have products for
businesses. But what about when a business
wants to put something in place for their employees? Relevant life insurance is available
to employers allowing them to protect their
employees and their families against the
financial impact of death.
Business protection is a specialist area, but
selling relevant life insurance can help to build
expertise and tap into a growing market. It’s
a product for businesses that gives financial
protection for individual employees, giving
them and their families support when they
need it. Swiss Re recently reported a 5.8%
rise in policies written in 2017 than the year
before(1) – with 1.4 million small businesses
trading at the start of 2018,(2) that’s a lot of
opportunity.

So what is relevant life
insurance?
These plans provide death-in-service benefits
for employees – no matter how small the business is. The insurance pays out a lump sum
on death or diagnosis of a terminal illness.
But there are some rules for setting up the

plan in order to qualify for the beneficial tax
arrangements. AIG’s Relevant Life Insurance
is a dedicated product designed to meet these
rules. An adviser just needs to identify suitable clients and write the plan under AIG’s
Relevant Life Discretionary Trust before the
policy is made live.

Who is it suitable for?
1 It can be used where a business does not
provide a group life insurance scheme
(perhaps because it is too small to
qualify for one) but would like to arrange
life insurance for individual employees
1 Businesses that do provide a group
scheme, but would like to arrange
additional life insurance that doesn’t
count towards any annual or lifetime
pension allowances – this would include
high earning employees.
1 Those who otherwise want the business
to top-up the life insurance benefits
employees get from their group scheme:
a group scheme usually only covers up
to 4 x salary, whereas AIG Relevant Life
Insurance can cover up to 35 x salary,
depending on age.

If HMRC is satisfied the premiums qualify
under the ‘wholly and exclusively’ rules, the
employer can treat them as an allowable expense for Corporation Tax. Employees don’t
have to pay income tax on the premiums
because relevant life insurance is not treated
as a benefit in kind. Nor are the premiums
usually assessable for employer or employee
National Insurance contributions.
Although the company applies for the
insurance, if the policy is set up under trust
from the start, the company doesn’t own the
policy and it’s not a company asset. It’s owned
by the trustees for the benefit of the potential
beneficiaries – any proceeds are paid directly
to the trustees.

Relevant life isn’t suitable for all
Relevant life insurance is not suitable for
customers where there is no employer-employee relationship between the owner of the
cover and the person covered. Sole traders,
equity partners of a partnership, or equity
members of a Limited Liability Partnership
who are taxed as self-employed are therefore
not eligible for this type of cover.
With relevant life insurance, we keep it
simple and we make it accessible too. Find
out more at www.aiglife.co.uk.
Sources: 1. Swiss Re, Term and Health Watch, 2018.
2. Federation of Small Businesses, October 2018.
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Everyone is
different!

Protection plans tailored to your clients’ needs
At Royal London, we understand that all your clients are unique. That’s why our
protection plans aren’t ‘one size fits all’.
You can mix and match cover types in one plan. So whether they
need some Income Protection to cover their outgoings or Life or
Critical Illness Cover to protect their debt, we offer different options under one plan. They can even add Children’s Critical Illness
Cover if the pitter-patter of tiny feet comes along.

Doing things differently
We like to think we’re a bit different too. That’s why our Critical
Illness Cover focusses on having some of the best cover for the
illnesses your clients are most likely to claim for. And our Income
Protection offers a range of payment periods including one year,
two years, five years and full term. So you can tailor cover to suit
different needs and budgets.

We care about your clients – that’s why all our plans come with
Helping Hand, offering them access to tailored and personal support when they need it most.
Read our latest blog, at adviser.royallondon.com/protection/
blog, to find out more about how you can tailor protection plans
to suit your clients’ needs.
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Many of your clients might consider their most
valuable asset to be their house, car, maybe their
pension savings or the prospect of an inheritance.
But like most, they’ll overlook the obvious –
themselves and their ability to earn.

JUSTIN HARPER

Head of Marketing
LV=

T

heir income pays for everything
– the essential everyday bills
such as mortgage, rent, utilities and food, plus the comfortable extras such as holidays,
nights out and treats. Income
doesn’t just cover today’s expenses – it also
fuels their savings, pension contributions
and their family’s future.
And while people have money worries,
rarely does anyone wake up with a screaming urge to protect their most valuable asset
– their income – against the possibility of
a life shock. Instead, they’re more likely to
insure their mobile phone or their muchloved pug (more contracts they wouldn’t be
able to pay should they lose their income).
Income is an over-looked and under-appreciated treasure.
So, how can we protect this treasure
for your clients? The Income Protection
(IP) world is a vibrant one, with plenty of
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...while people have
money worries,
rarely does anyone
wake up with a
screaming urge to
protect their most
valuable asset
– their income
– against the
possibility of a life
shock.

proposition changes from insurers which
are helping to demonstrate the increasingly
everyday value of IP and a more holistic response to the wider experiences of people
who need to take time off work.
For example, we’re witnessing the introduction of more lump sum type benefits
– for events such as death, fractures and,
recently from LV=, a child’s serious illness.
No parent wants to think about their child
becoming seriously ill. Unfortunately, this
is a reality for some families. LV= Parent
and Child cover provides parents with a
lump sum benefit of 6x their monthly cover amount up to £25,000 if their child is
diagnosed with a specific condition. This
benefit gives parents a financial cushion at
a time where all they’ll want to worry about
is taking care of their little one.
Early intervention support is also becoming the norm, demonstrating that IP
is far more than just a financial pay-out.
Rehab support services from LV= are available as soon as the policyholder is unable
to work – even during the waiting period
– offering essential services and care, such
as physiotherapy, psychological support,
and return to work services.
Specialist cover is widely available for
clients in specific occupations, such as doctors, dentists, surgeons and teachers, with
LV= and other providers offering sick pay
guarantees that take into account industry
specific sick pay arrangements. And not
forgetting those clients in riskier occupations, where a more affordable age-costed
approach can be offered for clients working
in jobs such as electricians, plumbers and
nurses under Personal Sick Pay from LV=.
As an industry we’ve come to know that
it’s not just physical issues that should be
guarded against, openness about mental
health has come on leaps and bounds, and
we’re all getting familiar with the statistics.
The most recent figures show that one in six
of us are experiencing a common mental
health issue in any given week.(1)
Mental health is a leading reason for IP
claims, and where a client has experienced
mental health problems it doesn’t necessarily mean they can’t get cover. Where it’s led
to time off work within the last two to three
years, IP providers are more likely to apply
an exclusion, rather than a full decline. LV=
has gone further, and is the only provider
currently offering ‘automatic reviewable exclusion’ periods, at point of sale and without
the need for additional medical evidence.
That’s really important for cases of mental
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So, income is your
client’s most important
valuable asset; they
need to protect it. And
IP is proving far more
than just a financial
safety net...
health (which represent about half of all
our reviewable exclusions).(2) If your client
has a history of mental health problems,
but has no further issues after taking out
their policy, LV= can remove that exclusion
after one, two or three years upon request.
This leads us on nicely to the non-claim
(almost ‘preventative’) services through the
likes of GP services, prescriptions, health
checks and medical/counselling support.
All make IP far more meaningful, relevant
and engaging for clients. For example, LV=
Doctor Services has recently been extended
to offer remote psychological services, remote physiotherapy and discounted health
MOTs, as well as the existing remote GP,
prescriptions and second opinion services.
These value added services can help
provide a simple remedy for everyday trials,
such as taking time out to see a GP about a
minor ailment (for you or your little ones), or
those nagging back pains, or when life gets
on top of you and you’re feeling anxious and
stressed, without the need to actually claim.
So, income is your client’s most important valuable asset; they need to protect
it. And IP is proving far more than just
a financial safety net, with tailor-made
protection available for more people and
holistic support at the big ‘moment of truth’
at claim, and for those bumps in the road
of life too.
If you’d like to find out more about Income
Protection from LV= then contact your LV=
Account Manager, call 0800 032 4219 or
visit LV.com/Adviser.
Sources: 1: Mind.
2: LV= September – March 2019.

For intermediaries only

Discover our faster, smarter
online protection service.
Quicker underwriting decisions.
Estimated prices as you progress through an application.
A streamlined service letting you apply for multiple benefits together in one application.
More opportunities for your clients to save with our multi-benefit and/or multi-policy discounts.
A seamless experience across all devices.

Visit aegon.co.uk/protectionservice
for more information and support material.

Pensions | Investments | Protection

Aegon is a brand name of Scottish Equitable plc. Scottish Equitable plc, registered office: Edinburgh Park, Edinburgh EH12 9SE. Registered in Scotland (No. SC144517). Authorised by the Prudential Regulation
Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority. Financial Services Register number 165548. An Aegon company. © 2019 Aegon UK plc
PROT380270 04/19
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sure remains key to consumer confidence
and avoiding unnecessary complications
in the event of a claim.

A smooth claims experience

How we’re shaping financial
cover for all
SIMON JACOBS

Head of Underwriting and Claims
Aegon

Industry sectors from healthcare to finance have caught the technology bug. And
we’re no exception – although there’s still a
way to go on the digital journey.
But the good news is, new technology
is already a real boon for you and your clients. The insurance world has moved on
to smarter application services and digital
underwriting systems. The days of you filling in long paper application forms to get
the cover your clients need are long gone.
We recently upgraded our online protection service and underwriting technology,
which has increased our straight-through
processing rate to 75% of applications.
Speed and simplicity are our new bywords.

Future-proofing protection
Our streamlined approach to underwriting now helps you and your clients create
applications that are more robust. Should
your clients need to claim in the future,
our dynamic online service asks smarter
questions about your clients’ existing
health and medical conditions. This can
help make the claims process smoother
and easier – often at a time of great anxiety
for clients.
There are no nasty surprises on price
too. Our online protection service keeps
you informed every step of the way with
estimated prices as you progress through
an application.
We’ve also improved our underwriting
limits, making us among the best in the
market – with less medical and financial
evidence asked for across our benefits.
We’re helping you get cover in place quicker
and easier for your clients.

Streamlining the protection
process
You now only need to complete a financial
questionnaire for cover worth more than
£2 million for life and £850,000 for critical
illness, mortgage and business cover.
For inheritance tax (IHT) planning,
you’ll only need to complete a financial
questionnaire for benefit amounts over
£3 million. These increases to our routine
underwriting limits will save you time and
reduce inconvenience.
We’ve been able to make these improvements because of the quality of disclosure
we see from our customers. Accurate disclo-

When it comes to claims, our tele-claims
service simplifies the process by saving
your clients the time and effort of completing a paper claim form. Our compassionate
and caring trained tele-claims assessors
will do all that.
In 2018, we paid out 98% of life claims.
The most common condition leading to
death was cancer, with 47% of claims, and
the average age of a claimant was 62 years
old.
We also paid 93% of critical illness
claims. The average age of a claimant was
50 years old. The big three conditions of
cancer, heart attack and stroke continued
to be the most common reasons for critical
illness accounting for 81% of our claims
paid.
We’ve embraced smart technology and
all of its benefits, but we never forget the
human touch, especially at the difficult
times when your clients need us most.
Find out more about our faster, smarter
online protection service at aegon.co.uk/
protectionservice.
For intermediaries only.
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With inflation firmly back on the economic agenda, will the
life protection you provide clients today fully deliver on their
expectations tomorrow?
ANDY PHILO

Director of Strategic Partnerships and Employed Distribution
Vitality

Let’s say you sell your client £100,000 of
Whole of Life cover today. In 20 years’ time
that’s the sort of buying power your client
would still expect. But in reality, it could
only be worth just over half that amount.(1)
The culprit is inflation. Retail Price Inflation has remained around 3% for the last
three years, where it is expected to remain
for the coming years.(2) Even if we follow
longer term trends, Retail Price Inflation
rate has still averaged 2.58% a year since
1989,(3) more than enough to make a dent in
your client’s cover. We owe it to our clients
to start factoring in an element of forward
planning to protect future value, and that
element is indexation.

A key advantage of indexation is protected value: at the point of paying out, your
client can have the absolute knowledge of
knowing their buying power remains intact.
In the case of Whole of Life cover, indexation makes sense for clients as they get
older, as their mortality and morbidity risk
increases, it becomes harder to get top-up
protection later in life. Indexation avoids
this need, and clients also don’t need to
undergo additional medical underwriting.
There’s a cost implication in adding indexation. In the case of Vitality’s Whole of
Life cover, the rise in premiums can be offset by upfront discounts of up to 64% when
taken with Wellness Optimiser and up to

46% when taken with Vitality Optimiser
– providing the option to keep premiums
low over the long term.
Our indexation option is also flexible.
Your client can decline increases in cover
at any time but we do ask that they accept
at least one increase in cover every three
years. After three consecutive declines,
Indexation is removed and their benefit
converts to level.
Finally it can also benefit the adviser’s
reputation, for having taken a responsible
long-term view of your clients’ interests.
This can help build a positive client-relationship, bringing the opportunity to
grow and protect stable long-term revenue
streams, not to mention increased commission.
Clients will understandably highlight
the difference in affordability between
indexed and non-indexed plans. At a time
when the outlook for inflation is uncertain,
can they afford not to have it, and you not
to recommend it?
For more information visit
adviser.vitality.co.uk/indexation, contact
your local Business Consultant or
email tellmemore@vitality.co.uk
Sources: 1. www.whatsthecost.com/cpi.aspx (2018).
2. www.bankofengland.co.uk/-/media/boe/files/inflationreport/2018/february/
inflation-report-february-2018.pdf.
3. tradingeconomics.com/united-kingdom/inflation-cpi (2018).
This article’s view is based on the law, practices and conditions
as at the day of publication. While we have made every effort
to ensure they are accurate, we accept no responsibility for our
interpretation or any future changes. July 2019.
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Income protection is changing. No longer is it just to provide a regular monthly
benefit if unable to work due to incapacity caused by an illness or injury.
Now it’s about helping people to get back to better health.

T

here’s a real misconception
about income protection in the
marketplace. But in fact, income
protection is much more than just
income.
As well as giving people peace
of mind, it can also make sure they are supported during their recovery. It’s precisely why at
Legal & General, we are constantly looking at
new ways to take care of your clients.

Enhanced protection
Over the last year, we made many improvements to our Income Protection Benefit plan.
For example, price reductions for smokers to
make pricing more competitive, as well as
enhancing our offering even further for NHS
doctors, nurses and surgeons.

www.simplybizmortgages.co.uk

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.
Legal & General Partner

But what we’ve truly focussed on, is improving the care for your clients so they can
get back to full health as quickly as possible.

Nurse support
Our Nurse Support Services, provided by
RedArc Assured Limited, gives clients
access to experienced registered nurses.
Included with all of our protection products available through intermediaries
(excluding Whole of Life Protection Plan),
this service provides:
1 Support with serious illness and
disability, mental health and trauma
and bereavements – available to
policyholders and immediate family
(i.e. spouse, partner, children living at
home).
1 Access to a dedicated nurse adviser
who provides long-term practical
advice and emotional support over
the phone. Available after being
discharged from hospital.
1 Therapy and counselling (after being
assessed).
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Rehabilitation
And it doesn’t end there. With our Income
Protection Benefit plan your clients can
also benefit from our Rehabilitation Support Service. It includes:
1 Access to early intervention
treatments and a team of healthcare
professionals
1 Access to a specialist rehabilitation
team who will build a structured
return to work programme
In an ideal world, no one should get to
the stage where they are off work. But if
the unfortunate does happen, our Income
Protection Benefit plan may be able to help
support your client’s financially and help
guide your clients back to good health. After
all, income protection should be about more
than just income*.
To find out more about Legal & General
Income Protection or to register for our
new webinar please visit
www.legalandgeneral.com/adviser/
protection/income-protection
This is not a consumer advertisement. It is intended
for professional financial advisers and should not
be relied upon by private customers or any other
persons.
*Income Protection Benefit is not a savings or investment
product and has no cash value unless a valid claim is made. This
product does not include unemployment cover and therefore will
not pay out if your client becomes unemployed.

...what we’ve truly
focussed on, is
improving the care
for your clients so
they can get back
to full health as
quickly as possible.

A BETTER WAY OF LIFE
The 5 key benefits of choosing Guardian
For us, 'better' isn't about changing one big thing. It's about constantly
improving lots of little things that collectively make a big difference.
Here’s just a few examples of how we’re doing just that.

1

PRODUCTS. BETTER BY DEFINITION.
Ambiguous policy wording protects the insurer.
Our crystal clear policy wording protects the customer.

HEART ATTACK
We pay out on confirmation
from a UK Consultant.

CANCER
We pay out on all malignant
skin cancers.

TERMINAL ILLNESS
We pay out on stage 4 cancer,
even when life expectancy
is more than 12 months.

2

FORWARD-THINKING UNDERWRITING.

GFS A 0111 0619

Customers often have a growing need for protection.
That's why we underwrite with the future in mind.

RESERVED COVER

GUARANTEED INCREASE OPTIONS

UNDERWRITING Qi

Add or increase cover on
the same terms as the initial
policy, for up to 27 months.

No underwriting, no medical
evidence, no application and
no age limits.

Gives you a quick indication
of the terms before
you quote and apply.
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3

LIBERATING TECHNOLOGY.
Our platform sets you free
to make protection truly personal.

DUAL LIFE
Gives both partners individual
cover, so if one partner claims,
the other is still protected.

OPTIONAL CHILDREN'S CRITICAL
ILLNESS PROTECTION

LIFE AND CRITICAL
ILLNESS COVER

Can be added to Critical Illness
Protection or Life Protection.

After a critical illness claim,
life cover remains in place.

4

FAIRNESS. REDEFINED.
Often the industry’s sense of fairness isn’t that fair on the customer.
We’ve readdressed the balance.

PREMIUM WAIVER

COVER UPGRADES
In most cases, we apply critical
illness definition improvements to
all existing policies without charge.

It comes as standard,
at no extra cost.

CRITICAL ILLNESS
BUY-BACK
Automatically included
at no extra cost.

5

MORE MEANINGFUL CUSTOMER CARE.
Life doesn't always go to plan.
So we do more to help with the ups and downs.
Introducing

An extraordinary claims support service
that does more to help more people.

We’re not just here for policyholders when
they need to claim. All our policyholders get free
additional benefits - anytime.

Find out more and register at:
guardian1821.co.uk/advisers

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

Aviva Relevant
Life Insurance.
The difference is
still significant.
When it comes to relevant life insurance, at Aviva
we’re oceans apart.
We’re still the only provider that offers Employee
Significant Illness cover as an optional add-on to
relevant life. So if you want a plan for your clients
that’s leading the market, you need look no further.
With 28 conditions covered and optional
total permanent disability benefit, it’s pretty
comprehensive. And thanks to our simple online
trust process, you should find writing it goes
swimmingly too.
For more information about Relevant Life
Insurance, how much it costs and when it would
pay out, go to aviva-for-advisers.co.uk or speak to
your Aviva contact.

Aviva Life & Pensions UK Limited. Registered in England No. 3253947.
Registered Office: Aviva, Wellington Row, York, YO90 1WR. Authorised by the
Prudential Regulation Authority and regulated by the Financial Conduct Authority
and the Prudential Regulation Authority. Member of the Association of British
Insurers. Firm Reference Number 185896.
AL18049 03/2019
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Why relevant life insurance
could be ideal for
business-owner clients
For Britain’s millions of entrepreneurs, relevant life insurance
should be the go-to protection product.
MARK CRACKNELL
Head of Distribution
Aviva

Whereas once we were described as a nation of shopkeepers, today it
might be more apt to call us a nation of business owners. The number
of UK start ups is at a record high, with over 663,000 new companies
established in 2018, according to Companies House data analysed
by the Centre for Entrepreneurs (CFE).(1) And according to House of
Commons research, there are now 5.7 million businesses in the UK.(2)
Small businesses may offer no sick pay, meaning employees potentially just have limited state benefits to fall back on if they couldn’t
work, and their families may be solely reliant on their income. This
could make the business owners prime candidates for relevant life
insurance; there is an opportunity for them to offer individual protection policies for their employees.

A clever route to holistic financial advice
In the past, advisers might have urged their business-owner clients
to plump for regular personal life insurance policies. However, many
intermediaries could consider relevant life insurance as a way of
providing tax-efficient cover for their clients’ employees as part of
a holistic protection package. Relevant life insurance could result in
tax savings for the employer when compared to the cost of funding
a personal life insurance policy for an employee.
Based on a monthly premium of £100, an employer providing a
relevant life policy for an employee paying the higher rate of tax could
save £77.92 in taxes.* This presents a saving of 49% for an employer
compared to funding a personal life insurance policy.

Other benefits to consider
Besides the benefits outlined above, there are other reasons to recommend relevant life to business-owner clients that advisers may
not have considered.

Unlike group protection policies, any pay-out from a relevant life
policy doesn’t count towards the employee’s pension lifetime allowance – and there’s usually no income or capital gains tax to pay on it
either. What’s more, our relevant life policy gives the option to boost
the protection by adding employee significant illness cover. This pays
out if the employee needs to retire from their role after suffering one
of the serious illnesses covered and could prove an invaluable benefit
without having an impact on the pension lifetime allowance.

Entrepreneurs at risk
Today, in our nation of business owners, it’s still the case that too many
people don’t have sufficient financial protection. Most advisers will
have clients who run their own businesses, so it’s worth considering
this client base and whether all their financial planning needs have
been met. If not, it’s time to start the conversation.
For adviser use only. Not for use with customers.
*Tax treatment and savings will depend on the individual circumstances of each client and may be
subject to change in the future.
Sources: 1. Contains public sector information licensed under the Open Government Licence v3.0.
Companies House data analysed in the Centre for Entrepreneurs (CFE) 2018 Business Startup Index,
14 January 2019.
2. House of Commons Library Briefing Paper 06152, 12 December 2018. Contains Parliamentary
information licensed under the Open Parliament Licence v3.0.
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What to consider
for young couples
without children
Junior doctors James and Sophia are sure their
NHS sick pay scheme has them covered if they are
unable to work. Is their confidence misplaced?
In this series, we’re examining the various
protection needs of clients as they travel
through life’s many stages. Here, we take
a look at young couples without children.

The circumstances
James and Sophia are junior doctors. They
met at medical school and have been married for two years.
They’re not planning on starting a
family just yet as Sophia has only been a
junior doctor for two years and James will
be looking to specialise next year. While
this will bring a considerable increase in
salary, it also comes with a bigger workload.
They’ve just bought their first house with
a decent-sized deposit and a mortgage of
£150,000 (repayable over 25 years), and,
when they have the time and the money,
they like to go skiing.

www.simplybizmortgages.co.uk
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A possible solution

Despite some bad press, working for the
NHS does have some significant advantages, such as the pension and sick pay scheme.
Both James and Sophia are aware of
protection, as their financial adviser tried
unsuccessfully to persuade them to take out
life cover and income protection alongside
their mortgage.
They declined both on the basis that they
were unlikely to die at such a young age and
they were sure the NHS sick pay scheme
would ensure they could meet the mortgage
payments even if they were off sick for a long
time. Are they right?

The objection
Let’s have a look at the NHS sick pay
scheme. Good as it is, it still has its limitations. The benefits are tapered over the
first five years of service.

For someone in their first year of service,
it’s one month’s full pay followed by two
months’ half pay. It then increases each year
(although not in the even steps you might
expect) until they have more than five years
of service, when they receive six months’
full pay followed by six months’ half pay.
James currently earns £36,000 per
year, while Sophie earns £28,000 per year.
James, with five years’ service, is at the final
stage, but Sophia, who is in her third year of
service, only has four months’ full pay and
four months’ half pay.
So the questions we need to ask them are:
where would your income come from if you
were off work for longer than your sick pay
scheme (which is eight months for Sophia
and 12 months for James)? Could you both
survive and pay the mortgage if one of you
was not working at all or if one of you was
only on half pay? Let’s see how we could
help them.

First port of call, as always, must be to
protect the mortgage. James and Sophia
turned down the opportunity to take out
cover when they took out their mortgage.
Maybe they didn’t realise how cheap it
could be?
A good starting point would be a decreasing term policy covering life or earlier critical illness to ensure the mortgage is paid off.
Next we need to look at income protection. James needs a dual deferred period
policy, as his NHS scheme will pay six
months’ full pay and six months’ half pay.
The maximum benefit based on 80% of
net earnings is £1,856 per month, made up
of £556 after 26 weeks and £1,301 payable
after 52 weeks.
Sophie is a bit different. She is on four
months’ full pay and four months’ half pay.
This could be a problem as Zurich does
not have a four months’ deferred policy. But
worry not – under the special features for
doctors and surgeons, regardless of how
long the NHS will pay them for, if they select
a dual deferred period of 26 weeks and 52
weeks, we will start paying a claim when
the NHS scheme stops paying them, even
if this is before 26 weeks or 52 weeks.
So we need a d26 and d52 policy for Sophie with the maximum benefit of £1,494
per month, split by £419 after 26 weeks and
£1,075 payable after 52 weeks.
Bearing in mind that they like skiing, we
will include total permanent disability and
fracture cover along with waiver of premium to ensure premiums are paid if they are
not working. The total cost is £88.51 each
month – this is based on a Zurich Personal
Protection policy quote from February
2019.

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

MetLife MultiProtect helps protect families when
the unexpected happens.
New research from MetLife UK shows that it’s common for parents to take time
off work and be financially impacted as a result of a family member being unwell
or having an accident.
Advisers UK-wide are helping families bridge the gap by providing protection
which covers these types of occurrences.
Anything can happen in a day, make sure you’re protected, with MultiProtect.
Did you know?
76% of parents who have taken time off work to care for
unwell children say it has had an impact at work
Nearly 2 in 5 parents say time off to look after children
has meant increased stress while 13% say they have
been landed with extra bills as a result
MetLife pay on average 30 claims a day - 10 of which are
for children
Nearly 1 in 5 parents have taken time off work in the
last 2 years to care for a child who’s had an accident
31% of parents have taken unpaid leave from work
to care for ill or injured children
In 2018 – MetLife paid 11,428 claims to individuals
and their families to help manage the costs.
3,677 were for Child Cover Broken Bones or
Hospitalisation
Sources:
MetLife UK 2019 consumer research
MetLife 2018 claims data
Products and services are offered by MetLife Europe d.a.c. which is an affiliate of MetLife, Inc. and operates under the “MetLife” brand.MetLife
Europe d.a.c. is a private company limited by shares and is registered in Ireland under company number 415123. Registered office at 20 on Hatch,
Lower Hatch Street, Dublin 2, Ireland. UK branch office at One Canada Square, Canary Wharf, London E14 5AA. Branch registration number:
BR008866. MetLife Europe d.a.c. (trading as MetLife) is authorised by the Central Bank of Ireland and subject to limited regulation by the Financial
Conduct Authority and Prudential Regulation Authority. Details about the extent of our regulation by the Financial Conduct Authority and Prudential
Regulation Authority are available from us on request. www.metlife.co.uk
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Choose premium options
and benefits to fit your
clients’ needs
SHAUN WARE

Product Manager
The Exeter
Income protection from The Exeter provides you with the flexibility
to tailor premiums to suit your clients’ needs. Whether it’s premium
certainty they’re looking for, or cheaper premiums in the early years
of their policy.

Pure Protection Plus
Pure Protection Plus offers long-term cover for almost all occupations.
It’s designed to pay a regular benefit if your client is unable to work
through illness or injury. Premiums are ‘age-costed’, meaning that
premiums rise with age. This is often the preferable choice for those
in skilled, manual occupations as well as self-employed clients, as it
keeps the initial cost of cover down.

Income One Plus
Income One Plus offers the choice of age-costed premiums or level
guaranteed premiums, which remain the same throughout the policy
term unless cover is increased, for example through indexation.
Our income protection products also come with the following
great benefits:
1 Enhanced membership benefits at no additional cost
Our HealthWise app provides free access to physiotherapists
and mental health support.
1 Day 1 cover
Your clients have the option to receive an income from the first
day they are ill or injured if it keeps them off work for three days
or more. This is ideal for the self-employed or those with no sick
pay.
1 Benefit fix option
Resulting in a guaranteed level of benefit and a quicker, more
stress-free claim process.
1 Market-leading medical limits
If your client is under 42, we will not ask for the routine medical
evidence that other insurers might – regardless of the benefit
they choose.

Is it time you took a closer look at income
protection from The Exeter?
And once your client is covered with us, you know they will be looked
after when they need to claim. We recently won the Cover Customer Care Awards ‘Above and Beyond’ award for the way we put our
members first when dealing with claims. The judges chose The Exeter
for ‘going the extra mile and acting in the claimant’s best interests
rather than their contractual limitations, and for dedicating itself to
positive customer outcomes’.
To help you kick start your sales, we also offer a range of content
that can be personalised with your branding and supplied as PDFs –
information, ideas and case studies that help generate interest and
engagement in income protection.
To find out more and to begin working with an award-winning
insurer, why not organise a webinar or meeting with
The Exeter sales team on 0300 123 3207 or email us at
sales@the-exeter.com.
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Employees diagnosed with cancer can quickly find their world changed beyond
recognition. Their focus – and that of friends and family – understandably
revolves around the daunting prospect of the potential physical, emotional and
financial pressures associated with a cancer journey, and its outcomes.

D

uring this highly stressful
and often confusing time,
work can provide an oasis
of normality and routine.
However, the experiences
of those who choose to work
through a cancer diagnosis can vary widely
– frequently relying on the knowledge, understanding and support of their employer
and line manager.
But businesses and senior staff also
face difficulties. They may be unsure how
to broach the subject, what to do or say as
treatment and recovery ebbs and flows, or
how to make the working day as comfortable as possible for the employee.
Meanwhile, incidences of cancer continue to rise, along with survival rates.
According to Cancer Research UK, 1 in 2
of us will develop cancer at some point in

our lives(1), while Macmillan predicts that
4 million people will be living with cancer
in 2030(2).
In 2015, there were an estimated
890,000 people of working age living with
cancer in the UK and this is set to increase
to 1,150,000 by 2030(3). How organisations
tackle cancer in the workplace and embrace
colleagues with – or recovering from – cancer will become even more vital in the years
to come.
Unum surveyed 300 working men and
women who had received treatment for
cancer within the last five years. The results shine a light on the true state of play
of cancer in the workplace today, and the
steps employers can take to ensure those
who want to work, can work – now and in
the future.
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The biggest challenges
employees face
Cancer can affect people both psychologically and physically. In addition, the sheer
logistics of receiving repetitive treatment,
or undergoing and recovering from an
operation, requires time away from work
and an employer’s understanding and
willingness to help. Yet, a third (32%) of
respondents revealed that taking time off
work to attend appointments is one of the
biggest challenges they faced while trying
to balance the twin demands of work and
cancer.
Treatment can also be both exhausting
and debilitating. A touch under a third
(30%) of the people Unum surveyed admitted they felt tired while at work. For others,
the emotional toll – and perhaps the perception that everyday workplace politics
and the world of arbitrary deadlines lack
the importance they once held – resulted
in 19% of respondents saying feeling distracted was particularly challenging.

The current level of support from
employers
The responsibility of supporting an employee with cancer mainly falls on HR
and/or the line manager, both of whom
may lack the skills and understanding to
help or be as effective as they might hope.
Another problem for both employer and
employee can be the lack of awareness of
what support tools and advice – both internal and external – are available.
More than a third (40%) of workers surveyed were unfamiliar with the resources
provided by their employer for cancer sufferers before they were diagnosed. Though
Unum’s survey also suggested that people
with cancer largely receive some form
of support from their employer, there is
clearly a lot more employers can do for their
staff. In fact, a little under a third (28%) said
they’d received either no support whatsoever or the support they did receive fell below
their expectations.

The benefits of being a
supportive employer
Most employers and managers are likely
to understand and believe that supporting employees should be part of the organisation’s ethos or wellbeing strategy.
Even those businesses who have neither
should grasp the concept that the more an
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employee feels cared for, the more reason
for them to stay.
In turn, this retention of staff is also
likely to correspond to a better business
performance through the knowledge and
experience a longer-term employee brings
to the mix, resulting in increased productivity.
The survey underpinned the importance of a supportive employer, with a huge
84% of respondents agreeing that the level
of support they received directly correlates
to the loyalty (or disloyalty) to their current
feelings towards their employer.
More than half (56%) of those Unum
surveyed agreed that they were more
grateful to their employer for the support
given to them during their cancer diagnosis, treatment and recovery, while over a
quarter (27%) said it had made them more
productive.
However, 52% of respondents also
thought they would have been able to
return to work sooner had they received
better support from their employer while
diagnosed.

...Critical lllness
policyholders can
now access Unum’s
new Cancer Pathway,
which collects all of
their knowledge in
one easily-accessible
place, and provides
employers and
employees with
tailored resources
and tools to help
manage and support
cancer in the
workplace.

How employers can support
employees with cancer
There are a number of initiatives employers can use to accommodate employees
with cancer, both internally and with external support and expertise. One that is
simple and effective, and relatively simple
to put in place, is agreeing to a change in
ways of working.
Introducing flexible hours or allowing
people to work remotely can help employees with fatigue, allow them to attend
appointments or treatment sessions, and
aid in their recovery following that session.
Almost half of those surveyed (42%) said
that offering reduced or flexible hours is
one of the most valuable ways an employer
can help, and a little under a third (29%)
appreciated the value of an offer to work
from home. A touch over a quarter (27%)
also felt access to counselling or emotional
support was, or would be, a valuable resource.

The financial impact of cancer
Understandably, most of the conversations
around cancer revolve around the physical
and psychological aspects – the diagnosis,
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the treatment, the possible outcomes
and the fear that may go hand-in-hand.
However, it can be forgotten that being
diagnosed with cancer can also impact
people financially.
The biggest blow to people’s finances
was caused by either their own or their
partner’s inability to work either full
or part-time, with 61% of respondents
listing it in their top three costs. Travel
to and from appointments was the next
biggest cost, featuring in 42% of lists.
And 30% of people cited higher household bills through having to spend more
time at home or through being sensitive
to changes in temperature.
The possible financial outcomes
of cancer also resonated strongly.
Three-quarters of respondents (74%)
admitted they were worried about how
their family would cope with the loss of
income if they had to give up work.

Cancer and Unum’s Critical
Illness cover
The gloomy forecast of cancer incidences in the years and decades to come reinforces the importance to employers of

having a comprehensive critical illness
policy in place.
Critical illness cover can help support
people emotionally, through the wellbeing experience that can come as part and
parcel of the policy, clinically, via access
to cancer experts, and financially, with a
tax-free lump sum benefit.
FIRST-HAND EXPERIENCE
With decades of providing cover
against illnesses like cancer, Unum can
draw upon a vast repository of first-hand
experience to ensure they fully understand the needs of people with a cancer
diagnosis.
Their Critical lllness policyholders
can now access Unum’s new Cancer
Pathway, which collects all of their
knowledge in one easily-accessible place,
and provides employers and employees
with tailored resources and tools to
help manage and support cancer in the
workplace.
Recognising the need to have a critical
illness offering that reflects the predictions for cancer – and that no two cancer
experiences are the same – Unum has
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also enhanced their CI proposition to
ensure it helps protect the entire family.
Children are automatically covered for
25% of a member’s cover as well as having
access to Unum’s Cancer Support Service
– in partnership with HSC Health (formerly Harley Street Concierge). Members
can also add their spouse or partner to a
policy for an added cost.
Unum also partners with cancer
charity Maggie’s to present practical
workshops, either face-to-face or by
webinar. They are designed to give HR
personnel and line managers the tools
and knowledge to help people with a
cancer diagnosis remain at, and return
to, work.
For more details about Unum’s Critical
Illness cover and Cancer Pathway,
please visit www.unum.co.uk/
group-critical-illness
Sources: 1. Cancer Research UK (2015).
2. Macmillan – Top tips for commissioners (2016).
3. Macmillan – The Rich Picture: People of working age with
cancer (2017).

Support from their employer

40%

were not familiar with the
cancer resources available
from their employer

59%

had managers who
were only somewhat
knowledgeable or had
no knowledge about
their condition

Workplace
challenges
and support

84%

agreed that they were
more or less loyal to their
employer based on the
support they received

52%

agreed that they may have
been able to return to work
sooner if they had received
better support

27%

that had a supportive
employer agreed that
they are more productive
at work

Cancer in the
workplace
Unum’s survey of
300 employees diagnosed
with cancer in the workplace

Taking time oﬀ
for appointments
Oﬀering reduced
/ ﬂexible hours

Attitudes towards their employer

28%

had either no employer
support or felt that the level
they received was below
their expectations

The increasing
cost of cancer

out
of

were worried about how
their family would cope
with loss of income if
they had to give up work
Feeling tired at work
working from home

What did employees say were the major costs?

TRAVEL
Distracted at work
providing counselling
or emotional support

to and from
appointments

NOT ABLE
TO WORK
(either themselves
or their partner)

HIGHER
BILLS

from spending
more time at home
or being sensitive
to temperatures

Find out more about how Unum create tailored cancer pathways to help
employers manage cancer in the workplace at www.unum.co.uk/group-critical-illness
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Source: Unum’s 2019 survey of 300 working adults who have been diagnosed with or received treatment for Cancer within the past 5 years, equal split of males and females.
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Putting people at the heart
of employee benefits

Unum helps employees and their families cope with
what life throws at them – from meeting the cost of
dental bills, through to sickness absence, a serious
illness or death.
We care about protecting people and ensuring employers can
give employees the reassurance of that protection.

Income
Protection
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Life Insurance

Critical
Illness

Dental
Cover

Sick Pay
Insurance

