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Hello, and welcome to the first edition of MI for 2018.
In this publication, you’ll find articles on a wide and hugely varied range of products and services. The world
of mortgages, GI and protection has developed very quickly over the past few years and the options available
to clients now are staggeringly diverse and intuitive. Changing client demographics, growing consumer
sophistication, rapidly developing technology and the increasing importance of providing a service and advice
proposition, rather than simply selling a product, have all had a share in creating the brave new world in which
we live.
However, a glance through this edition of MI is also a reminder that however much the mortgage GI and
protection markets evolve, at their core are some unchangeable foundations, namely to shelter and protect
those close to you, and your assets.
Speaking of life’s constants, we also have updates on some key regulatory and policy areas. Not least, the
General Data Protection Regulation legislation. GDPR will mean big changes for not only all mortgage brokers
and protection and GI advisers, but every business in the UK. However, never fear, The SimplyBiz Group’s
GDPR Hub will be on hand to support you at every step as you implement the new regulation into your
business and processes.
I hope you enjoy this edition of MI. As always, we’d be delighted to hear
your thoughts on the publication, including anything that you’d like
to see covered in future editions.
Kind regards,

Martin Reynolds

CEO
SimplyBiz Mortgages

For more information about our services, please call us on 01484 439100 or email info@simplybiz.co.uk
www.simplybizgroup.co.uk
Please note that provider led information within this publication has been pre-approved under their respective compliance approvals process
and the accuracy is not therefore the responsibility of, or the opinion endorsed by, The SimplyBiz Group plc.
All products and company names are copyrights, trademarks or registered trademarks of the third parties.
MI Magazine is published by The SimplyBiz Group plc:
The John Smith’s Stadium, Stadium Way, Huddersfield, HD1 6PG
© 2018 The SimplyBiz Group plc. 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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LATER LIFE PLANNING

Interest only mortgage maturities

Hodge’s view of the top seven factors
driving the growth of later life lending
STEVE COX

Business Development Director
Hodge Lifetime

Increased life expectancy

Pension freedoms

We are living longer in the UK, and now
the average life expectancy of those born
in 2013 is over 90 years old. The number of
people aged 65+ already outnumbers those
aged under 16.
The long accepted model of paying off a
mortgage by retirement is changing rapidly,
creating a new set of potential borrowing
requirements for the older generation.

Pension freedoms have resulted in much
more flexibility as to how retirees use their
wealth in retirement, and the role of their
property is playing a central role.

Phased retirement plans
As people live longer, their pension savings
are also being spread more thinly, leading to
phased retirement plans or part-time working. Often, this is accompanied by a need
to continue to have some form of mortgage
against the property.

Delayed downsizing
Many retirees know that potentially the
right answer to sorting their finances is to
downsize, but many want to find an answer
on their terms to match their expectations
of what retirement looks like. During earlier
stages of retirement, people want to stay
in and enjoy the family home, planning to
downsize in later retirement as their circumstances change.
Many of our later life lending products
include flexibility to allow downsizing.

Bank of Mum and Dad
(or Gran and Grandad)
With living longer, comes a delay in wealth
passing through the generations. This can
give rise to an emerging need to release
equity during retirement in order to help
the next generation to get onto the property
ladder, or to fund other life events such as
university education or a wedding.

Rising health care costs
As we age, we’re increasingly likely to
suffer with health conditions. With longer
retirement, the provision of long-term care
becomes a key financial consideration for
many.
Funding of social care is moving from
government reliance to individual self-support. The cost of social care is high and will
continue to grow. Current estimates show
an average £31,200 annual residential care
costs, rising to £43,700 if nursing care is
necessary (Laing & Buisson Care of Older
People UK Market Report 2016/2017).
Housing equity is already proving to be a
more important source for funding these
needs.

The sale of interest only mortgages was
commonplace in the 1990s and early 2000s.
Many now face endowment shortfalls, or
have no repayment vehicle at all.
According to CML Economics, there
were just over 1.5m pure interest only
mortgages outstanding as at the end of
2016 and an estimated 1.35m at the end of
2017. Whilst the total is dropping around
11% annually, interest only borrowers may
need to take action and find a method to
fund their outstanding capital.
Interest only mortgages are expected
to mature in three peaks according to research conducted by credit reference agency Experian. The first, which were typically
sold alongside endowment mortgages in the
1990s and early 2000s are maturing now.
Crucially, these endowments have not performed as expected. These borrowers have
the least time to fix their finances.

www.simplybizgroup.co.uk

The next tranche will be borrowers
whose loans mature in the mid-2020s, just
five years away. Typically, these borrowers
are less affluent, and borrowed pre-financial crisis – lending criteria at the time
enabled them to borrow many times their
salaries, according to Experian.
The final peak will come in the early
2030s when those who took out an interest
only mortgage in the lead-up to the financial
crisis will see their loans mature. These
borrowers face an even bigger problem –
not only did they borrow with high interest
rates, but as they borrowed at the top of the
property market, they have little equity in
their property. Whilst Experian estimates
that around 12% of all interest only mortgages are currently in negative equity, time
is on their side to put their finances in order.
Older borrowers facing interest only
maturity can be segmented into one of four
categories:
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1. The fortunate few – clear and cheer
For some borrowers, they took out an interest only mortgage, and have enjoyed the low
repayments that enabled them to buy the
house they always wanted. They’re able to
clear the mortgage through savings they’ve
built up over the years, a lump sum from
their pension or other means such as inheritance. For these, clearing the mortgage will
leave them asset rich and debt free.
2. The lucky choosers – paying off
interest, with a low LTV
Successfully paying the interest and a low
LTV gives these people choice. Whilst
the borrowers may not be able to repay
the capital sum, good levels of affordability means that they would have access to
products such as our 55+ Mortgage. The low
LTV means that equity release products
such as our Flexible Lifetime Mortgage are
also an option if they wish to benefit from

At Hodge Lifetime, we’ll
always review each case
on its own merits...
more product safeguards such as security
of tenure for life.
3. The marginal middle – higher LTVs
If LTVs mean that equity release is not possible, the ability to afford an interest only
later life mortgage is the key factor to enable
the borrower to keep their treasured home.
For some, who can afford to make modest
overpayments, this may be a temporary
solution in order to reduce the LTV to levels
where equity release is a future option. Bear
in mind that equity release LTVs increase
with age, helping this transitional arrangement to be effective.
4. Beyond help – high LTV
For the unfortunate ones with LTVs in
excess of 60%, product choice for later life
borrowers becomes much more limited, and
affordability must be good. Thankfully, this
segment appears to be small, with these
highest risk maturities comprising less
than 1% of the total market.
Advisers can help clients by identifying
these scenarios as early as possible in order
that a more holistic review of their circumstances can be considered.
These drivers are fuelling a vibrant and
growing later life market, and demand will
continue to accelerate. Offering a range of
mortgage products tailored to this market
will ensure that with Hodge Lifetime,
together we will continue to serve your
clients.
At Hodge Lifetime, we’ll always review
each case on its own merits, so talk to us
about your client’s circumstances and
needs. As experts in later life lending, with
over 50 years’ experience, our rich product
suite provides a range of options for your
clients from 55+ and Retirement Mortgage,
through to equity release.
Get in touch with our BDM team or visit
www.hodgeforintermediaries.co.uk
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After three years on the board of the Association of Mortgage Intermediaries,
Martin Reynolds, maybe better known to readers of MI Magazine as the CEO of
SimplyBiz Mortgages, was appointed Chair of the trade association in February.
We caught up with Martin to find out more about his new role and what he
saw as AMI’s priorities over the coming months.

www.simplybizgroup.co.uk

Our objective
is to promote
the provision of
good advice as an
essential part of
a healthy market
for mortgages,
which operates
in the interests of
consumers.

Our objective is to promote the provision
of good advice as an essential part of a healthy
market for mortgages, which operates in
the interests of consumers. To represent
mortgage intermediaries in the UK and act
to maintain a positive and ethical business
environment by working with politicians,
regulators and other industry bodies.
What have been the biggest issues AMI
has addressed whilst you have been on its
board?
I have been on the AMI Board for over three
years now. With the continually changing
regulatory path, we have worked closely
with the FCA with regards to the Mortgage
Credit Directive that came in to force in 2016.
Since then we have campaigned around the
unfairness of the FSCS Scheme and have been
very forthright in our views on how we feel it
should be structured. If you add to this the
challenges from the extension in the Senior
Managers and Certification Regime, GDPR
on the horizon and the unknown outcomes
from the Competition Review, then there are
plenty of opportunities for us to champion the
cause of the adviser!
As Chair of the organisation, what do you
see as being your priorities in the coming
months?
We are very transparent and always publish
what our current policy priorities are on the
AMI website – www.a-m-i.org.uk – our current priorities are:

Martin, congratulations on being selected
as Chair of the Association of Mortgage
Intermediaries. Please could you give us a
quick overview of AMI, the way in which it
works and its objectives.
AMI is a trade association that represents the
views of mortgage and protection advisers
within the UK mortgage market. Over 80%
of all mortgage advisers belong to AMI. We
work with government, regulators and policymakers to ensure the mortgage industry
meets the highest standards. It is our mission
to deliver a better business environment to
our members and we work with consumer
groups, the media, providers and other industry bodies to deliver this objective.
Because of our independent, non-commercialised stand point we are well suited to
identifying opportunities and support to our
members. To them, we are a trusted source
and we often achieve greater impact with
communications as a result of this.

1. Provision of advice;
1 the right of consumers to quality
		 advice and product choice; and
1 the need for it, particularly in
		 addressing vulnerability
2. The role of technology in supporting
regulation, competition and advice
through consistent application of FCA
principles and rules
3. Cost of regulation, particularly FSCS
funding and FCA costs
4. Extension of the Senior Managers and
Certification Regime
5. Implementation of the General
Data Protection Regulation and the
importance of cyber security
6. Supporting mortgage prisoners,
including the use of advised product
transfers
7. Housing that supports consumer
needs, whether that be ownership or
rental
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8. Product innovation in the later life
market
9. The fraud and quality agenda
10. Awareness of wider products
particularly advising on protection to
enable good customer outcomes
Overall, how do you think the mortgage
market is doing at the moment? What’s
the outlook for the rest of 2018?
I believe that the mortgage market – and especially the intermediary mortgage market – is in
good shape. There are challenges on not just
the previously mentioned regulatory front, but
also economic and political; but we are very
resilient to change. The purchase market is
still sluggish, but the first few months of this
year have been promising. I expect both the
re-mortgage and product transfer market to
be strong. Potentially, we will see a rate rise
this year, and mortgage rates rising, but this
is an opportunity for advisers to talk to their
clients and ensure they have the best product
possible.
www.a-m-i.org.uk

Potentially, we
will see a rate
rise this year, and
mortgage rates
rising, but this is
an opportunity for
advisers to talk to
their clients and
ensure they have
the best product
possible.
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0800 121 7788
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You can feel frustrated when a product is suddenly withdrawn but, with our product updates, that’s something you’ll never
have to worry about. We’ll give you 48 hours’ notice of product withdrawals by email, before we make any changes. Just
one of our pledges to you.

coventryforintermediaries.co.uk
FOR INTERMEDIARY AND PROFESSIONAL FINANCIAL ADVISOR USE ONLY.
Our mortgages are provided by Coventry Building Society and/or Godiva Mortgages Limited. Coventry for intermediaries is a trading name of Coventry Building
Society. Coventry Building Society. Principal Office: Economic House, PO Box 9, High Street, Coventry CV1 5QN. Godiva Mortgages Limited. Registered Office: Oakfield
House, Binley Business Park, Harry Weston Road, Coventry CV3 2TQ.
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• Award-Winning General
Insurance
• A panel of the UK’s
leading insurers
• The quickest & easiest
GI system on the market
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• Price Beater & free
Defaqto Compare tool
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2018 looks like being another busy year in new build. 2017 saw a 10% rise in new
build starts (up to 166,100 in the year to September 2017). There are opportunities
for brokers to involve themselves more in this sector as it continues to grow.

B
PAUL McCARTHY

National Key Account Manager
Santander

rokers will want to ensure that
they are up-to-date with the
key issues in the sector too,
from the workings of the Help
to Buy scheme, to the ongoing
debate on leasehold.
So does an opportunity exist to become
active in this market and what are the key
issues? Let’s start with the market as it is
in early 2018.

So, what is happening in Help to
Buy and why is it an opportunity?
The scheme has supported the completion
of 136,876 new build homes from its inception in 2013 until September 2017. With
Help to Buy forming a high percentage of
many builders’ sales in this sector, customers need advice, particularly as 81% of
those customers are first time buyers with
little or no experience of the housing market

and its costs. The intermediated market in
this sector is around 85%–90% according
to an IMLA report, rather than the current
norm of 70%. These customers need a long
term relationship with a broker to plan with
them their entry into Help to Buy (or indeed
the other purchase options available) and,
equally importantly, their exit from the
scheme. Brokers have a key role to play in
formulating and executing a strategy with
customers that will include all the associated cross sales in protection. Reviewing
the customer’s position on mortgage rate
and any protection costs associated with
growing families, must be viewed alongside the position of the customer with their
equity loan. The key timeline remains five
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For the consumer,
the scheme
represents a great
opportunity to get
a foothold on the
housing ladder and
in many areas, the
means to accessing
suitably sized
accommodation.
years, when the equity loan will start to be
repaid. The first wave of customers to join
the scheme are now about to see their first
equity loan payment go out around Easter.
But with two year rates remaining popular,
there is a mismatch in the dates, so brokers
should plan an exit strategy alongside their
customers early in the process. Timing
mortgage deals to coincide with key events
and scanning the market for the best opportunities, whether in remortgaging to exit
the scheme, staircasing within the scheme
or remaining an equity loan holder at the
best mortgage rate, is the key. The current
industry debate does centre on customers’
options at the end of their fixed rate period
and the processes that the borrowers face –
whether to remortgage, staircase or to exit
the scheme or, more simply, to take a new
rate with an existing lender.
What is certain, is that the scheme represents an opportunity for brokers to build
long term, mutually valuable relationships
with new clients.

UP-SKILL
Any broker firm wanting to enter this
market is going to need to up-skill and potentially give more of its time, as builders
will likely want their potential buyers to

enjoy an ‘out of hours’ service. The rewards
in terms of client acquisition and the opportunities in the financial life-cycle of
the customer are great as a return on that
investment in time.
Knowing the Help to Buy scheme inside
out is the number one priority, alongside
forming partnerships with local builders.
Brokers should look to the Homes England website to gain a good understanding
of the scheme via the documents held there,
which outline the process of applying for the
equity loan from the perspective of builder,
buyer and solicitor. Guiding a customer
through this process will sit alongside the
mortgage advice as part of a holistic service.
Yes, there is more work, but the potential
buyers that a builder can supply to a broker are likely to come at low or no outlay in
acquisition cost.

MEET THE BUILDERS
Forming partnerships with the builders
is the second element in developing a proposition, and serving the builders’ needs in
terms of buyer support and ongoing communication. The top ten builders often
have panels of preferred specialist brokers,
but underneath this layer are hundreds of
regional and local builders who may be hop-

ing to forge local partnerships with broker
firms keen to support them. Brokers should
also look to their existing or potential estate
agency partners as a way into the market.
Many estate agency firms will have, or be
connected to, land and new homes teams
and these connections can be mined for
introductions.

CRITERIA
The next step is ensuring that lender criteria knowledge is up-to-date. Some lenders
offer high LTV products and some are much
more conservative with differentials too
on property type, typically lower for flats
where there is an argument that the new
build premium runs off more quickly. At
Santander, we have a section on our website that covers the key new build criteria.
Brokers will find willing partners in lenders
in their dealings with customers. 18 lenders
support the Help to Buy scheme in England
and 17 support London. 14 support the
Welsh scheme but there are fewer lenders
supporting the Scottish scheme (currently
seven) which has differing loan criteria.
More lenders have sought to attract
new build business from this sector in the
last three to four years. Two lenders had
dominated the market to the extent that

www.simplybizgroup.co.uk
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Many lenders have differential LTVs
for new build property based on their past
lending experience, particularly in the last
recession and on the view that the new build
premium may run off quickly. Competition
may see this market expand and lenders will
want strategies in place should the Help to
Buy market evolve to support fewer buyers.
House builders have in some instances
hit the press for the wrong reasons in recent times owing to the leases offered on
some new build flats and houses which
has driven a secondary stream of income
for some. The Ministry for Housing Communities and Local Government has been
quite clear in recent times that it regards
some of the leases and the issues arising
for householders from them as onerous, and
that it is seeking to legislate to prevent such
issues in the future. When ground rents are
set to double in many cases, it could mean
the resale market becomes more difficult for
householders. The Government is actively
consulting on how it can retrospectively
review and remediate existing leases.

HOMEWORK

many firms were placing the majority of
their business with them. Halifax and Nationwide remain the largest lenders in this
sector but lenders, such as us at Santander,
have done much to attract business. Lenders recognise that the government schemes
have driven specialism in the broker market
and they are keen to engage and win business. At Santander we put a New Build
Desk in place in 2014, and the team on that
desk has developed excellent relationships
with not just the specialist brokers, but also
with our own internal teams, with great
links with underwriting and critically our
residential valuation team. This enables
them to have excellent oversight across
cases and that has engendered a good deal
of trust from brokers in return.

CUSTOMER BENEFITS
Santander also has rates with extended completion deadlines that speak to the
timescales between reservation with a
builder and the legal completion. Brokers
can select one of these rates with 2.5 or
5 year product periods and the customer
benefits from a longer completion deadline
and more time on a fixed rate versus our
two year option.

That period to completion has become
stretched in places, but construction and
the labour force market is just one of the
issues facing the sector.
The key debates at present surround the
extension of Help to Buy beyond 2021; the
loans to value offered by lenders; the leases
offered by house builders and the aforementioned remortgage market for Help to Buy.
Extending the Help to Buy scheme beyond the current funding horizon of 2021 is
important from many angles. For builders,
it is part of their long term planning strategy and the 2021 date is well within their
current delivery plans. For the consumer,
the scheme represents a great opportunity
to get a foothold on the housing ladder and in
many areas, the means to accessing suitably
sized accommodation. There is a concern
highlighted in a recent report by IMLA that
the removal of the scheme could cause new
build and stock price deflation. Underpinning all these factors is the simple reality
that this scheme is central to the supply
of new homes that has formed part of the
Governments housing strategy of delivering
300,000 homes a year. The recent upgrading of the Housing Minister to a Cabinet
position could also result in more housing
initiatives and potential opportunities.

If brokers want to enter this sector
(which did account for over 11% of all
housing transactions in 2016, the last full
years data available) then there is some
homework to do. A keen understanding of
the Help to Buy scheme is essential as is a
detailed grasp of some of the areas highlighted briefly in this article.
The rewards though in terms long term
client retention are clear.
To find out more about the key Help to Buy
scheme criteria and processes, download
the information pack on the Homes
England website:
www.gov.uk/government/publications/
help-to-buy-equity-loan-participationand-registration-pack

For Intermediaries
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How Kent Reliance for Intermediaries reacts and
responds to the demands of the specialist lending market
ADRIAN MOLONEY
Sales Director
Kent Reliance

From high-earning directors to first-time
buyers – clients come in all shapes and sizes; just like their respective cases. With an
increasing popularity of people choosing to
be self-employed or individuals operating as
a limited company, a client’s income can be
a governing factor in determining whether
a case is ‘complex’. Although their earnings
may be significant and can be supported by
statements, audited accounts, tax assessments and more, an irregular or inconsistent form of income means clients may
not fit into a specific category. This results
in their case being defined as complex or
‘hard-to-place’. This can be understandably
problematic for lenders and buyers alike.
So, how can lenders help?

We make the complex, simple
In today’s turbulent housing market, it’s
vital that lenders are able to meet niche
demands and cater for a variety of cases
and clients, however complex or demanding
they may be. As award-winning specialist
lenders, Kent Reliance for Intermediaries
understands the importance of this. As
one of several financial brands that form
the OneSavings Bank Plc group, we work
with specialist brokers and independent
financial advisers that value highly skilled,
manual and bespoke underwriting standards. We use our market knowledge and
appetite for fresh business to focus on unconventional customers that may not fit the

criteria of other mainstream lenders. We
deal with a variety of cases – anything from
professional landlords managing extensive
BTL portfolios, to first-time buyers looking
to take that first step on the property ladder.
But when it comes to complex income
and lending, what steps do we take to provide the solutions prospective buyers are
looking for? And how do we respond to the
‘complex’ where other lenders shy away?
Let’s take a look.

A flexible and specialist style
of lending
When it comes to assessing complex income, clients may find themselves unable
to achieve the loan amount they require;
this is normally due to having been assessed
by algorithmic underwriting. However, our
flexible approach to underwriting enables
us to look past this initial stage, so that a real
person is assessing each case submitted to
us – this is something we are very proud of.
Our flexible approach is beneficial when we
consider larger loans or complex income,
with each case individually assessed to
make sure that clients receive the best
service and products that will fulfil their
requirements.
By providing bespoke products and
tailored solutions for those with unusual
or specific requirements, we are able to
secure new clients and strengthen our existing customer relationships. And with an

experienced team of dedicated Business
Development Managers on hand to support
each and every case from application to
completion, we look to help brokers turn the
ambitions of first-time buyers into a reality.

www.simplybizgroup.co.uk

We’re experts in what we do
Because we are known for offering a flexible
style of lending, we understand the importance of making it clear to brokers what this
actually means – and, most importantly,
what those benefits are. They are then able
to take this information and apply it to their
client cases, providing transparency and
clarity throughout each case.
It is important to establish our understanding of the lending market – this way
we can be recognised as a trustworthy
and respected source of information, and
the go-to experts for hard-to-place cases.
In keeping with this attitude of sharing
knowledge and insight, we recently released
our new Underwriters’ Guide, which explains our approach to a complex case, and
how we use our resources and extensive
market experience to make complex or
difficult cases easier. It featured top tips
for a successful application checklist, as
well as highlighting common errors for
complex applications. Overall, the guide
demonstrates our depth of knowledge when
it comes to lending on complex cases, and
how the benefits of human judgement over
algorithms could help make hard-to-place
cases with complex income a possibility.

Our publications, which are available to
download on our website, have a wide readership and demonstrate our awareness and
understanding of an ever-changing sector.
This is because when the market changes,
so do the needs of our brokers, and we have
the experience to adapt, coupled with the
expertise to provide them with the most
viable solution possible – especially when
facing complex cases. We are confident that
we can provide brokers with fast and efficient solutions that will help us to improve
our services and deliver positive results for
both brokers and their clients.

An example of how we’ve helped
When a Kent Reliance intermediary partner was approached by a high-net-worth
tenant hoping to purchase the £1.4m Bristol
property they were renting, turning it from
a buy-to-let into a residential property, the
broker approached Kent Reliance for a bespoke solution.
From the very outset, the broker could
tell this wasn’t your usual case. The client
had a complex income, having recently left
a job abroad to move to the UK for work.
The client had proof of previous income,
as well as a large shareholding in a media
production company, but was between jobs

By providing
bespoke products
and tailored
solutions for
those with
unusual
or specific
requirements, we
are able to secure
new clients
and strengthen
our existing
customer
relationships.
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at the time. The eight bedroom property was
valued at £1.4m, the client required a loan
of £800,000, at 55% LTV.
To complicate matters further, the property was in the midst of redevelopment,
from a buy-to-let, to a purely residential
site, which required both planning permission and the removal of additional kitchen
facilities.
The client was expected to have an
annual income of over £390,000 in their
new job. In addition the client owned a large
shareholding in a new TV company which
had recently been awarded a multi-million
pound contract.
Together with over £660,000 in equity to
go towards the house, and a pension of over
£900,000, as well as two buy-to-let properties worth over £520,000 together, it was
evident that there was grounds for approval.
The client was also found to have a good
credit and mortgage repayment history.
Given all the evidence, Kent Reliance
made the decision to offer an interest only
loan of £800,000.
Furthermore, as the client was already
living in the property and work was already
underway, it was decided that an offer would
be made for the solicitor to get the client’s
acceptance to continue the work, subject to
planning approval being granted.
Whilst the client clearly had the ability
to repay the loan, the nature of their income
made this a particularly complex case and
one that needed a bespoke approach.

We’re here to help
We believe in communicating our services and best practices with brokers, so that
they are able to share them with clients that
are seeking lending solutions. Whatever
their financial situations, we may have the
solution.
If you are interested in finding our more
about how we make complex income
work, visit our website,
www.kentrelianceforintermediaries.co.uk
where you can download our
Underwriters’ Guide for a closer look
at what makes complex cases work.
Alternatively, you can call us today on
01634 835791 and speak directly to a
member of our broker liaison team.
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Chief Commercial Officer
Gatehouse Bank

MI Magazine spoke to Paul Stockwell,
Chief Commercial Officer at Gatehouse Bank plc,
about his views on the common questions and
misconceptions that intermediaries often have around
the topic of Sharia finance and what opportunities
he thinks it can offer our readers in 2018.
In a nutshell, what is Sharia finance?
Sharia finance principles are derived from
Islamic law and encourage ‘fair play’ that promotes an ethical way of conducting financial
affairs. Products and services that are ‘Sharia
compliant’ are available to all and suitable for
both Muslims and non-Muslims alike.
The Sharia finance principles seek to
promote trading and enterprise to generate
real wealth for the benefit of the community
as a whole. It does this in a way that provides
stability, is transparent and provides for the
sharing of both risk and reward in an equitable
way.
Isn’t it just small scale, niche-based
financing?
Far from it – Sharia compliant finance is increasingly being used across the UK to fund
major infrastructure projects, which have
included The Shard, the Olympic Village and
other key projects across the UK. And it’s not

just commercial property either, for example
Gatehouse Bank’s Real Estate Investment
Advisory Team has arranged partnerships
in the UK housing sector to finance an initial
£200m investment to develop over 1,600
homes, predominantly in the North West of
England, and plan to grow this venture with
the building of an additional 2,000 homes
across the UK over the next five years.
Although Sharia finance is available to
all, it will of course particularly appeal to
Muslims, being in line with their religious
beliefs. With over three million Muslims in
the UK and growing, and generally younger
compared to the UK average age, the market
potential for residential home finance now
has critical mass.
What property financing products are
available?
A wide variety of Sharia-compliant property
finance products are now available in the UK.

These cater for the purchase of residential
homes for individuals (Home Purchase Plans),
Buy-to-Let purchase (both individuals and
investor portfolios), property refinancing
(the Sharia alternative to a conventional ‘remortgage’), through to commercial property
including retail and office accommodation.
No Early Repayment Charges (ERCs) are
payable – is that correct?
Broadly speaking yes – on residential property finance plans (which are based on joint
ownership of property by the bank and
customer), including fixed rate products, no
ERCs are payable as this is not in keeping with
the principles of Sharia finance. Customers
should have the freedom to pay their debts
early if they have the ability to do so, or (in the
context of residential property finance plans)
purchase the bank’s share, if they have the
funds, without being penalised.
How does Sharia finance differ from
conventional finance?
The key differences of Sharia finance compared to conventional finance are as follows:
1 Any finance and investments must not
be used to support prohibited activities
which are against the principles of
Sharia (including any connection with
tobacco, alcohol, gambling, the sale of
arms and adult entertainment etc.).

www.simplybizgroup.co.uk
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A wide variety of Sharia-compliant property
finance products are now available in the
UK covering both residential (Home Purchase,
Buy-to-Let and Refinancing) and
commercial property

Are products also available for expats and
international clients based overseas, as
well as UK residents?
Yes. Having both an inclusive and flexible
approach, most Sharia compliant banks in
the UK have specific products to help meet
the needs of both expats and international
clients based overseas.
Do only foreign banks offer Sharia finance
in the UK?
No. Gatehouse Bank for example is a British
bank, headquartered in London (and not a
subsidiary or branch of an overseas bank)
and offers Sharia compliant products and
services. Intermediaries should obviously
ensure that the finance provider they choose
is regulated by the PRA and FCA.
Do Sharia finance providers offer online
application systems and case tracking?

1 Money must be put to a good use to
generate profit supported by genuine
trade or a business related activity. As
such the giving or receiving of interest
(making ‘money from money’) is
prohibited. Therefore the way property
is financed does differ compared to
conventional finance and how this works
in practice is covered later in this article.
If interest isn’t charged, how does
‘residential property’ finance work in
practice?
Rather than the payment of ‘interest’ on the
finance provided by a bank to purchase a
property, the bank and customer jointly buy
the property with each having a beneficial
interest according to the amount each has
contributed. The customer leases the part
of the property owned by the bank and pays
a monthly ‘rental payment.’ The bank is the
registered owner for itself and the customer.
At the end of the finance term, if all payments
have been made, ownership of the property
transfers to the customer.
In Sharia finance, the process of buying
an increasing share in the ownership of the
property is called ‘Diminishing Musharakah’.
Musharakah means ‘joint venture’ and is an
Arabic term used to describe this form of
property ownership agreement.
Similar to the conventional way of buying a
property, there are two forms of a Diminishing Musharakah agreement – ‘Acquisition &
Rent’ and ‘Rent Only’, the Sharia alternative to

‘Repayment’ and ‘Interest Only’ terms offered
by conventional banks.
As well as ‘Musharakah’, other Sharia-compliant financial instruments also exist
to meet the needs of customers.
Until full ownership transfers to the
customer, can they sell the property?
Yes. Just like conventional mortgages, customers are free to sell the property at any
time. A separate legal document exists ensuring that only the customer, and not the bank,
benefits from any increase in the property’s
value. This is because the bank undertakes
to sell its share at a pre-determined price at
the inception.
I’ve heard for residential property the
‘legals’ are more complicated, is that true?
From a customer and intermediary perspective, not really. The key difference is that in addition to the customer appointing a solicitor,
the bank also appoints its own independent
solicitor to act on its behalf – which the bank
pays for. This is a regulatory requirement in
the UK, due to the structure of both Home
and Buy-to-Let Purchase Plans.
As well as individual consumers, are
business/commercial customers catered
for?
Yes. As well as individuals, Sharia property
finance is open to sole proprietors, partnerships, limited companies and on & off-shore
SPV (Special Purpose Vehicle) structures.

As with traditional lenders, some do, some
don’t – that said, the newer Sharia finance
entrants are investing heavily in state of the
art systems to ensure intermediaries have full
online capability including registration, DIP,
application and case tracking.
How do levels of customer service
provided compare?
Most Sharia finance organisations based in
the UK, being generally smaller in size than
the larger banks and building societies, are
often able to provide a more personal service
and flexible approach to both intermediaries
and their customers. Being smaller, they are
often able to provide a dedicated broker relationship manager and case officer.
What’s the growth area for 2018?
There is undoubtedly untapped potential
within the Sharia-compliant residential property market, as many customers previously
had little choice. With new market entrants
now offering these products in the UK, intermediaries can offer their customers greater
choice, with products being both ethical and
competitive.
For more information on the products
and services available visit
www.gatehouseintermediaries.com,
email homefinance@gatehousebank.com
or call us on 08000 356 544.
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With the implementation date for GDPR
creeping ever closer, there are still a lot of
questions from brokers and advisers about
what their priorities should be in relation
to this new regulation.
MARK GREENWOOD

Group Regulatory Policy Manager
The SimplyBiz Group
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Below, I tackle some of the most common
questions I’ve received at events and through
our helpdesk, which will hopefully help to demystify some of the biggest issues around
the General Data Protection Regulation
legislation.

What is GDPR in a nutshell?
GDPR is EU regulation that becomes enforceable on 25th May 2018 in the UK. The UK
currently relies on the Data Protection Act
1998, but this will be superseded by the new
GDPR legislation. The main drivers behind
GDPR are that the EU wants to give people
more control over how their personal data is
used and to harmonise data protection law
across EU Member States.

What are the key areas for
adviser firms to address?
The first key step is awareness, and firms
should ensure all staff have an understanding
of GDPR and have evidence to support this,
ensuring that they have appropriate ‘consent’
from clients going forward on how their personal data is used.
Firms will need to consider how they
store personal data; if it is electronically,
they should ensure that all staff are allocated
unique passwords for access to computer systems and that those passwords are changed

on a regular basis. If back-up data is removed
from the firm’s office, it must be encrypted.
When it comes to paper-based storage
of client data, firms should ensure that their
premises are secure, filing cabinets are locked
when premises are unattended and confidential paper waste is disposed of securely
by shredding.
Firms will need to be aware of the client’s
right to requests access to the data held by
their firm, under GDPR this is known as a Subject Access Request. Previously firms had 40
days to comply and could charge the client
£10.00. Under GDPR, in almost all cases it
is free and the firm will have one month to
comply.
Another area for firms to consider is to
ensure that all third parties, including lenders,
with which they deal are GDPR compliant,
and the firm will need GDPR due diligence/
evidence to support this.

What challenges does
implementation bring?
Are there penalties for not
complying?
Client consent will require a positive opt-in.
Firms will not be able to rely on a pre-ticked
box when the processing of data has multiple purposes, consent should be given for all
purposes individually, for example marketing.

The first key step
is awareness,
and firms
should ensure
all staff have an
understanding
of GDPR and
have evidence to
support this...
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The right to erasure is a fundamental part
of GDPR – one seen as a challenge by firms
– whereby a client can request that they are
deleted from a firm’s records. This should
be put into context, with the firm being able
to retain the client data where the data is
required to comply with legal requirements
or where it may be required to defend a future
legal claim.
In the event of a breach that causes potential damage/harm to either personal or financial data, a data controller must notify the
Information Commissioners Office ‘without
undue delay’ (generally taken to be 72 hours).
GDPR also introduces a new system of
fines for breaches of its legislation;
1 For more severe breaches, a fine of (the
greater of) 4% of annual turnover or
€20 million can be applied
1 For less severe breaches a fine of (the
greater of) 2% of annual turnover or
€10 million can be applied

How firms can make sure they
are GDPR ready?
Again, the first aspect to address is raising
‘awareness’ within their firm that the law is
changing from the Data Protection Act 1998
(DPA) to the General Data Protection Regulation (GDPR) on 25th May 2018.
Firms must maintain internal records of
their processing activities, so they will need to
document the personal data they hold, where
it came from and with whom it is shared. This
will require that firms conduct a GDPR gap
analysis.
GDPR requires the review of current
privacy notices and, where necessary, these
will need to be updated ready for the GDPR
implementation in May 2018. GDPR requires
that firms must explain the lawful basis for
processing the data in their privacy notice.
Documents to help with all the above are
available within The SimplyBiz Group GDPR
Hub, as well as GDPR learning material/
modules to ensure firms and their staff have
an awareness of GDPR.
You can visit the hub at
www.gdpr-hub.co.uk or, if you have any
specific questions, please don’t hesitate to
get in touch with our compliance helpdesk
at compliance@simplybiz.co.uk or on
01484 439120.
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AXA PPP Healthcare

Can you afford to not build
foundation income?
Three reasons why now’s the time to branch out into
private healthcare cover

A

s a financial adviser you
have your fair share of
challenges. There always
seems to be a new piece of
legislation to understand.
As well as ongoing industry reform that impacts on how you run your
business. Not to mention the backdrop of
Brexit and its effect on the economy.
The Government is pushing for people
to take more responsibility for their own
financial and personal wellbeing, so it’s
not surprising more and more people are
turning to experts for advice.
With all these obstacles in the way, it’s
hard to see where the next opportunity
might come from. One such opportunity

could be in the form of health insurance.
Personal wellbeing is a growth area with the
10,000 step goal becoming commonplace.
Many health insurers are looking beyond
the traditional payment of hospital bills and
moving towards supporting their members
to lead more active, healthier lives.
If you thought healthcare insurance was
complicated to sell, think again. Healthcare insurers recognise this could be an
obstacle and are developing new ways to
make it simpler and easier for you to offer
healthcare insurance.
Here are three reasons now could be the
right time to think about extending your
protection product offering.

www.simplybizgroup.co.uk

By adding a
simple question
around your
clients’ health
as part of your
fact find, you
can open the
door to a whole
new revenue
stream.
1. It gives your clients a reason
to place more of their business
with you
With 1.47 million people (which is more
than 16 times the number that can fit into
Wembley stadium) in the UK covered by
private healthcare(1), taking steps to look
after themselves and their loved ones is
clearly a popular choice. And, if your clients
are already coming to you for help with their
financial and future planning needs, being
able to consult on a wider range of products
and services can help give them a reason to
keep coming back, year after year.
It also gives you an extra excuse to get in
touch with your client base to demonstrate
the breadth of services you can support
them with.
And it needn’t be as complicated as you
might think to add healthcare considerations into your fact find discussions.
Paul Moulton, Director, SME at AXA PPP
healthcare, has been working with IFAs for
over 20 years. So he knows how important
it is to continually seek ways to add value
for clients and build strong, enduring relationships with them. He’s seen first-hand
how having a provider on hand to help take
care of compliance needs and offer product
expertise can help give you the confidence
you need to extend into the world of private
healthcare, leaving you to take care of your

everyday business. As Paul takes up the
story:
“While moving into a new advisory
space might seem complex, with new
products and markets to learn about, that’s
where healthcare providers can help make
it straightforward. From product and service understanding for those who want to
become experts in private healthcare, to
offering a point of referral for those who
want a hassle-free way of introducing a
new product to their revenue stream – we
know a flexible approach is key.”

2. It can help you tower above
the competition
At times when client loyalty for your core
products might be particularly sensitive
to price increases, adding value to your
client relationships by branching out into
the healthcare insurance market could help
make the difference between retention and
lapse. As Paul explains:
“Other forms of protection cover material possessions, bricks and mortar, but
have you considered your clients would
want to cover their most valuable asset...
their health.
By offering health cover alongside other
products and services you can help your
clients protect more aspects of their lives.
It shows you take a holistic approach to
financial planning, and above all demonstrates you understand the bigger picture
relationship between health, wellbeing and
financial security.”

3. Private healthcare could be the
answer to your clients’ needs
We can’t forget we’re living in an era of rapid
change when it comes to advances in health.
Every day, something new becomes possible. We’re using smartphones and watches
to manage diabetes and depression. We’re
using revolutionary therapies to reverse
conditions that used to be irreversible.
We’re extending lives. Medical science is
moving at an incredible pace, and each step
forward brings an opportunity – a new way
to keep your clients healthy for longer.
“We’re facing a perfect storm when it
comes to healthcare in the UK. Waiting
times for treatment coupled with unhealthy
lifestyle factors are causing increasing demands on the NHS. At the same time we’re
seeing people taking greater responsibility
for their health and wellbeing. So if you haven’t already started having conversations
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with your clients about healthcare, it might
not be long before they start asking you for
help.”
Private healthcare enables your clients
to be seen quickly by a doctor or specialist and offers flexibility and convenience
when it comes to treatment. Products are
no longer ‘fixed benefit, fixed price’. Your
clients can pick the modular elements of
cover to best suit their needs and their
budget – for themselves and their family
or employees. But more than that, it is
increasingly moving towards a preventative approach, with all sorts of tools and
incentives to help improve people’s health
and support them in achieving their fitness
goals. In short, private healthcare is more
than ever about making people’s lives better
for the long term. And isn’t that what your
business is all about too?

Unlock the door to a new
opportunity
By adding a simple question around your
clients’ health as part of your fact find, you
can open the door to a whole new revenue
stream. You’re in a great position to discuss
investing in their health as you more than
most will understand how it relates to their
financial situation.
Building healthcare cover in to your
proposition gives you another opportunity to maintain that all important regular
client contact and can give you something
new to discuss with them; which can only
help deepen your existing relationships.
What’s more, most of the information you
need to get a quote is already gained from
the information supplied in your fact find.
Every single one of your clients – individual and business – will want to know
they can get fast access to expert health
services, irrespective of their income and
wealth. Healthcare cover is a product for all.

Want to find out more?
So if it’s time for you to take another look
at what healthcare protection could offer
your clients, you can find out more at
www.axappphealthcare.co.uk/simplybiz/
Source: 1. Laing and Buisson UK Healthcare Market Review 2018
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Maximise the
GI referral
model
IAN BRINDLEY
Agency
Development
Manager
Higos Insurance
Services

Whenever the referral of General Insurance
is discussed, three main reasons inevitably
emerge as key drivers behind this activity:
1 time
1 income
1 client bank protection /‘ring-fencing’.
Ask any adviser about their most precious resource and most would answer
‘time’! When the mortgage market is buoyant, there’s always another client to see, another deal to be sourced and another case to
be written. Whilst a full diary is obviously
great, experience shows that this, all too
often, concentrates many advisers’ minds
to focus purely on their core activity (i.e.
the mortgage) and sometimes those other
opportunities, such as protection and GI,
fall by the wayside. If I had a fiver for each
time an adviser has told me that they were
‘too busy’ to write or get involved in GI then
I’d be a wealthy man! The most successful
entrepreneurs are really busy people, but
they stand-out from the crowd, not only by
doing what they do really well, but also by
being open to asking for help when needed
– building their businesses using both the
time and expertise of others. Steve Jobs is
quoted as saying; “Great things in business
are never done by one person. They’re done
by a team of people.” and I see making a
referral to a trusted GI trading partner as
just a way of extending your own team so

as to provide the widest service possible to
your clients.
Most providers simply need little more
than a client’s name, number and an idea of
the type of cover they are seeking for them
to be able to start working on an adviser’s
behalf, and of course whilst they are making
contact and using their expertise to provide
advice to the client, the introducing adviser
is left free to continue working in their own
core area of activity. It goes without saying
that the process to pass on a lead needs to
be quick and easy, and in this respect providers will generally collect all the initial
data they need either over the phone, via
email or sometimes from a simple webbased pro-forma. Many successful larger
practices delegate the passing of leads to
non-advising staff and thereby free-up even
more time for their advisers. This ‘off your
desk and onto ours’ process represents only

I’d urge you to think
about your client bank
right now – do you
have tradespeople,
business owners or
company directors
you aren’t currently
helping? If so, there’s
a great opportunity
just waiting to be
harnessed.

the tip of the time-saving iceberg for practices! As the provider is discussing needs,
advising and quoting, not only has any PI
issue gone away but so too has the need for
any technical learning, competency testing
or indeed any aspect of associated General
Insurance CPD!

TRUE VALUE
Naturally we all like to earn from the
effort we put in to our labours, and how
much better still if we can also earn from
the efforts of others! Whilst we all know
that General Insurance is rarely a ‘get rich
quickly’ type of venture, we can all come to
recognise it’s true value to a practice over
a period of time. Frankly, writing a piece
of GI business just for one year adds little
value for either the adviser or for the provider – true long term value depends upon
retaining the client at renewal and thereby
building the ‘book’. Always remember ‘lots
of little risks add up to make a big book!’ A
good trading partner will have both a range
of markets (so not beholden to the whims of
any single underwriter) and also a pro-active approach to the renewal process – best
of all from the advisers perspective, they
will do all the renewal work in the background to help build this passive income
for you.
The joy of GI is that all of your clients, absolutely every one of them, have insurance
needs and many of them will have multiple
needs. Very many advisers view household
and property covers as the extent of their GI
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world, but there are so many more opportunities that can be grasped. I expect your
clients go on holiday (travel or perhaps boat
or caravan covers), they may have adored
pets in the family (pet insurance,) and very
many of them will drive a car (private motor) the list can go on and on... someone is
providing these covers so why not you? I
would argue that many of your clients buy
their GI elsewhere for the simple reason
that they don’t know you can help them
in this area. Just try ‘did you know I can
help you with...’ in client conversations – it
makes a real difference!
Your self-employed clients are a case
in point. Most advisers I speak with have
self-employed individuals within their
client banks, but very few advisers grasp
the opportunity to help them with even
their basic business insurance needs.
Lack of time crops up again as one reason
given and is often paired to the feeling that
commercial GI is somehow complicated
and/or unfamiliar. The referral route is
therefore the ideal solution to both of these
concerns and opens up the opportunity
for advisers to assist clients with absolutely any aspect of General Insurance,
large or small. I’d urge you to think about
your client bank right now – do you have
tradespeople, business owners or company
directors you aren’t currently helping? If
so, there’s a great opportunity just waiting
to be harnessed. Let these folk know that
you work with a trusted trading partner,
to mis-quote an old TV ad’ ‘I don’t do it but

I know someone who can’ and in so doing
take full advantage of your ‘extended team’
and get them working for you. Just think,
even that sole trader you deal with has multiple needs – as a tradesperson liability covers are only the beginning as very often they
will drive a van (commercial motor need)
and sometimes they will have expensive
equipment or tools in that van (tools or even
plant covers). The advantage of referral here
is not only to satisfy the immediate need
but also to harness the experience of the GI
specialists handling the case who should
also be looking at the wider cover needs of
your client’s business in order to comply
with the Insurance Act 2015. Most providers unearthing additional GI needs see that
as your business, since you introduced the
client in the first place – accordingly you
should get paid on any business written and
your ‘book’ builds still further.
Whilst generating an additional income
stream is of course welcome for all advisers
and practices, there is also another important reason to help your clients with all of
their needs – simply put, if you aren’t helping
them, then someone else will be and increasingly that ‘someone else’ is a multi-channel
provider who may start with the GI but who
will then soon look to market their own
mortgage and protection products, potentially putting your own core business at risk!
So called ‘ring-fencing’ your client has to be
seen as a win-win activity, as you keep your
competitors at bay whilst also generating
income into the bargain.
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Even with all of the benefits already described, I still encounter a few advisers who
totally ‘opt-out’ of GI and one reason I’ve
been given is the fear of what might happen
should the client subsequently have a claim.
It is certainly true that insurers in the past
have not always covered themselves in glory
when handling claims and so it’s important
you consider this aspect of GI when choosing your trading partners. I’d be asking
whether they provide client assistance and
support themselves, or whether they just
pass on any claims direct to the insurers,
and I’d also want to know what percentage
of claims they receive get properly settled.
All too often GI is judged by premium alone,
when the true test of the value of a policy
is really at the point of claim. The positive
aspect of a claim well handled should not be
underestimated, as it is often a great generator of recommendations and you can even
sometimes gain new clients in this way!

LIFEBOAT REFERRAL
One final aspect of referrals needs
underlining and I call this the ‘lifeboat’
referral. Today’s household quotation systems are far more slick and user friendly
than their forebears but even now they can
occasionally come unstuck with that very
different or difficult property. Rather than
letting a client down, referral really comes
into it’s own in this circumstance. Many
providers have specialists in non-standard
property risks on hand, with the experience
and market knowledge to place the most
challenging of cases. Very often, cases can
be individually assessed and underwritten
so as to be able to provide a bespoke cover
solution. Whether it’s a listed property,
a thatched property or something more
standard but perhaps situated on a riverbank, there’s usually a solution available. I
guess the message is to never give up on a
case – try your ‘lifeboat’ provider, as their
knowledge and experience might just secure the cover needed to allow your case
to complete.
For more information, contact
agency@higos.co.uk or to our direct
dial number 01749 834650 and we’ll be
pleased to help.
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Provide your
clients with
the complete
picture
We understand that there will always be certain product areas that you either cannot,
or choose not to advise upon. This could be due to not holding the relevant permissions
or qualifications, not having the right resources available, or sufficient time, or perhaps
you would just prefer not to be involved in a particular business area.
SimplyRefer is our new tailor-made referral solutions panel that offers you access to a wide range of additional services to ensure you
are able to provide your clients with a complete advice service. SimplyRefer can help you find support for your clients in the following
business areas:

Later Life Lending
Later life lending, specifically equity release,
has become one of the fastest growing
business areas over recent years. There has
been an increased demand for these products
because pension pots are, increasingly, not
stretching as far as many hoped. We have put
together a panel of experts who can offer your
clients this valuable service.

Care Fee Planning
Care fee planning is for those clients who want
to reduce the uncertainty of paying for longterm care by purchasing a care funding plan,
also known as an immediate needs annuity.
You may not be in a position to help your
clients if you’re unfamiliar with this particular
area of advice. HUB Referral Solutions can
offer you access to experienced specialists,
with a thorough knowledge of the care market.

Pension Transfers
Client demand for advice on DB pension
transfers continues to rise, and you may
need to outsource these cases to a qualified
specialist if you can’t advise on them yourself.
It is more important than ever to ensure
that you have a robust solution available for
your clients. Our panel of pension transfer
specialists is able to carry out this work on
your behalf and support you in this complex
area.

GI & Commercial Insurance
Don’t have time to manage your insurance
queries? With our referral partners you can
still offer both GI and commercial insurance
solutions as part of your service without
taking on any additional work. Just refer your
clients on to one of our chosen partners, retain
the client relationship and, in most cases, you
can still receive a fee.

www.simplybizgroup.co.uk
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Estate Planning, Will Writing & Probate
If you don’t want to advise your clients directly
and deal with these matters in-house, you can
pass on your clients to our experts who will
deal with all legal aspects involved with will
writing, estate planning and probate matters
offering your clients the peace of mind they
need.

Retirement Income Planning
You may have clients who are looking for
retirement income solutions and you may not
be in a position to help either because it’s not
part of your core service, or the funds involved
aren’t cost-effective for you to deal with.
Through HUB Referral Solutions we can offer
you access to experienced advisers who will
explain the options and then tailor the solution
to their needs.

Protection & PMI
If you’d prefer to take a ‘hands-off’ approach
and refer your protection and PMI cases,
our dedicated partners have a wealth of
experience in the industry and can provide
your clients with advice on protection and
PMI. Our panel offer flexible plans and policies
which can be tailored to your clients’ needs
and their budgets.

Secured Loans
Following changes in regulation and the
introduction of the European Mortgage Credit
Directive which sees brokers now needing to
be regulated to provide this service, you may
now wish to refer any clients who are looking
for an alternative way of funding projects such
as home improvements, a wedding or even a
holiday. Our partners are there to help.

Junior ISAs
Help your clients make saving habitual for
their children from a young age with the
help of a Junior ISA. Although ISAs are an
important part of the investment process,
giving face-to-face advice is not always
economical for an adviser when smaller sums
of money are involved. Refer your Junior ISA
business over to the Children’s ISA and let the
experts take care of it for you.

Lending Solutions
There may be times when you need to support
your clients with additional services perhaps
to complete the purchase of a property, to
manage outstanding debt or even to source
a very large loan. Our referral partners can
assist you in these areas.
Visit the SimplyRefer hub in the Propositions section of your
Member or Client website and ensure your clients have the
complete picture.
www.simplybiz.co.uk or www.compliancefirst.co.uk

Refer
Now
... and everybody wins
You get to help more clients,
your clients get more support
HUB Referral Solutions is a new referral
service offering retirement income
planning, equity release and care
funding advice.
Provided by HUB Financial Solutions,
part of the Just Group, it’s simple to
use and designed to complement
your business model.

And, for every case that’s completed,
HUB will pay you an introducer fee.
www.hubfinancialsolutions.co.uk/refer
01737 233412

Part of
Calls may be monitored or recorded, and call charges may apply.
Lines are open 8:30am to 5:30pm, Monday to Friday.

COMPLIANCE

www.simplybizgroup.co.uk
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Product transfers
MARK GREENWOOD

Group Regulatory Policy Manager
The SimplyBiz Group
Although product transfers are nothing
new to the world of mortgages, they are
receiving a large amount of attention from
the regulator at the moment. Possibly
as a result, I’m taking a lot more queries
from Members at Mortgage Meetings on
the same subject and wanted to take this
opportunity to address some of the issues
which come up most frequently.
But firstly, a bit of background. Product
transfers are often an easier re-mortgage
route for customers, if their existing lender
has the most suitable product for them, however, some lenders’ ‘product transfer’ ranges
are not as competitive as their ‘new customer’
range. In fact in some cases, switching lenders altogether may be a better option for the
client.
As you would expect, the product transfer
process requires the same fully advised sale
as any other re-mortgage process. Some brokers have commented that this process goes
above and beyond the amount of information
required by lenders in some product transfer
cases, in which the client may only be asked
to re-confirm the loan amount and length of
term. I would always recommend a full advice
process is undertaken when recommending

a product transfer, and that a re-mortgage
quote is on file along with the product transfer
quote. It goes without saying that the customer’s ‘best interests’ rule still applies when
it comes to product transfers, as does the
requirement to provide each customer with
advice and a recommendation

REGULATORY REQUIREMENT
You may have also noticed that some
lenders contact the client direct months
before their current deal ends, as they have
a regulatory requirement to contact the client
direct to offer a product transfer. In order to

The policy team has
recently created a
brand new product
transfer template
suitability report...

ensure that you are able to provide advice to
your client in good time, my advice would be
to have a good CRM system in place to ensure
you can issue your communication in advance
of the lenders’ transfer offering landing. In
addition, when arranging the mortgage initially, make sure your client is fully briefed to
expect direct contact from the lenders, but
understands that you are best placed to help
them find them the most suitable deal for their
individual circumstances and goals.
The policy team has recently created a
brand new product transfer template suitability report, which can be found in the ‘Compliance Documents’ areas of the SimplyBiz
Mortgages site.
For more information, please don’t
hesitate to visit the site at
www.simplybizmortgages.co.uk,
give the compliance team a call on
01484 439120 or email them at
compliance@simplybiz.co.uk
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P
MAKAYLA EVERITT

Head of
SimplyBiz Mortgages

rotection takes on many forms,
and there is no shortage of
products out there covering
an array of situations. Some
are specialist, whilst others
just make plain sense for your
clients, no matter what their situation.
However, the crucial thing with protection
is getting the timing right for your clients.
Tight budgets are often a common cause
of inadequate protection within families.
Your clients may have borrowed up to their
absolute maximum to get the home of their
dreams, leaving nothing much left in the pot
after they have covered all the additional
expense of just that one exchange.
Finances do settle and in a few short
months you should really revisit those
clients and have a discussion about what
is really important to them and how they
would feel if events over took them. In
situations like these, ‘Accident, Sickness
and Unemployment’ (ASU) and life might
seem to be the obvious first choice of cover.
However, we believe that there are benefits
in looking slightly wider to ensure that your
client is able to retain the required level of
stability in times of difficulty. ASU will

www.simplybizgroup.co.uk

provide short-term respite from a financial crisis, but shouldn’t the consideration
be focussed upon what your client really
wants to cover – and for how long? Would
it not actually make sense to cover the client’s income potential rather than just the
outgoings?
When it comes to protection, we have
seen many instances where the cart has
been put before the horse, and the suggested
product, whilst possibly easily understood
by the client, has been one where a claim is
unlikely to happen.
I feel that there are three things that
make up a solid protection foundation and
that you need to consider as the key products in your protection proposition arsenal;
life cover, critical illness, and income protection, although I don’t necessarily agree
with that order!
Whilst there may be variations in provider products (some are dependent upon
criteria and many come with additional
benefits), but in essence, by covering the
life, the family stays put.
In respect of critical illness, should the
main earner in the family be hit by health
matters which mean they can’t work, then

I feel that there
are three things
that make up a
solid protection
foundation and
that you need to
consider as the
key products in
your protection
proposition
arsenal; life cover,
critical illness,
and income
protection...

the whole family is taken care of and the
outstanding debts paid off.
With Income Protection which, many
years ago, was better known as permanent
health insurance, the family is provided
with income security that continues to
pay the incoming bills, which can include
the mortgage. This longer-term health insurance policy can provide more comprehensive cover than others, and has greater
flexibility in terms of what the family can
expect. If budgets are tight, you can also
reduce the term over which support is provided. Not a short conversation with your
client admittedly, but one that is potentially
going to offer greater value and support.
Income Protection, in my book, is one
product that every working adult should
consider as a key supporter of their unknown future – and yet it is the one which
most just do not have.
If you look at the three products balanced against life eventualities, then life
cover, which pays out on death, has the lowest claim rate when compared to the others.

MIDDLE OF THE ROAD
Critical illness claims the middle of
the road and is applicable only on the appearance of a health issue, largely paying
out money once only – and your client is
severely restricted in their choice of other
products moving forward. Largest claims
here have been due to cancer, but what if
your client has something less tangible, but
is still unable to work for a period?
This is where income protection comes
into its own, covering a broad raft of scenarios, and yet it is sold the least. This is
a product that is with your client for the
longer term.
What we are looking at is an inverted triangle, which is teetering on its point where
the one with the most value sits at the top
The actual shape of sales V probability
of a claim
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Now, if you start with income protection,
you do not have to be Einstein to work out
what happens. The triangle then flips and
sits on very firm foundations.
The possible shape of sales V actuality of
occurrence

The triangle then
flips and sits on very
firm foundations.
As I’ve already said, there are many other
policies that may be better suited to your
clients and in there I would also suggest that
consideration be given to products such as
whole of life. In addition, I’d suggest looking
at the provision of complementary products
such as the importance of a solid will and, of
course, the benefits of tax and trusts. But, if
you’re looking for a decent foundation, then
consider these three products, remembering to turn the triangle on its head.

ENHANCED COMMISSION
Our partners will be able to supply specific information regarding your approach
to the conversation with your client and
what is most likely to match their needs for
the longer term, and I feel sure will welcome
the opportunity to run through how income
protection will help you help more of your
clients. In addition, you have access to SimplyProtect, that can support your protection
proposition and, when you find a product
that meets your clients’ requirements,
available through the online portal, you’ll
also have access to enhanced commission
payments for no additional work.
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We uncover the millions who risk financial ruin if
they were to unexpectedly lose their income.
CARL HEARD

National Account Manager
LV=

Nearly 1 million people in the UK are unable to work for one month
or more because of an accident or sickness, 750,000 are living with
cancer, and 1 in 4 of us will suffer from a mental illness.
Take the 1 million people, a fact that is staggering in itself, but
when you consider this equates to the size of the city of Birmingham
and potentially a major city at a standstill, this really does make
the size and scale of the issue all too real.
Whilst we know there are ways that people can protect themselves – such as having cash savings put aside or taking out an
income protection product – our Income Roulette research found
many people were poorly prepared and millions potentially risk
financial ruin if they were to unexpectedly lose their income and
couldn’t work.
So, in this Income Roulette special, we replay some of our report findings; we look at the state of the UK, identify the groups
which are financially vulnerable and the role your advice can play
alongside income protection insurance.

LV= Income Roulette report
In our first Income Roulette report, we partnered with YouGov
to survey a nationally representative panel of around 9,500 UK
residents. We asked them questions around financial resilience
and used YouGov’s profiles to build our audience segments.
The results identified 3 distinct groups of people that teeter
on the edge of financial ruin in the event of unexpectedly losing

their income. These are not niche groups, they represent millions
of individuals and families across the UK – and many will be your
existing and future clients.
We looked closely at the key issues affecting their everyday lives,
exploring their attitudes towards debt, savings and protection, and
how these exposed the high latent need for your protection advice,
to help people safeguard their most valuable asset – their income.

Financial resilience across the UK…
To be financially resilient, the Money Advice Service (MAS)
recommends that people should have 90 days’ worth of outgoings
in savings. With this start point, our research shows a clear picture
of the mind-set of the working population across the UK today;
and how they might withstand an income shock if they were
unable to work because of an accident or sickness.
To put this into context, it’s estimated there are 32 million people working in the UK, which potentially leaves 20 million workers
without the recommended level of savings. Out of those surveyed,
6 in 10 believe they’re financially capable, but just 37% have the
recommended three months’ of outgoings in savings, and a third
(33%) don’t think they could handle a personal financial crisis.
Across the UK, people tend to underestimate the extent to which
they could cope financially and our results reveal a potential mismatch between their perception vs. their reality.
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You can help them to take action now, to put their ‘own’ financial
back up plan in place and help more people to protect their income.

How LV= can help
At LV=, we believe safeguarding people’s most valuable asset –
their income – is fundamental to people’s financial security; their
ability to maintain mortgage or rent payments and other essential
financial outgoings.
As you’d expect from a leading provider of income protection,
we have a range of solutions to suit your clients and support your
recommendations. We offer many features and benefits within our
products for the employed, self-employed, homemakers, medical
professionals and teachers, as well as those in riskier or more
expensive to insure occupations.
For example, consider the following LV= income protection
options for each of the three risk groups identified:
MIDDLE
BRITAIN

SELFEMPLOYED

GENERATION
DEBT

Income
Protection

Personal
Sick Pay

Budget Income
Protection,
Budget Personal
Sick Pay

Who are the three higher risk groups?
The three groups are all financially vulnerable, facing financial
pressures and barriers to savings. They are aptly named Middle
Britain, the Self-employed and Generation Debt.
MIDDLE
BRITAIN

SELFEMPLOYED

GENERATION
DEBT

The ‘squeezed
middle’ of ordinary
working families
who enjoy decent
levels of household
income, but
high levels of
expenditure.

Who are a crucial
part of the UK
economy, lacking
the support of an
employer’s safety
net and often
without a personal
one.

Older millennials,
particularly those
who rent, who find
themselves saddled
with debt from
loans and credit
cards.

13 million

4.8 million

8 million

But it’s the number of people in each group that’s staggering... the
many millions of working families and individuals across the UK
who might struggle to make ends meet following a financial shock.

Your advice is key – help your clients to put a
financial back-up plan in place
You may already be thinking about your client bank and which
of your clients fit into one of the risk groups: Middle Britain, the
Self-employed and Generation Debt.
Given a sudden loss of income can happen to anyone at any time
and often with little or no warning, we know that many would find
themselves unprepared and many more, unable to cope or bounce
back when faced with a personal financial crisis.
Rising inflation, low interest rates on savings and increased
economic uncertainty, all add to the financial pressures people
face and without sufficient savings, they may well rely on family
and friends, the state, or further credit card debt and loans.
So, as a financial adviser you’re ideally placed to talk about
protection, whether you’re talking to your client about taking out
a mortgage, starting a family or changing job – and even more so if
they don’t have access to private IP provision through their work.

We also include the following with all our personal protection
policies and at no added cost:
1 LV= Doctor Services – three expert medical services:
Remote GP, Prescription Service and Second Opinion
support which are available through one handy app.
1 LV= Member benefits – which includes access to our
Member Care Line, available 24 hours a day, 7 days a week
offering expert support on health, wellbeing, counselling and
legal advice.
Full product details are available in our
new LV= IP hub at LV.com/adviser/
income-protection.

Get your own copy of the LV=
Income Roulette report
The Income Roulette report is packed
Income
Roulett
full of facts and information about the
e
three risk groups, real life examples,
areas for action, and tools to support
your client conversations. You can download the full report online at LV.com/IPnewsdesk, as well
as our our handy Income Roulette infographic, which summarises
the key report findings.
And one final thought is that life doesn’t need to be like a game
of roulette; by working together, insurers and advisers have the opportunity to help more people be aware of the risks, appreciate the
options available to them and build their own financial resilience.
A study
debt, savof UK financi
ings and al resilie
protection nce:

To find out more, speak to your LV= account manager, or visit
LV.com/adviser.

MADE TO
MEASURE
Critical Illness Cover that grows with your clients
We want to provide your clients with cover that matters. That’s why they can now
choose a level of Children’s Critical Illness Cover that meets their needs and budget.
And if their needs change, they can change their children’s cover at any time.

adviser.royallondon.com/madetomeasure

THIS IS FOR FINANCIAL ADVISER USE ONLY AND SHOULDN’T BE RELIED UPON BY ANY OTHER PERSON.
The Royal London Mutual Insurance Society Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority.The firm is on the Financial Services Register,
registration number 117672. It provides life assurance and pensions. Registered in England and Wales number 99064. Registered office: 55 Gracechurch Street, London, EC3V 0RL. Royal London Marketing Limited is authorised and regulated by
the Financial Conduct Authority and introduces Royal London’s customers to other insurance companies. The firm is on the Financial Services Register, registration number 302391. Registered in England and Wales number 4414137.
Registered office: 55 Gracechurch Street, London, EC3V 0RL. Royal London Corporate Pension Services Limited is authorised and regulated by the Financial Conduct Authority and provides pension services.
The firm is on the Financial Services Register, registration number 460304. Registered in England and Wales number 5817049. Registered office: 55 Gracechurch Street, London, EC3V 0RL.
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No one wants to think about a child being critically ill, but the
fact is the number of children and young people with serious or
exceptional health needs is growing.
ROSS JACKSON

Senior Marketing Manager
Royal London

An estimated 100,000 children and young
people are living with serious health needs
in the UK.(1)
Sadly we see this first hand – children’s
critical illness is consistently one of the top
five reasons that our customers make a claim
on their Critical Illness Cover.(2)
When your clients consider taking out
critical illness cover, they’re probably thinking
about their ability to pay the mortgage or bills
if they’re ill or incapacitated. But they might
not realise that if a child is ill, it can put a financial strain on families too. Parents often find
that they need to take unpaid time off work,
as well as meet the extra costs associated
with frequent trips to hospital. And if they
have other children, this could mean paying
for additional childcare.
The last thing a family with a sick child
needs is to worry about money on top of
everything else they’re going through. However, despite the financial and emotional
impact, children’s critical illness cover is still
often regarded as an extra cover within an
adult policy.
In recent years, we’ve seen attitudes to
critical illness cover change. It’s no longer
about having a large number of (fairly obscure) critical illness definitions within a
policy. Many consumers now recognise the
importance of having good quality cover for
conditions they’re most likely to get. And if
providing cover for the biggest risks is important for adults, shouldn’t that apply to
children too?
Tailored protection is key when it comes
to providing children’s critical illness cover

that matters. After all, what suits one family
might not be right for another – and a family’s
needs are likely to change as children grow up.
Plus, is it fair to assume everyone wants
children’s cover automatically included within
a policy? Why should clients who don’t have
children pay for cover they can’t use?
That’s why, when your clients take out
Critical Illness Cover with us, they can now
choose a level of children’s cover that best
meets their needs.

You can find out more about our children’s
critical illness cover options at
adviser.royallondon.com/madetomeasure
Sources: 1. Impact Report: Building on a Decade of Care,
wellchild.org.uk, 2017.
2. Royal London UK protection business claims paid
(1 January to 31 December 2016).

34

MI Magazine • April • 2018

PROTECTION

There’s really nothing difficult to
understand about SimplyProtect.
In fact we have to work hard to
make it look a little more complex
than it really is!
SimplyProtect is an ‘opt in club’ that gives
the users of the service access to enhanced
commission from leading protection providers
that can significantly increase your protection
income.

Enhanced Commission on all business
placed with the eight partners
No Change to your current
selection processes
Remain independent as you are still
free to place business elsewhere
Free Access to Synaptic’s Webline
quotation portal

If you are already a registered user, you will
know that Version 7 took the number of
providers to eight, with some of the largest
names in the protection sector. So, even if
you are not yet a user, it’s highly unlikely
that you will be placing business outside of
this segment.

Number of Providers

No Cost to become a SimplyProtect
user

www.simplybizgroup.co.uk
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Where are you on the income scale? Let the numbers speak
for themselves…
Here’s a simple example based on
the average commission earned for a
£50 per month policy:

WOM rates return commission of

£1,093
SimplyProtect rates return
£1,224

1 Non users – If you offer protection, (and why wouldn’t
you?) you are missing out on valuable additional income for
doing no more work than you’ve been doing previously.
1 Users that have not as yet upgraded – you might still be
earning from those providers on earlier versions but, if
you place any business with the providers new to any of
the subsequent versions, then you are missing out on that
enhanced commission.
1 Current Version 7 users – You need to do nothing other
than keep meeting your clients’ protection requirements
and reaping the benefits of SimplyProtect.
Dependent upon where you sit in our graph – you may want
to change your position to be a fully signed up SimplyProtect
Version 7 user. To do this you need you go to the Protection
area on the website and:
1 If you are new to SimplyProtect, just register your firm and
you’ll be able to use the service quickly
1 If you just need to upgrade to Version 7 – simply follow the
upgrade prompts.
Please note that a firm’s principal has to be the one to sign up
or upgrade.

That’s an uplift on commission of £131 on just
one case with no additional work!
So ask yourself – how many do you or could you place in a year
– and how much better off would you be?
To put it another way, even if protection is a small percentage
of your business turnover – take a look at the additional
income you could earn with SimplyProtect.

£8,592
£5,944
£5,155
£2,577
£1,718

Additional Commission

Broadly speaking our firms fall into one of three categories
under SimplyProtect, as shown in the graph above.

£0

£50,000

£100,000

£150,000

£200,000

£250,000

Business Turnover
The graph above shows the additional commission that is achievable for
businesses that write between 20% and 30% protection business.

It’s not quite E = mc2
It’s more like SP = CI + 0EE
CI, being commission increased
plus zero extra effort!

If you have any queries or questions, want help signing up as a SimplyProtect user
or need to upgrade, feel free to contact one of the team on 01484 439160.

As a representative example, a straightforward £50 per month policy could return an average commission to you of £1,093 using the WOM route.
Using SimplyProtect as your channel to the provider, your return would increase to £1224, whilst sourcing and placing the business in the same way you would previously.

INCOME
PROTECTION
Bridging the Gap
Market-leading
comprehensive Income
Protection from AIG
Faster

Stronger

Recovery with a range of
early intervention support

Better

Quality features with
best in class benefits

Choice for your customers
with our menu plan

Why recommend AIG’s Income Protection
2 Year Limited Payment Term Option
Rehabilitation Support
Guaranteed Benefit £1,500

MIN AGE AT ENTRY

17

2 year

UP TO

DEFERRED
PERIOD
OPTIONS

70

MAX AGE AT ENTRY

54

Terminal Illness (advance payment)
Family Carer Benefit
Recuperation Benefit

MAX AGE AT END OF PLAN

£250,000

4,
8, 13,
26, 52
WEEKS

BENEFIT PER ANNUM

LIMITED PAYMENT
TERM OPTION

Gross
Annual Salary
Maximum
Annual Benefit
Maximum
Monthly Benefit

£25,000

£35,000

£50,000

£75,000

£100,000

£150,000

£250,000 £530,000

£15,000

£20,750

£29,000

£42,750

£56,500

£79,000

£124,000

£250,000

£1,250

£1,729

£2,417

£3,563

£4,708

£6,583

£10,333

£20,833

To find out more about Income Protection from AIG call our Sales Team on 0345 600 6829,
@AIGLifeUK and connect with us on
AIG Life Ltd.
visit www.aiglife.co.uk, follow us on
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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As a financial adviser you know that life has a habit of blindsiding us when we
least expect it. Lives can be turned upside down in the blink of an eye with an
unexpected injury or illness preventing us from working and in turn, impacting
our financial security leaving little or nothing to ‘bridge the gap’.
Unfortunately, income protection has a history of misconceptions in the marketplace.
Many of your clients may think that it’s only
affordable to the select few, it’s overly complex and above all, there’s no point in getting
it as the chance of not working is so slim and
even if something happened, their employer
or the State would look after them, wouldn’t
they?
You’ll be familiar with these statistics, but
they are worth reviewing as they are quite
shocking. Each year, around 1 million workers
are unable to work due to sickness or injury(1).
And statutory sick pay is just £89.35 per week
on average – would that replace a typical
household weekly income?
If your client was unable to work due to
illness or injury, could they financially maintain their mortgage payments, let alone all
their other household bills and expenditures?
Or does the lack of income protection create
the one big gap that could cause them to lose
everything?
At AIG, we want to help you bridge this
protection gap for your clients. Our market-leading comprehensive Income Protection aims to offer a faster, stronger and

...does the lack of
income protection
create the one big
gap that could
cause them to lose
everything?
better solution. It has a wide range of early
intervention rehabilitation support services
that can provide the relevant assistance to
your customer from the moment they are
unable to work which could help speed up
their recovery.
Each individual’s needs and budgets
are different so there is a choice of claims
payment periods of either two years or up to
retirement age.

In addition, the Family Carer Benefit
could pay your client a regular sum for up to
12 months to help them cover the cost of a
carer for their spouse or child if they suffered
a serious illness or injury as defined in the
product criteria meaning your client could
continue working as normal. The inclusion of
Best Doctors(2) offers the option of a valuable
second medical opinion.
It’s the range of best in class benefits that
makes AIG’s income protection stand out. Its
helping you to bridge your clients protection
gap and at the same time helping to make it
easier for you to do business.
To understand how income protection
insurance could benefit your customer
contact our Business Development Team
on 0345 600 6829.
Sources: 1. Money Advice Service.
2. Best Doctors is a non-contractual benefit that can be
withdrawn at any time.
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1 Covering children from 30 days old and
extending the maximum age of cover
from 18, or 21 (in full-time education) to
their 22nd birthday.
1 A reduced survival period from 14 to 10
days.
1 An increase in Child Funeral benefit
from £4,000 to £5,000.

We’ve improved our
offering
We’ve launched Children’s Critical Illness
Extra (CCIx), a new paid for option which
provides enhanced features for parents who
would like more cover for their children. As
part of the optional add-on, we will pay 50%
of the amount of cover, or up to a maximum
of £25,000 for a valid claim, along with 12
additional illnesses which are also now covered under CCIx.
The changes aim to help further support

customers and their children throughout the
length of their life with Critical Illness Cover
policy.
As well as all the original benefits covered
as part of Children’s Critical Illness Cover,
there are enhanced features provided to your
clients added at no extra cost for customers
who have, or are planning to have, children.
The enhancements to Children’s Critical
Illness Cover includes:

Children’s cover remains a feature within
our core Critical Illness plans, and we will
continue to provide cover for some of the
more unique benefits, such as Child Accident
Hospitalisation benefit, Childcare benefit and
Family Accommodation benefit.
To help you provide further support for
your clients, visit our CIC Resource Centre,
a one-stop-shop for CIC information. You’ll
be able to access a suite of supporting documents, as well as literature, videos, and other
resources relating to Critical Illness Cover.
To find out more, visit
www.legalandgeneral.com/
cicresourcecentre
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Where now for
buy-to-let?
With the 2017 buy-to-let (BTL) gross lending market
now confirmed as £35.8bn – representing a drop of
around 12% from the 2016 number of £40.6bn – it’s
time to breathe a sigh of relief as those ‘less optimistic’
commentators out there feared a much larger drop.

S

PHIL RICKARDS

Head of
BM Solutions

o, at least some short term respite but for how long? It’s hard
to see that the BTL market
can withstand any more major
change given what has happened
in the last two or three years. It
was great to see the IMLA (Intermediary
Mortgage Lenders Association) recently
calling for no more change whilst the market settles down and lenders, brokers and
customers alike navigate what is now an
entirely different and more complex market.
It’s this complexity that I first turn towards. I would encourage you all not to shy
away from what has become a market with
many options, but equally many opportunities. I hear stories day-in and day-out of
brokers who have chosen not to proactively
chase BTL, for fear that it’s become too diffi-

cult an area to advise on. As with all types of
change, there is usually an opportunity and
in this case, the opportunity sits with the
adviser who is prepared to take that little
extra time, understand the new rules and
give customers the advice that they now
need and deserve more than ever.
We are slap bang in the middle of just
one of those opportunities and who would
have thought it at the time. It’s hard to believe that we are in the run up to the second
anniversary of the additional 3% Stamp
Duty charge for BTL and second property
purchases.
Why would I remind you of the additional financial pain that this may have caused
many landlords? Well, the anniversary does
present an opportunity to review any twoyear mortgage products entered into at the
time and it genuinely is a great opportunity.
Lenders are out there with some excellent
remortgage products and offerings. From a
BM Solutions perspective, we are certainly
seeing increased remortgage activity to
support this thinking.
So, let’s stay with remortgage for a minute. With the drop in purchase activity
following the Stamp Duty and mortgage
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interest relief changes, the market finds
itself split at around 70/30 in favour of
remortgage. Lenders have reacted to the
changes albeit with a number of differing
solutions. Some have opted for a straightforward ‘one size fits all’ solution and others,
such as BM Solutions created a ‘tailor made’
solution dependent on an individual’s tax
position. Either way, there are solutions
for clients out there, and coupled with
some very competitive products, lenders
are clearly demonstrating that they have
appetite to lend.
As if the tax changes weren’t enough,
2017 saw lenders implement the PRA’s
minimum standards for BTL portfolio
clients or those with more than four mortgaged BTL properties. This has also seen
lenders bring various solutions to market.
Some have gone for a semi-automated approach, either building these in-house or
outsourcing to a third party, while others
have opted for a wholly manual solution.
Given the PRA requirements, I suspect that
the majority of portfolio applications will
require some form of human intervention
at some point in the process. To this end, we
are already seeing the changes impacting

some lenders’ turnaround times, but this is
an inevitable result and brokers have been
patient and understanding of the reasons
why things may take a little longer than we
may be used to.
The PRA changes have also meant that
lenders have innovated in other ways, and
a number have adopted the ‘transitional
rules’ available to them for remortgages
that don’t involve a capital raising element.
These may be suitable for those customers
failing to meet the new rules and, of course,
for those customers wishing to stay with
their existing lender for similar reasons,
there’s an increasing number of product
transfer options available.
Product transfers have been a long
standing offering from the BM Solutions
stable, but over the last few years have
grown hugely in popularity and, having
checked out all other options available to
the client, they do represent a good option
for the right customer.
And finally, let’s not write off purchase
business. Our most recent research tells
us that some landlords are still looking
to acquire property albeit with much less
appetite than we have seen in the past. We
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should never underestimate the importance
that BTL lending plays in helping to support
the Private Rented Sector which in turn
provides housing for those people who
either don’t qualify for a mortgage, can’t
afford the one-off costs associated with a
property purchase or simply choose to rent
because it suits their life style or employment.

OPPORTUNITY
So, in summary, I’ve talked a lot about
the complexity that now exists out there,
but with this complexity comes a genuine
opportunity. Customers need advice more
than ever. And with lenders working hard
to change systems and processes and being
forced to adapt to the changes. I do believe
2018 will be a year of consolidation for the
mortgage market.
For more information on BM Solutions
please visit: www.bmsolutions.co.uk
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Buy-to-let now
perfectly positioned
for your support
‘Buy-to-let’ and ‘opportunity’ – two things we haven’t heard
in the same sentence much of late. Indeed, if you were to
believe the national press coverage of the buy-to-let sector,
you’d be forgiven for wondering why all landlords haven’t
sold-up and moved on by now.
MARK HUTCHINGS

Head of Sales and Distribution
Uinsure

It’s certainly been a torrid time for the
industry recently, and landlords have had
it tough. But, despite the doom-mongering
of the mainstream media, there’s actually
plenty of opportunities to be had in BTL
today and, as such, plenty of opportunity
for brokers.
We can’t talk about property investment
without first acknowledging the changes
the sector has experienced of late. Ever
since then-chancellor George Osborne
launched the first attack on landlords in
2015 – announcing that the amount of tax
relief landlords could claim on mortgage
interest was to be significantly curtailed
– the sector has been subject to a host of
challenges and changes.
After the tax relief cuts – which are
currently being phased in – we saw a hike
in Stamp Duty for property investors and
those people buying second homes with a
surcharge of 3% applied to standard rates
of Stamp Duty.
In yet another slap in the face for landlords, property investors were ruled to be
exempt from changes to Capital Gains Tax
– meaning they would continue to be hit by
large CGT bills.
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And then of course, as if all of that wasn’t
enough, the Prudential Regulation Authority (PRA) set its sights on buy-to-let. The
PRA introduced new regulation for the
sector in two parts. The first concentrated
largely on stress testings and rental coverage requirements. Most lenders now require
landlords to achieve 145% of the mortgage
repayment in rental income to be accepted
for a mortgage.
The second round of regulation, of
course, focused on portfolio landlords. The
rules, which came into effect last autumn,
mean lenders now require much more information from landlords with four or more
properties before accepting a mortgage
application. Essentially, landlords must
provide financial details for every property
within their portfolio, not just the property
they are seeking finance for. As a result,
the application process has become more
cumbersome and time-consuming.
All this comes amid plans to cut letting
agent fees for tenants (something which
could see agents increase their charges to
landlords to cover the loss), tighter regulation regarding energy efficiency and the
launch of a landlord blacklist, just to ham-

It’s worth bearing in mind many
landlords rushed to complete
on purchases to beat the Stamp
Duty hike of spring 2016. That
means thousands of landlords
will be coming to the end of
their two-year deals or will be
already lingering on SVRs. Now
is the perfect time to contact
your back book of clients and
help them to secure a new deal.
And when you do, remember to
address their protection needs.
They’ll thank you for it!

...buy-to-let is a
new ball game
and to succeed
in it, landlords
need two things
– advice and
protection.
mer home the point that landlords are well
and truly in the firing line.
So what has the buy-to-let market done?
Called it a day and given up? No, it has faced
the challenges head-on and responded accordingly.
Yes, some landlords may have decided
to move on from the market – particularly
those who were perhaps in it ‘accidentally’
or for whom it wasn’t that important. But a
large number have battled on and are still
seeing success.
According to latest figures from Mortgages for Business, landlords in the UK are
still keen to invest in buy-to-let property,
with 44% looking to expand their portfolios
before Q3 of this year.
This is thanks in part to the lending community, which has responded to the changes
with new products and innovations, as well
as loosening criteria were possible and
dropping rates.
What all of these changes have shown,
however, is that buy-to-let is a new ball
game and to succeed in it, landlords need
two things – advice and protection.
Brokers’ assistance has never been more
important. You know how to navigate the
market. You know the lenders who are most
likely to accommodate your clients. Your
help is invaluable.
Equally invaluable is peace of mind.
Landlords are well aware the market is
more challenging now. More stringent
stress testing means it’s vital that landlords
are protected and have a backup plan. General insurance offers that.
When you’re talking to your clients about
buy-to-let, it’s essential you’re exploring
their protection needs – and this is where
who you partner with becomes important.
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Since 2015, landlords have begun looking at the limited company route when
investing in property. This is, of course, for
a number of reasons. Firstly, as a limited
company, the landlord will be subject to
corporation tax rather than income tax and
will, therefore, avoid the issues surrounding
landlord tax relief.
Secondly, limited company buy-to-let
is exempt from the PRA rules, meaning
landlords operating in this way can avoid
the strict rental requirements imposed on
standard buy-to-let.
According to Kent Reliance, more than
seven in ten buy-to-let applications in the
first nine months of 2017 were made via
limited companies rather than individuals,
up from 45% on the year before.
Lenders have responded accordingly to
this trend, with plenty more limited company mortgages available, many at impressive
rates. However, GI providers have not.
Despite the fact limited company buyto-let is becoming the ‘norm’ for landlords,
there is still a lack of suitable cover for these
investors. Indeed, Uinsure is the only intermediary focused provider to offer limited
company cover – an essential product for
all limited company landlords.

SHOW YOUR WORTH
This presents brokers with an opportunity. The lack of available products in this
area means many clients (and, indeed, potential clients) may be unprotected. This
is your chance to show your worth as an
adviser. By offering your clients protection
that is tailored to their position you can help
them to prosper and have peace of mind in a
market that has experienced a tumultuous
few years, to say the least.
Landlords don’t want to hear doom-mongering stories, and shock-value headlines
about buy-to-let. They want advice, workable solutions, and guidance on how they
can ensure they’re portfolios and their
livelihoods are protected. You can offer
that to them.
Want to find out more about BTL
insurance, including Landlord insurance
under a company name? Get in touch
with us at: 0344 844 3844 or
enquiries@uinsure.co.uk
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Getting buy-to-let
estate planning
right
It’s a topic most of us avoid, so it is only
understandable that landlords too would put
off writing their will.

KIRSTY MEARS AIPW

Marketing & Development Manager
APS Legal & Associates

C

urrently 59% of the UK population does not have a valid
will in place(1) and, of those
that do, a large proportion
may be deemed invalid or
contain out-of-date wishes
as they haven’t been updated, for example
upon marriage, divorce or even upon the
birth of a child. Further to this, one reason people cite for not yet making a will is
based on the assumption that their estate
will automatically pass to the right person.
However, the laws of intestacy are quite
broad and, unfortunately, they do not take
into account our personal wishes and are
often not suitable for many complex, family
situations. It is always important to consider who will inherit an estate, naturally, but
in the case of a landlord, what will happen to
any rented properties and the tenants; and
how much liability is there for inheritance
tax (IHT)?
With most estates, once a loved one
passes away, the assets would pass to the
next of kin, usually a spouse but this can
also be children or parents. So, for a client

with multiple properties, this would mean
that all properties they own would then be
passed over to their family. In the case of
inheriting a landlord’s estate, the responsibility of letting out these properties would
also be inherited by the family. On occasion,
this may be the preferred route; however, for
many, this could cause problems if the next
of kin is unable or does not wish to carry out
the landlord duties. In a scenario whereby
there is no known family and no executor
to handle the estate, the properties may become the responsibility of the Crown. The
Crown will appoint administrators to carry
out the necessary duties who will act in the
best interests of the Crown.
For unmarried couples, there seems
to be a lot of confusion over the laws of
intestacy. If a couple is not married, the
surviving partner has no right to inherit
anything from the estate. Therefore, even
if the surviving partner is willing to take
the landlord responsibilities, they would be
overlooked and everything would be transferred to the family members. So, the first
consideration for a landlord when writing a

In the case
of inheriting
a landlord’s
estate, the
responsibility
of letting out
these properties
would also be
inherited by the
family.
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will is who they wish to act on their behalf
if and when they die. This doesn’t necessarily need to be a direct family member
or loved one; however nominating someone
to act as the executor and beneficiary of the
estate means a much simpler process for
the family.

BUSINESS AS USUAL
What about the properties they own?
Where a property is rented, the tenant has
the right to live in the property until at least
the end of the tenancy agreement, unless
of course there is a break-out clause. This
situation remains the same even upon the
death of the landlord; so for the tenant,
no circumstances change until the end of
the tenancy agreement and for them it is
very much business as usual. Only once
the agreement has ended can notice be
given to the tenant of the intent to sell the
property, and the nominated executor can
begin the process of selling the property
and distributing this part of the estate to
any beneficiaries. It is worth considering
then, that a break-out clause would enable

the Executors to start this process much
quicker, meaning they can distribute the
estate when the beneficiaries are perhaps
likely to need money from the estate to help
cover the cost of the funeral etc.
Once the distribution of the estate has
begun, the first thing that needs to be addressed is any outstanding debts, including
IHT liability and payment of any mortgages.
When the client originally took out their
mortgage, they should have also been advised to take out a life insurance policy
– this can be used to settle the mortgage
completely. For IHT purposes, most private
landlords will own their properties personally which means their properties fall
into their own personal estate when they
die; resulting in a potential IHT liability
which could be very expensive, especially
if the landlord owns multiple properties!
The current estate allowance before inheritance tax is payable is £325,000, so
the entire estate is taxed at a rate of 40%
on any value over this threshold. However, if planned correctly and in the right
circumstances, there are ways to reduce
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the amount of IHT that needs to be paid.
One way of doing this is to gift property
during their lifetime; however Capital
Gains Tax (CGT) would usually need to
be paid in this instance, and the value can
remain taxable for 7 years after the gift was
made. Another point to consider would be
to hold the owned property in trust, which
would ensure that the property would go to
the desired beneficiary with a nominated
Trustee overseeing the process. In both of
these instances, the landlord would have
to give up their right to the income if they
wanted the asset to remain outside of their
estate for inheritance tax purposes.
When considering how to protect the additional properties, as well as the main residence, following the death of the owner, they
ought to ensure that they have appropriate
provisions within their will. It is possible to
allow for their spouse to retain the income
from all of the properties for the rest of their
life, whilst the properties remain protected
and guaranteed for beneficiaries who were
specified by the deceased owner within
their will. This kind of trust is called a ‘Life
Interest Trust’. It prevents the surviving
spouse taking absolute ownership of the
properties and subsequently leaving them
to people that they choose who may be separate from the wishes of the original owner.
It is important to remember that mortgaged
properties cannot go into a trust, so if there
is not enough cash in the estate to pay these
off, then appropriate life insurance should
be set up to prevent any issues.
The process of writing a will is a daunting
task for most and we understand that this
process can become much more difficult
for buy-to-let landlords. One of the main
concerns for anyone when writing a will
is finding a professional they can trust to
offer the right advice. As a financial adviser
you already have the trust of your clients,
so offering a holistic service where they can
also seek advice for estate planning would
make the process less painstaking.
To speak with a professional, or to receive
information on how you can advise your
clients, please contact us on 01909 531751
or email enquiries@aps-legal.co.uk.
Source: 1. https://business.unbiased.co.uk/press-releases/
fewer-people-in-the-uk-have-wills-in-place-than-last-year-withnearly-four-in-ten-over-55s-having-no-will-at-all-26-9-2016
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Aviva, the UK’s largest insurer, has strengthened its protection
offering with the addition of a new whole of life insurance product
for intermediated clients.

MARK CRACKNELL

Head of Protection Distribution
Aviva

The Whole of Life Insurance+ policy
covers anyone aged between 18 and 85 and
lasts the whole of a customer’s life. It is particularly suited to high value clients, who
can use it to leave behind a lump sum for
their loved ones to use to pay off inheritance
tax bills.
Mark Cracknell, Aviva’s Head of Protection Distribution, said: “As intermediaries
know only too well, estate and inheritance
planning can be complex.
“That’s why we’re introducing this new
whole of life solution – helping to make it
easier for advisers and their clients to get
the cover they need.
“Whole of Life Insurance+ gives you a
hassle-free way of giving your clients ongoing protection – and helping them with
their estate planning. Whether your client
wants to mitigate inheritance tax liabilities
or simply leave a financial gift for their loved
ones, it could be an ideal solution.”

Change with the times
Whole of Life+ is available on a single life,
joint life first death or joint life basis. And it
comes complete with features which enable
you to alter it – with minimum hassle – if
circumstances demand it.
For example, a ‘life change’ option allows
your client to take out additional cover
without further underwriting which can be
ideal if your client gets married or becomes
a parent, for example.
And there is also an ‘inheritance tax’
option, which enables your client to take
out extra cover if there is a change in inheritance tax law. Again, no further underwriting is required, meaning your client can
make these changes with very little effort.
“Given that whole of life is supposed to
cover just that – the rest of a client’s life – it
makes sense that we enable them to make
these changes, and with a minimum of fuss,
too,” said Mark Cracknell.
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the application will be assessed within 48
hours.
Aviva’s dedicated admin support will
also chase for outstanding information
regularly so advisers don’t have to, and
provide regular updates in addition to what
is available on the firm’s regular business
tracking facility.
Mark Cracknell said: “We know how
important high value clients are to the
intermediaries we work with. That’s why,
with Aviva, you get more for your high value cases thanks to the bespoke service our
specialist high value team provides.
“With vast experience of both medical
and financial underwriting for high value
cases, advisers can expect a proactive and
flexible approach to help us make faster
decisions.
“That being said, if advisers are comfortable with taking matters into their
own hands, our online ALPS service can
include whole of life in any multi-product
quotations.”

The whole package

A bespoke service for high
value clients
The new product is said to be ideal for high
net worth clients, who are amongst those
likely to benefit most from a whole of life
policy.
Any cases over £1million will be automatically picked up by Aviva’s expert
high value support team. Their role is to
providing a bespoke service to push things
through even more quickly for intermediaries’ most biggest value clients, giving them
a premium-level service.
Cases which benefit from the support of
the team will receive a bespoke service from
Aviva’s specialist high value underwriters.
Initial assessments of applications will be
completed within 24 hours, advisers will
be contacted to discuss underwriting requirements (both medical and financial),
and any other evidence associated with

Given that whole of
life is supposed to
cover just that – the
rest of a client’s life
– it makes sense
that we enable
them to make these
changes, and with a
minimum of fuss

Aviva is committed to offering a comprehensive protection range to customers and
to help intermediaries grow their business
by protecting more lives, more easily.
In 2015, we introduced ‘Aviva Life Protection Solutions’ (ALPS, for short), a new
online platform which made it quicker and
easier to advisers to build protection solutions for their clients. Then late last year,
Aviva introduced Living Costs Protection,
a new, simpler, more affordable take on income protection.
And now, with the launch of Whole of
Life Insurance+, Aviva is able to cater for
advisers’ and clients’ every protection need.
“I’m pleased to bring a policy to market
that offers the complete package – with the
product, price and support provided under
one brand,” said Mark Cracknell.
“By giving you bespoke high-value service and tax planning support, I hope our
Whole of Life Insurance+ will be a positive
addition to intermediaries’ estate planning
services.”
For more information about Whole of Life
Insurance+, please contact your account
manager or visit Aviva for Advisers.
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For baby boomers in particular, guaranteed insurability plays a
prudent part in lifetime protection provision for your clients,
writes Debra Hale, Protection Specialist for Zurich.
DEBRA HALE

Protection Specialist
Zurich

S

pecial event benefit, otherwise
known as a guaranteed insurability option, can be overlooked
when considering protection
solutions for your clients.
For many of your clients, life
can be complicated and things can change
in a flash. Life events are often planned and
expected, such as marriage or the birth of
a child. Most providers allow an increase
of life cover in view of these special events.
Many of you will recognise this as guaranteed insurability; this offers a guarantee
to the life assured for them to buy additional
life cover without having to go through any
medical or financial underwriting when
they experience any of the qualifying
events. There are many qualifying events,
such as getting married, having a baby,
adopting a child, increasing a mortgage or
an inheritance tax (IHT) liability. The cover
can be increased before a certain age, up to
certain limits.
Whilst guaranteed insurability is a
valuable feature, there is a much wider
relevance to consider here in terms of the
current UK demographic. Some clients may
suffer unexpected changes in their lives as
they get older, a major illness or health deterioration, for example, and offering them
guaranteed insurability can help to reduce
risk and alleviate concerns. Obtaining the
cover whilst they are younger and healthier
can be a godsend when things start to go
wrong.
We know we are living longer – a child
born in the last 15 years can expect to live

to the ripe old age of 93, and alarmingly one
in three will live to be centenarians. We’ve
come a long way in the last 100 years when
life expectancy was a mere 63, imagine that!
I’m proud to share that my granddad is
fast approaching his 103rd birthday. He’s
still mobile, capable of his own day-to-day
care and still extremely lucid, so for him and
his peers this living longer thing appears to
be good news... or is it?

ISSUES
Longer life expectancy reflects an improved standard of living and prosperity,
but it also creates issues. We need more
money to maintain our standard of living
into our later years.
There are pressures on long-term care
provision; an enormous social problem that
sadly most of your clients are going to get
caught up in whether they like it or not.
Interestingly, we have more people in
the UK over the age of 80 than those under
the age of 18.
The over 80s crew could be considered
luckier than most as they are experiencing
longer and relatively healthier lives than
other generations. Having lived through
more austere times and typically having
much simpler diets, combined with a more
impressive exercise ethic, the older generation has got it good in so many ways.
Let’s not forget though, that some of
the age-related illnesses and conditions
experienced by this older age group, such
as dementia, do impact on the economy and
welfare of our society.

The Zurich term
plan can be set up
with a term to age
84 next birthday,
so your clients can
have the benefit
of guaranteed
insurability up to
this point, then
on conversion the
cover continues for
the rest of their life
or as long as the
premiums
are paid.
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What about the ‘baby boomer’ generation – you are sure to have some of these
as your clients? This is perhaps the most
interesting and influential age group in the
UK, presenting the biggest risks, both in
terms of the economy and the overall state
of the nation’s health.
This population, now including over 65s,
is growing at a much faster rate than the
under 65s due to the combination of longer
life expectancy and the ageing of those born
in the baby boom. Over the next two decades
the population aged 65–84 will increase by
39% and for the over 85s by a staggering
106%.
The baby boomer faces certain lifestyle-related health issues that the average
over 85-year-old does not. This age group
has been able to enjoy a far more hedonis-

tic lifestyle than their elders, embracing
pastimes and life choices that post WWII
economic and social progression have allowed through the decades since.
The downside of these choices means
that illness and disease related to obesity
and a less healthy lifestyle have increased
for this generation.
Underwriting lifestyle-related illnesses
can prove to be cumbersome and clients
may find their premiums loaded and some
may even be declined cover.
In an ideal world, whole of life provision
would be the preferred choice, starting
cover at a younger age when your clients
are usually healthier and the premiums are
more affordable.
Yet whole of life cover is mainly used for
two reasons: to cover end-of-life funeral
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costs or to mitigate IHT. Typically, your
clients do not buy into either of these needs
until they reach middle age at least.

Lifetime protection
This is where the concept of guaranteed
insurability on a much broader level plays
a prudent part in lifetime protection provision for your clients.
A convertible term policy can give your
clients a more affordable term policy to begin with and enables them to convert into a
whole of life contract at a later date within
or at the end of the policy term.
They will not need to provide any further
medical evidence as they do not need to be
reassessed by underwriters. So even if their
health has changed since they took out the
original plan, they can convert on the same
underwritten terms as set at the outset.
The premiums will be re-costed at their
age on conversion to the new whole of life
policy, but they could convert partially during the term and effectively phase in the
full conversion over the term of the plan
and manage the policy costs along the way.
Most life providers provide special event
benefit or guaranteed insurability options,
but not all of them offer a conversion option.
The Zurich term plan can be set up with a
term to age 84 next birthday, so your clients
can have the benefit of guaranteed insurability up to this point, then on conversion
the cover continues for the rest of their life
or as long as the premiums are paid. This
allows them a long-term, simple, yet effective protection option.

VERY SPECIAL
The next time you discuss protection
provision with any of your clients, perhaps
highlight the special event benefit. For your
baby boomer clients, in particular, a convertible term policy offering guaranteed
insurability for life could be very special
indeed.
Want to know 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.

MultiProtect

Protection
for the unexpected
MetLife MultiProtect
Broken bones, UK hospital stays, accidents, accidental death, funeral cover
Give your clients the confidence to live the life they love
with MetLife MultiProtect, a non-underwritten individual
protection product that offers:
l
l
l

l

l

Cover from just £8 per month
No health questions
Claim for multiple injuries – it won’t change the cost
of cover (neither will getting older!)
Accidental death and funeral cover, to provide peace
of mind if the worst happens
Now with free and unlimited access to our Wellbeing
support centre 24/7, 365 days a year

Tel: 0800 917 0100

Even when life is running smoothly, the unexpected can
happen. So, make sure your clients are prepared with
MetLife MultiProtect.

metlife.co.uk/multiprotect
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that some level of cover is in place. However,
if cost isn’t the issue and they feel they have
no other place to go, then that is a different
picture altogether. The FCA is undoubtedly
saying that support is required and, as their
financial adviser, you can help and stop
your client’s being exposed to the darker
side of some of the price comparison websites’ small print and the handover of the
client’s personal data. Small print reveals a
requirement for credit checks. Why would
they possibly need to do that for a client to
make an insurance purchase?
We kid you not – here are extracts taken
directly from the detailed sites:

Compare the Market

Why shy away
from GI?
Many advisers say
it simply isn’t worth
their while providing
insurance to their clients,
as it either takes too
much time for the level of
financial return involved,
or there is the constant
battle with the price
comparison websites
(PCWs).

Of course, they could actually be receiving
a fraction of the cover but that can be the
case when purchase is based on price alone.
If consumers were only aware of the fact
that the FCA’s Thematic review can to some
startling conclusions. The found PCWs:
1 were misleading
1 offered incorrect pricing
1 confused their clients
1 demonstrated a major lack of due
diligence
1 gave answers which defaulted to lower
rated risk ratings
1 generally left the purchaser wanting
1 often left buyers to not find out about
the full details of their cover until
post-purchase, when the policy
documents were finally revealed.
Now, it could be argued that all of this is
fine, if a client is hell-bent on being driven by
price alone and just needs to demonstrate

“Some of our product and service providers
will carry out checks with credit reference
and fraud prevention agencies in order to
verify your identity, assess your application
for a quotation or credit and offer you the
best terms. A record of the search will
appear on your credit report.”

Confused.com
“The insurance providers may run soft
credit checks as part of their usual
quotation process. The searches will be
visible on your credit file as checks made
for quotation purposes, so you can see
which companies made enquiries.”

Go Compare
“As part of the evaluation process our
insurance partners may conduct a general
insurance credit search. These searches
may be viewed by other companies when
you apply for credit or insurance but
shouldn't harm or adversely affect your
credit profile.”

Is the small print assessed when ploughing through the quotation process, particularly at a time when personal and credit
cards details are being passed over? This
will inevitably tighten with GDPR but who
knows your client’s situation better – you
or the internet?
It could be that having not offered insurance you really don’t know where to start
and if that is the case, you will be happy to
hear that we have done all the hard work for
you by sourcing reputable providers offering
highly competitive deals.

52

MI Magazine • April • 2018

GENERAL INSURANCE

Should you not
want to manage
the case yourself,
there is a referral
option and even
then, when the
policy renews,
you receive
an automatic
commission
payment.

We are here to help
You have access to some comprehensive
insurance panels created by our GI team
that cover a strong cross section of clients’
needs, whether personal or corporate including: residential, buy-to-let, accident,
sickness and unemployment, commercial
and private medical insurance. There is
also the opportunity for you to refer your
client on to one of our partners in any of
these areas and still be the party owning
the relationship, whilst continuing to earn
commission.
As their adviser, you receive a regular
income for the product placement, you’ll be
offering a full service to your clients and, in
the event of a claim, you’ll be making your
clients’ lives so much easier. When it comes
to relationships, something as simple as a
single insurance policy can underpin a significant amount of the work you undertake
with your client, and it represents a good
way to stay in contact as the renewal period
approaches. That conversation gives you the
chance to discuss what might have changed

for them during the preceding months that
might affect their wider financial planning.
All the hard work has been done for you
in the creation of easy to access panels hosting specialist insurers that are just waiting
to place your business. Take residential
for example – there are over 20 insurers
offering bedroom rated and sum assured
rated policies, and all you need to know is
a few basic details to get started.
High net worth clients are often overlooked, but here there is a specialist panel
to consult to ensure your clients’ needs are
met and with as little intrusion as possible.
You can select from non-standard options,
which allow you provide cover for range of
less ordinary options as well as add-ons,
such as home emergency cover and low
excesses.
Under buy-to-let, you can select from
individual policies or cover for your client’s
entire portfolio. They may also be interested to learn about tenants’ insurance, which
can ensure those renting can stay in your
client’s property in difficult times. Cover
can be extended to unoccupied properties

and those undergoing works, with a good
level of standard cover included across all
policies.
Commercial insurance is also available
for those of your clients with businesses
operating out of commercial property and
covers whole of market. Policies here take
into account complex risks, professional
indemnity and include retail, office and
even religious buildings.
In order to make this work as well as it
can for you, there are in-house commercial
underwriters and experts, with the providers available to offer advice and ensure
you provide exactly the cover that’s needed.
Should you not want to manage the case
yourself, there is a referral option and even
then, when the policy renews, you receive
an automatic commission payment.
Our private medical insurance panel
has been specially selected to allow you to
place your own plan or refer your client’s requirements onto our specialists. No matter
which option you select, our PMI proposition covers treatment for curable, shortterm illness or injury. Cover is available at
group or individual level and represents a
highly useful way in which companies can
retain staff, where implementation takes
just 48 hours and commission levels can
reach 25% on placement and on renewal.
Provision of GI can be quick and simple.
You can compete in the market, and rest assured that your clients have the cover they
need. Be honest with your clients regarding
price comparison websites – things are not
always what they might seem and, when
the worst has already happened, there is
little to be done.
There is no need to steer away from what
seems like an overly complex case either, as
you have the full support of the SimplyBiz
Mortgages team to point you in the direction of a suitable provider. Alternatively,
if you either don’t have the time, or would
just rather not spend your time in this way,
then why not put in place a referral system
so that you can discuss GI with your client,
establish the full extent of their needs and
then you, or a member of your back office
team, can quickly refer on.
To learn more about how to best access
and use the panels or to get started with a
simple to use referral scheme, speak with
our Mortgages team on 01494 439160.

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

Highlights:

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

1 Compliance approved quote packs generated
from within the online systems

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

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

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

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

Click

Call

Refer
Brought to you by
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EVENTS

New for 2018, join us on 14 May,
when our ever-popular Advice Show
broadcast brings you an MI special,
providing you with two hours of
insight into the mortgage, insurance
and protection markets and the
opportunities that lie ahead.

Part 2: Protection

Part 1: Mortgages

We will also look at how providers can work with advisers
to build customer awareness of protection and explore
opportunities for growth in diﬀerent markets.

10:30 – Market outlook
CEO of SimplyBiz Mortgages and newly appointed AMI Chair,
Martin Reynolds and Esther Dijkstra, Director of Strategic
Partnerships at Lloyds Banking Group provide a unique insight
into the current mortgage, insurance and protection markets.

10:55 – Lending in later life
The dynamics of today’s client is changing. More and more
people are living longer and as such, their ﬁnancial needs
are changing. In this special feature, Jon Tweed, Head of
Intermediary Sales, OneFamily and Keith Barber, Director of
Busienss Development, Family Building Society, join Martin
Reynolds to take a look at the growing lending in later life
market – we will look at the changing needs of today’s client,
the growth of interest only mortgages, why ER should not
always be the ﬁrst place to start and much, much more.

11:30 – Developments in the protection market
Our panel of experts take a look at the opportunities for
growth in protection business and at some of the market
disruptors, including online and ‘robo-advice’. We will be
asking how they, as providers, can build ﬂexibility in their
propositions, recognising diﬀerent adviser models and what
enhancements they can make to the adviser and customer
journey.

Featuring Mark Cracknell, Head of Protection Distribution,
Aviva; Peter Hamilton, Protection Management Director,
Zurich and Nick Erskine, Head of Intermediary Sales, AIG.

Part 3: Insurance
12:05 – The world of GI
In this session we will put GI under the spotlight. We will look
at the real need for cover and why clients need your support.
We will look at how you can compete with aggregators and
provide some real insight into where the market is going.
Featuring Jason Berry, Director of Sales, Uinsure and Martin
Reynolds, CEO, SimplyBiz Mortgages.

12:30 – Regulatory special
A look at some of the issues to be aware of for a regulatory
perspective, including product transfers, GI referrals and
more.

Register your place now at www.theadviceshow.co.uk and tune in on 14 May 2018.
MI Live will then return in November for more insight and discussion about the important matters of the day.

www.simplybizgroup.co.uk

If you provide mortgage
advice, you need to attend
Mortgage Showcase.
Wednesday 27 June 9am – 3pm
Heart of England Conference
& Events Centre
Meriden Road, Fillongley, Coventry, CV7 8DX

Mortgage Showcase follows a tried and
tested format giving you the opportunity
to speak with a marketplace of lenders and
providers plus other supporting services.
Their availability gives you the opportunity
to discuss your clients and business needs
in depth with their representatives who
will be available all day.
In addition, you will also have access to
a highly insightful seminar programme
to ensure you get the inside track on
what’s happening in and across the
sector, the key topics, opportunities and
tips and hints regarding how you and
your clients can get the most form your
conversations.

We will also host a couple of panel
debates that will allow you to hear
from key industry personal on a variety
of matters, thereby arming yourself
with useful information keeping your
knowledge one step ahead of the
competition.
All this, plus the opportunity to network
with peers across break times and lunch.
You can even count your time in our
seminars as a contribution to your CPD.
You can view the full agenda on
our website:
www.mortgageshowcase.co.uk.

Following on from the success of our ‘Best of the Best’
mortgage masterclasses at the start of the year, we are
pleased to bring you three further rounds of masterclasses
covering general insurance, equity release and specialist
lending. These half day events will feature a number of
presentations from our partners on the shared theme of the
round and you will qualify for unstructured CPD.
These masterclasses are sure to be popular, so book your
space now: email mortgages@simplybiz.co.uk, call
01484 439160 or log into your SimplyBiz or Compliance
First website and visit the SimplyEvents site available on the
‘Events, Webinars and CPD’ tab.
GENERAL INSURANCE

SPECIALIST LENDING

Tue 3 July

Watford

Village Hotel London/Watford

Wed 4 July

Swansea

Village Hotel Swansea

Thu 5 July

Exeter

Exeter Court Hotel

EQUITY RELEASE

Tue 10 July

Durham

Wed 11 July

Huddersfield

Hardwick Hall Hotel
The John Smith’s Stadium

Thu 12 July Derby/Nottingham Holiday Inn Derby/Nottingham M1 J25
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Tue 17 July

Ipswich

Holiday Inn Ipswich-Orwell

Wed 18 July

Brighton

Stanmer House

Thu 19 July

Swindon

Village Hotel Swindon

Tue 21 Aug

Glasgow

Hampden Park

Tue 4 Sep

Solihull

The Limes Country Lodge Hotel

Wed 5 Sep

Nottingham

Thu 6 Sep

Wakefield

Village Hotel Nottingham
Cedar Court Hotel

For the use of mortgage intermediaries
and other professionals only.

A DEAL
TO SUPPORT
YOUR
BUY TO LET
REMORTGAGE
CLIENTS
We understand that the Buy to Let remortgage
process can be costly for your clients.
That’s why we’re offering your clients our best
deal possible to reduce the cost – £500 cashback
on Buy to Let remortgages. We also offer
additional support through free standard legal
and valuation fees.
For more information, speak to your Business
Development Manager or visit bmsolutions.co.uk

Visit
bmsolutions.co.uk
If you do not have professional experience, you should not rely on the information contained in this communication, if you are a professional and you reproduce any part of the information contained in this communication to be used with
or to advise private clients, you must ensure it conforms to the Financial Conduct Authority’s advising and selling rules. Birmingham Midshires is a division of Bank of Scotland plc. Registered in Scotland No. SC327000. Registered Office:
The Mound, Edinburgh EH1 1YZ. Correct as of January 2018.

