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Hello, and welcome to the autumn edition of MI Magazine…
2017 is shooting by at a rate of knots, and it has certainly been a busy
year in the mortgage world.
One big development this year, which is reflected throughout the pages of this magazine, is the
evolution of the mortgage, protection and insurance markets to recognise, and cater for, individual
client needs. In terms of both products and service, providers and lenders have really moved away
from a ‘one-size fits all’ approach to reflect the range of individual needs, aims and goals of clients.
Successful advisers and brokers have long practiced the art of providing services to clients in way
that acknowledges that no two are the same; providers and lenders truly embracing this philosophy
can only help to strengthen this element of the advice process, thereby improving the experience for
your clients.
In this edition, you can also find out how to protect your business from the threat of politically
exposed persons (PEPs), in our compliance update, and increasingly sophisticated fraudsters in a
special piece from our very own Brian Wills. In addition, there’s also information on a whole range of
ways in which you can ensure that your clients are also thoroughly
protected from whatever life has to throw at them.
I hope you find a lot of interest in this edition of MI Magazine.
As always, if you have any feedback on what you would like to
see covered in future editions, please don’t hesitate to let us know.
Kind regards,

Martin Reynolds

Chief Executive, SimplyBiz Mortgages
For more information about our services, please call us on 01484 439100 or email info@simplybiz.co.uk
www.simplybizgroup.co.uk
Please note that provider led information within this publication has been pre-approved under their respective compliance approvals process
and the accuracy is not therefore the responsibility of, or the opinion endorsed by, The SimplyBiz Group Ltd.
All products and company names are copyrights, trademarks or registered trademarks of the third parties.
MI Magazine is published by The SimplyBiz Group Ltd:
The John Smith’s Stadium, Stadium Way, Huddersfield, HD1 6PG
© 2017 The SimplyBiz Group Ltd. All rights reserved.
Registered in England No. 4590781. Registered Office as above.

The SimplyBiz Group is proud to sponsor The Armed Forces Art Society
For more information, please visit www.afas.org.uk
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Our autumn edition – covering all the insights
and industry information you need on
mortgages, protection and general insurance,
including our events round up and technology
updates.
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The treatment of politically exposed
persons (PEPs) for anti-money
laundering purposes
One of the key changes brought in by the
Fourth Money Laundering Directive (4MLD) in
June is the changes to the treatment of ‘politically
exposed persons’ (PEPs). Earlier in July the FCA issued
finalised guidance in the form of FG17/6.

LIZ COYLE

Compliance Policy Manager
The SimplyBiz Group

n essence, this guidance says that the
FCA expects that firms take appropriate, but proportionate, measures
in meeting their financial crime
obligations. The Money Laundering
Regulations (MLRs) set out that all
firms must apply a risk sensitive approach
to identifying PEPs and then applying
enhanced due diligence (EDD) measures.
The legislation and guidance clarifies that
a case by case basis is required with the risk
assessed of individual PEPs rather than
applying a generic approach to all PEPs.
Clarity is provided on how firms should
apply the definitions of a PEP in the MLRs
in a UK context, and this guidance includes
specifying that firms should only treat those
in the UK who hold truly prominent positions as PEPs and not to apply the definition
to local government, more junior members
of the senior civil service or anyone other
than the most senior military officials.
Where a UK customer meets the definition of PEP because of the position they
hold – or another country assessed as having similarly transparent anti-corruption
regimes – a firm is required to recognise
the lower risk of such customers and apply
the guidance on measures they can take in
lower risk situations to meet their EDD obligations. However, the guidance does require
firms to apply more stringent approaches
where the customer is assessed as having a
greater risk. In those circumstances, firms
will need to take further steps to verify
information about the customer and the

www.simplybizgroup.co.uk

proposed business relationship. This is in
line with the FCA’s financial crime guidance to date, in which the focus has been
on managing higher risk PEP relationships.

What is the risk?
The guidance outlines why PEPs, family
members of PEPs or known close associates of PEPs pose a risk, and why they are
required to be subject to enhanced scrutiny
by firms subject to the Money Laundering
Regulations. This is because a PEP may
be in a position to abuse their public office
for private gain and they may also use the
financial system to launder the proceeds of
this abuse of office. However, these requirements are preventative (not criminal) and
should not be interpreted as an implication
of involvement in criminal activity.

Firms’ obligations
Firms are required to have appropriate
risk-management systems and procedures
in place to determine whether a customer,
or beneficial owner of a customer, is a PEP
(or family member or close associate), and
to manage the risks that arise from the
firm’s relationship with that customer.
The expectation is that a firm will use the
information that is reasonably available to
them in identifying PEPs, family members
or known close associates.
Please note, the FCA does not expect
a firm to decline or close a business relationship simply because a person meets the
definition of a PEP family member or close

Please note, the
FCA does not expect
a firm to decline
or close a business
relationship simply
because a person
meets the definition
of a PEP family
member or close
associate...

7

In the FCA’s view, the following indicators suggest a PEP poses a higher risk:
1 If your firm’s risk assessment finds
the product or relationship a PEP is
seeking is capable of being misused
to launder the proceeds of large-scale
corruption.
1 A PEP may pose a greater risk if
they are entrusted with a prominent
public function in a country that
is considered to have a higher risk
of corruption. In coming to this
conclusion, a firm should have regard
to whether, based on information
available, the country has the
following characteristics:
1 associated with high levels of
corruption
1 political instability
1 weak state institutions

associate, however, if after collecting the
appropriate information and completing
the risk assessment the firm concludes that
the risks posed are higher than they can
effectively mitigate, it may be appropriate
to decline or close the relationship.

What are the indicators that
a PEP may pose a higher or
lower risk?
In the FCA’s view, the following indicators
suggest a PEP poses a lower risk:
1 The customer is seeking access to
a product the firm has assessed to
pose a lower risk. This will include
products assessed as low risk by the
firm to which it applies simplified due
diligence measures.
1 A PEP who is entrusted with a
prominent public function in the UK
should be treated as low risk, unless
a firm has assessed that other risk
factors not linked to their position as a
PEP mean they pose a higher risk.
1 A PEP may also pose a lower risk if
they are entrusted with a prominent
public function by a country which is
associated with:
1 low levels of corruption
1 has political stability and free and
fair elections
1 strong state institutions
1 credible anti-money laundering

1 weak anti-money laundering
defences
1 armed conflict
The following characteristics might
also suggest that a PEP carries higher risk;
personal wealth or a lifestyle inconsistent
with known legitimate sources of income
or wealth, hailing from a country which
does not generally permit the holding of a
foreign bank account or credible allegations
of financial misconduct.

PEPs and insurance
For this type of contract, firms are required
to have reasonable measures to determine
whether the beneficiaries of the insurance
policy (or the beneficial owner of a beneficiary) are a PEP or family member/known
close associate of a PEP. This should be done
before any payment is made under the insurance policy.
For more information on politically
exposed persons, please contact the
compliance team on 01484 439120, or at
compliance@simplybiz.co.uk.
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How to identify and avoid
mortgage fraud
In this age of rapidly evolving technology, mortgage
fraudsters – and the techniques they may employ –
are becoming increasingly sophisticated.

BRIAN WILLS

Head of Corporate Accounts
SimplyBiz Mortgages

Whilst lenders are responsible for affordability, intermediaries are responsible for
plausibility. You are first line of defence
and it is important you can demonstrate
that have robust defences and have carried
out sufficient know your client and due diligence to identify and avoid mortgage fraud.
Below are eight of my top tips on how to
remain vigilant and keep your business as
safe as houses.

1. Think like an underwriter
Are you 100% comfortable that the case is
genuine, plausible and the facts are commensurate with the client’s circumstances?

TOP TIPS:

1 Two heads are better than one. Ask a
colleague to check the case over, as it
is less likely that two people will miss
something obvious. If your firm has
advisers and administrators, you have
perfect opportunity to cross check.
1 Don’t treat due diligence as the
responsibility of lenders, and bear in
mind that, sadly, you can’t take client
information at face value.

2. Income – employed
Does the customer work for the declared
employer? Has a landline office number
been given? If not, why not? Does the work

contact number match the details advertised on the company’s website or directory
listings? Are you able to reach the client
using the details they have given you?

TOP TIP:

1 Consider doing further research
by checking the employer out by
conducting simple additional web
checks (Yell.com/GoogleStreetview).

3. Income – self employed
Consider commercial business searches.
Is the company listed with Companies
House? Check business ownership status
and consider implications the customer
being a sole trader or partnership. Bear
in mind the nature of the self-employed
business and how the customer generates
business. Is the work seasonal? If so, are
the declared income figures reasonable?
Revisit the income figures given on SA302s
and cross reference it against other sources
including business bank statements.

TOP TIP:

1 Does the customer advertise locally
and, if so, then using which method?
For example, local papers, online,
yellow pages or word of mouth?

4. Bank statements
Are the bank statements in the expected for-

www.simplybizgroup.co.uk
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advice or submitted an application
elsewhere prior to them coming to you.
1 In addition, consider a client
declaration on their intended
occupancy of the property.

7. Application
Be on the lookout for gaps in the address
history or signifiers such as high income
for young applicants. There are other red
flags for which you should be aware, including a reluctance to produce requested
documents, particularly to verify income,
or identity.

TOP TIP:

1 Ensure that the application contains
full covering notes and explanation
for any situations that are out of the
ordinary.

8. If in doubt, walk away
Your reputation and relationship with
lenders can take years to be established,
and you don’t want to risk jeopardising that
because of one case.
mat? Are they professional in appearance
(with no spelling errors!) and addressed
to your client at the expected residence?
Do the credits match exactly those on the
payslip? Are they from the employer that
you expect? What type of payments are
they, i.e. BACS? Are there unexpected credits like lump sums in cash, multiple credits
from third parties via online banking or tax
credits if your client is a high earner? Do
the balances and transactions fit with the
expected customer profile?
Is the document recent enough for you to
be comfortable? If not, why can’t the applicant provide a more recent document? Does
the statement balance add-up? Are there
any discrepancies in the dates?

TOP TIP:

1 Experience shows us that falsified
or doctored bank statements will
often contain spelling errors or have
irregular font sizes. Watch out for
these signs.

5. Credit history
At the outset, explain to your client that
it is vital they give you full disclosure on
their credit history as failure to give full
disclosure could lead to the application
being declined. If there is any doubt, we
recommend that you obtain copy of clients

credit file before commencing research for
the client.

TOP TIP:

1 Explain at the beginning of the advice
process to your clients that lenders
have very sophisticated systems to
check credit and address histories,
as this will often deter anyone
thinking of misrepresenting their
circumstances.

6. Occupancy
You need to have carried out sufficient client
research and plausibility checks to be as
certain as is reasonable that the client’s
declared intentions of occupancy are genuine. Beware ‘back-door’ buy-to-lets or vice
versa. For example, a client may have had
tried to obtain a residential mortgage with a
25% deposit, but failed to pass affordability
and therefore tries to misrepresent their
circumstances by passing it off as a buy-tolet mortgage. Conversely, beware of clients
who try to misrepresent their circumstances by applying for a residential mortgage, to
get a cheaper rate or because they do not fit
BTL lending criteria, when it is their true
intention to let out the property.

TOP TIP:

1 Ensure your fact find includes a
question that asks if they have sought

TOP TIP:

1 Sometimes it may be appropriate to
‘walk away’ from a deal if it doesn’t feel
right.
In summary, I believe the key is authenticity and I’d urge you to make sure
you’ve carried out the following four
essential steps:
1 A detailed fact-find and questioned the
plausibility of the customers’ situation
thoroughly documenting all customer
responses.
1 A thorough address verification check
to ensure correct information was
submitted.
1 Thorough identification checks.
1 Considered the need to obtain client
credit file to check applicant’s current
mortgage and credit commitments.
For more information on keeping your
business safe, please visit our website at
www.simplybizmortgages.co.uk, attend
one of our upcoming Mortgage Meetings
or Specialist Masterclasses or contact the
team on 01484 439160.
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We know from the feedback we receive that you find our events to be a really worthwhile use
of your time, and that you value the opportunity to hear from SimplyBiz Mortgages and the
wider SimplyBiz Group, lenders and providers and, most importantly, other delegates.
For these reasons, we are hosting a wider range of events in 2017 than we ever have previously; a combination of different
formats of meetings, covering a wider range of business areas and including more specialist speakers and presenters than
ever before. So, what’s coming up for the rest of the year…?

Mortgage Meetings – Round 2
Our flagship Mortgage Meetings cover all the key industry hot topics
affecting the mortgage market. As you may remember, in our first
round of meetings we covered a whole range of areas including secured loans, specialist and complex lending, corporate buy-to-let,
portfolio lending and the general insurance needs of those clients

who purchase property through limited companies. Our Round 2
agenda will tackle similarly relevant and topical issues.
In addition, as always, we will be identifying ways for you to save
time, increase your turnover and create new business opportunities.

Tuesday 3 October

GLASGOW

Hampden Park
Glasgow, G42 9BA

Wednesday 4 October

DURHAM

Hardwick Hall Hotel
Sedgefield, County Durham, TS21 2EH

Tuesday 10 October
Wednesday 11 October

EAST MIDLANDS
HAYDOCK

Thursday 12 October

LEEDS

Tuesday 17 October

GATWICK

Wednesday 18 October

ESSEX

Jurys Inn East Midlands Airport
Castle Donington, Derby, DE74 2SH
Mercure Haydock Hotel
Penny Lane, Haydock, WA11 9SG
Village Hotel Club – Leeds South
Capitol Boulevard West, Morley, Leeds, LS27 0TS
Crowne Plaza London-Gatwick Airport
Langley Drive, Crawley, RH11 7SX
Holiday Inn Basildon
Waterfront Walk, Festival Leisure Park, Basildon, SS14 3DG

Thursday 19 October

NORTH LONDON

Holiday Inn London-Elstree, M25, Jct 23
Barnett Bypass, Borehamwood, London, WD6 5PU

Tuesday 24 October

CARDIFF

The Vale Hotel & Spa Resort
Hensol Park, Hensol, Vale of Glamorgan, CF72 8JY

Tuesday 31 October

COVENTRY

Wednesday 1 November

BRISTOL

Ricoh Arena
Phoenix Way, Foleshill, Coventry, CV6 6GE
Eastwood Park
Falfield, Wotton-under-Edge, Gloucestershire, GL12 8DA

Thursday 2 November

CORNWALL

Lanhydrock Hotel & Golf Club
Bodmin, Cornwall, PL30 5AQ

Thursday 9 November

WOLVERHAMPTON

Wolverhampton Racecourse
West Midlands, WV6 0PE

www.simplybizgroup.co.uk

The Advice Show • Protection Special
Host: Martin Reynolds, Chief Executive, SimplyBiz Mortgages
Monday 9 October from 10am
The Advice Show is screened live from studios in London and provides you with access
to the latest news and views from some of the leading figures in our industry.
Tackling some of the hot protection topics of the day are our Simply Protect partners;
Aviva, AIG, L&G, LV=, Royal London Group, Scottish Widows, Vitality and Zurich.
We will be on air again on 9 October tackling some of the hot protection topics of the
day – register your place now in the ‘Simply Events’ or ‘Client Events’ microsites and
keep an eye on the website as we develop the agenda.

Mortgage Masterclasses – Round 3
Tuesday 14 November

ESSEX

Rivenhall Hotel & Health Spa
Rivenhall End, Witham, CM8 3HB

Wednesday 15 November

GATWICK

Cottesmore Hotel Golf & Country Club
Buchan Hill, Pease Pottage, RH11 9AT

Thursday 16 November

ARUNDEL

Hilton Avisford Park
Yapton Lane, Walberton, Arundel, West Sussex, BN18 0LS

Tuesday 21 November

EAST MIDLANDS

Forest Hill Golf & Conference Centre
Markfield Lane, Botcheston,Leicestershire, LE9 9FH

SOLIHULL

The Limes Country Lodge Hotel
Forshaw Heath Road, Earlswood, B94 5JZ

Thursday 23 November

MILTON KEYNES

Holiday Inn Milton Keynes East, M1 Jct 14
London Road, Newport Pagnell, MK16 0JA

Tuesday 28 November

KENT

Wednesday 22 November

Wednesday 29 November
Tuesday 5 December
Wednesday 6 December
Thursday 7 December

IPSWICH
SOUTHAMPTON
TAUNTON
CORNWALL

West Malling Golf Club (Kent)
Trottiscliffe Road, Addington, West Malling, ME19 5AR
Holiday Inn Ipswich-Orwell
The Havens, 2 Ransomes Europark, Ipswich, IP3 9SJ
Holiday Inn Southampton/Eastleigh
Leigh Road, Eastleigh, SO50 9PG
The Corner House Hotel
64 Christchurch Road, Ferndown, Bournemouth, Dorset, BH22 8ST
Lanhydrock Hotel & Golf Club
Lostwithiel Road, Lanhydrock, Bodmin, PL30 5AQ

How to book...
Log-in at www.SimplyBiz.co.uk or www.ComplianceFirst.co.uk and visit the
‘Simply Events’ or ‘Client Events’ microsites, which can be found under the
‘Events, Webinars & CPD’ tab on the homepage.

1. Choose your event

by clicking on one of the
coloured boxes

2. Select your venue
from the list and click
‘book now’

3. Make your booking

Click the corresponding
registration buttons
and click ‘book now’
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CALLING ALL NORTHERN ADVISERS
– A DATE FOR YOUR DIARY

in association with

Thursday 30th November
9am – 3pm

Bolton Whites Hotel • Macron Stadium
Off Junction 30 of the M6
De Havilland Way, Bolton, Greater Manchester, BL6 6SF

Following hugely successful events in London and the Midlands earlier this year, the
Mortgage Showcase North will offer you the opportunity to speak with over 40 lenders – and many
other supporting services providers – all in just one day!
This is the first time we’ve brought this event to the North of England and we’re looking forward to an excellent
show of that famous northern hospitality.
Exhibitors are currently busy booking their space and we’re
building a highly insightful seminar programme to ensure that you
meet your clients requirements and keep you ahead of the game
with your competitors.
You can even count your time in the seminars as a contribution to
your CPD.
With these benefits – by not attending – you’re missing a trick!
Consider your key reasons to attend:
1 Vital information available on the day
1 An extensive seminar programme – tackling some of
the hot topics in our industry
1 Opportunities to speak to lenders and providers across
the board
1 CPD to add to your record at a time when you might
need it most
1 Free refreshments all day – including lunch and lots of
tasty treats at breaks
1 All of this comes at no cost to attend – and there is plenty
of free parking on-site
1 Why not bring a friend?

Exhibitors include:

Accord
Barclays
Bright Star
Coventry
Crystal Mortgages
Fleet
Fluent Money
Genius
Higos
Hinckley & Rugby
Hodge
Ipswich

Kent Reliance
Leeds
Marsden
Metlife
Mortgage Brain
Precise
The Mortgage
Trading Company
Uinsure
Vida
Plus more...

Registration is now open – just visit www.simplybizmortgages.co.uk/meetings

www.simplybizgroup.co.uk
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The product transfer debate
ESTHER
DIJKSTRA

Director of
Strategic
Partnerships
Lloyds
Banking Group
Intermediaries
The product transfer debate has been climbing the agenda for intermediaries and mortgage brokers for some time, and the spotlight
is most certainly shining on one of the most
emotive areas of mortgage business.
Without any concise market figures for
industry consumption, it’s difficult to accurately estimate the product transfer market
– although we do know there’s been significant growth in the past five years. Despite this
surge, and intermediaries winning the advice
war in mainstream and remortgage to secure
three-quarters of the UK advice market, it’s
likely that the product transfer market is still
only lightly intermediated – with 85% of the
overall business going direct to the lender
and 15% through intermediaries and brokers.

This feels like an opportunity – especially
when you consider the benefits of supporting the customer through mutual lender and
intermediary propositions. Lloyds Banking
Group introduced procuration fees for
product transfers 11 years ago, setting out
to ensure that a broker’s advice between a
product transfer and a remortgage option
for a customer could not be influenced by
procuration fee considerations.
This was underlined by the principle that
a customer requires same level and quality
of advice between both product transfer and
remortgage, and its procuration fees are
therefore identical to remortgage fees in order to achieve this. This approach has worked
very well for Lloyds Banking Group – not only
in supporting the retention of customers but
also in building stronger relationships with
intermediary partners
More than a decade on, the benefit of
embracing intermediaries more openly in
product transfers is becoming more broadly
adopted across the market. This is evidenced
by recent developments following Santander’s move to offer retention fees in back in January, which led to a flurry of announcements

FREE STANDARD
VALUATION FOR YOUR
REMORTGAGE CLIENTS

from other lenders and plans to introduce
procuration fees in recognition of the work
intermediaries do to help clients find the best
products for their individual needs.
All this activity has created an opportunity
for brokers to compete much more effectively,
and a dramatic swell in intermediary activity
in the product transfer market is forecast as a
result. But, this success for intermediaries will
only materialise through a true relationship
with their clients. The opportunity will need
to be embraced and these relationships will
be critical to a successful outcome. Intermediaries will need to play a visible role in their
clients’ lives as their needs evolve.
The intermediary role has been firmly
built on the ability to develop meaningful and
lasting relationships with clients. It should
therefore be a comfortable step to embrace
the promising opportunity within product
transfers, while the spotlight is firmly on this
area of the market.

For the use of mortgage intermediaries
and other professionals only.

You’ve talked and we’ve listened. Following your feedback we’re now
offering a free standard valuation across all our remortgage products.
Remortgaging can be an expensive process, but with BM Solutions you
can help your clients keep their costs to a minimum.
The free valuation will cover standard valuations and is capped at £1,500.
The offer can be withdrawn at any time and excludes further advances.
For more information talk to your Business Development Manager or visit
bmsolutions.co.uk

Visit bmsolutions.co.uk
If you do not have professional experience, you should not rely on the information contained in this communication. If you are a professional and you reproduce any part of the information contained in this communication,
to be used with or to advise retail clients, you must ensure it conforms to the Financial Conduct Authority’s advising and selling rules. Birmingham Midshires is a division of Bank of Scotland plc. Registered in Scotland No.
SC327000. Registered Office: The Mound, Edinburgh EH11YZ. Bank of Scotland plc is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation
Authority under registration number 169628. All information correct at July 2017. Compliance No. 17/09333.
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Intermediary use only

Did you know?
Remortgage

Analysis of the market* suggests that between August and December 2017 over £65.5 billion worth of
residential mortgages and almost £9.2 billion worth of buy-to-let deals are coming to the end of their
terms.
There are many reasons to choose Barclays for your clients’ needs. But, did you know that we offer the
following for Remortgage clients?

Fees

Up to

FREE

**

& cashback options

available, including
unencumbered remortgages

Remortgage offers are
valid for 6 months
from the date of
application

Joint borrower,
sole proprietor
Enables an applicant to benefit from support without
the other applicant being on the property deeds***

All of our fixed rates
mature on to

Trackers
and not SVR for
peace of mind

70+
years of age

90%

capital raising allowed
to buy out of
affordable housing
schemes

Day 1
remortgages on
residential cases
Applications will be
considered where
terms extend into
retirement.
Evidence of affordability
into retirement will be
required.

Capital raising
available up to 85%

Debt consolidation
available up to 80%

Peace of mind
with on-going
access to our
Reward Range at
each maturity
And.. if a younger
applicant's income covers
affordability before
retirement or their 70th
birthday, the term of the
mortgage may be
extended beyond the
age of 70 for the other
applicant.

*CACI Market Data, March 2017
**Terms & conditions apply
***Additional legal costs may apply
Barclays Bank PLC. Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority
(Financial Services Register number: 122702). Barclays Bank PLC. Registered in England. Registered no. 1026167. Registered office: 1 Churchill Place, London E14
5HP. Information correct as at July 2017. Network Only.

www.simplybizgroup.co.uk
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A busy period ahead for
remortgaging
TONY FULLBROOK

Head of Purchase, Mortgages
Barclays

If we look back at the beginning of 2017, the remortgage market appeared to
have been on somewhat of a rollercoaster ride. Not that this stopped us from
looking forward to some favourable conditions in the coming months.
Finance which showed homeowner remortgage activity to be up
10% by value and 9% by volume in May. Compared to a year ago,
the trade body outlined that remortgage lending was also up 12% by
value and 7% by volume.
Alongside an element of seasonal uplift, the increase in remortgage
applications from April to May could well have been bolstered by
homeowners reviewing their mortgage options following changes
in personal finances and income, triggered by the receipt of annual
bonuses and this being the first month with evidence of increased
pay (if an annual pay rise was received). Whilst it’s no secret that
political and associated economic uncertainty have been a strong
driving force behind the recent surge in remortgage activity – the
raft of headlines and articles in early May publicising ‘lowest ever
rates’ and ‘mortgage price war’ may also have made an impact on
accelerating business volumes.

GROW IN STRENGTH

The mood entering Q2 was largely positive, and not just because we
were entering a time of year when the housing/mortgage market
historically starts to heat up.
Any thoughts that the election announcement would prompt a
prolonged period of inactivity were short-lived, with a growing number
of homeowners deciding to take the remortgage plunge in May.
According to research from LMS, the number of remortgage transactions increased by 8% month-on-month, up to 31,936 compared
to 29,300 recorded in April. The research also suggested that fewer
homeowners were remortgaging to exercise caution and provision
against the impact of a shock election result. Only 15% cited reducing
overall mortgage payments as their main reason for remortgaging,
down from 17% in April. However, a focus on heightened caution
was reflected with remortgagors taking advantage of low rates and
fixing for longer during May. Over a third (34%) remortgaged onto
a fixed five-year deal, up from one in ten (8%) homeowners who
previously had this product type before remortgaging. This uptick
in overall remortgage business was also reflected in data from UK

Looking forward, analysis(1) of the market suggests that between
August and December 2017 over £65.5 billion worth of residential
mortgages and almost £9.2 billion worth of buy-to-let deals are
coming to the end of their terms, so it would certainly seem that
the remortgage market will grow in strength for the rest of the year.
It’s obvious that homeowners will continue to be attracted to
the low rates still on offer, especially if living costs notably rise and
disposable income levels lessen. The question of when to act, and
how long to tie into any new deal for will be key in helping to achieve
financial security amidst lingering political, economic and interest rate
uncertainty. The additional layer of complexity being felt throughout
the overall mortgage market also points to an increased emphasis on
the advice process. All of which adds up to a potentially busy period
for proactive intermediary firms looking to bolster their levels of
remortgage business.
Please visit www.intermediaries.uk.barclays for full details of our
competitive remortgage product range.
Source: 1. CACI data, March 2017
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Once upon a time, it was simply a case
of having an online presence, somewhere
where a client – or would-be client – could
go online to check out your credibility
and credentials.
RICHARD ARDRON

Marketing Director
The SimplyBiz Group

ast forward to today and with the developments we
have seen in technology and the emergence of social
media – a simple ‘brochureware’ site is no longer
enough.
Today’s consumer is media savvy and information
thirsty, with a desire to access everything now! We all
do; from booking your seats at the cinema, to ordering the weekly
shop, we all use the internet to transact our day-to-day activities,
more often than not whilst we are on the go.
You can now add to this; looking for the best mortgage deals,
getting quotes and purchasing insurance and switching our energy
supplier – all now done online.
So, if consumers want to transact business in this way and are
already doing it, and the technology exists to support it – what’s
stopping you getting in on the act?

Introducing NextGen SimplySites
“To enable you to tap into these changing consumer needs and demands, whilst further strengthening your relationships with your
clients, we have launched a new web service – NextGen.”
1 A new web solution built on new technology
1 Your own website designed around your business
1 Constantly evolving designs
1 Pre-written and pre-checked content
1 Tools and calculators
1 Innovative digital tools

www.simplybizgroup.co.uk
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As well as looking the part, your new website can benefit from the
integration of a number of great new tools, including...

Live cover from NextGen sites
Providing your clients with cover to financially protect them and
their loved ones in the event of a death is the cornerstone of all
good advice. So how about offering them the chance to get cover
straight from your website? NextGen offers you two options here:
1 A solution that will provide them with peace of mind with
cover from a household name that they will know and trust or
1 Access to a whole of market quote-and-buy engine

Life Assurance Quote and Buy
We are delighted to offer you Zurich’s Life Assurance quote-andbuy facility through NextGen sites. Clients can go from your site
to a dedicated Zurich quote-and-buy site, which is uniquely linked
to you. That means a great service for your client and efficiency
for you.

Best Buy Table and Mortgage Search plug-in
These interactive plug-ins enable visitors to your site to search
for a mortgage or view today’s best mortgage deals.
1 Fully optimised – work on phone, tablet or computer
1 Automatically updated products
1 Capture leads from potential clients
1 Fully integrated with the Key

Our exclusive whole of market life quote-and-buy facility provides
you with:
1 Your own branded quote comparison and apply capability for
simple life and critical illness solutions
1 A solution for clients to simply compare and buy life
insurance and CI products online, through your site
1 An added dimension to your business, allowing non-advised
protection sales online to help you develop new digital
capabilities and provide choice for some of your clients
1 Access to all the major UK insurers

The Source has created a client-facing quote-and-buy general
insurance facility. If you elect to have this functionality added to
your NextGen site, visitors can click to find out more about the
service. They can then enter The Source site where they complete
some basic information before receiving a number of quotes for
buildings and contents insurance from leading providers. If the
visitor is happy, they can click to buy right there and then!
What’s more, you will be remunerated for each piece of business
written, as we will provide you with a unique link to The Source
via your site.

...if consumers want to transact
business in this way and are already
doing it, and the technology exists to
support it – what’s stopping you getting
in on the act?

Cost?
We will build your NextGen mortgage site for FREE and now offer
two packages starting at £20pcm (+VAT), so that you can tailor
your site to your needs.
There are no additional costs for the tools referred to above
apart from Mortgage Brain which requires a direct subscription.
However, with the NextGen subscription there is an inherent
discount included for Mortgage Brain.

Interested?
If you are interested in making the move to NextGen SimplySites,
you can find out more about the new solution, look at example sites,
check out the new packages available and register your interest at
our new website: www.nextgensites.co.uk.
If you have any further queries, please email
simplysites@simplybiz.co.uk.
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The
quality
agenda
What it means for NatWest
LUKE CHRISTODOULIDES

Senior Corporate Account Manager
NatWest Intermediary Solutions

The partnerships established between lenders and brokers is of paramount importance
to the smooth running of customers’ mortgage applications and much has been achieved
in the last few years to improve the whole customer (and broker!) journey thanks to a
collaborative approach taken by all parties.

T

he mortgage market has enjoyed a good few years’ steady
growth despite the political
and economic uncertainties
that prevail, but with any
increase in volume comes
a requirement to maintain vigilance and
attention on the quality agenda. For us at
NatWest that means getting applications
packaged correctly with the right supporting documentation, ensuring due diligence
is carried out on each customer to ensure
that all is in order and making sure that
appropriate evidence is provided for customers’ applications.

The importance of correct
packaging and getting it right
first time
Over the last three to four years we have
seen a massive improvement in the percentage of correctly packaged applications we
receive thanks to the work our BDMs have
done in partnership with you in identifying
exactly what we need to ensure smooth
passage.
Plus, we have our dedicated broker instant messaging service LiveTALK which
can provide brokers with speedy responses to their questions about applications
pre-submission, including clear guidance
on packaging requirements.

Here are some of the more common instances where an application’s processing
is delayed due to it being not correctly packaged and some tips on how to avoid them:
1 Mortgage Reference Number
does not appear on every emailed
document – we ask that every email
attachment is labelled with the
Mortgage Reference Number and sent
to intermediarydocs@natwest.com
1 Documents are scanned in colour
(reproduction often means they are
not legible) and/or sent in separate
pdfs – we ask that brokers scan all
documents in black & white and send
them in one pdf.
1 Lack of clarity on how income has
been calculated and which payslips
have been sent – for instance we need
to know that January, April, July and
October payslips have been submitted
to show the applicant’s quarterly
bonus.
1 Not substantiating the correct details
of a customer’s bonus payments –
depending on whether the bonus
payments are paid monthly, quarterly,
twice a year or annually and whether
they are guaranteed or discretionary,
we require different evidence so it’s

important that a broker refers to our
literature, speaks to their BDM or
contacts LiveTALK before submitting
an application.
1 Not declaring the source of a deposit –
we ask for a bank statement showing
the build up of savings or a gift letter
stating that it is a non-refundable gift.
Our new Packaging Requirements check
list, which provides a guide to the supporting documentation and evidence required,
is available on our web site for download.

Moving with the times –
high earning contractors
Employment arrangements are no longer
as simple as they were 20 years ago. The
growth in contracting, self-employed businesses and freelance work has meant that
to provide a quality assessment we have
had to adapt our approach for some types
of customers.
High earning contractors are a case
in hand. For those higher earning (over
£75,000 a year) self-employed contractors
we have introduced some changes to the
way we assess their mortgage applications.
We can calculate their income as their average weekly contract income multiplied by
46, provided they can confirm evidence of:

www.simplybizgroup.co.uk

1 Their latest 3 months’ consecutive
personal bank statements for their
main account (not required if their
main account is with NatWest or
RBS).
1 Where significant business expenses
are identified on the application, 3
months’ consecutive bank statements
(personal or business) detailing these.
1 A copy of contract(s) to encompass a
12-month period, with a minimum of 6
months’ contract(s) already completed
immediately preceding the date of
application. If the current contract
has less than 3 months to run, we
will require evidence that a further
contract is in place.
1 They have taken no more than a six
week break between contracts in the
12-month period.
1 The tax position is paid and up to date.
There is some additional information
that you need to be aware of when submitting an application for a customer who
meets these criteria:
1 Business expenses not reimbursed
as part of an applicant’s contract.
Significant business expenses
as detailed below, must be fully
understood, evidenced and accounted
for in the affordability calculation.
Significant business expenses may be,
though not limited to:
1 Car/finance loans
1 Extended travel and
accommodation costs
1 Training courses
1 Professional indemnity insurance
1 Partner/spouse/employee salaries
We are now also able to accept joint applications from applicants who have joint
ownership of a limited company. Here’s a
summary of the acceptable circumstances
concerning limited company ownership:
1 Operating via a limited company –
the applicant(s) must meet one of
the following circumstances:
1 Single applicant owning 100% of
the company
1 Joint application where one
applicant owns 100% of the
company

1 Joint application where the
company is jointly owned
1 Joint application where one
applicant owns 100% of the
company and the other applicant is
employed by the company (in this
instance the employed applicant’s
income should be excluded to avoid
double-counting)

Avoiding fraud
Some brokers have experienced issues with
fraudulent behaviour, especially on buy-tolet mortgage business because it is more
vulnerable than residential business. As it
is in our mutual interests to be vigilant and
keep our businesses safe, here’s a checklist
of things we suggest that you consider when
handling mortgage applications.
1 Question each customer thoroughly
about their application and make
sure that you are comfortable that the
information they have submitted can
be verified.
1 Ensure that the source of their deposit
is credible and can be proven.
1 Check that the monthly rental amount
they expect to receive on the property
is a reasonable estimate and that it
will fit our rental calculation, as it is
the same one as our underwriters will
use to assess affordability.
1 Review their credit history to check
that it fits their age profile. Ask to see
their credit report and make sure you
are comfortable they will pass credit
scoring.
1 Look for evidence of an application
being a back-to-back transaction.
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2. Driving licence checks. You can use
the driving licence number to crosscheck the applicant’s date of birth,
apparent age and gender. The first and
last digits refer to the year of birth;
the second and third digits refer to the
month of birth – for women the first
digit is a 5 for Jan–Sept and 6 for Oct–
Dec, whereas for men it is 0 for Jan to
Sept and 1 for Oct–Dec.
3. Bank statement checks. There are a
number of things that can be checked
to make sure that the statement
and the information it contains is
authentic:
1 Format. Is the statement addressed
to the applicant at the expected
address, are there any spelling
errors, does it look like an authentic
bank statement?
1 Matching credits. Do the credits
on the statement match up exactly
with the details on payslips and are
they from the correct employer?
1 Unexpected credits. Watch out for
lump sum cash deposits, multiple
credits from 3rd parties via online
banking and tax credits for high
earners.
1 Customer lifestyle. Ask yourself
whether the balances and
transactions on the statement
match with the lifestyle you would
expect of the applicant.
1 Up-to-date copy. Make sure that
the applicant can provide you with
their most recent statements. If
they can’t you need to find out why
not.

1 Check all the documents provided
thoroughly for anomalies or
discrepancies. See our guidance below
to make sure they are genuine.

1 Check for anomalies. Check that
the balances tally with the credits
and debits and that there are no
date discrepancies e.g. 31 June.

1 Make sure you really know who your
business introducers are and that you
are confident that your leads come
from a reliable source.

The mortgage industry’s credibility
and reputation is based on the quality of
its advice and product fit with customers.
We are confident that a continued focus on
packaging, evidencing income and avoiding
fraud will ensure that we keep our customers and businesses safe.

By following these document checks you
should have a better chance of keeping your
business safe:
1. Due diligence on customer
documentation. Make sure that you
check thoroughly the credibility of all
forms of identification produced and
evidence of earnings like payslips.

Only for use by mortgage intermediaries.
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Communication Package
The Communication Package gives you access to a range of materials pre-approved by
The SimplyBiz Group compliance team in PDF, HTML, Word or print format.
It’s a highly cost-effective service you can use to keep in regular contact with your clients.
THE PACKAGE INCLUDES PERSONALISED VERSIONS
OF THE FOLLOWING ITEMS:
y 1 Quarterly newsletters
Three versions: Home Finance, Wealth, and Money
produced at the beginning of January, April, July
and October

EMAIL SOLUTION
Access to the Email Solution is also included in the
package, enabling you to send the content of the
materials as a HTML file. You can also access statistics
showing the open and click through rates of the email
campaigns you have sent.

y2

Quarterly Magazine
Your Finance Matters – published
mid-January, April, July and October

y3

Property Reviews
Two versions: the Residential Property Review and
the Property Market Review – available monthly

COSTS
The cost of the package is £60* per month or, you can
subscribe for the full year and receive two months free
at just £600*.These prices include the PDF, HTML and
Word versions of the materials. Printed copies are also
available at an additional cost.

y4

Economic Review
Available monthly

y5

Budget updates
Published shortly after each budget

y6

Tax guides – updated each April

y7

Specials – such as the EU Referendum and
Election material

There is also a small fee for the Email Solution of £5
(inc. VAT) per campaign you send, plus 1p (inc. VAT)
per email address you are sending to.

We’re happy to help!
To find out more, see samples or place an order, please call us on 01279 882519
or email simplymarketing@tomd.co.uk or go to www.simplymarketingsolutions.co.uk

Topic Guides

Client Newsletters

In addition to the SimplyMarketing
Communication Package, there is a
series of topic guides covering:

A cost-effective way of keeping in touch with
your existing and potential clients.

y

Mortgages

y

Home Insurance

y

Life Insurance

The newsletters are all A4, four page documents published
at the beginning of each quarter (January / April / July /
October). There are three versions, each focussed on
different financial issues and tailored to suit the needs of
different financial groups.

These can either be bought individually or added to
your SimplyMarketing Communication Package.

y

Home Finance
– mortgage and insurance related content

COSTS

y

If bought individually, a personalised PDF costs just £35*
and £60* for HTML (reduced to £35* for subscribers to
the email solution).

Money
– general financial issues

y

Wealth
– investment and wealth topics

Or for £100*, all three guides can be added to your
SimplyMarketing Communication Package where they will
be available in the following formats:

Personalised with your logo and contact details, the
newsletters are available in PDF, HTML and print format.

y

Personalised PDF

y

HTML

y

Word

Printed copies are available at an extra cost.

COSTS
PDF £35*
HTML £60*
Print prices start from £70 (no VAT) for 50 copies.
All print orders include a free PDF version.
*All prices are excluding VAT other than the Email Solution send fees.

Online demos
We’re also happy to do online demonstrations for the package – these take about
20 minutes – just call us on 01279 882519 to book a time to suit you.
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We’ve chucked out our chintz and have revamped your Mortgages
Member site to make it even easier to navigate and to locate key
information that we hope will save you time, make you more efficient
allow you longer with your clients and ensure you meet the FCA’s
expectations. We’ve even given you a new ‘marketing your
business’ area which will help make you more profitable.

We ripped up the old design and came up with a new one
where things sit in complimentary sections.
You can now access revised top tabs which now include:
1 MORTGAGES

for all the standard traditional mortgage information

1 COMPLEX

helping you meet the non-standard situations your
clients present

1 EQUITY RELEASE

dedicated to the propositions available alongside
solicitors to help with the legal technicalities

1 YOUR GI

the home of all the information you need to meet your
clients’ various insurance requirements

1 PROTECTION

dedicated to developing your protection proposition
including access to SimplyProtect

1 SUPPORT

a dedicated area helping you market your business
offering learning and development, efficiency tools,
news and our publications

1 COMPLIANCE ZONE

all the compliance information you need – in one place

Stay a while and make yourself comfortable!
www.simplybizmortgages.co.uk

www.simplybizgroup.co.uk

What are the opportunities?
HEATHER CRINION

General Manager (Operations)
Marsden Building Society

SimplyBiz poses the question to Heather Crinion, General
Manager (Operations) at Marsden Building Society, who
shared their perspective on the lending into retirement
market and what opportunities are available in the market
for intermediaries to support them.

A growing opportunity
Heather begins, “At the Marsden, we position in this market for those over 55, with no
maximum age and asses using life table so we
cover all those looking to lend into and during
retirement. There is a shift in the market. According to ONS data,(1) the older generation
is set to double by 2020 and further studies
suggest that one-in-five people will retire
with debts in this period too. The market is
growing, they’re living longer and their attitude towards carrying debt/mortgages into
retirement is widely accepted as the norm.
“In addition to this, if you overlay the
FCA’s research, 2017–18 marks the first of a
three year peak in interest only remortgage
maturities. Within this cohort, undoubtedly,
intermediaries will find an older demographic
looking for a solution for their interest only
mortgage.”

What opportunities does this
give intermediaries?
“It’s a great opportunity for intermediaries
take the lead in this market, advising clients
on a growing range of solutions. Previously,
equity release would have been the preferred
option for many; however, over the past few
years lenders have developed conventional

mortgages to offer an alternative solution for
this audience.”
“Wider choice brings with it additional
complexity, making it important that the
customer receives appropriate advice of the
borrowing solution that is right for them. We
believe that both solutions have their place
within the market and have seen a growing
trend where intermediaries are increasingly
seeing a linked customer product journey. For
some, the move to equity release is appropriate now, but for others, the ability to take
a conventional mortgage for a period before
transitioning into equity release is more
appropriate. This supports the intermediary
client relationship providing an opportunity
to revisit the customer circumstances and
supports strong working relations with trusted lender partners.”

How do intermediaries find the
best solution?
“With a growing range of options it is down
to advisers to understand the individual approach of lenders with key points of differentiation within the lender’s criteria which means
that sourcing is not always straightforward.”
“Turning to a lender with tailored product
ranges for older borrowers is a good starting
point as you know as an intermediary that
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they have criteria to meet the needs of your
client, it’s a transparency and differentiation
in their product set and they have an appetite
for lending in this market. Our Business Development Managers spend a lot of time working
with partners to provide training on criteria
to help support this understanding and are
always on hand to walk through a case.”
“We have also received feedback from intermediaries around the importance of lender
service when dealing with older borrower clients. Feedback highlighted that there needs
to be a level of sensitivity around the lender
service times, cases can sometimes take
longer at the application stage and lenders
need to be equipped support an increased
level of initial enquiries on a mortgage that
may be less familiar to an intermediary and
their client. If a borrower is repeatedly delayed
and more information requests are put out, it
adds unnecessary stress to the intermediary
and their client. Many lenders, with the Marsden no exception, recognise that advisors
often spend more time with older borrower
clients and this is reflected in the increased
procuration fees that are paid.”

Three things to keep in mind for
lending into retirement
If there are three things to keep in mind when
approaching the lending into retirement market it’s:
1 A growing audience means a growing
opportunity – get ahead by spotting the
opportunities early.
1 Brush up your knowledge – with the new
introduction of conventional mortgages
for older borrowers, brush up your
knowledge on the key differentiators
between equity release and the 55+
conventional mortgages.
1 Get to know a lender in this space –
speak to a BDM about their product
range, attend an event or visit their
website to find out more about the
tailored solutions for this audience.
For more information, get in touch with
the Intermediary Support Team on 01282
440583 or visit the Marsden website on
www.themarsden.co.uk/intermediaries
Source:
1. ‘Overview of the UK population’,
ONS, 25 June 2015

10 top tips to considering
equity release

With equity release, you can use some of the money tied up
in your home to get a tax-free lump sum. And you can spend
this on almost whatever you like. Used wisely, it can help create
a more comfortable retirement for you – and your family.

If you’re considering equity release, read our 10 top
tips below.

Do you need it?
1. Consider all your options
Make sure you’re claiming all the state benefits
you’re eligible for. And explore the possibility
of downsizing or renting out a room.
2. Do your sums
Fill out a budget planner. Work out what your
income requirements are and how this might
change in the future.
3. Check with your lender
If you’re considering equity release to pay
off a mortgage, speak with your existing lender.
They’ll discuss all the options they can offer you.
4. Weigh up spending on home improvements
Check to see if your local authority offers any grants
for work you might be planning on your home.

Is it the right solution for you?
5. Talk to your family
Discuss your plans with them. They may be able to
help or support your decision to take equity release.
6. Do your homework
You can find unbiased information about different
financial products online. You can download the
Money Advice Service Guide to Retirement from
moneyadviceservice.org.uk. And you can get more
information via the Equity Release Council’s website
(equityreleasecouncil.com).

Call 01737 233297 or visit wearejust.co.uk

7. Get expert advice
Don’t take what others say
about equity release for
granted. Make sure you
speak with a qualified
financial adviser.
They’ll need to be a
member of the Equity
Release Council
(the industry body for the equity release sector).
This organisation makes sure that all members
abide by the overarching principles of the Council.
8. Take independent legal advice
It is important that you receive independent legal
advice from an experienced solicitor who can advise
and provide you with the necessary guidance, given
equity release is a specialist area.

Which is the best plan for you?
9. Understand the differences
An adviser will help you understand the
difference between home reversion plans
and lifetime mortgages and any other
options open to you.
10. Find out which features work best for you
Don’t assume that the lowest interest rate
is necessarily the best. Different plans have
different features – some of which will fit
you better than others. (For instance, some
allow you to make monthly payments to
avoid the interest building up.)

Contact your financial adviser
to find out more.

2

10 TOP TIPS TO considering equity release

What’s equity release?

Are there repayments to make?

The ‘equity’ in your home is the difference between
its value and any outstanding loans secured against
it, such as a mortgage.

With most lifetime mortgages, you don’t have to make
any repayments. Instead, any interest owed is added
to the initial sum you borrowed and any money you’ll
borrow in the future. Interest is also applied to the
rolled-up interest, this is known as compound interest

Equity release is a way of freeing up part of the value
you have in your home in exchange for a tax-free lump
sum. You can do this without the hassle of moving house
or downsizing. You can take this money as one lump sum
or a series of withdrawals.

What can I use equity release for?
The money released can be used for lots of different
things. Some common uses include:

•
•
•
•

home improvements;
family gifts;
buying a car; or
travelling abroad.

What are the main types of equity release?
There two main types of equity release plan:

•

Lifetime mortgages let you take out a loan against the
value of your home. They let you keep full ownership of
your property but it’s important to remember that the
loan you take out is secured against your home.

•

Home reversion plans let you sell a share of your
home in exchange for a lump sum or regular income.
You have the right to live in your home for the rest
of your life.

This loan – plus the interest – is repaid to the equity
release company once your home has been sold
(or from your estate). This only happens when you,
or your surviving partner, die or move into permanent
long-term care. You can also take out plans where
you can make repayments to reduce the impact
of the rolled-up interest.
For a home reversion plan, you don’t make repayments
because it isn’t a loan. With this plan, you sell a share
of your property to the home reversion company. Then
when your home is sold – when you (or your surviving
partner) die or move into permanent long-term care –
the company is repaid in line with the share they bought.
Equity release may not be right for everyone. It
may affect your entitlement to state benefits and
will reduce the value of your estate. Always ask a
retirement specialist to assess the potential effects.

FOR MORE INFORMATION
Call: 01737 233297
Lines are open Monday to Friday, 8.30am to 5.30pm
Email: ERComms@wearejust.co.uk
Or visit our website for further information: wearejust.co.uk
Please contact us if you would like this document in an alternative format.
Just is a trading name of Just Retirement Money Limited. Registered Office: Vale House, Roebuck Close,
Bancroft Road, Reigate, Surrey RH2 7RU. Registered in England and Wales Number 09415215. Just
Retirement Money Limited is authorised and regulated by the Financial Conduct Authority. Calls may
be monitored and recorded, and call charges may apply.

1311788.2
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Affordable
housing

Perception vs reality
There’s an argument that the housing
market fails to support those with lower
incomes, smaller deposits or don’t understand the opportunities for home purchase.
However, at Leeds Building Society we believe
there are plenty of options. Here are some
common misconceptions your clients might
have around buying a home.
Perception:

I can’t afford to buy
Reality:
The average property price in England is
£238,000 and £481,000 in London(1) which
is unaffordable for many. Shared ownership is
a popular way to purchase as your clients can
part own and part rent a property, meaning
their deposit is lower as it’s only needed for
the share they’re purchasing. They’ll gain
from certain rental payments and capped
increases. For those not staircasing to 100%
ownership it’s a viable option to get on the
property ladder and begin building equity
rather than renting. When it comes to moving
the demand for shared ownership is high and
the housing associations will help your client
sell, making moving easier. The government
recently pledged £4.7bn funding to support
shared ownership development(2) across
England meaning a supply increase is likely.
Relationships with housing associations are
key to transacting shared ownership business
as they often recommend brokers with whom
they’ve an established relationship.
Perception:

Help to Buy (HTB) isn’t delivering
what it was designed to do
Reality:
HTB was designed to support first time buyers with an increased deposit in the form of

a government equity loan and stimulate the
development of new homes. Since launching
in 2013, there’s been a 27% increase in house
building,(3) and 81% of HTB scheme users are
first time buyers(4). HTB allows your clients to
buy homes better suited to their needs. It can
help your client plan ahead, for example giving
them the increased affordability and ability
to buy a home big enough to accommodate
a growing family. However, your clients must
account for the government loan.
Perception:

I live in a council house so there’s
no opportunity to own my home
Reality:
7% of UK homes are council homes,(5) meaning some of your clients could be eligible for
the Right to Buy (RTB) scheme to own their
home and benefit from available discounts
and the possibility of equity growth. Annually
there are around 16,000 RTB transactions,
meaning there’s plenty of scope for new
clients as well(6). After three years in their
council home, tenants can buy at a discounted
price. Since RTB was repositioned in 2013 the
average discount has been 46% of the property price(7). The longer the client has rented
the property the bigger discount they’ll get
(up to a maximum of 70%). There are lenders willing to lend to 100% of the discounted
value and go above the purchase price for
home improvements subject to individual
assessment, meaning users of the scheme
don’t always require a deposit to purchase
their home. If your client wishes to sell within
the first five years of ownership, they’ll need
to repay all or part of the discount. This is
calculated on a sliding scale, after five years
they can sell for 100% of the value.

Perception:

Restrictive covenants mean
lenders won’t lend
Reality:
Restrictive covenants typically provide sustainable solutions to local housing requirements, e.g. providing affordable housing
where ownership may be restricted to people
within a specific distance of the development
or subject to maximum salary specifications
set by the local planning authority. Historically, lenders were reluctant to lend here as it’s
difficult if repossession becomes necessary.
However, some lenders consider restrictive
covenant cases, subject to appropriate cascade mechanisms where restrictions fall away
in possession.
Visit leedsintroducer.co.uk for more
information and how to contact your
dedicated Business Development
Manager.
For intermediary use only.
Sources: 1. www.ons.gov.uk/economy/inflationandpriceindices/
bulletins/housepriceindex/may2017.
2. www.gov.uk/government/uploads/system/
uploads/attachment_data/file/517678/SO_and_AHP_
prospectus_13_04_16.pdf.
3. www.gov.uk/government/statistical-data-sets/live-tableson-house-building(209).
4. www.gov.uk/government/statistical-data-sets/help-to-buyequity-loan-scheme-quarterly-statistics.
5. www.gov.uk/government/statistics/english-housing-survey2015-to-2016-headline-report.
6. www.gov.uk/government/statistical-data-sets/live-tableson-social-housing-sales#right-to-buy-sales.
7. www.gov.uk/government/statistical-data-sets/live-tableson-social-housing-sales (682).
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ROGER CROKER

Sales & Marketing Director
Mortgage Brain

When would you advise on a
second charge loan?

There are many scenarios but perhaps if your
client:

On 21st March last year, the landscape of
mortgages changed. Under the European
Mortgage Credit Directive (MCD) second
charge mortgages, including regulated loans,
were brought into the scope of FCA mortgage
rules, putting them on a par with first charge
mortgages.
Suddenly products that were ‘reserved
as a loan of last resort’ were being viewed
differently and since then the second charge
market has been through a significant period
of change. However, those that expected a
keen take up of second charge loans have
been disappointed, in fact the market has at
best flat lined at £77m. In 2016 the second
charge market lent £879.
The FCA has cited concerns that ‘advisers
were not meeting the requirements of MCD
as they perhaps lacked an understanding and
awareness of the product’, but that would
diminish over time.
So when would you look to source a second
charge mortgage instead of a re-mortgage?

1 Already has a competitive mortgage
rate or a high LTV interest only
mortgage
1 Are locked in to their current mortgage
with prohibitive redemption penalties
1 Need a larger sum over a longer term to
bring the monthly cost down
1 Need to raise capital for a ‘nontraditional’ purpose
1 Are unable to obtain a re-mortgage or
further advance as their circumstances
have changed
1 Need funds quickly with no upfront fees
to pay
1 Need early settlement flexibility

Can technology help you?
In April, over a year after MCD was introduced, Robert Sinclair from Association of
Mortgage Intermediaries (AMI) suggested
that perhaps technology was one of the rea-
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sons why advisers were not embracing the
second charge market and the anticipated
growth and behavioural changes had not
occurred.
In truth, MCD in March 2016 brought real
and substantial changes to the industry which
predominantly impacted master brokers and
lenders quite a bit less than professional
mortgage advisers. In these circumstances,
companies had implemented the essentials
first and nice ‘to haves’ later.
However, now master brokers offer standalone sourcing capability providing details
of their lenders and products, including Fluent
Money. Such sites allow you to enter your
client’s details, source a suitable product and
then forward those details direct to the master broker. Lenders offering direct products,
such as Shawbrook and Precise, offer their
own solution direct to advisers in addition to
the master broker route.
However, these systems are standalone
and the world of second charge products
remains an unfamiliar one for many advisers,
but one that must be dealt with. Whether you
use a master broker or choose to deal directly
with a lender, you need to provide evidence
that you have considered all alternatives.
The ideal option for most is the bringing together of the unfamiliarity of second
charge products into the familiar world of first
charge. This is no mean feat as the products
themselves are structured differently, commissioned differently and require different
client processes. However, leading sourcing
systems like Mortgage Brain offer the ability to compare any re-mortgage against the
current loan and any second charge product
in a matter of seconds. Importantly you can
choose whether to pass this on to a master
broker to advise the client or you can provide
the advice.
Not only now are literally hundreds of
different second charge products available
in one place but the comparison tool means
that the barriers felt by many to exist have
been eliminated.
Welcome to second charge mortgages and
sourcing made easy.
www.mortgage-brain.co.uk/
second-charge.aspx
0208 665 3289
sales@mortgage-brain.co.uk
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The role of second charge
mortgages and why
direct works
DARRELL WALKER

Second Charge & Commercial Lending
OneSavings Bank

The world of second charge mortgages has been
overhauled in recent years, the most significant change
being the introduction of the Mortgage Credit Directive
(MCD) in March last year.

S

ince the 2008 financial crash,
second charge mortgages or secured loans have been growing
in popularity, with volumes hitting a nine-year high in May this
year according to the Finance
& Leasing Association (FLA). Previously
unexplored territory for many brokers, the
rising popularity of these products presents
an opportunity to consider the benefits of
offering second charge propositions when
presented with potential remortgage or
capital raising cases, as lenders adapt
their offering to meet the changing needs
of borrowers.

www.simplybizgroup.co.uk

...second charge
lenders have
adopted a pragmatic
approach and, by
their nature, have
the ability to be
more flexible in their
underwriting.

Second charge mortgages occupy a
unique space in the world of secured credit, offering borrowers finance against the
equity on their homes where obtaining
funds might not have been possible, such as
in the case of those with complicated credit histories, or the self-employed. Whilst
remortgaging is a useful option for many,
it may not be the most appropriate for the
individuals’ circumstances.
Brokers have now had ample time to
settle into the new second charge lending
landscape since the recent MCD regulatory
changes kicked in. The new rules mandate
that where a firm offers both first and

second charge mortgages, brokers should
consider both first and second charge products and other borrowing solutions when
advising clients. The changes have caused a
fundamental shift in the way second charge
business is conducted. The second charge
market is no longer dominated by the traditional ‘master broker’ model, and many
second charge lenders now offer a ‘direct’
proposition giving more options than before. Brokers can therefore potentially have
greater control of the transaction if they so
wish, or still take advantage of the support
from the master broker community.
This doesn’t of course sound the death
knell for the master broker as there are still
benefits of going through one. Indeed, while
many brokers might prefer to go directly
to a lender, in more complex cases, having
a master broker’s expertise may be preferable.
Either way, more and more brokers
are waking up to the merits of second
charge lending, and the FLA’s figures have
signalled what they have described as a
possible ‘return to form’ for second charge
lending. Now that brokers are obligated to
consider and present second charge options
where appropriate, they are presented with
a renewed opportunity to bridge the gap
between client and second charge lenders,
with direct propositions making this easier
than before. Today the majority of second
charge lenders have expanded their offering
to include a direct proposition, supported
by external sales forces.
Bringing second charge lending under
the FCA’s jurisdiction has provided many
benefits. In general, second charge lenders
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have adopted a pragmatic approach and, by
their nature, have the ability to be more flexible in their underwriting. This allows them
to write a wider scope of business and gives
brokers more options than they had before.
Service levels across the industry are consistently strong from decision making to
completion, and brokers can be assured that
direct is a different, much-improved model.

VIABLE OPTION
In the right circumstances second
charge mortgages present a viable option
for clients and brokers, and shouldn’t
be overlooked. The growth of the sector
shows the increasing demand for lending
solutions that address those outside of the
norm, which has led to the rise of specialist
lending. The mortgage market has consistently shown its strength through multiple
challenges, as with the rebirth of ‘seconds’,
we can expect the industry to thrive in the
face of any further changes that come its
way.
Contact: OneSavings Bank plc
Darrell Walker
07701 288949/darrell.walker@osb.co.uk
www.osb.co.uk

About Prestige Finance
Prestige Finance is the longest
established second charge lender in
the UK.
Initially established as a loans
management company, Prestige
Finance has grown consistently
since the mid 1980s and has always
specialised in second charge loans.
Now a key part of the Stock Exchange
listed OneSavings Bank group, Prestige
Finance offers a range of second
charge products to both prime and
non-prime applicants at competitive
rates.
Prestige works exclusively with the
intermediary sector and are active
members of the Finance and Leasing
Association (FLA) whose Lending
Code it follows.
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A will is key to protecting
your clients’ assets

Interestingly, one of the most important
factors is often pushed to the back of our
minds: “Now I own a home, I need to make a
will and a Lasting Power of Attorney”. How
many of your clients say this to you? The
likelihood is few, if any.

So, why could this be?

Getting the keys to a new home is a very exciting time, especially if
the buyer is purchasing their very first home. During the process,
there is much to think about: the logistics of moving, organising
removal assistance and covering the legal aspects too, such as a
surveyor and solicitor fees. There is an additional need to ensure
home, as well as contents, insurance is covered.

KIRSTY MITCHELL

AIPW

Marketing and Development Manager
APS Legal & Associates

With so much juggling to do, the temptation
to adopt the ‘I’ll sort it later’ approach can be
very high! Then there are those who would
simply forget or do not understand why a
will is so important once you own a home.
One of the first things to consider is the
outstanding mortgage on the property; whoever is set to inherit the property would be
responsible for making the repayments and
paying any debts in the deceased’s estate.
This means having effective protection in
place in the form of a life insurance policy
and can, on occasion if the right level of
protection is not in place, mean that the
property needs to be sold to pay off to pay
debts. For couples who own the house jointly, the responsibility falls to the surviving
partner solely. However, the situation can
become more complicated for unmarried

www.simplybizgroup.co.uk

couples who own the property as ‘tenants
in common’ – in this circumstance, the
deceased would have needed to name the
surviving spouse in their will. Without this,
50% of the property would follow the law
of intestacy and the surviving spouse may
then own a property 50:50 with someone
they’d prefer not to!
This can then lead to major problems
when coming to sell the property. Firstly,
one owner may force the other into selling
the property where the other owner would
prefer to keep and maintain the property
themselves. Further to this, there could
also be conflict over the selling price and,
if an offer is made, one may wish to accept
and the other may not. Ultimately, this is
a situation that is easily avoided with the
right kind of planning in place.
Once planning is in place to cover the
mortgage and other debts, another factor
to consider is second marriage. Second
marriage is a tricky topic for most married couples, this is understandable. But
putting off the subject could result in the
inheritance being transferred out of the
family altogether.

This would obviously be devastating for the
children in this scenario. In this instance,
a will, when used together with a trust, can
be used to ensure that when John died his
half of the property could be held in trust for
his children, ensuring their right to at least
some inheritance when they reach adulthood. Then upon Sandra’s death, providing
Sandra updates her will when she re-marries, the children would also receive some
inheritance from their mother providing
they are written into her new will. It would
also be imperative to carefully choose the
Trustees to make sure the inheritance is
passed onto the children at the right time
and according to the client’s wishes.

So, whilst buying a home is
an exciting time, it is also the
perfect time to prompt your
client into thinking about
planning for the future and
protecting their estate.

Case study: John and Sandra
are married and own the
house as joint tenants.
They have two children.
If one of them dies without a will, then
the property will pass by what is called
‘Survivorship’ to the other, although
under intestacy rules, the surviving
spouse may not get everything else,
depending on the values of the other
assets. Most couples overcome
this by having simple ‘mirror’ wills
leaving everything to each other
on first death, then to children on
second death. Imagine though, if
John dies and Sandra inherits the
property by survivorship and all other
assets and she subsequently marries
another. Her will, which by this time
is leaving everything to her children is
automatically revoked (cancelled), if
she dies, then her new husband could
gain title to the house and possibly
all the other assets. When he dies, it
is likely his own children/family who
could inherit not John and Sandra’s
children.
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Another sticking point we see all too
often is when a client has planned for
their death, but not for an illness such as
dementia. If the client were to lose capacity, the will is only effective on death and a
Lasting Power of Attorney needs to be put
in place whilst the client still has capacity.
Without the Lasting Power of Attorney, the
assets are automatically frozen, including
bank accounts. Without access to accounts,
mortgage repayments for the property are
not paid which results in the property potentially falling into debt, or a member of
the family paying this personally. Without
an LPA, the only way to gain access the
clients account would be to apply for Deputyship – a costly and lengthy procedure.
Factors such as these are overlooked all
too often. As a professional adviser, you are
in a prime position to educate, advise and
remind the clients on the importance of
estate planning. Many clients would trust
you to tell them everything they need to
know, otherwise you risk unwinding the
hard work you have done to put a mortgage,
and other financial planning, in place. The
way you prompt the client to really think
about their estate planning is vital; even
more vital is the way to help them.
Many advisers simply advise that a will
needs to be in place – sadly this is rarely
enough to make the client address writing
their will. By referring out of the business,
you are at least giving the client a nod in
the right direction and recommending
a professional. Another option would be
to address the will at the time the topic
is raised by taking instructions from the
client for their wishes and passing this to
a professional to draft.
So, whilst buying a home is an exciting
time, it is also the perfect time to prompt
your client into thinking about planning for
the future and protecting their estate. The
client may try to delay this conversation, as
it is a sensitive subject, but should always
be reminded that this is perhaps one of the
most important conversations they should
have with you.
For further information on how to advise
a client on their estate planning needs,
please contact APS Legal and Associates
on 01909 531751.
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The role and opportunities
of building societies
Whilst there are undoubtedly challenges facing the intermediary mortgage and
housing market, the feeling among building societies is one of opportunity, an
opportunity to stand out from the banks and consider new ways to best support
the needs of brokers and their clients.
DEBORAH REEVES

Corporate Accounts Manager
The Nottingham

We will continue
to embrace the
opportunities
that make
the building
society sector
stand out from
other financial
institutions.

Despite the challenges facing the market,
building societies still maintain a high
market share of mortgage lending. Collectively we have approved one in three new
mortgages between January and March
2017 and delivered 50% of the growth in the
market according to the Building Societies
Association (BSA).
The BSA’s report shows that in the first
quarter of this year building societies approved 112,287 new mortgage loans giving
us a 31% share of the total mortgage market.
In January this year, the Prudential
Regulation Authority (PRA) publish rules

that loosened some of the former strict
expectations about what kind of lending
societies can safely carry out. This gives us
new opportunity and encourages building
societies to diversify. At The Nottingham
we are certainly looking at our plans for the
next five years and reviewing what we do
today and where the opportunities lie.
Although the traditional role of the
building society is still strongly focussed on
a high street presence, this does not mean
they do not also embrace new technology.
At The Nottingham we have recently announced a multi-million pound investment

in new digital technology. One of the first
areas that will benefit from the investment
is our broker portal. This will give quicker
and easier access to the society’s services,
as well as providing top quality data security.
As well as building societies being innovative and embracing new technology,
we tend to react quicker than many of the
larger lenders to changes happening in
the market. We are also able to take on a
more personalised approach to lending
and respond to individual circumstances
quicker. A good example of this is looking at
a person’s age, demographics and working
patterns. Building societies have often been
at the forefront when it comes to lending
longer and into retirement. This shows
an understanding of the make-up of the
workplace today and the changing needs
of brokers and customers alike.
As a sector we have a continuing role in
leading the way in terms of service, direct
access to underwriters, low waiting times
on the telephone and experienced and
friendly teams to support intermediaries
throughout the process.
We will continue to embrace the opportunities that make the building society sector stand out from other financial
institutions.
To find out more about what
The Nottingham has to offer, visit the
intermediaries section of our website at
www.thenottingham-intermediaries.com
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The self-employed
market
SIMON COCKERILL
Regional Sales Manager
Virgin Money

Figures from the Office for National Statistics show that more than 4.5 million people, or 15% of the UK workforce, are now
self-employed.(1)
The size of the market is an opportunity for
lenders and, with a recent survey establishing
that two-thirds of self-employed workers do
not know how they will manage to buy their
first home(2), there is a big opportunity for
intermediaries to help clients navigate their
way towards the dream of home ownership.

OPTIONS
Options for self-employed borrowers have
changed significantly over the last decade
given tighter controls around the assessment of affordability, something which had
a particularly big impact on the availability
of self-certification mortgages across the
market.

So what are the challenges for the self-employed when it comes to getting a mortgage?
Well, a fluctuating income is a common feature and the track record of new ventures can
be a concern for lenders when you consider
that little over four-in-ten survive as going
concerns for five years or more. On top of
that, statistics show that self-employed borrowers are more likely to have their homes repossessed compared to employed borrowers.
So there are specific risks associated
with self-employed borrowers that different
lenders will assess against their own risk
appetites.
The growth in this segment of the market, and the more complex nature of many
self-employed applications, provides an opportunity for intermediaries to guide clients
through the mortgage process. So what are
the key considerations?
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Well, there are different types of self-employed status and this is often related to the
size of the business. Each status has the
potential to impact on the decision to lend
and how much will be advanced.
Lenders may be particularly careful about
newly-established businesses and will want to
see a track record and proof of a performing
business. This is why you will experience
variances in what lenders will offer to the
self-employed market.
Examples of such differences include a
lender’s requirement for one or two years
of accounts to support an application. Also,
what is the history of profitability for the business? Are there any restrictions on assets
and liabilities, how salary and dividends are
treated, is retained profit taken into account,
and what is the shareholding threshold for a
lender to consider a client as self-employed?
For sole traders, most lenders are interested in the declared income and a SA302 is
probably the most common requirement. For
a Limited Company Director, many lenders
take dividend income into account, over and
above salary, for the purposes of affordability.

OPPORTUNITY
With all of these variables taken into
account, there is opportunity to grow your
business through supporting clients looking
for a self-employed mortgage to buy their
home. Lenders’ websites are a great source
of policy information and you can draw on
the support offered by your BDMs to ensure
that your client’s application doesn’t fall at
the first hurdle.
Many lenders also have accountant’s certificates you can download and forward to the
client’s accountant for completion before you
submit to a lender. With lenders and networks
looking at the quality of submissions this is
an invaluable tool that can support your application, smooth the process and result in a
quick offer. Importantly, it will also give you a
satisfied client and recommendation of your
expert services.
For more information visit
virginmoneyforintermediaries.com
Sources: 1. Based on Office for National Statistics report
on Trends in self-employment in the UK: 2001-2015
(www.ons.gov.uk/employmentandlabourmarket/
peopleinwork/employmentandemployeetypes/articles/
trendsinselfemploymentintheuk/2001to2015).
2. www.mortgagestrategy.co.uk/opinion-educated-view-selfemployed/.

WHAT IS PRIVATE LABEL?
For those who have been involved in the sector for a
while, the brand name Private Label will be familiar. For

the products you and your clients really need.
We launched with four unique products that were

those that don’t know, Private Label is a vintage

carefully designed by Brightstar alongside its lender

mortgage market brand originally launched in the 1990s

partners after extensive research and market intelligence.

by a group of industry leaders with the same trading

The products are designed to fill key areas of the market

name. Brightstar re-launched the brand on 4th July and

where other lenders are unable to assist allowing our

we have taken the original concept of product

introducers to retain clients that they have previously been

innovation and have brought it into the 21st Century and

unable to help. This is just the start and more products are

today’s post-MMR market. It is designed to put you, the

to follow later this year. The products are funded by

broker, in the driving seat of designing products. We

specialist lenders including Kent Reliance, Saffron Building

want to be your voice in the specialist market by using

Society and Castle Trust, Family Building Society, The

our expertise, leverage and deep relationships to oﬀer

Mansfield, Bath and Penrith Building Societies.

The Self Builder

The Day One Re-mortgager

Aimed at high net worth clients building bespoke

Allows clients to re-mortgage their buy-to- let property

properties. It is the most competitive bespoke self-build

before the usual six-month period. This enables borrowers

product on the market.

using different acquisition vehicles such as cash
purchases/bridging loans to re-mortgage and raise funds

• Rate: 3.99%
• Available up to 65% of the purchase price of the plot,

within one day of legal completion.

100% of the build costs and up to 75% of the gross

• Up to 75% LTV

development value.

• Re-mortgage from cash purchase/bridging finance

• Loans are available from £250k to £1m

within six months, re-finance on post works value and

• First-time buyers or elaborate projects are fully welcome

raise capital for next project/replenish purchase funds.

• Ideal for those who wish to build on spare land released

• No early repayment charges

by parents
• We provide bespoke element underwriting and
drawdowns tailored to the clients’ personal project.

The Temporary Letter

The Mortgage Tailor

Designed for the rising popularity of landlords wishing to

A collaboration of building societies including The

let their investment property on a short-term basis via

Family Building Society, The Mansfield, Bath and

websites such as Airbnb and similar.

Penrith Building Societies. Brightstar has set up a

• Up to 75% LTV on properties worth up to £1m with
higher values on referral

process where residential mortgage enquiries are sent
to the building societies who then review and respond
within 48 hours.

• Minimum property value starts at £75,000
• Rental coverage at 150% of pay rate and shortfalls can

• All bids will be tailored and are on a ‘priced for risk’
basis

be made up via income or assets
• Max loan £750,000 with the potential for exceptions
• Naturally, no assured shorthold tenancies are required
The is a cutting edge product designed to ensure the
mortgage market keeps pace with technology and rental
patters, offering much more flexibility for landlords.

• This provides a completive process where multiple
lenders respond creating choice and therefore
positive client outcomes.
• Offers solutions for previously unavailable
circumstances such as clients who have been in
receipt of dividends for less than 12 months but need
to include the income for affordability purposes.

FURTHER DETAILS CAN BE FOUND AT WWW.PRIVATELABEL.CO.UK
FOR INTERMEDIARY USE ONLY

TELL US ABOUT YOUR ENQUIRY
Our team of experts can be contacted on 01277 508421 to talk through your clients case.

SOURCING
Private Label products are available through 27Tec, Mortgage Brain and IRESS sourcing systems as well
as our own EasySource system.

SUBMIT YOUR ENQUIRY
Your enquires can be submitted to us by requesting an enquiry form or keying straight onto Brightstar’s
own EasySource instant quotation and case tracking system: www.easysource.co.uk

FEES
The fees that apply to all Private Label products are minimal and flat rate with admin fees of £99
upfront and £400 on offer.

THAT’S NOT ALL…
Alongside our Private Label products, Brightstar has a team of experts on hand to help with your
specialist enquiries spanning 7 key lending areas including Residential & Buy-to-Let Mortgages, Second
Charge Mortgages, Unsecured Loans, Short Term Lending, Commercial & Development Finance.

YOU, THE BROKER, HAVE THE POWER TO INNOVATE
These products are just the start. We are already actively working on the next suite of products to be
released later this year. They will focus on another under-served niche in the UK specialist mortgage
market and provide new solutions.
I would like to offer all our introducers the opportunity to be involved in creating new products. Please
contact me directly – rob@brightstarhub.co.uk – about which areas of the market are currently
underserved and which new product areas and criteria would most help your clients.
You, the broker, are in charge. We want to be relentless, restless innovators on your behalf
and for your clients’ needs.
Yours faithfully

Rob Jupp

Tel: 01277 508421
Email: helpdesk@brightstarhub.co.uk
www.brightstarhub.co.uk
FOR INTERMEDIARY USE ONLY

Industry exclusive

A revenue stream
that will not retire
even if you do.

The Source Commission Guarantee secures
your GI trail commission for the life of all
policies placed with us, even if you retire
or decide to leave the industry.

Retaining your business through
Proactive Renewal Management
We go to great lengths to retain your clients
at renewal. That’s why our in-house renewal
management team, through a variety of
communication methods, contact your clients at
renewal to secure the right deal for them.

info@thesource.co.uk

02920 265 265

www.thesource.co.uk

© 1993-2017 Source Insurance Limited | Registered in England & Wales no. 2864963. Authorised and regulated by the Financial Conduct Authority
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How long is it acceptable to wait for
medical treatment? One week?
One month? Six months?
EMILY PAGE
Director
Medisurance

The wait is soon to be unknown as NHS
trusts will face no sanctions for failing to
deliver the already unsuccessful 18 week
target for treatment.(1)

What does this mean for your
clients?
According to CIPD, acute medical conditions, stress, mental ill health, musculoskeletal injuries and back pain are most
commonly responsible for long-term absence (four weeks or more).(2)
Likewise AXA PPP healthcare paid over
£280m on muscle, joint and bone treatment
claims in 2015, which was more than cancer
treatment and heart operations combined.

This correlation reaffirms that providing Private Medical Insurance to employees
or purchasing personal cover could significantly reduce workplace absence.
We can assume that the NHS waiting
times and impacts that is having on workplace productivity, are contributing to the
first rise in people purchasing PMI since
2008, with over 4 million people covered
in 2015.(3)
This still leaves a big gap of those not
covered; according to a survey of over
14,000 respondents by Cigna, only 19% were
covered by a company paid PMI scheme.(4)
A common misconception is that Private
Medical Insurance is unaffordable but the
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market has changed over the years and now
offers more flexible plans with cost saving
options such as ‘6 week rules’, different benefit categories for various levels of staff, i.e.
comprehensive for directors and lower level
benefits for staff, open referral plans, high
excess with excess insurance.
Did you know that by removing Central
London hospitals from cover can reduce
premiums by up to 70%.
Being an independent intermediary also
enables a full market review at each renewal to negotiate with the holding insurer or
recommending a move where appropriate;
always ensuring your clients are paying the
best price available to them.
For corporate clients with an interest
in proactively managing health and wellbeing in the workplace, Private Medical
Insurance offers many services under
one umbrella, keeping administration of
schemes to a minimum. Additional services
and benefits that employees often engage
with are Employee Assistance Programmes
which offer counselling and support on
both personal and workplace issues, gym
discounts; encouraging healthy lifestyles,
cash plans; offering cash reimbursement
for everyday healthcare costs such as dental and optical, poor oral hygiene can be
linked to serious health conditions such
as a stroke, diabetes and heart disease if
left untreated so low cost regular check ups
can prove invaluable.(5)
By discussing the state of the NHS
and potential implications of not having
PMI with your clients, they can make an
informed decision for themselves and their
family or possibly for their business as to
whether or not Private Medical Insurance
is right for them and relieving the burden
from you as their financial advisor.
To refer PMI business to a specialist
partner, please contact Emily at
Medisurance.
Sources: 1. www.theguardian.com/society/2017/mar/31/nhssurgery-target-operations-cancelled-simon-stevens.
2. www.cipd.co.uk/knowledge/fundamentals/relations/
absence/absence-management-surveys# Private Sector
Summary.
3. www.theguardian.com/business/2017/jan/16/privatemedical-insurance-sales-surge-health-nhs.
4. www.employeebenefits.co.uk/issues/july-online-2017/
exclusive-19-covered-employer-provided-private-medicalinsurance/.
5. www.nhs.uk/Livewell/dentalhealth/Pages/gum-diseaseand-overall-health.aspx.
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Our cover goes further than
you may think...

With Best Doctors®, your clients can have access
to global medical experts
With Best Doctors®, your clients can have access to more than 50,000
global medical experts.
Whether it’s Life, Critical Illness or Income Protection cover, we go
the extra mile to look after your clients. Take our partnership with
Best Doctors. This gives your clients the benefit of Second Opinion
– a value-added service available at no extra cost from the outset of
the policy. An expert is identified and selected from Best Doctors’
database of more than 50,000 global medical specialists to provide
your clients with specialised medical insight.
Second Opinion is a non contractual benefit and can be removed
at any time.
Find out more about second opinion –
www.aviva-for-advisers.co.uk/adviser/site/public/news/detail/
our-cover-goes-further-than-you-may-think?cmp=ppm_pt_cl_
simplyprotect_Alcontent_AL99108_july17

They also have access to Global Treatment – a £4-a-month add-on
that offers the choice to source treatment overseas for certain serious
illnesses or medical procedures. It’s just another example of how you
can trust us to help look after your clients when it really matters.
Find out more about global treatment –
www.aviva-for-advisers.co.uk/adviser/site/public/news/detail/
our-cover-goes-further-than-you-may-think?cmp=ppm_pt_cl_
simplyprotect_Alcontent_AL99108_july17

£

Affordable

Quality

Simple

Flexible

Choice

Monthly
premiums

Are your clients not taking
out life or critical illness
insurance because the initial
premiums are more than
they can afford right now?
Life Start and CIC Start can
get them started.

Life Start
and CIC
Start

Monthly
premiums

Flexibility to convert to
level term without any
further underwriting

Life Start
and CIC
Start
Standard
Term
Assurance
Standard
Term
Assurance

Premiums start cheaper
and increase by 3.5%
each year
1 to 20 year term

1 to 20 year
term Start.
Get a head start with Life Start and
CIC

Let’s talk. To find out more call our Sales Team on 0345 600 6829,
email adviser@aiglife.co.uk, visit www.aiglife.co.uk, follow
us on
@AIGLifeUK and connect with us on
AIG Life Ltd.

See how Life Start and CIC Start helps Gemma Spencer
After covering their rent, bills and childcare costs,
and paying back the wedding, there is not a lot of
disposable income left each month. Both Gemma and
Matthew are desperate to start saving for a deposit
for their own home, but at the moment this isn’t a
possibility.

Gemma Spencer (35) is a blissful newlywed to her
husband Matthew Spencer (35). They are both
completely and utterly besotted with their first child,
18 month old Oscar.
Gemma’s life hasn’t been an easy one. Losing her
father at a very young age left her, her siblings and
her mother, in a very fragile state, both mentally and
financially, as he did not have any life insurance
in place to leave them supported. Her mother then
passed away not long after Gemma turned 20.
After seeing the suffering her parents went through
with their illnesses, Gemma turned to nursing, wanting
to help others who needed it.
She is currently working at the local hospital close
to her home and baby Oscar who she has to leave
with a childminder during her shifts. Gemma loves her
job but it isn’t particularly well paid, especially since
reducing her hours to look after Oscar as often as
she can. Money is an ongoing struggle.
Matthew is a social worker, in the running for a
promotion at work which would give their income
a much needed and well deserved boost, but this
wouldn’t be life changing.

Gemma knows first-hand how an accident or illness
can happen to anyone, which is why she was keen
to take out a critical illness insurance that covered not
only her, but also little Oscar.
Matthew’s family’s financial adviser understood the
constraints Gemma was up against which is why he
recommended AIG’s CIC Start with Term Assurance.
The premiums for CIC Start begin cheaper than a
standard critical illness policy, and increase at 3.5%
annually, allowing Gemma to commence the fully
comprehensive cover she needs now, at a cost she
can afford when ordinarily she would not be able to
afford this type of cover at all.
Once Matthew gets his promotion and she returns to
work full time, they will have more disposable income
to cover the increasing cost, and even switch to level
cover in the future.
Whether your clients are stretched first time
buyers, young families on a tight budget
like Matthew and Gemma, or individuals
experiencing short-term health issues, AIG’s
Start products can help your clients with less
income to get their foot on the ladder with
insurance.

*The Spencers are a fictional family. All names, characters, businesses, places, events and incidents are either the products of the
author’s imagination or used in a fictitious manner. Any resemblance to actual persons, living or dead or actual events is purely
coincidental.
AIG Life Limited. Telephone 0345 600 6820. If calling from outside the UK, please call +44 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.
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For adviser use only. Not to be shown to retail customers.
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What’s
your client’s
deadline to
breadline?

Planning ahead is something we all do without
thinking, from saving for holidays to who does
the school run. Financial planning on the other
hand can sometimes seem overwhelming or
something to put off until tomorrow.

O

ur latest Deadline to Breadline research reveals that
on average UK employees
could be on the breadline
in just 32 days if they lost
their main source of income
due to sickness, accidental injury or death.
No one likes to think about what they
would do if the worst were to happen, but
worryingly, more than a quarter (26%)also
said that their current savings would last
them just one week or less, highlighting
that families across the UK are at threat
should the main breadwinner die or become
critically ill.
The research highlights the significance
and need for Protection, particularly Income Protection as it’s important to remember that we all have our own deadline
to breadline and we really don’t know what’s
round the corner.

www.simplybizgroup.co.uk
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1 16% of those surveyed had over
£10,000 of debt to pay off, with the
average respondent being nearly
£5,000 in debt.
1 A quarter (25%) of respondents have
had to use a credit card in the last
month to pay for essentials as they
didn’t have sufficient funds to make
the purchase.
1 30% of UK employees have no
financial back-up in place should they
or a loved one be affected by a critical
illness, disability, redundancy, salary
loss or death.

What would trigger people to
take out protection cover?
The UK still clearly suffers from a savings
and protection gap. Many of us ‘rent’ our
current lifestyles, paying for it each month
through our earnings. Take that regular salary away and it may not just be their house
that they lose, but their entire lifestyle. It
is vital that individuals and families plan
ahead for such a critical event to ensure
their financial security. The main triggers
for considering taking out a protection
policy are:
1 Having a child – 34%
1 Buying a property 25%
1 Illness – 24%

Work out your client’s potential
breadline
Other key findings:
1 The Deadline to breadline rises to 36
days on average if respondents reined
in their spending.
1 On average, UK employees have just
over £6,500 in savings, yet they believe
they would need at least a further
£9830 to feel financially secure.
1 Nearly one-quarter (23%) said they
do not save any of their income each
month, so for these people their
Deadline to the Breadline could be
tomorrow.
1 69% of employees would go without
eating out to make ends meet, while
only half (50%) said they would end
subscription services such as Netflix
and Spotify.

It is vital that
individuals
and families
plan ahead for
such a critical
event to ensure
their financial
security.

We believe that to make protection more
relevant to clients we need to make it personal. Our Deadline to Breadline calculator
can show your clients their own potential
situation, so you can help them decide how
to help protect their financial security today.
Visit www.legalandgeneral.com/
advisercentre/protection to use our
calculator and take a look at our new
Deadline to Breadline infographic.
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Not approved for use with customers.
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SCOTT CADGER

Head of Underwriting and Claims Strategy
Scottish Widows
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worrying given the prevalence of potentially life-changing conditions – with Cancer
Research UK stating that cancer will now
affect one in two people at some point in
their lives. This is why we’ve updated
our critical illness definitions to be more
comprehensive and less complex. We now
have one simple, comprehensive and clear
additional definition for over 200 types of
cancer in situ requiring surgery.
We paid out over £211 million in Life
Insurance and Critical Illness claims last
year, but we know we need to do more than
just support people financially. That’s why
we have one of the UK’s largest claims handling teams, with specialist teams for Life
Insurance and Critical Illness, and dedicated claims handlers who see a claim through
to completion. And most importantly, we
offer all people covered and their families
Scottish Widows Care. In partnership with
RedArc, this provides access to extensive
practical and emotional support through a
personal nurse adviser.
It’s been over 200 years since we paid
our first ever claim, and our heritage is
extremely important to us. Today, that
commitment to helping people at the most
difficult times of their lives, as evidenced
by our 2016 claims statistics, continues to
drive everything we do.
Watch Scottish Widows 2016 Claims
Story film and find out more about
Scottish Widows Protect at
www.scottishwidowsprotect.co.uk/
YourEssentials

With research from Dewberry showing
people believe only half of insurance
claims are paid out, it’s clear that the
myth of providers not paying claims
is still very much alive. That’s why it’s
important for us to continue to share our
strong claims statistics each year. After all,
paying claims is the most important thing a
protection provider can do – it’s a moment
of truth for your clients and an area you can
focus on with them to help bring to life the
difference having protection can make.
That’s why we’re proud to have provided
crucial financial support to 9,599 people
and their families in 2016. We paid out 99%
of Life Insurance claims and 93% of Critical
Illness claims – that’s over £810k paid out
on average every working day.
The claims pay out myth doesn’t help us
as an industry convince a sceptical public,
who we know have protection needs that are
not being met. Scottish Widows research

shows that 43% of people admit they could
only survive financially for a maximum of
six months if their income were impacted
by a long-term illness.
The problem is not a failure to communicate; it’s a failure to engage, and offer protection solutions that better fit customers’
needs. And to do that we must do more than
just publish our claims statistics.
That’s why we’ve launched multi benefit
quotes and split sum assured functionality
through IRESS, to allow you to better meet
your clients’ needs through the flexibility of
a menu plan. Split sum assured functionality can also make it easier for you to include
an amount of Critical Illness Cover to better
protect your clients.
It’s hard to overstate the value of this
type of financial protection. Our 2016
protection research shows that only 8% of
the population have Critical Illness Cover,
versus 34% who have Life Cover. This is

We paid out 99%
of Life Insurance
claims and 93%
of Critical Illness
claims – that’s over
£810k paid out
on average every
working day.

provided by SquareHealth

Sometimes you
don’t want to wait
Doctors are available now

My
Services

Remote GP
Consultation

My
History

My Medical
History

‘Insanity is doing
the same thing
over and over again
and expecting
different results’
Albert Einstein

Your clients and their home insurance needs come in all shapes
and sizes, but every time you ask a GI single-product provider for a
quote, you can be sure that the cover results will turn out the same.
Genius is the home of smarter insurance, and
when you use us to arrange Home cover we, like
everyone else, will ask you the same questions
over and over again, but the results returned
will be as different as the clients themselves.
So, is it really insane to expect otherwise?
Well sorry Albert, but no, it’s not insane –
you’re wrong!

We do this by giving you more choice:
1 17 products
more than any other panel provider
1 9 insurers
more than any other panel provider
1 7 x 5 Star Defaqto products
more than any other panel provider
1 Options to Click, Call or Refer
not always available with other providers
So, it turns out that you can do the same
thing over and over again, but still expect very
different results.

It’s Genius – isn’t it!

Quote & Buy at www.geniusgi.co.uk or call 01273 407775
and put us to the test
Brought to you by
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How family
income benefit
can provide
an affordable
solution
We’re all familiar with one of the
key barriers to people taking out
protection – affordability.

ROSS JACKSON

Marketing Manager, Protection
Royal London

In our recent State of the Protection Nation
research,(1) this was the top reason given by
consumers for not owning life insurance
(29%), critical illness (32%) or income
protection (31%).
But protection doesn’t have to cost as
much as they might think and there are
a number of options available to keep the
cost down. One of those options is family
income benefit.

What is family income benefit?
Family income benefit (FIB) is an inexpensive solution that helps take a load off the
client’s mind that, should the worst happen,
their family would have a financial coping
strategy. Rather than paying out a lump
sum on death, it pays out a regular tax-free
income on death until the end of the term

(some providers like Royal London also
cover earlier diagnosis of a critical illness).
The total amount paid out by the policy
depends on when the client dies. If they die
in the early years of the policy, the total
pay-out will be more than if they die nearer
the end of the term of the policy. Because
the total pay-out decreases over time, it’s
cheaper than an equivalent single lumpsum life insurance policy which runs for
the same period.

Why use it?
FIB is a cheap and easy way for a client to
provide their family with an income rather
than a lump sum if they die. It can be especially attractive for clients with young families as they might want cover to run until
their children are grown up. This income

www.simplybizgroup.co.uk
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Family income
benefit is a cheap
and easy way for
a client to provide
their family with
an income rather
than a lump sum
if they die.

could be used to meet everyday expenses
or to pay for specific on-going expenses
such as school or university fees. It’s not
appropriate for covering a mortgage or other
debts where a lump sum would be required.
Let’s take a look at an example based on
the average monthly cost of running a home
in the UK, which is £668.(2) For a non-smoking male aged 30 to protect this amount for
20 years with Royal London would only cost
£6.35 a month (Life Cover only with a sum
assured of £10,020 level annual income over
a 20 year term). Quite a small price to pay
for extra peace of mind!
For clients that have already protected
their mortgage and are looking for additional cover, the fact that FIB pays out a regular
income rather than a lump sum could also
be attractive as it helps to sidestep the issue

of where the money should be invested after
a successful claim. Having to deal with a
potentially large sum of money during an
emotionally difficult time can be a challenge. And should the customer decide at
point of claim that a lump sum would be
more appropriate, FIB offers the option to
commute the payments into a lump sum.
So it’s a flexible solution too.
FIB can also be a good solution for single
parents who are renting. If they were to die,
it would provide the child’s guardian with
a regular income to cover the day-to-day
expenses such as food, clothes and school
supplies. It’s also ideal for someone who has
become a full time carer for their spouse or
partner, as it could provide a regular income
to pay for things such as nurse home visits
and utility bills.

Support for you
Our Personal Menu Plan allows clients to
choose to have their cover paid out as a lump
sum or regular income, so you can tailor it
to suit their needs. You can find out more
on our website . We’ve also got marketing
material specifically aimed at families in
our marketing studio that you can customise with your own logo and contact details.
Sources: 1. Royal London, State of the Protection Nation, March
2017. 2. More Than, ‘Cost of running a home’ report, 2016.
(based on a mortgage holder excluding mortgage payments).

This is a Royal London promotion.
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Managing Director
for Sales
& Distribution
VitalityLife

The illness protection market
Due to the inherent complexity of protection products, it can often be difficult when
comparing two products and the temptation
might be to select the cheaper. While the
products may seem similar on the face of
it, there is likely to be a good reason why
one is cheaper than the other. Cost is only
an issue in the absence of value.
There are around twenty providers in the
protection space who offer Critical Illness
cover. Most cover a similar number of conditions, with both full and partial payout
conditions, and categorising conditions
under ‘ABI+’. Despite all this, two plans
with similar conditions covered may still
have a wide variation in the level of cover
they provide.
It’s important to thoroughly understand
the cover that you’re recommending in order to ensure that, as far as possible, your
clients’ needs and expectations are being
met.

The devil is in the detail
It’s important that your clients know exactly what they are covered for. Just because
two policies cover the same condition, does
not mean that they’ll pay out at the same
time.

PROTECTION

For example, many protection providers
cover low grade prostate cancer, however,
most will only pay out on surgical removal of
the prostate, or where there has been some
treatment. The recommended treatment
for low grade prostate cancer, according
to the NICE guidelines,(1) is, in fact, active
surveillance, so removal of the prostate is
unlikely to be recommended by doctors
at this stage of the disease. Policyholders
might have to wait years before they see any
pay out from their Critical Illness policy, or
may not even receive a payout.
Heart attacks are another example
where definitions can vary by insurer.
Some providers follow the ABI definition
and insist on a specific rise in troponins,
whereas others require a characteristic
rise in troponins and ECG changes, both
of which relate to different severities of
heart attack and therefore may result in
different claims payouts. Both claim trigger
measurements can be problematic given
that troponin levels may reduce following
a heart attack, so timing of any measurement is key, and in addition, ECG readings
aren’t always the most reliable indicators
of a heart attack.
Advisers face the risk that their clients
become dissatisfied with their protection
in cases where their policy did not payout
when they expected it to. It is, therefore,
crucial, not just to understand the differences in conditions covered but also the
differences in definition wordings and
the implications these differences have on
clients.
Our Comprehensive Serious Illness
Cover will pay out 25% of the cover for all
heart attacks and all strokes on diagnosis
with increasing payouts at higher severities.
We are also unique in covering low grade

prostate cancer on diagnosis at 25% and all
carcinomas in-situ on diagnosis, with no
requirement for treatment, at 5%. Paying
out at early stages of illness helps to ensure
expectations are better met therefore providing peace of mind to both clients and
advisers.

Earlier payments
Most policies are designed to provide the
level of cover selected for a one-off payment. This means that after the claim has
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been paid, the cover will come to an end. In
many cases illnesses need to be quite severe
before policyholders qualify for a payout,
so they may have to suffer for some time in
illness without any financial assistance.
Our Serious Illness Cover takes a severity-based approach, which means that our
payouts are aligned to the impact an illness
has. Medical advances have improved the
way illnesses are treated and surgical procedures have become less invasive, which
means that conditions today are less critical
than they once were. We believe Serious
Illness Cover is better aligned to the needs
of today, covering more conditions at earlier stages and paying amounts that clients
actually need. This means your clients
can get access to their cover when they
are initially faced with illness and will
still have cover left over in the event that
their illness progresses or they suffer an
unrelated condition.

Protecting the cover
Few policies offer buy-back options, but
they are an essential feature of cover if
clients want to retain access to their cover
after they have claimed. Without this protection there is a risk that clients will be
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left uninsured and potentially uninsurable
following a successful claim on their policy.
We offer a unique option enabling clients to protect their cover and reinstate
it to the original level following a claim
on their policy. Protected Cover tops up
cover, allowing the policyholder to claim
up to three times the Serious Illness Cover
sum assured over the lifetime of the policy.
Top-ups occur following a claim without
any underwriting, premiums won’t increase
and no exclusions are applied. Other buyback options offered in the market have in
place a number of restrictions around the
age at which the option can be exercised, the
conditions covered and the underwriting
that has to take place.

Illness policies, but also covers less severe
conditions and also longer term conditions.

The best of both worlds

Source: 1. www.nice.org.uk/guidance/cg175/chapter/1Recommendations 1.3.7, 1.3.8

To help you
To help you in comparing cover and identifying the best product for your clients
we have produced a number of competitor
comparisons which are independently
verified by Defaqto. The comparisons are
available at vitality.co.uk/life/adviser/
support/literature under the Competitor
Comparisons category.
For any questions on our Serious Illness
Cover please contact your Vitality
Business Consultant, or visit the Vitality
website.

We know that protection is still predominantly sold alongside mortgages, and
therefore we recognise that some advisers
and clients like the increased certainty of
a 100% payout that a Critical Illness plan
offers in the event of illness, ensuring that
the mortgage is fully paid off. Therefore,
we offer Serious Illness Cover Booster,
which provides 100% payouts for certain
conditions typically covered by Critical

We believe
Serious Illness
Cover is better
aligned to the
needs of today,
covering more
conditions at
earlier stages and
paying amounts
that clients
actually need.
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In the first of a new series on talking to clients about serious illness, Debra Hale
turns the spotlight on Britain’s biggest health problem – dementia.

H
DEBRA HALE

Protection Specialist
Zurich

ow do you talk to your
clients about serious
illnesses such as dementia? These are not always
easy conversations, but
the fact is that dementia
is a major health threat.
The stats are intimidating: last year
more than 61,000 people died of dementia, that’s 11.6% of all recorded deaths.
It’s becoming increasingly hard not to
have conversations about this disease, as
it appears that we all know someone who
is suffering with or being affected by the

challenges of the disease. Just last week
I had three in-depth conversations about
dementia. A friend of mine’s mother sadly
died of pneumonia the weekend before last
– a common cause of death for dementia
sufferers.
Then I had a light-hearted conversation
with my brother-in-law about his gran, currently in a care home, her mental and physical abilities severely affected. Her biggest
comfort is a stuffed toy which she views as
her newborn baby. We laugh because she’s
named her new baby after my brother-inlaw, but it’s not a laughing matter at all.
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And yesterday I met a lady who has
moved back into the family home with her
parents both of whom are ill with dementia;
they will soon be placed into long-term care
and the house sold – a traumatic experience
for all three of them.
Other conversations around dementia
resonate too. A recent conversation with an
adviser highlights a major practical issue
when dealing with dementia, particularly
early onset, that being the importance of
setting up a lasting power of attorney.
This can get overlooked until it’s too late
and opens up additional difficulties if not
put in place early enough. A crucial piece
of financial advice worthy of discussion.

What is dementia?
So what is dementia? It’s not just memory
loss; it manifests in different ways. It is a
brain condition that causes gradual loss of
mental ability, including memory loss. It affects judgement, thought process, language,
personality and interaction with others.
The effects of dementia are extremely debilitating and sadly it is a terminal condition.
Dementia can be caused by various diseases or disorders that affect the thought
process part of the brain. The three main
diseases are Alzheimer’s, vascular dementia and dementia with Lewy bodies.

The most common, Alzheimer’s, affects
62% of dementia sufferers. Named after the
doctor who first described it, Alzheimer’s
disease is a shrinkage of the brain and gets
progressively worse with time.
Vascular dementia causes about a
one-quarter of all cases and is a problem
with the small blood vessels in the brain.
If a blood vessel gets blocked this causes
a stroke and the part of the brain supplied
by that blood vessel is damaged or dies and
this reduces mental ability.
The risk of developing this dementia is
increased by the same things that increase
stroke risk. Those who smoke, don’t exercise much, have high blood pressure, high
cholesterol levels or a high BMI face an
increased risk of developing this type of
dementia.
Finally, 15% of dementia cases are diagnosed as Lewy body dementia. Lewy bodies
are abnormal protein deposits that develop
in nerve cells in the brain. They interfere
with normal brain function and if they
develop in the brain stem, it can result in
symptoms akin to Parkinson’s disease.
There are more than 60 diseases that can
cause dementia and in most cases it cannot
be prevented or reversed. There is no cure,
but delaying dementia onset by five years
would halve the number of deaths from the
disease, saving 30,000 lives a year.

Who is at risk?

The effects
of dementia
are extremely
debilitating
and sadly it
is a terminal
condition.

Dementia does not discriminate, so any of
your clients could develop the disease, but
some groups of people are likely to be more
prone than others.
A family history of dementia increases
the risk as does having a history of mental
illness such as schizophrenia or severe depression. Those with lower IQs are more
likely to develop dementia as are those with
low physical activity levels.
It’s not just vascular dementia that can
be affected by lifestyle – the risk factors for
cardiovascular disease can be contributory
risk factors for all types of dementia – so
raising awareness of the risks related to life
habits and their links with dementia may
encourage your clients to adopt a healthier
lifestyle.
Recently, there has been media coverage of whether there is a link between
footballers heading the ball and dementia.
Certainly studies conducted suggest that
there is a reasonable link between head
injury and dementia risk particularly in
mid-life and beyond.
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What can you do?
Dementia is an expensive illness to have;
the costs of care are huge and with care cost
caps being postponed until 2020, is there
realistically going to be enough affordable
care for the potential masses who will be
suffering with dementia by 2020?
Many clients will have to use their
assets to pay for care and sadly for most
that includes their home. This may strike
a chord with the ‘sandwich’ generation and
baby boomer clients experiencing the harsh
reality of this situation with elderly parents
having to sell up to fund their care.
How many of these clients would consider underpinning the risk of this happening
to them? A life policy can provide a solution.
A whole of life or a convertible term policy
placed into a trust for the family would
enable a legacy to be passed on even if the
house has to be sold.
There are also options available in the
market for later life early claim options
to be built into the solution. Or at the very
least, consider a prudent recommendation
to take out a critical illness policy covering
comprehensive dementia conditions.

EARLY MEASURES
Medical advancement and research will
hopefully, in time, reduce the impact of dementia for your clients, but in the meantime,
meaningful conversations with them about
the issues of dementia and the importance
of putting early measures in place – health
wise, legally and with suitable protection
solutions – will go some way to alleviating
the potential heartache that many of your
clients are facing.
To find out more Phone your Zurich
consultant on 08085 546 546 or visit
www.zurichintermediary.co.uk
We may record or monitor calls to improve our service.
Zurich Intermediary Group Limited. Registered in England and
Wales under company number 01909111. Registered Office: The
Grange, Bishops Cleeve, Cheltenham, GL52 8XX.
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PROTECTION

Your perfect
protection partner
Did you know that if you provide protection as part of your firm’s proposition,
you can access SimplyProtect, recently enhanced to Version 7,
which brings together eight market leading providers to offer SimplyBiz Group
advisers a unique commission structure?

www.simplybizgroup.co.uk
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If you are not a SimplyProtect user yet, sign up now to significantly
increase your protection income.
With SimplyProtect, there is little to consider other than four simple, indisputable facts:

x

x

NO COST
to access SimplyProtect – it’s included in the fees you
currently pay for your SimplyBiz Group compliance
and business support services

x

needed to your current protection selection and
placement processes and your market status is not
affected

x

FREE ACCESS

NO CHANGE

to Synaptic’s Webline quotation portal
And then, perhaps most importantly...

ENHANCED COMMISSION PAYMENTS
on every policy you set live

Don’t take our word for it though – let the numbers speak for themselves...
Here’s a simple example based on the commission earned for a
£50 per month policy:
WOM rates return commission of

£1,093

SimplyProtect rates return

£1,224

That’s an uplift on commission of £131 on just one case!

UPLIFT
OF

£131

A simple £50 per month policy would return commission to you of £1,093 using whole of market rates.
With SimplyProtect’s exclusive rates, your return would rise to £1,224 using the same sourcing and placement
process. That’s an uplift of £131 on just one case and you’ve not needed to do any additional work.
How many cases do you place a year?
To sign up for SimplyProtect – visit the website selecting the ‘Protection’ tab and then ‘SimplyProtect’. The process is
quick and simple and there is no commitment other than the requirement to be a registered user. If you are already
registered, but have yet to update your version to 7, please also visit the site to update your status.

If you have any queries, feel free to call one of the team on 01484 439160 to discuss.

* The above figures have been calculated on the following assumptions: £50 policy based on WOM rates and also
SimplyProtect commission rates taking the monthly premium (12 annualised) by 100 multiplied by either rates
SP 204.039% or WOM 182.225%

Working with you
At Skipton, we recognise the importance of our relationships with brokers.
Feedback drives our Real Life Lending commitment. So far this year, our
Products team has:
committed to paying a retention proc fee by the end of the year
introduced new Interest Only criteria
developed a Bespoke lending proposition for loans of £1m+
extended our maximum age to 80 for clients already in retirement
introduced an Accountant’s Certificate for self-employed applications
offered cashback instead of free legals on selected
remortgage products.

“Even though Skipton
is miles away from us,
it still feels like a local
lender. They haven’t
lost the ability to talk
things through”
Lloyd Griffiths, Broker

“We listen to
feedback and try
and make your
ideas happen”
Alex Beavis,
Mortgage Product Manager
Lloyd and Alex,
pictured in conversation
in Leeds, July 2016.

Share your feedback and you could be part of our next campaign. Contact us today.
Call

0345 601 6683

8am - 8pm Monday to Thursday,
8am - 5.30pm Friday, 9am - 12pm Saturday

Email
Visit

irmsupport@skipton.co.uk
skipton-intermediaries.co.uk

Skipton Intermediaries is part of Skipton Building Society. Skipton Building Society is a member of the Building Societies
Association. Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential
Regulation Authority, under registration number 153706, for accepting deposits, advising on and arranging mortgages and providing
Restricted financial advice. Principal Office, The Bailey, Skipton, North Yorkshire BD23 1DN. Stock Code: 310511_27/07/17
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