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Hello, and welcome to the summer edition of MI Magazine.
We have another great publication for you today, filled with topical and valuable articles and updates on a wide
range of protection, mortgage and general insurance issues from key partners and members of The SimplyBiz
Group team. In this edition (page 38), we also have the results of some research that we’ve conducted with
you at recent Protection Events, and I think you’ll find them very interesting, if not surprising. Being able to
gather this data from you, the people actually out there conducting business, allows us to be able to spot
trends in the market, and identify areas in which you might need enhanced support.
Our Mortgage and Protection Events are a fantastic way for the SimplyBiz Mortgages staff to get to know you
face-to-face, and chat about a broader scope of areas than we’re usually able to over the phone or by email.
More importantly, you’re able to see presentations from a number of lenders and providers in one place,
network with your fellow advisers and brokers and maybe even get a nice spot of lunch at the same time!
To make sure you don’t miss out, you can see our events programme for the rest of the year on page 34.
As usual, this edition also contains a number of compliance, policy and regulatory updates, which we hope you
will find useful, if not necessarily enjoyable! Don’t forget, our compliance team are always on hand to help if
you are left with any outstanding questions.
As always, we’d be delighted to hear your feedback on MI Magazine,
particularly if there’s anything 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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ELIZABETH COYLE

Policy and Compliance Manager
The SimplyBiz Group

In Quarterly Consultation 18, Ageing population and
financial services, published in September last year, the
FCA outlined the findings from a project that explored how
the ageing population would impact the financial services
industry.
When discussing the need for this review,
the FCA stated: “It’s well established that
the UK population is on average getting
older. It is plausible that one in three babies
born today can expect to celebrate their
100th birthday. While one in six of the UK
population is currently aged 65 and over,
by 2050, one in four will be. This changing
demographic will have ramifications for
public policy.”
As expected, the research revealed that not only are people living
longer, as outlined above, but that
‘traditional’ life cycles are no longer
the norm for the majority of people.
In specific relation to the mortgage market, the regulator commented: “For many older consumers, housing
forms a sizeable portion of their wealth in

later life. Older consumers may want – or
need – to use their housing equity to support their financial needs while remaining
in their home.
“In light of pension shortfalls, housing
equity will continue to play a key role in
later life and retirement planning. It is important that the right products and services
are available to meet the needs and requirements of older consumers throughout their
lifetimes.”

Addressing vulnerability
Whilst elderly clients are not necessarily
vulnerable, there is a greater chance that
they will experience vulnerability at some
point, particularly those aged 75 years and
over, who currently represent the fastest
growing segment of the UK population.

www.simplybizgroup.co.uk

The aim is to provide access to mortgage
finance for older consumers with reliable
retirement incomes, who can demonstrate
their ongoing ability to afford to make interest payments. This could include those
with maturing interest-only mortgages
without sufficient funds to repay them in
full. A number of specific proposals were
made:
1 Create a new defined term of a
‘retirement interest-only mortgage’
and to change the treatment of loans
meeting this definition from being
regulated under our equity release
standards, and to instead treat them
as standard mortgages
1 Restrict the sale of retirement
interest-only mortgages to older
consumers
1 Remove the requirement to give
irrelevant risk warnings about the
need for savings to repay the capital
outstanding
1 Make clear that for these mortgages,
sale of the property at the occurrence
of a specified life event is an acceptable
repayment strategy

When undergoing this review of the
engagement of the ageing population with
the financial services sector, the regulator revealed that there are risks that their
needs are not being fully met, resulting in
exclusion, poor customer outcomes and
potential harm. However, this harm could
arise from a range of interrelated causes,
including policies and controls that are
not designed around consumer needs and
unintended consequences of retail product
and service design.

Their name is RIOs
The Consultation Paper went on to make a
number of proposals to facilitate a market
in ‘retirement interest-only mortgages’
(RIOs).
Retirement interest-only mortgages are
intended for older consumers. The lender
will not seek repayment of the loan until a
specified life event, such as the customer’s
death or their move into residential care,
when the loan would be repaid from the sale
of the property.

1 Require that if the loan is being
used to draw income, the suitability
assessment where advice is given
must take into account tax and benefit
implications, or the customer must be
referred to a source of information on
this. For all sales, the FCA proposed a
disclosure to the same effect
1 Oblige the lender to disclose any
restrictions on others living in the
property (such as family members or a
new spouse) it chooses to impose
1 Require disclosure that a lifetime
mortgage may be available and more
appropriate
1 Correct the glossary definition of a
lifetime mortgage, by re-ordering
the text, to restore the intention that
entry into all lifetime mortgages be
restricted to older consumers above a
certain age.
Some firms argued that advice should be
compulsory (as it is under equity release) to
ensure customers are aware of alternative
products, and that they are made aware of
the risk of repossession if they do not keep
up repayments. In response, the FCA has
required alternative finance disclosure,
compelling the seller to highlight the ex-
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istence of other options, so enabling the
consumer to seek advice on these other
options if they wish. In practice, most retirement interest-only mortgages will be
sold with advice as is the standard under
the FCA mortgage rules.
Other comments made by firms related
to affordability assessments. In the final
rules, the FCA has given additional guidance on assessments for joint applications
for these loans. The new guidance makes
clear that a change from a mortgage with
a set term to a retirement interest-only
mortgage constitutes a material change and
thus an affordability assessment must be
conducted. Other changes include:
1 Illustrations: the requirement to
give an estimation of the term. Where
the customer is unable to give an
estimate of the term, firms must make
a reasonable assessment to be used in
the illustration and calculation of the
APR or APRC.
1 Disclosure wording: removal of
redundant wording.
1 Waiving of the standard requirement
for firms to review interest-only
customers’ repayment strategies at
least once during the mortgage term.
1 KFI: Section 5 of the KFI for a
retirement interest-only mortgage to
be based on rule 5.6.32R of MCOB and
Section 7, on MCOB 5.6.59R.
1 Addition of a new section to MCOB
7.6 with rules to ensure that the
illustration and other disclosures
specific to a retirement interest-only
mortgage are given if the loan results
from a contract variation.
1 Confirmation that a retirement
interest-only mortgage is not subject
to MCD rules, so a standard KFI may
be used rather than an ESIS.
1 Widening of the application of the
disclosure and advice standards
on tax and benefits implications,
requiring these in all cases where
capital is drawn down.
For more information on RIOs,
vulnerability or regulation surrounding the
ageing population, please get in touch with
our compliance team on 01484 439120 or
at compliance@simplybiz.co.uk
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Don’t let cost
eclipse value
and service
MI met up with Esther Dijkstra, Director of
Strategic Partnerships for Lloyds Banking Group, to
talk about the interim Mortgages Market Study and
its implications.

Esther began her career in management
consultancy with IBM in the Netherlands
and moved to the UK in 2000.
Before joining Lloyds Banking Group,
Esther was the Head of Intermediary
Protection at Scottish Widows, where
she was instrumental in the launch
of ‘Scottish Widows Protect’ into the
intermediary market, which went live
in 2015.
Prior to that, she worked for
Legal & General where she
was Commercial and
Marketing Director of the
L&G Network and UK
Mortgage Club.
Esther lives with her
husband and two
children in Guildford.

The FCA released its interim report of the
Mortgages Market Study back in May. Do
you think it was generally good news, or
bad news for brokers?

In general, good news, since it recognised
that the mortgage market is competitive
and there is no bias from brokers due to
commercial arrangements. The devil is in
the detail!
The report recognises the important role
brokers play in providing choice, support
and advice to customers who are looking
for help in a complex market. The report
also recognises the importance of a broker’s
market experience and that any future development of tools will help brokers provide
an improved customer experience. That
said, the report also indicates a continued focus on fair customer outcomes and
transparency, so there is no room for complacency and all brokers need to consider
how they can further support their customers in the mortgage buying journey.
Does the report suggest that the regulator
is focussing on the right areas in order to
meet its objectives for consumers?

The report looks at a number of areas for
both new and existing mortgage consumers, especially in ensuring they are fully
informed and have support available to
make the right choices when choosing a
mortgage and broker. There is a focus on
helping consumers switch providers, which
has to be positive for the mortgage market.
The report draws attention to the current
limitations on the tools available to both
consumers and brokers, something I think
we can all recognise, and although there is
progress being made in this area by lenders,
brokers and fin tech companies, this will
not be an easy one to solve quickly. I’m also
conscious that part of the report emphasises the importance of price to consumers
and, whilst I recognise this as a key factor
in consumer choice, it is necessary that we
do not lose focus on overall value and other
key areas that define advice, such as service.
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Does the report throw up any new insight
into the size and make-up of the mortgage
market?

I think an interesting part of the report
in respect of the market is the insight it
provides into the size and make-up of the
product transfer market. The 2016 numbers collated from the responses suggest a
product transfer market much larger than
previous estimates. This in turn, shows that
2017’s actual and 2018’s estimated market will also be much higher showing the
importance of visibility in this key sector
to brokers.
It’s an unfortunate fact that consumers
often consider costs to be the most
important – or sole – factor when
considering a product. Do you think clients
need to be educated into considering
a more holistic view of their financial
affairs? And where does the responsibility
for delivering that education lie?

A customer wants to know; how much
can I borrow and what will that cost on a
monthly basis? So price will always be a
key factor when consumers are considering
their mortgage options. Whilst there can be
an increased complexity with mortgages,
this view is no different to other financial
commitments including savings, banking,
home insurance and protection. Helping
customers appreciate their own particular
financial needs and circumstances will
always be a necessity and will support
an understanding of value beyond price
alone. Therefore, it’s important that we all
play a role in educating people about the
factors that should be considered during
the mortgage lifecycle. As banks, building
societies, lenders and intermediaries, we
are all well placed to inform consumers and
have a responsibility to help support them.
As an example, at Lloyds Banking Group we

I would expect brokers
to embrace forward
thinking, customer
focussed training
and drive this as a
relationship tool that
adds real value to their
business.
are currently designing our marketing and
advertorials to be more informative, with
the intention of helping brokers add more
value to customer interactions.
In our recent MI Live broadcast, you
mentioned that Brexit was a concern
for many you had spoken to in the
construction industry. Do you think these
concerns are well founded?

Despite the Government’s recent commitments to housebuilding, the outlook for this
sector looks like it will remain tough, with
the uncertainty around Brexit’s impact on
the economy playing a role. Furthermore,
Brexit is predicted to impact access to labour, with expectations that the number of
available skilled workers will fall, making
it difficult to maintain current levels of
housebuilding at around 200,000 homes
per year. In addition to Brexit, there are
other challenges in the shape of availability/
suitability of land and the ability to secure
timely local infrastructure and utilities.
So, some significant areas of challenge, but
let’s not forget this is an industry that has
demonstrated resilience in the past.

Helping customers appreciate their
own particular financial needs and
circumstances will always be a necessity
and will support an understanding of
value beyond price alone.
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Would you like to see regulation
introduced to formalise the amount,
and type, of CPD that mortgage brokers
and advisers need to attain each year?
Would you like to see changes to broker
qualifications?

As a lender, we view professionalism and
expertise as important factors in ensuring
the right customer outcomes and maintaining high standards and quality of business.
The current CPD has proven to provide an
effective tool in developing and maintaining
the high standards we see from our broker
panel today. The key is ensuring that this
doesn’t just become a tick box exercise and
instead provides a framework of continuous
development for skills, knowledge and behaviour. As customers become more aware
of good service, through the development
of unofficial accreditation tools and social
media, I would expect brokers to embrace
forward thinking, customer focussed training and drive this as a relationship tool that
adds real value to their business.
What does Lloyds Banking Group have
planned for the rest of 2018?

A key element of our 2018 Helping Britain
Prosper plan is ‘Helping People’ and, as
part of this, ‘Helping Britain get a home’.
Therefore, we will continue to focus on
our commitments to helping first-time
buyers take the first step on to the property
ladder and to new build lending alongside
our other commitments under the plan of
helping business, communities and the
environment.
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Helping you A
onto the
equity release
ladder

viva has created an online
hub to help financial advisers support clients with
equity release as part of
their retirement planning
services.
Containing guides, exam support and
four structured CPD-accredited video
modules, the hub is designed to make it
easy for advisers not yet qualified in equity
release to learn more about it and consider
advising clients on it.
In addition, it also caters for qualified
equity release advisers, providing support
to help them generate more leads and have
better client conversations.
Alistair McQueen, Head of Saving and
Retirement at Aviva, said: “This hub has
got everything an adviser will need to learn
about how equity release can help their clients and their business. Whether they’re
new to equity release, already qualified –
or even if they simply want to refer leads

A new equity release ‘hub’ has been
set up to help advisers benefit from the
burgeoning lifetime mortgage market.

ALISTAIR McQUEEN

Head of Saving and Retirement
Aviva
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– we’ve got plenty of support to help them
take the next step.”

How big is the opportunity?
Aviva has created the hub in response to
increasing interest in equity release in recent times, with the Equity Release Council
reporting that 2017 saw a 42% rise in the
market.
Mr McQueen said: “In the past, advisers
and consumers routinely dismissed lifetime mortgages as a last resort for desperate
homeowners needing to free up funds in
retirement – funds that could’ve been best
left locked up in bricks and mortar.”
“There’s no doubt that equity release has
a crucial role to play in later-life planning.
And, with the market opportunity only set
to grow, now is a great time for advisers to
establish a strong foothold in this exciting
marketplace as equity release continues to
carve out a reputation as a credible, powerful option for retirement lending.”

Clients of all kinds
A growing number of clients aged 55 or
over – even those at the more affluent
end of the spectrum – are now turning to
lifetime mortgages as a way to unlock the
substantial wealth they have built up in
their property.
And it’s no longer just about accessing
capital for home improvements or a oncein-a-lifetime holiday. Instead, lifetime
mortgages are increasingly offering homeowners a common sense, tax-efficient way
to consolidate debts, supplement retirement
income, or to help younger family members
via a living inheritance, a contribution to
education costs or a leg up onto the property
ladder.
“For many clients, a lifetime mortgage
could represent a real financial lifeline. But
some are still unaware of lifetime mortgages, while others are put off by outdated
misconceptions. Making the most of this
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growing market opportunity calls for a
coordinated approach from professionals across the board, backed up by robust
messaging that communicates the potential
benefits in a clear and balanced way.
“Napoleon once described the British as
a nation of shopkeepers. These days, we’re
a nation of homeowners, and that points
to a huge opportunity for advisers,” added
Mr McQueen.
To learn more about the equity release
opportunity, visit Aviva’s equity release
hub at www.aviva-for-advisers.co.uk
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ments until the customer dies or moves into
permanent care, at which point the capital
is repaid. Borrowers can also make overpayments of up to 10% a year from day one with
Hodge Lifetime. The RIO 55+ is available on
a 2 year discount or 2 and 5-year fix, with
rates from 3.44%. It has a maximum LTV of
60%, minimum property value of £100,000
and offers loans from £20,000 to £1 million.
The mortgage can be used for purchase or
re-mortgage, and is available via regular
mortgage advisers.
RIO mortgages are affordability-based
products, so they do require a provable
income, but their very existence means
borrowers, including those who don’t meet
the criteria of high street lenders, now have
options.

The adviser opportunity

STEVE COX

Business Development Director
Hodge Lifetime
In 2016, lifetime mortgages accounted for
just 1%(1) of total mortgages arranged; a figure
that’s likely to rise, thanks to the Financial
Conduct Authority’s (FCA) spotlight on this
area of the market.
The regulator says as many as 600,000(2)
of the current 1.7m UK borrowers with interest
only mortgages are due for maturity by 2020,
and further maturity peaks are expected in
2027/28 and 2031(3). The estimated average
shortfall for clearing the ‘capital’ on these
loans is not insubstantial at £50k(2).
Rightly concerned for the borrowers on
interest only mortgages who have shortfalls
in their repayment plans, the FCA has acted
and updated its rules on how interest only
mortgages are sold and advised on, paving
the way for industry level change.
The outcome? The reclassification of
Retirement Interest Only (RIO) mortgages
to ‘standard’ rather than ‘lifetime’ or ‘equity
release’ plans, which opens up availability of

these products to customers via intermediaries. Put simply, the hundreds of thousands of
borrowers trapped by a lack of capital to repay
their mortgages have been thrown a lifeline
that means they potentially can stay in their
homes for as long as they want.
Traditionally, borrowers unable to repay
the capital element of their interest only
mortgages at maturity had three options:
downsizing, sell or equity release. With the
change in rules they now have an alternative
option in the form of a RIO mortgage.
These mortgages, available without a
fixed term, are repaid on a specified life event
such as the customer’s death, or a permanent move into care. Cue a host of lenders,
including Hodge Lifetime, launching a range
of mainstream solutions to later life and older
borrowers not previously available.
As an example of how RIO mortgages
work, Hodge Lifetime’s RIO mortgage, the RIO
55+, requires interest only monthly repay-

Whilst this creates a much-needed lifeline for
otherwise trapped borrowers, it’s also opening up a huge new opportunity for advisers.
Borrowers will need support in choosing a
product that effectively gets them out of the
‘blackhole’ they were facing. And because
RIO mortgages aren’t equity release products, they can talk to their regular mortgage
adviser or IFA.
So, far from being underserved by mortgage providers the aging population is about
to find a whole host of accessible products
are available to them offering flexibility and
choice.
Whilst equity release products will still
play an important part in later life lending
(the equity release council recently reported
equity release is attracting twice the number
of customers as five years ago) advisers now
need to understand the world of RIO mortgages and interest only mortgages if the creation
of this new flexible market is to fully serve
customers. With some core differences to
traditional mortgages, and some residual consumer wariness over equity release products,
the rule change from the FCA will need expert
intermediary support to be successful.
The intermediary market clearly has a vital
role to play in this new paradigm; it’s at the
very heart of providing great outcomes for
customers who need to get things right with
what could be their ‘last’ mortgage. Many
borrowers will hear the word ‘mortgage’ and
assume they are too old, when in fact as a
population that’s living and working longer
than ever before there is no reason why they
shouldn’t have a range of flexible options to
suit their circumstances.
So, the key to the success of this market,
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for the initial tranche of customers maturing
from mainstream mortgages at least, will be
to build product awareness and understanding of the new flexible options available in
the market.
As a starting point, overcoming some ingrained product myths about later life lending
will be important – its certainly something
we’re finding at Hodge. So as we start the
journey towards this ‘new future’ here are the
main myths we need to overcome as I see
them, and my thoughts on how we overcome
them.

Seven myths about later life
lending
1. As an ‘older borrower’ the only option
available is equity release.
We need to demonstrate that actually, it’s
not. Broadly speaking older borrowers have
two options available to them, equity release
or a residential mortgage.
Residential mortgage: Providers like
Hodge Lifetime offer mortgages specifically for older borrowers, like the Retirement
Interest Only 55+ (RIO 55+) mortgage and
the 55+ mortgage. In the case of RIO 55+,
borrowers make interest payments every
month and then repay the capital part of the
loan when they die and the home is sold or if
they move into long term care or choose to
downsize. Both the 55+ mortgage and the RIO
55+ mortgage take employment income as
well as post-retirement income into account
and are open to applicants aged over 55. The
55+ mortgage is basically a ‘standard’ interest
only mortgage that runs for a minimum of 5
years or until a maximum age of 95, giving
borrowers an option for an ‘extended’ mortgage whilst the RIO 55+ doesn’t have a set
end term at all, and can run until the borrower
passes away, moves into long term care or
chooses to sell their home.
Equity release: There are a variety of equity release products available on the market,
from the more traditional options where interest is accumulated throughout the life of the
product and repaid when the customer dies or
sells the property to move into care, or hybrid
products where borrowers can make monthly
interest repayments for a period and switch
to ‘rolling up’ the interest at a later date, like
Hodge’s ‘Retirement Mortgage’.
2. The customer is too old to apply for a
mortgage.
Not with all lenders, and for advisers the
scope of products available is increasing.

Hodge Lifetime will accept applicants up to
the age of 85. Some products have fixed terms
for repayment whilst others like RIO run until
death or entry into long term care.
3. My customer has already been turned
down by their existing lender so this
case will be very hard to place.
Not necessarily. Whilst some high street
banks are unable to offer mortgage products to older borrowers or offer them over
a long enough term for repayments to be
affordable, some specialist lenders will consider retirement income alongside any other
financial commitments the customer has. So
just because they’ve been turned down by a
mortgage from a standard lender, it doesn’t
mean they won’t be able to get a mortgage
later in life with a specialist lender.
Alternatively, standard equity release
products are not affordability based, and
may not include credit checking as standard.
4. Pension income won’t count in the same
way a fixed salary would.
False. Later life specialists will take pre-retirement income as well as existing or expected
retirement income into account in the same
way they would employment income.
Remember though, standard equity release products are not income dependent so
having little/no retirement or employment
income may not exclude your customer from
these product types as an alternative.
5. Later life lending will be really expensive
with little choice or flexibility.
Typical equity release pricing has fallen in the
last couple of years and indeed the products
look and feel far more like high street mortgage products than ever before.
When it comes to later life mortgages,
a range of product options including fixed
rate deals are available – for example Hodge
Lifetime’s RIO 55+ mortgage offers a choice
of a 2 or 5-year fixed rate giving borrowers
choice over products. In addition, products
like the RIO 55+ don’t have an end term, giving
flexibility that standard mortgages don’t offer.
6. If the customer’s circumstances change
they will be stuck with huge early
repayment charges.
Early repayment charges (ERCs) vary across
the market, it’s true that there are equity
release lifetime mortgage plans currently
available where ERCs can be variable for life,
and can be as much as 25% of the loan size.
However in recent years we’ve seen a huge
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increase in the number of plans available with
Downsizing Protection features, as well as a
growing number of plans with fixed ERCs but
typically for both equity release and standard
mortgages for older borrowers, ERCs range
between 5 and 10 years on average.
A benefit of the RIO product range is that
the ERCs are on a par with term residential
mortgages, and are typically no more than
5% and are fixed for between 2 to 5 years.
By staying in touch with you as their
adviser, you can also support them as their
circumstances change. For example, if a RIO
mortgage is taken but later the customer
needs to move away from making regular
monthly interest repayments, equity release
may become appropriate depending on the
customers age and LTV requirements at that
point.
7. If the customer can’t repay the capital
at the end of the mortgage they will be
forced to sell their home.
It depends on what product has been selected. Whilst standard residential interest only
mortgages that run into retirement require
full capital repayment at the end of the set
term, others like the RIO 55+ don’t require full
repayment until the borrower dies or moves
into long term care or decides to downsize
– the key point of many of the new products
that we need to share.
Later life lending has been designed to
avoid forcing borrowers out of their homes
by offering a range of products and solutions,
with equity release products, which are only
repayable when the customer dies or goes
into permanent long-term care sitting alongside new RIO mortgages.
Advisers can find out more about
Hodge Lifetime’s products by visiting:
www.hodgeforintermediaries.co.uk
Sources:
1. www.fca.org.uk/publication/market-studies/ms16-2-2interim-report.pdf
2. www.fca.org.uk/news/press-releases/fca-publishesfindings-review-interest-only-mortgages-and-reachesagreement
3. www.fca.org.uk/news/press-releases/fca-urges-action-oninterest-only-mortgages

14

MI Magazine • August • 2018

LATER LIFE LENDING

The end of 2017 saw a record number of
clients taking out equity release plans and
using this as method of generating a much
needed income boost. In November alone,
the average amount being released from
property was equity as high as £83, 946,
and the number of clients taking out equity
release plans was up by 1.2%. What does
this show us?

Older clients

SCARLETT MUSSON

Business Development Director
APS Legal & Associates

Not only does this suggest that pensions
alone are not covering the cost of living for
the older generation, it also suggests that
spending habits are changing dramatically.
Statistics show that, of all the plans taken in
the first half of 2017, 30.9% of those taking
the plans were aged 70–74. Where saving
used to be the priority for most people of
this generation, concerns over maintaining
a certain lifestyle is likely to be at least a
small contributor to this increase. Whatever the cause of the increase in equity
release plans, this is something that once
again highlights the importance of a Prop-
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What can be done?

When a client approaches
their mortgage broker for advice
on equity release, that advice
should cover estate planning, both
for their lifetime and beyond.
erty and Financial Affairs Lasting Power
of Attorney (LPA) or a Power of Attorney
(PoA) in Scotland, and should therefore
be made a priority in the conversations
mortgage advisers have with their clients.
When a client seeks an income through
equity release, they often turn to their
mortgage adviser for guidance on how
much, realistically, they can withdraw from
their property, and either agree a timescale
for these payments, or to take it as a lump
sum. However, what happens to this plan
if the client then loses capacity?
Many clients assume that a spouse or
other family member is able to access the
drawdown fund and manage their finances
and assets, whilst also ensuring it is used
to fund the required lifestyle of the client.
The reality of the situation is, sadly, very
different! Once a person loses capacity, their
access to any further drawdown is generally
curtailed – this is even the case for couples
where one person retains capacity and joint
signatures and consent are required. The
only way to resolve this problem would be

to apply for deputyship – a very long and
extremely expensive procedure*. Hence,
in this scenario, the client and their family have hit a problem, and the question is
whether this is an issue their adviser could
have warned them about?

Female clients
In recent months, we have seen a record
number of women taking out equity to be
used as a top-up to their pension income.
Whilst only 23% of men feel they need to
use equity release as an income top-up, the
situation is rather different for many single
women. One of the main causes behind this
is that many women take several years out
of their careers to bring-up their children.
This payment break results in less being
paid into a pension, meaning that, when
they reach retirement age, their pension
is significantly lower than most men’s
pensions and is often not providing their
expected income (approximately £20,000
per annum). Hence, in this situation, equity
release remains one of the only options.

Although mortgage brokers are generally
increasing their awareness in estate planning, and are asking their clients if they
have a will (in line with the FCA standards),
a significant percentage are not confident
in discussing the potential risks associated
with loss of capacity and how this effects
equity release. Ultimately, this leaves the
client open to the risk of their assets being
frozen, including their lifetime mortgage.
An LPA/PoA could solve these problems
by appointing somebody to oversee the client’s finances and assets. An attorney has
the legal right to access the client’s income,
including that from an equity release plan,
and using this to ensure all bills and living
costs are paid on time and, if applicable, to
cover costs of care too.
Once the LPA/PoA is in place and the client has been fully advised and understands
the full process, what are the red flags?
1 Being an attorney is a significant
and important role, so it needs to be
someone the client trusts.
1 Have the right powers been put in
place to ensure that the attorney has
the ability to make decisions about the
level of care required?
1 Consider whether more than one
attorney is needed and whether the
appointed attorney(s) are available to
assist the client when needed.
When a client approaches their mortgage broker for advice on equity release,
that advice should cover estate planning,
both for their lifetime and beyond. Not only
does this mean you are protecting your
existing client, it also means you open the
door for the next generation to approach
you for advice, thus feeding back into your
core business.
To speak with a professional for advice
or to become involved, please feel free
to contact us on 01909 531751 or at
enquiries@aps-legal.co.uk
Sources: Wills and Probate and JUST: Key retirement process.
* www.gov.uk/become-deputy
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The mortgage industry must get it right for
older borrowers, says Charles McDowell,
Commercial Director, Mortgages at Aldermore.

CHARLES McDOWELL

Commercial Director, Mortgages
Aldermore

L

ending to older borrowers is
going through a revolution.
This is a sector of the market that can only get bigger,
yet has, so far, been woefully
underserved by lenders. But
things are changing.
Lenders and regulators have woken
up to the need for a thriving, competitive
and transparent later life lending market
that provides solutions to homeowners in
retirement.
There’s an enormous demand for borrowing options in later life and we need
to get this right for the growing number of
older people in our society.
Mortgage brokers are an essential part
of the later life lending process, because of
the professional and independent advice,
guidance and support you provide.
Now is the time for you to get up to speed
with what’s on offer and be ready to help your
clients throughout the mortgage life cycle.

Size matters
Lending to retirees is a significant area of
growth. It’s estimated that lending to older
borrowers was worth £65bn in 2017, and
this is expected to grow to £142bn by 2027
alone(1).

That figure is a considerable underestimate in my opinion as it assumes no change
in lender propositions, broker advice or
borrower behaviour. In fact, we are already
seeing those changes happen.
In the past, many borrowers had repaid
the majority of their mortgage by retirement, and they certainly weren’t looking
for additional borrowing.
Today there are plenty of borrowers part
way through their mortgage at retirement or
who want to borrow into retirement. Plus, of
course, we have the growing equity release
sector, which marked £3bn in lending in
2017.
This large and growing later life lending
market is driven by social and demographic
changes, and it’s finally starting to be supported by lenders.

expectancy at birth for females is estimated
to be 85.1 years by 2026 and 82.1 years for
males.
But the mortgage market has long been
set up for a 70-year life, and it’s only just
starting to change. It is clear that large
numbers of people working now will hit
100, and living into our 90s is not unusual.
Not only do we have an increasing proportion of older people in the population but
they are wealthier, with more assets than
ever before.
There is now £1.5tn locked up in housing
equity(2) but many of these people don’t have
liquidity and we need to find new ways for
them to access their wealth.
They need mortgage options for a wide
variety of reasons:

Living for longer

1 to help their own children, or
grandchildren, onto the housing
ladder,

Society is changing. As a result of improved
healthcare and lifestyles, we are living for
longer, we are working for longer and we
are healthier and wealthier into older age.
By 2046, the number of over-65s is projected to have grown to nearly a quarter
of the UK population (Office for National
Statistics). Life expectancy in the UK is
also expected to continue increasing; life

1 to fund their longer retirement,

1 to pay off an interest-only mortgage,
1 to renovate their house and ensure it is
suitable for their older age,
1 to enjoy themselves, travel and live the
way they want to in later life.
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Ready for RIOs
We have recently seen the reclassification of
interest-only retirement mortgages, which
is a positive step to increase the available
mortgage options for older borrowers.
Hopefully, more lenders will move into this
sector over the coming year.
We are also seeing hybrid products
– deals where the borrower starts off by
making monthly interest repayments but
can roll up the interest later in the deal
when the time is right for them.
Some smaller building societies have already scrapped maximum age limits while
specialist lenders offer a range of borrowing
options, providing much-needed choice.
We are going to see a lot more product
innovation in later life lending, coming from
specialist lenders, the mainstream market,
mutuals and the equity release sector. Ultimately, that increased competition is great
news for older borrowers.

What has Aldermore done?

What about equity release?
Equity release has an enormous role to play
in this sector.
It has a advantage over mortgages for
older borrowers, because there is no affordability testing. From the lender’s point
of view, it’s all about the equity. In very simplistic terms, they are taking a risk on value
of the property, not on the creditworthiness
of the borrower.
It’s a really important product for those
borrowers who don’t have the income to
meet affordability criteria. If you take a
crude example of lenders offering up to
four times income, then you would need a
£25,000 income to get a £100,000 mortgage.
Clearly, many older borrowers won’t
have that sort of income in retirement, but
they will own a home from which they want
to release equity. The lifetime mortgage
route could be an option worth exploring
for such clients.
But for those borrowers with an income –
and there are many – you have to look at the
effect of compounding interest on a lifetime
mortgage, especially on a younger retired
borrower who could afford interest-only
repayments. Maybe they have a decent
pension, a property portfolio, a part-time
job, or all three.

At Aldermore, we launched a range of later
life mortgages in May, up to 75% LTV on
repayment deals and 60% on interest-only,
and we will accept ‘sale of property’ as a
valid repayment plan.
We have increased our maximum age
limits to age 99 at end of term, and age 85
at date of application.
It’s this age at application which is most
important, because it gives people borrowing options throughout their life, not just in
the few years following retirement.
We underwrite our mortgages from an
affordability point of view, looking forward
over the mortgage term to work out when
the tightest years might be.
For example, we might look at an older
couple and work out that the leanest period could be after the death of one partner,
taking into account both incomes, life
insurance policies and pensions. We run
multiple scenarios with our affordability
check over the life of the mortgage to see
how the borrowers would be impacted.
This allows us to have confidence that we
are lending responsibly and appropriately.

Partnership with brokers
We see this as a partnership with the intermediary market, and part of our business
that will evolve as it grows.
We are planning to adapt our products
in the coming months and years as we work
with more brokers and their older clients.
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Of course, we recognise that these mortgages are harder, more complex and more
time consuming for you to advise on and
arrange. That has to be reflected in the proc
fee, to recognise your additional work, and
we currently pay 0.75%.
We’ve already had a good volume of deals
since launching with brokers, but it’s also
been clear that the work is more involved for
what are smaller-than-average mortgages.
However, many later life mortgages are
being taken out to assist family members
onto the housing ladder. They often come
hand-in-hand with a first-time buyer deal,
and the protection that goes alongside that,
so you are helping the whole family and
gaining more than one loyal client.

Next steps
The call to action has finally been heard
by the UK mortgage industry and we are
beginning to change how we assess lending
to older borrowers.
I still believe that those in retirement are
not well served by lenders, and there’s a long
way to go, but we have definitely seen a shift
in the market in 2018. This was boosted by
the regulator’s decision in the spring to reclassify retirement interest-only mortgages
away from lifetime deals to improve options
for older borrowers.
But, in my view, later life lending will
remain predominately the realm of specialist lenders.
There are multiple streams of income
involved as well as complicated affordability testing and what-if scenarios, and this
complexity demands a degree of personalised underwriting.
You also need processes built in that ensure you can identify vulnerable customers,
look after them throughout the life of the
deal, and have clear policies on forbearance
for example. I struggle to see how we can
commoditise this type of product.
That’s where brokers have an advantage
because these borrowers really need professional advice and guidance.
By making sure that you are geared up
to offer that advice you can help your clients and their families through the whole
mortgage life cycle, take advantage of this
potentially huge market.
Find out more about our Later Life
Mortgages and how they can help your
older clients.
Sources: 1. More2Life; 2. Age Partnership

Working with you
We understand the challenges of today’s mortgage market and we’re
committed to delivering practical solutions for brokers.
Here are some of the things we’ve done in the last 12 months:
introduced an automated product transfer process and procuration
fees on residential and BTL retention business
launched a Help to Buy refinancing calculator and guide to help you
explore the different repayment options for your clients who are due
to start paying interest on their HTB equity loan
introduced lending up to 90% LTV, where there’s an incentive of up to
5% of the purchase price for new build houses (maximum 85% LTV
for flats)

“Competitive products,
fast applications and fair
lending criteria are just
a few of the reasons I’ve
been using Skipton for
over 25 years.”
Sam Shibil, Broker

expanded our lending criteria, for example accepting gifted deposits
for Buy to Let business and lending into retirement up to the age of 75.

Call

Visit
Lloyd and Alex,
skipton-intermediaries.co.uk
pictured in conversation

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

Webchat
webchat.skipton.co.uk

0345 266 0973
Email

irmsupport@skipton.co.uk

in Leeds, July 2016.

Twitter
@AskBrokerSupport

Skipton Intermediaries is part of Skipton Building Society. Skipton Building Society is a member of the Building Societies
Association. Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential
Regulation Authority, under registration number 153706, for accepting deposits, advising on and arranging mortgages and providing
Restricted financial advice. Principal Office, The Bailey, Skipton, North Yorkshire BD23 1DN. Stock Code: 312304_04/06/18
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How a collaborative approach
benefits the client
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as simple and straightforward as possible.
In conclusion the benefits for clients and
brokers are as follows:
For the client:
1 Transferring to another product with
us saves on costs because there are no
legal or valuation fees.
1 Not all lenders are the same, but at
Coventry for intermediaries, many of our
mortgages come without product fees
and all of them are application fee-free.

KEVIN PURVEY

Director of Intermediaries
Coventry for Intermediaries

The product transfer market is growing and brokers
continue to play a key role in advising in this process.
Therefore, it makes sense for lenders to make the
product transfer journey as straightforward as possible
for both broker and client.
Depending on client circumstances, a product
transfer, rather than a remortgage, could be
an attractive option for the client. In 2017
we introduced proc fees for product transfers. We think it is important to recognise
the work done by brokers and believe that
by paying 0.30%, we have struck the right
balance between product transfer and new
business procuration fees. The advice given
by the broker remains consistent and critical.
Changing a mortgage is a big decision –
and having access to expert advice is just
as important when a deal is coming to an
end as it is when we’re looking for your first
mortgage.
Kevin Purvey, Director of Intermediaries
says. “As maturity approaches, we write to
broker-introduced customers to let them
know that their rate is coming to an end but
we always direct them back to a broker. Our
view is ‘they’re your clients, not ours’ and
that’s why we also email brokers to let them
know that we’ve sent a letter out and to remind them that now is the best time to get in
touch with their clients.
“We firmly believe that brokers are in
the best position to give their clients advice.
They can thoroughly review their current
requirements and future plans – and if their
circumstances have changed, they can quickly
understand and advise them appropriately.”

So it’s in all of our interests to nurture the
relationships that we as lenders have with our
brokers, and also to help preserve the relationship between broker and client. There’s no
doubt that a collaborative approach between
lender and broker helps us get the best for the
customer – something we all want to achieve.
To do that effectively, we feel it’s really important to keep brokers at the heart of the
maturity process so that clients looking to
take their next steps can reap the benefits
of receiving professional mortgage advice.
Then, if a product transfer is the best choice
for your client, we need to make the process

1 A broker can reserve a new product
from our whole range well in advance of
their client’s current deal coming to an
end.
For the broker:
1 We have a completely transparent open
transfer policy.
1 A transfer could help reduce the
administration time typically involved
in arranging a new product – we’re able
to keep paperwork to a minimum for
existing customers.
1 We operate a ‘no dual pricing’ policy
for both new and existing customers – a
client simply won’t get a better deal if
they approach us directly and we don’t
encourage them to, in fact, our customer
letters suggest they contact a broker.
For more information and to see the
full product range, go to
coventryforintermediaries.co.uk.
Or call us on 0800 121 7788 – we’re
available Monday to Friday 9am – 6pm.
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In this age of rapidly evolving
technology, mortgage fraudsters – and
the techniques they may employ – are
becoming increasingly sophisticated.
Whilst lenders are responsible for
affordability, intermediaries are
responsible for plausibility.

As a first line of defence, it is important you can demonstrate that you
have a robust framework in place and have conducted appropriate
levels of know-your-client and due diligence to identify and avoid
mortgage fraud.
Below are my top tips on how to remain on red alert for cases of
mortgage fraud:

1. Application vigilence
Be on the lookout for gaps in the address history or signifiers such as
high income for young applicants. There are other red flags for which
you should be aware, including a reluctance to produce requested
documents, particularly to verify income, or identity.
TOP TIP: Ensure that the application contains full covering notes
and an explanation for any situations that are out of the ordinary.

2. Income – employed
BRIAN WILLS

Head of Corporate Accounts
SimplyBiz Mortgages

Does the customer work for the declared employer? Has a landline
office number been given? If not, why not? Does the work contact
number match the details advertised on the company’s website or
directory listings? Are you able to reach the client using the details
they have given you?
TOP TIP: Consider doing further research by checking the
employer out by conducting simple additional web checks
(Yell.com/GoogleStreetview).

www.simplybizgroup.co.uk
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3. Income – self employed

6. Credit history

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

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

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

4. Think like an underwriter
Are you 100% comfortable that the case is genuine, plausible and the
facts are commensurate with the client’s circumstances?
TOP TIPS: Two heads are better than one. Ask a colleague to
check the case over, as it is less likely that two people will miss
something obvious. If your firm has advisers and administrators,
you have perfect opportunity to cross-check.
Don’t treat due diligence as the responsibility of lenders, and
bear in mind that, sadly, you can’t take client information at face
value.

5. Bank statements
Are the bank statements in the expected format? Are they professional
in appearance (with no spelling errors!) and addressed to your client
at the expected residence? Do the credits match exactly those on
the payslip? Are they from the employer that you expect? What
type of payments are they, i.e. BACS? Are there unexpected credits
like lump sums in cash, multiple credits from third parties via online
banking or tax credits if your client is a high earner? Do the balances
and transactions fit with the expected customer profile?
Is the document recent enough for you to be comfortable? If not,
why can’t the applicant provide a more recent document? Does the
statement balance add-up? Are there any discrepancies in the dates?
TOP TIP: Experience shows us that falsified or doctored bank
statements will often contain spelling errors or have irregular
font sizes. Watch out for these signs.

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

7. Occupancy
You need to have carried out sufficient client research and plausibility
checks to be as certain as is reasonable that the client’s declared
intentions of occupancy are genuine. Beware ‘back-door’ buy-to-lets
or vice versa. For example, a client may have had tried to obtain a residential mortgage with a 25% deposit, but failed to pass affordability
and therefore tries to misrepresent their circumstances by passing
it off as a buy-to-let mortgage. Conversely, beware of clients who
try to misrepresent their circumstances by applying for a residential
mortgage, to get a cheaper rate or because they do not fit BTL lending
criteria, when it is their true intention to let out the property.
TOP TIP: Ensure your fact find includes a question that asks if
they have sought advice or submitted an application elsewhere
prior to them coming to you. In addition, consider a client
declaration on their intended occupancy of the property.

8. If in doubt, walk away
Your reputation and relationship with lenders can take years to be
established, and you don’t want to risk jeopardising that because of
one case.
TOP TIP: Sometimes it may be appropriate to ‘walk away’ from a
deal if it doesn’t feel right.
In summary, I believe the key is authenticity and I’d urge you to make
sure you’ve carried out the following four essential steps:
1 A detailed fact-find and questioned the plausibility of the
customers’ situation thoroughly documenting all customer
responses.
1 A thorough address verification checks to ensure correct
information was submitted.

...it is important you can demonstrate
that you have a robust framework
in place and have conducted
appropriate levels of
know-your-client and due diligence
to identify and avoid mortgage fraud.

1 Thorough identification checks.
1 Considered the need to obtain client credit file to check
applicant’s current mortgage and credit commitments.
For more information on keeping your business safe, please visit
our website at www.simplybizmortgages.co.uk, attend one of our
upcoming events or contact the team on 01484 439160.
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Mortgage Market Study

Interim Report:
our view
Released in May this year, the MMR
Interim Report has received mixed
reviews from those in the industry.
As you would expect, The SimplyBiz
Group issued a response to the FCA,
some of the key points of which follow:

ELIZABETH COYLE

Policy and Compliance Manager
The SimplyBiz Group

We note that this review was initiated before the Mortgage Market Review had been embedded, and also the Mortgage Credit
Directive had taken effect. We also note that the study finds that
competition in the mortgage market is working well for the vast
majority of people.
We find the concentration on ‘price’ as the driver of the best
mortgage concerning. Value is predicated on suitability for individual consumers, where cost is a consideration, but the appropriateness of the mortgage loan, and of any other products recommended,
is primary in finding the best deal. The review takes a ‘transactional’
view, rather than focusing on the holistic value of the information,
guidance, and importantly, advice that will include discussions on
protection, and the customer’s wider needs.
Suitability, based on both hard and soft facts, is the bedrock
of advice. Indeed FCA rules, in comparative markets as well as
with regard to customer best interests, are clear that even when
non-advised, the solution offered must meet the customer’s declared needs. This requires discussion with the customer regarding
their needs and circumstances, and then matching these to the
wide variety of products and lenders available in the market. (A
simple comparison of credit files can not suffice in judging whether
the most appropriate deal has been achieved.)
We also have concerns about the lack of consistency in the data
sets used, the inclusion or not of remortgages or internal switches.
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We recognise that the market is not perfect. We would suggest
that the areas where further work needs to be considered include:
1 ensuring that consumer vulnerability is better
considered. This is a particular concern where clients ‘selfserve’, and do not access advice, where issues of vulnerability
are extremely difficult to determine (excepting financial
stress where these details are gathered or disclosed within
the application process).
1 efforts should be focussed on those consumers who are
unable to switch to a better deal, perhaps due to their own
misunderstanding, or an overly strict interpretation by
lenders of MCD requirements.
1 consumer education around the whole mortgage process,
including personal and property protection, should also
be an area of focus, to ensure full understanding not only of
the primary contract (the mortgage) but also where holistic
protection is needed, and how this may be achieved.
Overall, we are unsure why further work of the type and scale
suggested in the review is being contemplated. It is clear from the
report that the FCA see that most consumers are engaged, however
there are areas of overconcentration, which reveal a potential
bias by the regulator towards price comparison sites, and against
advisers.

Q1: Do you have any views on our vision for
the market?
The vision for the market, is one described as a market in which:
1 Borrowers who can afford a mortgage can choose suitable
and good value products and services
1 Firms have a culture of treating all consumers fairly, and
1 Competition and proportionate regulation empower
consumers to make effective choices before taking out, and
throughout the life of, a mortgage.
To a greater extent, we believe the intermediated market already
reflects this vision. An intermediary is required to carry out a
‘know your customer’ exercise, a fact find, before they source a
product, provide a recommendation, and prepare the application to
the lender. This is different from the process where the customers
transacts directly through the lender. Here the fact find becomes
part of the application process, rather than a separate element. This
makes rejection of the advice difficult because of the integration
of ‘underwriting’ into the process. A simplistic focus on price does
not consider these differences in the advice process.
Additionally, it was interesting that Moneyfacts were used as a
source of mortgages available rather than Mortgage Brain, Trigold
or Twenty7Tech which are the systems used by the intermediary
market. This means that being able to quantify products used
versus those available is not a like-for-like comparison.
It remains that an adviser will focus on the suitability of the
mortgage solution with regards to the customer’s needs and circumstances. The outcome may not always be the cheapest loan.
‘Needs’ should not be confused with the lowest price.
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Q2: Do you think consumers should be given
more help to assess intermediaries’ strengths
and weaknesses?
There is a danger that the approach will deliver a fragmented outcome. The current consultation on the new directory for certified
individuals following implementation of the Senior Managers and
Conduct Regime (SM&CR) should be of benefit to consumers in
choosing an intermediary. We do not see there is a need for separate
work focusing purely on mortgage intermediaries.

Q3: What do you think is necessary for this
approach to work and what do you see as the
main challenges?
Such databases are of value to consumers in choosing an intermediary, however we believe there should be parity in the information
provided by all regulated firms. As such we see the information
proposed in CP18/19 ‘Introducing the Directory’, as sufficient and
appropriate to aid in this selection.

Q4: Do you think it should be made easier for
consumers with active regulated lenders
to switch?
Our view is that the focus should be on borrowers who are unfairly
‘trapped’ within their existing mortgage by existing rules, where
lenders unnecessarily deny them access to mortgage products or
lower rates that under the current FCA rules on porting and transition, should be allowed. This may be because of a rigid application
by lenders of the affordability requirements.
There is also a strong argument for making consumers aware of
their ability to switch, and the benefit of receiving advice, or not, on
whether a switch before the end of the initial term is advantageous.
We have concerns that some lenders are sending out limited
product transfer offers in an effort to retain customers. This hampers consumers’ ability to make an ‘informed decision’.
The end result of a switch or transfer should be a mortgage that
is suitable based on needs and circumstances, a result which is
not driven purely by price. The focus should be on fair access to
products and advice, not on the lowest cost solution.

Q5: Which consumers should be covered in the
regulator’s approach?
The inability to switch is not limited to those who obtained a mortgage pre-MMR (which will include self-employed and interest-only
customers). Some customers who obtained a buy-to-let mortgage
before the portfolio requirements were implemented are also finding themselves unable to switch. Borrowers of leasehold properties
with restrictive clauses, such as escalating ground rents, may be
unable to re-mortgage.
It is our view that the FCA needs to take a wider view on consumer detriment to include trapped borrowers as a whole, rather
than just those who pay a reversion rate as cited in the report.
For more information on our response to the Mortgage Market
Study Interim Report, please don’t hesitate to get in touch
with our compliance and policy team on 01484 439120
or policy@simplybiz.co.uk

Supporting you in 2018
your first choice of lender
Let’s go forward

Barclays Bank UK PLC. Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential
Regulation Authority (Financial Services Register No. 759676).
Registered in England. Registered No. 9740322 Registered Office: 1 Churchill Place, London E14 5HP.
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3. Fixed costs in a changing market

Five benefits of five
year fixes for landlords
A longer-term focus could be a smart choice for some
buy-to-let clients, says Sarah Green, Director of
Intermediary Sales at Virgin Money.
Have you noticed a rise in the number of buyto-let mortgages available to your landlord
clients over the last year?
During 2017, the number of landlord mortgages increased by 721 products, or 32% –
from 2,238 in January 2017 to 2,959 as of 15
January 2018, according to Mortgage Brain.
A growing proportion of these deals are
five-year fixed rates, which appeal to landlords looking for protection and security in the
current climate. And who can blame them?
With buy-to-let remortgaging proving to
be strong in the first half of 2018, now is a
great time to remind your clients of the benefits of locking into a rate for the longer term.
1. Stress-testing affordability
As you’ll probably know, new PRA lending
rules introduced in January 2017 mean that
lenders need to stress-test interest rates for
landlords at whichever is the highest of 5.5%
or two percentage points above the pay rate
as part of the loan approval process. In the
current low interest rate environment this
usually means 5.5%.
When combined with rental cover rules,
the stress-test can make it a little harder for
some landlords to get the numbers to stack
up on a buy-to-let deal – particularly in parts
of the country where yields are low.
However, stress-test requirements are
different on rates that are fixed for five years

or more, which has contributed to the boost
in popularity and availability of these deals.
Of course, they will still need to show that
the repayments are affordable.
When you are assessing a client’s affordability it’s also worth remembering that some
lenders – including Virgin Money – will take
personal income into account on top of rental
income.
2. Potential rate rises
The highly anticipated May Bank Rate rise
failed to materialise but the Bank of England
stated that ‘were the economy to develop
broadly in line with the May Inflation Report
projections, an ongoing tightening of monetary policy over the forecast period would be
appropriate’. In other words, rate rises are still
likely. We just don’t know when.
The huge uncertainty created by Brexit
means it’s impossible for even the experts
to accurately predict economic movements,
and therefore, interest rates.
For landlords who have a smaller buffer
against rising mortgage repayments, it could
still make sense to lock in now while rates
remain low and before any potential rise.
Ask your landlord clients how they would
cope if their rate was to rise, and then rise
again. Do they have enough rental cover to
manage increased repayments, or scope to
raise their rent to mitigate them?

Landlords have spent the last few years coping with change, and it’s ongoing. The phasing
of income tax relief withdrawal will go on until
2020/21, with the impact on some landlords’
tax bills increasing year on year.
Add to this the background of economic
uncertainty and it’s clear that if landlords
are able to fix what is probably their biggest
outgoing – their mortgage payment – for five
years, they’ll be better placed to manage fluctuations elsewhere in their finances.
4. Save on remortgage fees
You know that you can only work out the
true cost of a mortgage when you account
for mortgage fees, and this is where longer
term fixes can have a significant advantage.
But your clients may not have considered
the fee issue when they look at the small premium on five-year fixes. They just see the
difference in monthly repayments.
Explain to them that while the interest rate
payable may be slightly higher – compared to
a two-year deal – they will save on remortgage
costs not once but twice during the same
period if they lock in for five-year rates. It’s
only by showing them the true cost of both
options over the whole period that they get
to see the full picture.
5. Rates at all-time lows
Five-year fixed rates fell to an all-time low of
3.43% in March, according to Moneyfacts,
meaning interest rates have never been more
attractive for landlords.
That is despite the base rate having risen
in November.
For landlords whose deals matured in the
first half of 2018, with wider interest rates
expected to rise again, this really could be the
right time for your clients to take advantage
of a five-year fix.
If you want to talk through a case, check
criteria or have any other questions, speak
to your dedicated BDM.
For professional intermediary use only.
Virgin Money plc: registered in England and Wales,
company no 6952311.
Registered Office:
Jubilee House, Gosforth, Newcastle upon Tyne NE3 4PL.
Authorised by the Prudential Regulation Authority and regulated
by the Financial Conduct Authority and the Prudential Regulation
Authority.
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29% quicker
from application
to offer
Quicker for us, quicker for you.

The benefits are mutual.
At Leeds Building Society we’ve been busy making improvements to our service so that you and your
customers can enjoy a quicker and simpler process. Here’s how:
Improved efficiency. We’ve improved our application to offer turnaround time by 29%. [1]
Increased support. We’ve increased the number of dedicated Business Development Managers in the
team giving you and your customers better support.
Improved our buy to let proposition. We’ve increased the number of buy to let underwriters in our team
and simplified the portfolio buy to let process once again to better support you and your customers.
View our latest service standards at leedsintroducer.co.uk.
For intermediary use only

[1]

Figure is a comparison of mortgage application to offer time between 2016 and 2017.
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Why Scotland is important

NEIL McCLOUD

Business Development Director
Metro Bank

The Scottish housing market offers a significant opportunity for lenders and it is a market
where optimism amongst consumers is also
running high. Recent research undertaken
by Metro Bank, revealed one in four Scots
(28%) believe Scotland’s housing market is
‘currently the strongest in a decade,’ with only
13% disagreeing. This belief is particularly
strong amongst those aged 18–34 where it
rises to 41%, suggesting significant optimism
in the Scots.

Market Overview
There is a strong demand for homebuyers
looking to move to a new house, as well as first
time buyers seeking a route on to the housing
ladder. With UK Finance confirming there
were 17,800 new loans for home purchase
in Scotland in Q4 2017, up by an annual 5.3%
with loans to first time buyers increasing by
an annual 3.5%.
The Houses of Multiple Occupancy (HMO)
market remains slightly weak due to the tight
rules and regulations around gaining licences
through local authorities. The introduction of

mandatory landlord registration with fines
up to £50,000 if landlords fail to register will
have also discouraged newcomers into the
market.

current renters planned to get on the housing
ladder and own their own home, so where
do they want to live and what do they want
to spend?

Opportunities

Location, location, location

Metro Bank, as part of its recent entrance
into the Scottish market, carried out Scottish
housing research with consumers to gain an
understanding of the thoughts and views of
their new customer base. So what did it find
out?
Only one in five of Scottish respondents
believe lenders are doing enough to help people get on the housing ladder and over half
of Scots stated they would shop around, it’s
no wonder lenders are starting to talk about
the Scottish market and looking at ways of
supporting it.
The beauty of Scottish housing is its consistent standard construction type. There
aren’t many houses that haven’t been built
from brick or slate, so many applications will
meet lenders’ property criteria.
The research also suggested that 43% of

When considering home-ownership, it always
seems to come down to what is affordable
in the area you want to live in. For Scotland
this doesn’t seem to be as big an issue with
the average respondent looking to spend
£214,492 on their next home. This is significantly more than the average Scottish house
price of £146,354 with Strathclyde (32%),
closely followed by the Central Belt (30%)
and Lothian (28%) being the top destinations
for ownership.
The Scottish property market remains
strong, with consumers giving off a real air of
optimism about its future. It will be interesting
to see how the market continues to grow over
the next couple of years and whether lenders
follow Metro Bank and help it realise its true
potential.

Optimistic about the housing market:

1 in 4 (28%) 2 in 5 (43%) 3 in 5 (59%)
One in four Scots agree
the housing market is
‘currently the strongest in
a decade’

Two in five Scottish
Three in five Scottish
renters planning to get on
home owners can see
the property ladder and themselves moving homes
own their own home
in the future

To find out more, call 07977 201 800,
visit www.metrobankonline.co.uk/
intermediaries/ or email
neil.mcleod@metrobank.plc.uk
This information is for FCA authorised
intermediaries only and should not be distributed
to potential customers.
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CAROLYNE THORNLEY-YATES
Head of Sales & Marketing
Hinckley & Rugby

H&R Intermediaries Mortgage Mission: Possible campaign
was formulated to raise awareness among brokers that
Hinckley & Rugby Building Society is a manual underwriter
and specialises in dealing with niche cases that larger
automated lenders have been unable to approve.
In addition, the Society wanted to promote the important work of its Mortgage
Referrals Committee, which meets daily
to personally consider the cases that fall
outside normal lending criteria but which
the Business Development team believes
could be approved once the specific circumstances have been investigated and
explained. The Committee includes the
Chief Executive, Deputy Chief Executive,
Operations Director, Head of Sales and
Marketing, Head of Mortgages and Mortgage Services Manager.
A further objective of the campaign
was to further improve engagement with
its intermediary partners and to drive this
through increased use of social media, particularly Twitter and LinkedIn.
The campaign needed to work across
a range of different media, including the
Society’s intermediary website, email
mailshots, social media platforms, print,
advertising and promotional merchandise.

Stewart Heeley, Marketing and PR Manager at the Society, explained: “This was
a totally new venture for us as we’d never
attempted a fully integrated marketing
campaign aimed at the intermediary sector
before.
“It struck us that each niche case we
looked at was effectively a ‘mission’ and
that some of them appeared to be fairly
difficult to resolve at first glance, though
not ‘impossible’ given our unique approach
to deciding them through our Mortgage
Referrals Committee.
“Mortgage Mission: Possible was born
as a result of this basic thought process,”
he said. “One thing we were keen to inject
was a fun and humorous element to the
campaign as we were struck by the straitlaced nature of much of the communication
in the intermediary world.”
The Marketing team threw down the
gauntlet to the Society’s design agency, who
came up with cartoon-style imagery that

www.simplybizgroup.co.uk
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We hope we have
come up with a
novel approach to
intermediary marketing
and informed brokers
that Hinckley &
Rugby is quite often
able to help when
the strict automated
underwriting of the
bigger lenders has let
their clients down.
did exactly that, creating Special Agents ‘H’
and ‘R’ as the public face of the campaign.
The eye-catching images are used
consistently throughout the campaign. As
well as a relaunched intermediary website
(hrbsintroducer.co.uk) complete with
animated Special Agents, a structured
campaign of email mailshots was formulated that focusses not only on the way the
Society deals with niche cases but also
practically highlights how it has been able
to overcome apparently challenging personal circumstances in order to lend.
The Business Development team has
also put its own spin on the campaign,
with each BDM coming up with their own
Special Agent codename and profile (see
hrbs.co.uk/introducers/our-operatives/)
– even the Mortgage Referrals Committee
has been rebadged as the Mortgage Mission:
Possible Committee for the duration of the
campaign.
One of the central elements of the campaign, however, is the use of social media,
exploiting a media that an increasing
number of intermediaries are using on a
daily basis.
Head of Sales and Marketing Carolyn
Thornley-Yates was also keen to trial an
idea she had seen used effectively by online
betting companies, where customers can
tweet and ask for odds on a specific bet they
wish to place.
“We came up with the ‘#RequestAMortgage’,” she explained. “This allows brokers
to send us the basics of their case and we

promise that we will get back to them with
an early indication whether we can help.
“It’s a new way of doing business but
brokers have embraced it and we hope it
will continue to grow in popularity.”
Initially, Mortgage Mission: Possible
was intended to run for a ten-week period
but, such has been its popularity, it is now
being extended.
Carolyn added: “We hope we have come
up with a novel approach to intermediary
marketing and informed brokers that
Hinckley & Rugby is quite often able to help
when the strict automated underwriting of
the bigger lenders has let their clients down.
“Mortgage Mission: Possible has not only
given us a new enthusiasm for what we do

but hopefully made a few brokers smile at
the same time!”
You can tweet the basic details of your
client’s case to Hinckley & Rugby at
twitter.com/mortgagerequest including
#RequestAMortgage or visit the
Mortgage Mission: Possible website at
hrbsintroducer.co.uk. Alternatively you
can contact your agent via
linkedin.com/company/hinckley-rugbyfor-intermediaries/

FOR INTERMEDIARIES
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If, like me, you’re still battling your way through the
influx of emails you received recently telling you
about revised policy procedures and asking if you
wanted to remain on various mailing lists, then
you’ll be more than aware that GDPR came into play
on the 25th of May.

A

rriving with a thousand
electronic beeping whimpers, rather than a bang,
GDPR is now implemented, and all companies
across the UK should be
adhering to the new regulation from the
Information Commissioner’s Office (ICO).
However, there are a few queries that regularly come in from Members and Clients
to our compliance helpdesk and to me personally at events. In order to sort out any
last niggles you may have, I have donned
my white coat and am throwing open the
doors to my GDPR clinic!

Is your advice process in good
health?
MARK GREENWOOD

Regulatory Policy Manager
The SimplyBiz Group

To use a client’s data for multiple purposes, you need clear consent separately
for each type of use.
When it comes to data processing, you
need to ensure that each of the third parties
with whom you work is GDPR compliant,
that you have conducted all the necessary

www.simplybizgroup.co.uk

When it comes to
data processing, you
need to ensure that
each of the third
parties with whom
you work is GDPR
compliant, that you
have conducted
all the necessary
due diligence and,
equally importantly,
that you can
evidence your due
diligence process
and findings.
due diligence and, equally importantly, that
you can evidence your due diligence process
and findings. You will be able to give consent
for that company’s use of the client’s data
as part of that advice chain, however, the
third parties involved cannot then use the
client’s data for anything further, specifically marketing.

Keep your data storage systems
bug free!
When it comes to the storage of data, GDPR
rules are pretty straightforward, and will
probably be very close, if not identical, to
what you do currently. All staff members
within your firm need to have their own
passwords for any systems which contain
client data, which are changed regularly
and kept completely confidential. To help
avoid breaches, data needs to be encrypted
if it leaves the office at any point. When it
comes to the storage of paper-based data,
an alarm system needs to be in place in
your office (or any location in which a data
is stored) and windows must have locks or

shutters (probably a good idea generally,
in my opinion!). Bad news for any of you
who tend towards the messy – a clear desk
policy is recommended for confidentiality
reasons, filing cabinets should be locked
when the premises are unattended and
confidential material needs to be shredded
as soon as it is no longer needed.
When you, or a member of your team, are
speaking to a client over the phone, ensure
that you have confirmed their identity before discussing any personal information;
for example, double check their date of birth
or postcode or even, for maximum security,
agree a password with them in advance.

Keep your client relationships in
the pink!
Don’t forget, a client has the right to withdraw consent at any time for any or all of the
types of processing. The right to erasure is
an important one under the rules of GDPR.
A client can, again at any stage, request
that their records are deleted, however,
brokers are able to retain the data when
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it is necessary to do so in order to comply
with legal requirements, or may be required
to defend a future claim. This is one of the
elements of GDPR that reminds us that the
regulation was introduced as a blanket for
all UK firms; the same rules of erasure will
not automatically work for a brokers in the
same way they do for your local takeaway or
firm from whom you rented a car in 2006!
Additionally, at any stage of your relationship, a client can request a copy of
their data – this is referred to in the GDPR
regulation as a ‘Subject Access Request’.
Of course, clients have always been able to
request data, but previously you had 40 days
in which to supply it, and could charge £10
– from now on, you have just one month in
which to fulfil the request and it’s a service
which must be provided at no charge to the
client.
If you still have a few GDPR queries outstanding, then The SimplyBiz Group has a
range of ways in which we can help.

Consultation calls
If you would like a little more bespoke help,
moulded to fit the exact needs of your firm
and staff, you can arrange a one-to-one call
with a member of our compliance team. The
consultation calls generally take about two
hours and cost £150+VAT. To book your
consultation, please get in touch with our
team on 01484 439120.

GDPR hub
Our GDPR hub contains the information
you need to ensure you and your staff are
aware of the changes, understand the
policies and know how GDPR legislation
translates into operational processes. One
of the most important documents on there
is a ‘customer privacy notice’, which should
be issued as a standalone document to confirm how you process, and with whom you
share data, whilst capturing your client’s
consent.
Visit www.gdpr-hub.co.uk to find out
more. Unfortunately, Mark does not make
house calls! However, his GDPR clinic
is always open at
compliance@simplybiz.co.uk or on
01484 439120.

Supporting brokers
with product transfers
for over 10 years
We’re here to support
you and your clients
By staying with us, your clients can avoid unnecessary
costs and the enhancements we’ve made to our online
proposition means the process is easier for you.
For over 10 years now we’ve been supporting
intermediaries by paying procuration fees.
Speak to your Business Development Manager or
visit halifax-intermediaries.co.uk to find out more.

For the use of mortgage intermediaries
and other professionals only.
If you do not have professional experience, you should not rely on the information contained in this communication. If you are a professional and you reproduce any part of the information contained in this
communication, to be used with or to advise retail clients, you must ensure it conforms to the Financial Conduct Authority’s advising and selling rules. Halifax is a division of Bank of Scotland plc. Registered in
Scotland No. SC327000. Registered Office: The Mound, Edinburgh EH1 1YZ. All information correct at July 2018.
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New additions to the
GDPRhub
Following the introduction of the GDPR back in May, we have been working to
further enhance our support to you. The GDPRhub focusses on three key areas,
each now offering you enhanced support:
AWARENESS & AUDIT

DOCUMENTATION

BUSINESS PRACTICE

Access to information and
guidance to ensure you are aware
of GDPR requirements, with a gap
analysis and audit to help you meet
the new rules.

Access to an array of documents
to ensure you are meeting the new
requirements, including attaining
and processing data and for
governance and control.

A collection of tools and documents
to help run a compliant business
including data transmission,
scanning and destruction, along
with due diligence documents
from key partners.

NEW SERVICES

Secure data disposal

Dealing with providers and suppliers

Under GDPR, all businesses will need to ensure that when
destroying documentation containing personal data, this is done
securely and in line with the new rules.

In the course of your day-to-day business, you will no doubt deal
with many providers and suppliers. Within the GDPRhub, we are
providing access to the due diligence that we have gathered from
our key partners in respect of their GDPR compliance.
We will be working with over 100 partners to provide a
comprehensive collection of documents over the coming weeks
and months, with around 30 documents already completed and
live on the GDPRhub.

Document scanning
If you have a number of data sensitive documents, whether that’s
client files or financial statements, you may want a more secure
way of keeping them, so we are pleased to introduce a Document
Scanning Bureau, that will offer you a GDPR ready solution:

To ensure we meet these requirements at The SimplyBiz Group,
we have engaged the services of Shred-on-Site, the UKs leading
independent paper and on-site document destruction company
and we have now negotiated preferential rates to provide access to
their services for our Members and Clients.
Shred-on-Site will provide your business with secure receptacles
(locked boxes) for you to deposit your sensitive paperwork and
will then arrange to visit your premises, when all documents will
be securely destroyed on site, providing you with a certificate of
destruction each time.

Email encryption

1 The data is then passed back to you, all loaded as electronic
files onto an encrypted data stick

As part of our GDPR support, we have partnered with Beyond
Encryption to offer you Mailock – a solution that employs militarygrade encryption to secure your sensitive information and ensure
safe passage of your emailed communications.

1 Your documents are then returned to you or safely
destroyed

Licences are charged at £8.50pcm (plus VAT) with a reduction for
multiple licences.

1 The bureau will collect documents from you and take away to
scan

We will continue to enhance the support available on the GDPR,
watch out for further announcements.
www.gdpr-hub.co.uk
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Mortgage Meetings
Round 2

Following the success of round one in the spring, our
mortgage meetings return in September for round two,
travelling to 13 venues to bring you the latest updates from
our providers and discussions on hot topics of importance
to you.
As with our spring events, there will be a mix of round
table sessions and platform presentations, making for a
lively and informative day which we are sure you will find
useful and highly engaging.
You can book your place at your local event now by
emailing mortgages@simplybiz.co.uk, calling
01484 439160 or log into your Member or Client
website and visit the events area to book online.
SEPTEMBER 2018
Tuesday 11
Wednesday 12
Tuesday 18

Coventry
Ipswich/Norwich
Cornwall

Ricoh Arena – Phoenix Way, Foleshill, Coventry, CV6 6GE
Lynford Hall Country House Hotel – Mundford, Thetford, IP26 5HW
Lanhydrock Hotel and Golf Club – Lostwithiel Road, Bodmin, Cornwall, PL30 5AQ

Wednesday 19

Bristol

The Kendleshire Golf Club – Henfield Road, Coalpit Heath, Bristol, BS36 2UY

Thursday 20

Cardiff

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

Tuesday 25

Gatwick

Crowne Plaza Felbridge – London Road, East Grinstead, RH19 2BH

Wednesday 26
Thursday 27

Essex
North London

Holiday Inn Basildon – Waterfront Walk, Festival Leisure Park, Basildon, SS14 3DG
Holiday Inn London-Elstree – Barnet Bypass, Borehamwood, WD6 5PU

OCTOBER 2018
Tuesday 2
Wednesday 3

Glasgow
Newcastle

Hampden Park – Glasgow, G42 9BA
Village Hotel Newcastle – 10 The Silverlink North, West Allotment, Newcastle upon Tyne, NE27 0BY

Thursday 4

Leeds

Village Hotel Leeds South – Capitol Boulevard West, Morley, Leeds, LS27 0TS

Tuesday 9

Nottingham

Village Hotel Nottingham – Brailsford Way, Beeston, Nottingham, NG9 6DL

Wednesday 10

Warrington

Statham Lodge Hotel – Warrington Road, Warrington, Lymm, WA13 9BP

www.simplybizgroup.co.uk
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Specialist Lending
Masterclasses
Following on from our ‘Best of the Best’ masterclasses at
the start of the year, in July we started our current round
of masterclasses covering general insurance and equity
release. There are now just three masterclasses left in
the current round, which focus on specialist lending and
available to book now.
These half day events will feature a number of
presentations from our providers and you will qualify
for unstructured CPD. Book your place now by emailing
mortgages@simplybiz.co.uk, calling 01484 439160
or log into your Member or Client website and visit the
events area to book online.

MI Live

Back on 16 November 2018
Following the success of our inaugural MI Live, with over
200 advisers tuning in on the day or watching on catchup, we are delighted to bring you another opportunity
to hear from leading figures in the world of mortgages,
protection and general insurance in the autumn.
The next MI Live takes place on Friday 16 November,
from 10.30am – 12.30pm, and you can register now to
watch and be ready to take your seat on the day at
www.mi-live.co.uk. Whilst there, you can also take the
opportunity to catch up on what you might have missed
from the show back in May. More information about who
will be taking part in November’s show will be sent out in
early autumn, so keep an eye on your inbox for details.
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THE QUICKEST AND EASIEST GI SYSTEM ON THE MARKET
•

Defaqto 5 Star-Rated Home &
Landlord cover

•

Best GI Provider award winner

•

A panel of the UK’s leading
insurers

•

The quickest and easiest GI
system on the market

•

Price Beater and free Defaqto
Compare tool

www.uinsure.co.uk | 0344 844 3844 | enquiries@uinsure.co.uk
Uinsure half page ad - June 2018 - Landscape.indd 1

12/06/2018 11:21:44

There’s really nothing difficult
about SimplyProtect
In fact it’s the opposite. SimplyProtect is an ‘opt in’
service that gives access to negotiated enhanced
commission from a range of leading protection providers
which means you can increase your income without
having to do any additional work. You don’t need to
change your quotation process, it comes at no cost, you
remain independent as you are not restricted to the
providers presented and, should you want it, you can
have access to Synapic Webline at no cost.

Recent calculations demonstrate that on placement
of one product, your commission can increase by
over £130!*
So whether you process a little, or a lot of protection
business, with SimplyProtect, you can really help you add
to your bottom line.
To sign up, visit the Protection Hub within the website
or contact a member 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.

COMPLIANCE

The new CPD requirements
for protection and GI brokers
MARK GREENWOOD

Regulatory Policy Manager
The SimplyBiz Group

www.simplybizgroup.co.uk
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The format (F2F, e-learning etc.) is not
mandated by the FCA, although I’d always
advise an even mix – to maintain your own
interest levels if nothing else!
All employees/advisers should have a
PDP/training plan already, and be undergoing
ongoing training to satisfy the requirements
of the IDD.
This is core to the requirement that people
are competent to perform their role, and there
should be evidence of this training taking
place, and the outputs monitored.
This is simply a scaling up and formalisation of the governance of these schemes.
I hope that these developments will be felt
to be a positive change by GI and protection
brokers, as they will help to provide structure
and a framework to the competence requirements for individuals within the profession.
You should ensure that you plan your CPD
activity and record it, covering the required
relevant areas of product and industry knowledge.

You should ensure that you
plan your CPD activity and
record it...
BEYOND MINIMUM STANDARDS

As you may have heard, the Insurance Distribution Directive (IDD) brings in a number of
new requirements for distributors and advisers of general insurance and protection products. One of these changes is that, with effect
from 1 October 2018, brokers and employees
of insurance companies that sell insurance
will need to complete at least 15 hours of
focussed continuing professional training or
development (CPD) per 12 month period in
order to meet the directives standards and
comply with the new rules.
This change introduces a fairly broad
definition that includes anyone involved in
the distribution in a customer facing function.
The subject matter for CPD/training is
specified in SYSC 23, and varies dependent
upon the market, and it may be either structured or unstructured in form.

If this change has necessitated your first
foray into the world of CPD, then the most
important thing to remember is that, in order
to qualify, all CPD activity must address an
individual’s personal development needs.
However, it is up to you to determine what
these are.
Types of learning activity include, but are
not limited to:
1 studying for and sitting an examination
1 participating in seminars (web based or
in person)
1 lectures, conferences, workshops or
courses
1 completing appropriate e-learning
1 educational reading

The IDD does not require firms who
distribute insurance on an ancillary basis
alongside their primary business (referred to
as ‘Ancillary Insurance Intermediaries’ (AIIs))
to complete the minimum 15 hours training,
however, the FCA has chosen to go beyond
the minimum standards and apply the same
standards to all authorised firms. AIIs are
firms such as car dealers, price comparison
websites and claims management companies
involved with insurance products.
For more information on the IDD and
training requirements, please contact
our compliance team on
compliance@simplybiz.co.uk or
01484 439120.
For help on putting a training plan
together, and recording CPD, please
contact the not-for-profit training and
development arm of The SimplyBiz Group,
the New Model Business Academy at
info@nmba.info
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EVENTS/CPD

At the recent round of protection events,
we asked those of you in attendance to
let us know your thoughts on a number of
key sector topics. Information received
directly from the firms we serve is
absolutely invaluable in terms of letting us
see trends in the direction of the market,
and giving us insight into the reasons
why we might see changes from not only
brokers but also consumers.

MARTIN REYNOLDS

CEO
SimplyBiz Mortgages

This research helps us understand market behaviour as it happens,
which is hugely useful when it comes to creating and maintaining a
proposition that supports you where you need it most. The results
are below…

SECURED LOANS:
Do you refer or write your own secured loans?
Location

Refer

Write

N/A

Glasgow

39

14

5

Newcastle

7

0

2

Nottingham

17

6

2

Warrington

29

8

9

Coventry

33

15

9

Cardiff

27

7

5

Bristol

20

6

8

Cornwall

17

11

8

Leeds

26

13

3

Norwich

9

11

3

North London

43

24

15

Gatwick

44

15

11

Essex

20

12

6

www.simplybizgroup.co.uk

As you can see, our research showed that that brokers are more
than twice as likely to refer, than to write, secured loan business.
However, the number of brokers who do not operate in the second
charge market at all has dropped significantly since 2016.
From Members that we surveyed at the recent round of Mortgage
Masterclasses, 60% indicated that they would refer secured loan
business, whilst 25% responded that they would write the business
themselves. Only 15% of respondents said they were not involved in
the second charge market at all.

N/A 15%

Refer 60%

Write 25%
As you know, the implementation of the Mortgage Credit Directive
means that every broker needs to offer clients a facility for placing
secured loan business in order to remain independent. The move from
OFT to FCA regulation in 2016 meant that second charge products
have seen a boost; improvements in cost and affordability testing
have also helped to encourage more brokers into the market. Whilst
it seems many of you are still opting to refer the processing of these
cases to master brokers, there has been a marked increase in the
number of brokers writing the business themselves, and I believe
this will continue to grow.
Undertaking this research has really helped our understanding of
the development of the secured loan market, and broker engagement.
In turn, this means that we have been able to evolve our proposition,
and our direct to lender panel is now wider and more comprehensive
than ever before.
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LIMITED COMPANY BUY-TO-LET:
Do you expect to write more Limited Company BTL
business this year compared to 2017?
Location

Yes

No

N/A

Glasgow

35

22

2

Newcastle

8

1

0

Nottingham

14

11

0

Warrington

27

18

1

Coventry

37

17

3

Cardiff

23

14

2

Bristol

24

7

3

Cornwall

22

9

5

Leeds

25

15

2

Norwich

14

8

1

North London

64

14

4

Gatwick

44

22

4

Essex

22

11

5

As you can see from this data, over two thirds (68%) of those who
responded think they will write more limited company buy-to-let
business this year than during 2017, with a reduction in traditional
BTL lending.

N/A 4%

Yes 68%

No 28%

Changes in the 2015 Autumn Statement clearly made the market
less attractive to most portfolio landlords in terms of stamp duty
and certain aspects of taxation, and we expected to see a rise in the
number of limited company buy-to-let cases as a result. However,
the fact that the majority of brokers expect to see this rise continue
throughout 2018 gives us an indication that increasing numbers of
landlord clients are selecting limited company BTL.
I would, however, add the cautionary note that the taxation issues
surrounding this type of business are complex, and it can’t immediately
be assumed that limited company BTL will be the most tax efficient
route for all clients. As the majority of brokers writing the business
are not tax specialists, I would advise you to guide their clients to
get a qualified opinion to ascertain the best long-term option for an
individual client’s circumstances and financial plan.

There are still plenty of mortgage and protection events coming up
throughout the rest of 2018. You can view all available events and
book your place by visiting your Member or Client website.

WE ARE THERE FOR
OUR CUSTOMERS
WHEN THEY NEED
US THE MOST.

We paid 97% of our
customers’ claims
across Life Insurance,
Critical Illness and
Income Protection
in 2017.
CONTACT YOUR
BUSINESS ACCOUNT
MANAGER ON
08085 546 546

We may record or monitor calls to improve our service.
Zurich Assurance Ltd. Registered in England and Wales under company number 02456671. Registered Office: The Grange, Bishops Cleeve, Cheltenham, GL52 8XX.
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Is your website...

GDPR compliant? FCA compliant?
Google optimised?
And does it allow today’s digitally astute consumer to
interact and even transact? If you can’t answer yes to
all of these, then don’t worry, our latest SimplySites
offering can!
Only a few short years ago, having a website
meant having a web page, or a few pages, that
allowed a ‘would be’ client to check out your
credibility and credentials.
Fast forward to today – with the developments we have seen in technology and
the emergence of social media, a simple
‘brochureware’ site is simply not enough.
Websites today need to…
1 offer consumers the ability to access
a wealth of information and to interact
and even transact via the site
1 meet the standards of the latest
platforms, search engines and mobile
devices
1 adhere to the ever changing regulatory
demands, which don’t just mean those
within the immediate industry, but those
that govern websites, data and more
1 and, of course, they need to look modern
and fresh.
To have a site that does all of this can be
rather costly, not only to create and launch,
but to maintain – then there’s the time to
ensure it evolves to continually meet all of
these requirements!

Introducing NextGen
SimplySites 2.0
NextGen SimplySites from The SimplyBiz
Group, has been designed for advisers with
today’s consumer in mind. Built on the latest
technology, it adheres to all the latest website
requirements – from a regulatory, security
and optimisation perspective and integrates
seamlessly with a number of interactive and
transactional modules.

Digital tools

1 A new web solution built on new
technology

NextGen offers you the chance to seamlessly
integrate a number of market leading tools,
each designed to make your site more engaging, with some even offering clients the
chance to transact through your site and
remunerate you in the process!
All digital tools are available via both packages and in many instances, do not incur any
additional licence costs, for example:

1 Your own website designed around your
business

1 Mortgage Brain best buy table and
mortgage search plug in*

What do you get with NextGen?

1 Fresh designs to choose from
1 Pre-written and pre-checked content
1 Tools and calculators
1 Innovative digital tools

And what’s more, we have a
dedicated mortgage version now
available!
We will build your new website for FREE
and now offer two packages (£20pcm and
£35pcm plus VAT) to suit your budget!

1 The Source quote and buy facility
1 Whole of market quote and buy life
assurance tool
1 Octopus energy quote and switch
facility
1 Mortgage repayment calculator

Interested?
If you are interested in making the move
to NextGen SimplySites, you can find out
more about the new solution, look at example sites, check out the new packages
available and register your interest via
www.nextgensites.co.uk.
If you are an existing SimplySites user, we
can move you over to the new platform in a
matter of hours. If you have never had a site
with us, we just need a little information from
you before we commence build.
If you have any further queries, please
email simplysites@simplybiz.co.uk
* The best buy table and mortgage search plug-in are only
available to Mortgage Brain subscribers. On top of your normal
subscription, you will be charged £15pcm for these plug-ins by
Mortgage Brain.

SPECIALIST LENDING SOLUTIONS

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

Buy to Let Mortgages
Limited Companies
Licensed and unlicensed HMOs with
separate ASTs accepted
Dedicated portfolio team on hand
every step of the way

Residential Mortgages
Self-employed with one year’s accounts
accepted
Interest only and part and part
repayment options
Help to Buy and Right to Buy products

Contact your local BDM
0800 116 4385
precisemortgages.co.uk

FOR INTERMEDIARY
USE ONLY.

Precise Mortgages is a trading name of Charter Court Financial Services Limited which is authorised by the Prudential Regulation Authority and
regulated by the Financial Conduct Authority and the Prudential Regulation Authority (Financial Services Register Firm Reference Number 494549).
Registered in England and Wales (company number 06749498). Registered office: 2 Charter Court, Broadlands, Wolverhampton WV10 6TD.

01966 (2)

Get in touch

As well as Residential and Buy to Let Mortgages we also offer a range of Bridging Finance
and Second Charge Loans, ideal for your customers who are looking for a quick way to
complete home improvements, raise capital or expand their property portfolio.

BUSINESS DEVELOPMENT
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Ongoing help for you, your
clients and your business
Provide your clients
with the complete
picture

We have recently added a brand new business area to the SimplyRefer
panel for those advisers who may need some assistance with the
ongoing servicing requirements of lower value clients. Having spoken
with many of our members, it has become evident that there are a
number of clients that advisers have on record who are simply no
longer viable to service. Our newest partner, Onvestor, allows you
to pass on these clients, safe in the knowledge that they will receive
a reliable service from a trusted firm, whilst providing you with an
ongoing revenue stream.
For those of you who may not be familiar with our tailor-made
referral panel, SimplyRefer was created earlier this year to help you
with those cases you either can’t (or don’t want to) deal with. You
may not hold the relevant permissions or qualifications in a certain
area to offer the service your clients need, or you may just not have
enough time or resources to devote to a particular case.
With more and more advisers now choosing to provide a holistic
service, we know it can be difficult when you cannot provide a specific
service that you believe would be the best course of action for your
client.

This is where the SimplyRefer panel can help
Our referral panel can help you to provide a full and complete service to
your clients by taking on the cases that you can’t by offering you access
to a wide range of additional services and partners who specialise in
various business areas including:

1 Later life lending
1 Secured Loans
1 Lending solutions including conveyancing services, large
mortgage loans and debt management
1 GI and commercial insurance
1 Protection and private medical insurance
1 Estate planning, will writing and probate
1 Retirement income planning
1 NEW – a complete service for lower-value clients
1 Junior ISAs
1 Care funding advice
1 Pension transfers
Not only can our chosen referral partners offer your clients their
specialised advice and services, but in most instances you will still
earn a fee for the case. What could be easier? Your client receives the
service they need and you are free to focus your time and attention
on other areas.
For full details of the services and partners available via
SimplyRefer, visit the Propositions area of your Member or Client
website.
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Telephone account management

Great teams deliver
great results, don’t they?

LEE DENTON

Head of Sales
Source

It’s hard to argue against that statement on
the back of recent sporting successes by the
English football and one-day international
cricket teams and the Irish rugby team down
in Australia.
But, behind every great team, and every
great individual in them, is great back-up
support helping them train properly, eat
the right food, do the right exercises and
get the right rest. And that very support is
there to help them pick up the pieces when
things go wrong.
While selling general insurance isn’t
directly comparable with playing elite
sport, the principle is still the same – particularly when GI isn’t your primary area of
expertise. We want you to achieve the best
possible results and returns when it comes
to selling household, let property, lifestyle
and even commercial insurance to your clients. That’s why we’ve built a great back-up
support team for the intermediaries who

use our services and we do so through both
digital and offline measures, catering for
every need and preference of our brokers.

So what support do we offer?
While much of the financial services world
has moved online and websites, apps and
chatbots have become the norm, we can
never forget that we’re in a people business.
Sometimes you need face-to-face contact
or a chat with a real person over the phone
to get to the bottom of a problem or to
help you understand a particularly tricky
question. Maybe selling GI is a totally new
prospect for you? We’ve got the support on
hand to help you, regardless of your circumstance.

Our dedicated telephone account management team are on hand to offer comprehensive platform training and answer any other
queries relating to your GI business. And
if you need to sit down with someone, our
team of four business development managers are based across the country and are
ready and willing to come and visit you
in your office to talk through the Source
proposition. Likewise our BDM team are
available to deliver face-to-face platform
training to your team, if required.

UK-wide Masterclass events
We frequently run GI Masterclasses at
venues around the country, offering you
the chance to develop your GI skills and
build your business network as well as earn
valuable CPD hours. Each event offers 100%
intermediary focussed updates, relevant to
businesses of all sizes. These sessions help
you identify lucrative opportunities within your business and provide updates on
wider industry issues such as compliance
and regulation, and of course give you the
chance to have your GI questions answered
by our team of experts.

www.simplybizgroup.co.uk

Online LiveChat feature
Of course, we have kept up with the evolving
digital world. Our LiveChat feature is integrated into our website and platform to offer
a seamless, quick and easy way of speaking
with a member of our team without having
to pick up the phone. LiveChat is a particularly useful feature if you have any queries
relating to our services, our platform or
simply a query relating to your client.

Monthly free GI eBooks
Likewise in a digital capacity, we have this
year realised the potential of online support documents such as our monthly free
eBooks. Each eBook hones in on a specific
GI topic to help you fill in any gaps in your
knowledge or update you on new areas of
regulation. Recent subjects include a guide
to GDPR and a guide to let property insurance. We’ve also drawn inspiration from
the success of Ikea to see what those of us in
financial services can learn from the retail
giant’s strategy.

Year-on-year renewal
management
Finally, our support team isn’t just here to
helping you feel more comfortable about
selling GI. Our support system is designed
to help you sell as much GI as possible within your daily schedule, sometimes without
even thinking about it. Our complementary
renewal management service, for example, is designed to help you secure more
business year-on-year. Using a variety of
communication channels, our dedicated
and friendly team will arrange contact with
your clients on your behalf and secure a deal
that is right for them each year at renewal.

Supporting your income with
extra Rewards
Supporting your commission with Source
are earnings from our dedicated Broker
Loyalty Scheme, Source Rewards. Put
simply, Source Rewards is our way of saying
thank you to brokers who use our platform
for their GI business. Established in July
2015, the scheme was formed to add a hint of
fun to GI, whilst providing intermediaries
with the opportunity to secure extra from
every sale they make.
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For every new business and renewal case
submitted via the platform, you will be
awarded with a designated amount of
points. When you hit the 500-point mark,
you will have the option to cash out for a selection of brands such as M&S, Sainsbury’s
and John Lewis. Over 3500 members are
already experiencing the benefits. Are you
ready to boost your GI earnings too?
Our back-up team is here to support you,
year-in, year-out and the power of that support can help you and your team achieve
great, sustainable and rewarding GI results.
To find out more about The Source
platform and services, or to register for
platform use, simply visit our website
www.thesource.co.uk or call us today on
02920 265 265.

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

GENERAL INSURANCE

Insurance needn’t
always be that general
In fact, at times, it can be
positively exclusive!
MARK HUTCHINGS
Managing Director
Genius GI

If you were one of the faithful many that were
glued to the TV screen during this year’s
World Cup, hands clenched muttering under
your breath – ‘this time, just this time...’ then
you will have fully appreciated the spectacle
that Russia staged for the worldwide football
community.
Whilst there were a number of concerns
pre-event about the type of welcome, or
even safety of travelling fans following the
discovery of Novichok in Salisbury and the
subsequent political expulsions earlier this
year, when the tournament finally kicked off,
that concern was all quickly washed away.
What actually appeared was a happy convivial atmosphere at the various stadia in the
hosting towns and cities. Even Russia seemed
surprised by their own team’s performance.
A good time was had by all, and OK, this year
wasn’t England’s, but there is always 2022!
However, what would have happened if
the event had, for whatever reason, been
cancelled?
Well that is where insurance comes into
play. If cancellation/curtailment happened
then a staggering £1.5bn event insurance
policy would have been triggered. Now that
is no small amount, but given the level of investment, financial and otherwise, from the
top down, then perhaps that would go some
way to making recompense. However, given
that level of cover, it’s surprising that when
the ref blew the final whistle, we didn’t hear
an audible sigh of relief from the insurers.
Generally, our UK summer now has an
unprecedented number of events taking place
over the sunnier months, albeit some taking
place under cover, whether it be a sporting
event, a church or school fete or even one
of the many musical or food festivals now
being staged. This year we have had a little
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New products are coming to market that
cover the challenges we face in today’s modern world all the time, sadly none more so
than in the area of terrorism insurance, which
due to the higher alert across the world, is a
rapidly growing market. Haulage firms have
now considered their position and are able to
look at Auto Terror cover in respect of fleet
issues or the theft of vehicles, and there is
now the ability to put non-damage business
interruption cover in place if your business is
trapped in a no-go zone.
So, what is the point being made here?
We’ve made the journey from the joyous
World Cup event to the horrible reality of
terrorism. Well put simply, there is a product in a ridiculously high percentage of cases
that can be put in place to meet your client’s
needs, no matter how unusual – and we can
help you meet the need. You need to be that
central ‘go–to’ person from which your clients
get the answers they need. You don’t have to
be a master of everything GI, we are on hand
help source what your client needs and even
deal directly with your client if you wish, with
you earning valuable commission from the
referral. You can be as hands on as you wish.

BESPOKE
Insurance needn’t be quite as general as
you might at first think – in fact when it comes
to high net worth clients, it can be bespoke,
tailored to their exact and often unique requirements – for instance kidnap and ransom
cover is an option under many HNW policies
(sorry to turn back to the ‘terrorism’ theme).
Don’t turn your back on GI just because
you think it’s not worth your while. It’s valuable protection for your clients no matter
how general their need, and who knows,
when that call comes from FIFA in three years’
time asking for your support with their event
insurance, you’ll not be wanting to turn that
commission away now will you.
more than our fair share of the sun, but even
here, events have been cancelled due to that
concern as a mitigating factor.
Event cancellation can trigger a whole host
of other policies, including:
1 adverse weather cover
1 Police or local authority intervention
cover
1 equipment cover
1 costume character cover
1 animal handler insurance –
and on it goes.

For referral options regarding any
insurance type, visit our website
(www.geniusgi.co.uk) or contact us on
01273 407775 and refer your business on.
You have nothing to lose and that referral
fee or commission to gain.
GeniusGI being provided by Berkeley Alexander Ltd, who are
registered in England and Wales, No. 4102237.
Berkeley Alexander Ltd is authorised and regulated by the
Financial Conduct Authority (FCA) (Reg No. 307388).
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NICK ERSKINE

Head of Intermediary Sales
AIG

Having moved into a new family home within the last six months, I can safely
say there’s nothing more sobering than entering into a new long term financial
commitment. I wasted no time in reviewing my protection arrangements, and
working for AIG Life, I am fortunate that I know what I need, why I need it,
and where to buy it.

B

eing suitably insured, I have essentially ‘purchased’
some peace of mind; I take comfort in knowing my
debts are covered and loved ones provided for in the
event of an unplanned ‘exit’. There shouldn’t be any
unexpected tax bills when I’m gone, because I’ve
completed my trust forms meaning the money will
go to the right place at the right time, all of my choosing.
But what about me? – what if I don’t ‘exit’ just yet and a life
changing illness or injury stops me from working? Like many, I
have something called Superman Syndrome – an in-built deniability that anything will ever happen to me. And why should it? – I
exercise each week, eat clean healthy foods (mostly), drink alcohol
in moderation (again mostly), so I am invincible and I don’t have
furry arteries! It’s a common misconception actually and the facts
tell a different story.
Our 2017 Claims Statistics showed that the top reasons for
Critical Illness claims were for cancer, heart attack or stroke. What
it also showed was the average age of Critical Illness claimants is
47. If we consider cancer in isolation, 1 in 2 people in the UK are
now likely to develop cancer at some point in their lives, according
to Cancer Research UK. They go on to say the UK’s survival rate
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has doubled over the last 40 years and around half of patients now
survive the disease for more than 10 years.
However, who’s to say how that will impact our ability to continue working as we did, or how that would affect our income and
lifestyle?
There’s quite a significant difference between my morbidity
and mortality, and that’s why we should never look at mortgage
protection cover in isolation. As the saying goes... “we are living
longer, but we are not living healthier”.
So putting it simply, lump sum Life and Critical Illness cover
are not enough. We need to go a step further.

SCRATCHING THE SURFACE
According to the ABI, 1 million workers a year find themselves
unable to work due to serious illness or injury. If we look at the
claims experience for Income Protection policies across providers,
it would be of no surprise to see mental health, musculoskeletal
and cancer risks being significant reasons for claim. And yet, it’s
surprising to note over 1 million Life Cover policies are sold every
year in our industry compared with over 100,000 or so Income Protection policies. We could happily debate the reasons for this, but
suffice it to say for this piece, we are barely scratching the surface.
What’s more, products are evolving. Our aim is to go ‘beyond
the claim’ and look at how we can support the customer to aide
recovery and return to work. That’s why we offer Rehabilitation
Support during the deferred period as standard, so that we can
help customers when they need it most, before a claim arises. Additional built-in features can add a wide dimension to the cover,
these include:
1 £100 per night for up to 90 days in hospital;
1 £1,500 monthly Carer Benefit for up to 12 months to care for
a seriously ill spouse or child;
1 Trauma benefit: 6 x the monthly benefit as a lump sum up to
£50,000 if the customer suffers one of six traumatic illnesses
or conditions.
It’s fair to say... Income Protection has moved forward.

Sound expensive?
Not necessarily. Quality doesn’t need to be compromised; our 2
Year Limited Payment Term option significantly reduces the cost.
So where have we landed? Income Protection has its rightful
place in good menu protection planning; the claims experience
speaks for itself; the product features are diverse and go beyond
the claim; we can keep costs low without compromising quality
and there are great tools to help position the sale.
A wise person once said doing the same thing and expecting
different results is the definition of insanity... so what can you do
differently so that customers that need Income Protection buy
Income Protection? Give us a call... we can help!
Sources: 1. AIG Life 2017 Claims Statistics
2. Cancer Research UK
3. Association of British Insurers
4. Cover Magazine – Swiss Re Term Health Watch 2017
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Employee significant illness cover
– the benefits to your clients
Offering employee significant illness cover as
an optional extra on a Relevant Life Insurance
policy demonstrates how much your clients
care about the well-being of their employees.
This can be a useful tool in recruitment
and retention.
The last thing anyone wants when they’re
seriously ill is to be worried about money on
top of everything else. With employee significant illness cover, employees could get
the financial support they need in the event
of retirement or anticipated retirement, due
to significant illness.

What is Relevant Life Insurance?

Aviva Relevant Life Insurance

Our Relevant Life Insurance policy is an individual death-in-service policy that can allow
an employer to provide tax-efficient life cover
for employees.
It lets your client choose life cover or life
and employee significant illness cover:
1 Life cover pays out a lump sum if the life
covered dies during the policy term
1 Life and employee significant illness
cover pays out a lump if, during the
policy term, the life covered dies or
meets the definition for one of our
defined employee significant illness
conditions, survives for at least 10
days and the condition results in the
retirement or anticipated retirement of
the life covered.

MARK CRACKNELL

Head of Protection Distribution
Aviva

Like other relevant life insurance products, ours provides
a death-in-service benefit for your clients’ key employees.
But unlike others, it offers employee significant illness
cover – a unique option which pays out if an illness covered
by the policy leads to retirement or anticipated retirement.
We’ve gone the extra mile to develop this
new tax-efficient offering which HMRC has
confirmed operates within current legislation.
Isn’t it time you helped your clients offer this
unique combination of benefits?
We’ve designed Relevant Life Insurance
specifically for businesses who want a tax-ef-

ficient way to offer life insurance (death-inservice benefit) to their employees on a
individual basis.
Your clients can offer their employees
comprehensive financial protection – and take
advantage of the tax breaks usually enjoyed
by larger companies with larger workforces.

Both types of cover include terminal illness
benefit. This pays out if, during the policy
term, the life covered is diagnosed with a terminal illness that meets our policy definition.
The policy will only pay the cover amount
once. So when we’ve paid a claim, the policy
will end. The policy has no cash-in value at
any time.

The employer: Policyholder
The employer must be a UK resident business. The business can be a limited company,
a limited liability partnership or a sole trader.
The employer takes out the policy and pays
the premiums.

The employee: Life covered
The life covered must be a UK resident employee of the policyholder. This can include
salaried company directors and partners.
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Here is a fictional example of when a claim could be paid out under
Relevant Life Insurance with employee significant illness cover.
In order to meet our definition and claim under employee significant illness the life
covered will need to confirm their retirement or intention to retire from their current
role.
Mrs B Study, 48, Marketing Manager
Retired from occupation, but has returned to work in a different capacity. She was
able to claim ESI under ‘Advanced Cancer’ due to retiring from her current role.
Mrs Study was diagnosed with breast cancer 9 months ago. Her cancer was
very invasive and was classed as a Grade 3 cancer which met our ESI definition.
Mrs Study had surgery to remove the cancer followed by several courses of
chemotherapy and some radiotherapy.
After extensive treatment Mrs Study’s cancer went into remission, however she has
to continue to take medication as a result of her condition and have regular checkups. Following her diagnosis and treatment, Mrs Study suffered severe fatigue which
resulted in her retiring from her role as a Marketing Manager. She was able to take
up a different role providing help and support to a local charity on a part time basis.

Aviva Life Protection Solutions
Our Aviva Life Protection Solutions (ALPS)
platform has been designed to help make
writing business protection with us as seamless as possible.
With flexible products, expert support on
hand, and the ability to quote, apply and track
your cases online.

New business support
We’re dedicated to making it as easy as
possible to submit new business protection
cases – from quote to application and beyond.
Our business protection products are available on ALPS and –you can apply for multiple
products at the same time.

Support when you need it
When you place business with us, each
case you submit gets the special service it
deserves. You can use our business protection
support line to get the answers you need, putting you in touch with pre-sales underwriting
support and help with tax and trusts. What’s
more, we’ll be there when it matters. If your
client’s circumstances change we’ll be on
hand to help with any questions you may have.

An online solution
With ALPS, you get an end to end online journey which is tailored for business protection
cases. And because our business tracking is
real-time, you can deal with your cases at a
time that suits you. Interactive underwriting
mode uses information about your client to

generate the right questions, saving you and
your clients valuable time. What’s more, using
interactive underwriting earns you an extra
10% commission. In addition:
1 It caters for company policyholders and
supports paper trust applications from
inception
1 Increased financial limits – we only
require the completion of a full financial
questionnaire for cases of more than
£2m life cover or £1m critical illness
or employee significant illness cover.
To help make your life even easier,
additional supporting financial evidence
is only required for cases of more than
£4m life cover or £2m critical illness or
employee significant illness cover.
1 Online business tracking tells you when
a trust form is outstanding so you can
manage cases accordingly.
1 Choose whether policy packs are posted
to the client or the firm, based on your
selection in the online journey.

Our High Value team – a bespoke
service for your high value clients
High value clients, and the cases you submit
for them, have very specific needs. This is
why our High Value team goes the extra
mile for any cases over £1m for life cover and
£500,000 for critical illness/employee significant illness cover. They provide dedicated,
proactive support and what’s more, you also
get access to a specialist high value medicals
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Your clients can
offer their employees
comprehensive
financial protection
– and take advantage
of the tax breaks
usually enjoyed by
larger companies
with larger
workforces.
provider who can offer flexible medicals, including mobile doctors. High value cases will
also benefit from our Bespoke Pricing Service.

Second Opinion by Best Doctors®
Gives the life covered access to Best Doctors’ network of medical experts who can
give them the answers to any questions they
have. So when they are faced with a medical
problem, they’ll have the information they
need to make the right decisions for their
treatment and recovery.
Best Doctors will collect the medical
records of the life covered and choose the
best medical specialist for their condition. The
specialist will then review their case, providing their expert medical opinion in a report
which includes confirmation of diagnosis and
treatment recommendations.
Second Opinion by Best Doctors® is a non-contractual benefit
which we could remove at any time. Best Doctors®, the
star-in-cross logo and Inter Consultation are trademarks of Best
Doctors®, Inc., in the United States and in other countries, and are
used with permission.

To find out more about relevant life
insurance, visit
www.aviva-for-advisers.co.uk
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Arresting the ghastly waste:
why it’s vital for advisers to bridge
the protection gap

RICHARD KATELEY

Head of Intermediary Development
Legal & General

“I am convinced, for sacrifices so small,
families and estates can be protected
against catastrophes which would otherwise smash them up forever” – the words of
Winston Churchill that sum up the reason
behind why the protection industry exists.
When it comes to talking about protection with your clients, there is no better
occasion than when they are securing a
mortgage. After all, it should be second
nature when taking out such a large loan
to think about how that money would be
repaid if you were unable to work.
Despite this, the UK currently faces a £3
trillion protection gap. A staggering 59%(1)
of mortgages are unprotected and the average Briton would survive just 32 days if they
lost their income according to our Deadline
to the Breadline Research.
Of course securing a mortgage, particularly for first time buyers, is an exciting
life event – but the application can also
be a marathon. The last thing we want to
think about is ill fortune, and so the need
for financial protection is often pushed to
the back of peoples’ minds.
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...I believe
that we have
a real duty
of care to all
our clients
to at least
highlight
the risks and
the solutions
we can offer
in terms of
protection.
Some advisers find life insurance a hard
sell, but the mortgage conversation is the
best opportunity to highlight the financial
risks of a critical illness or death to your clients, and how they can protect themselves.
And the risks can be huge.
Key to this is clearing up any perceptions
your clients may have about the value of life
insurance. We all have a tendency to take
an ‘it won’t happen to me’ attitude, and it’s
all too easy to also think we can rely on
the state for support. In fact, research by
Legal & General(2) found that households
tend to overestimate how long their savings
could last them if they were unable to work.
Whilst on average households expected to
last 77 days, our research indicated that the
average UK family would last less than one
month.
As an industry we often talk about the
protection gap and the UK being massively
underinsured by trillions of pounds, but I
believe in order to make this more relevant
to more people, we need to make it personal
to them. Asking the right questions and using the right tools gets the client to experi-

ence the reality of their own situation can
dispel some of their misplaced perceptions.
Effective questioning is a real skill and one
that should not be under estimated. In my
view it makes the difference between someone who sells life assurance and someone
who gets their clients to buy it. At the end
of the day, I believe that we have a real duty
of care to all our clients to at least highlight
the risks and the solutions we can offer in
terms of protection.

BESPOKE
At Legal & General, we have just overhauled our Critical illness offering allowing
your clients to bespoke their cover with a
choice of 41 or 95 conditions, Nurse Support
services added as standard and option to
enhance the Children’s cover and GP24
giving them access to a doctor 24/7 365 day
a year for their immediate family. Visit our
Resource Centre for more info
I started this article with a quote from
Churchill and he went on to conclude “It
is the duty therefore to arrest the ghastly
waste, not merely of human happiness, but

national health and strength, which follows
when, through the death of the breadwinner, the frail boat in which the family are
embarked, founders and the women and
children and the estates are left to struggle
in the dark waters of a friendless world.”
We can make those waters lighter, the
struggle less and the world just that little bit
friendlier if we just take the time to ensure
our clients are properly protected. If you
are still not convinced, ask any of the over
13,000 claimants that we paid out a total
of £636 million to in 2017 if they were glad
that their advisers spoke to them about the
need for protection.
Sources: 1. Mintel Mortgage Advice Research April 2017.
2. Legal and General Deadline to Breadline research 2017.
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Protection in
a woman’s world
Debra Hale looks at what both advisers and product providers
can do to bridge the protection gender gap for the next generation
of female clients.
DEBRA HALE

Protection Specialist
Zurich

F

rom the pay gap to pensions and
the BBC to Hollywood, much
has been written and debated
recently about gender equality.
So perhaps it’s timely to consider the protection gender gap.
Statistics show that women are massively underinsured compared to men; Zurich’s
research shows that the average sum assured for life cover for a man is £210,000,
whereas for a woman it is £150,000. This
can, of course, be relative to the income gap
between genders but there are other issue
to think about in view of protection needs.
At the same time, 69% of women report
having no life cover in place at all, 86% have
no critical illness cover and 91% have no
income protection. Once again though, we
are putting more value on our possessions
than on our wellbeing and health as 81%
of women have some sort of possessions
insurance in place.
While we know that our priorities are
somewhat skewed and that there is a protection gap generally in the UK, females
are less likely to be insured than their male
counterparts. Men still tend to be the main
breadwinners and are therefore more likely
to be protected. However, recent research
suggests that if anything happens to the
lady of the house the household bills would
be covered for a mere seven months.
When we then look at the demographic
facts, there appears to be a real disconnect
here.

More mums in the UK are in work than
ever before, three out of four to be precise,
working either full or part time. Let’s be
clear here; a mum doesn’t just have her
day job. Often her working day extends
to the school run, the homework routine,
the taxiing to the stereotypical ballet and
football sessions, the organising of birthday parties, babysitters, childcare, being
children’s entertainer and that’s not even
thinking about the cooking and cleaning.
This ‘woman’s work’ (even in this day
and age) is never done, so recognising the
monetary value of a ‘woman’s worth’ to the
household is important as is safeguarding
this value. Let’s not forget that many men
own this multi-faced role in the household
and it’s crucial to consider that this is about
covering the all-important replacement
costs of that role, regardless of who owns it.

Moments that matter
The CII report, Insuring Women’s Futures
#momentsthatmatter, last year identified
numerous risks that women face in their
lifetimes. It considered the risks women
face through three lenses: education, work
and pay; family, relationships and care; and
health, wellbeing and ageing.
Young female graduates tend to enter
into lower paid jobs than male counterparts
and it can take longer for a woman to repay
a student loan than a man. There is also a
lack of female apprenticeships available and
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again this contributes to a gap in earnings
potential.
Women still tend to have lower earnings
and fewer financial assets than men, so
are generally left more vulnerable when a
divorce occurs. Of the 7.7 million people
living alone in the UK, the majority are
female.
Consider too that there is potentially a
motherhood and caring penalty – younger
women are more likely to put their careers
on hold to be the primary care givers to their
children.
Then when women get to middle age
they get caught in the dependency sandwich between children and parents. Our
children need more support on a practical
and financial level these days. Longer life
expectancy dictates that our parents are
living longer and with that comes the burden of ill health in old age, long-term care

needs and a typical reliance on the females
in the family.

The role of advisers
Does the financial services industry truly
recognise these significant and distinct
risks to women? How are policymakers,
providers and financial advisers adapting
to mitigate them?
Women represent a huge and growing
opportunity and more are seeking financial
advice, mainly due to increasing divorce
rates, as well as the rise of female business
owners and entrepreneurs.
Women have longer life expectancy then
men so it’s relevant here to consider that
70% of widows leave their advisers within
a year of their husband’s death.
Is the advice transcending into protection recommendations or is it focused on
wealth management? How many advisers
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regard women as their primary clients?
How many use the language that women
tune into, understand their needs fully
and engage on a more meaningful level? ‘A
woman, she likes to talk and work it out’, as
Mary J Blige sang in Love a Woman.
So this highlights perhaps the crux of the
problem. Do we need more female financial advisers? It’s estimated that only 11%
of financial advisers in the UK are female
and almost 47% of firms have no female
advisers at all.
Some adviser practices specifically
employ female advisers to deal with their
female clients, but only 5% of firms look to
encourage greater gender diversity among
their advisers. Whilst this is not the ideal
situation, as surely there should be no distinction between advice across the genders,
the truth of it is that we tend to deal with
our peer groups in this industry so for some
firms this approach is very productive.

Women
represent a huge
and growing
opportunity, and
more are seeking
financial advice...
It’s clear that we need to do more in the
UK to make sure that not just the main
breadwinner, but the family too, is properly insured and financially resilient to cope
with loss of health, income and loved ones.

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.
Zurich Intermediary Group Limited. Registered in England and
Wales under company number 01909111.
Registered Office: The Grange, Bishops Cleeve,
Cheltenham, GL52 8XX.
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SCOTT CADGER

Head of Claims & Underwriting Strategy
Scottish Widows

An opportunity to highlight the
need for a ‘plan b’
Scott Cadger, Head of Claims and Underwriting Strategy at Scottish Widows,
examines the importance of having a financial safety net in place.
As an industry, we have a duty of care to discuss with clients the financial implications
of suffering a critical illness or bereavement
and the effect a stroke can have on people
and their families.
Strokes are the fourth largest cause of
death in the UK and the leading source of
disability, according to the Stroke Association. More than 100,000 strokes occur
in the UK each year – that is around one
stroke every five minutes. And, although
many people still associate strokes with
the elderly population, RedArc statistics
released in February 2018 reveal that 60%
of patients they have treated fall within the
traditional working age bracket of 40 to 59.

At Scottish Widows, strokes are the
third largest reason we receive for a critical
illness claim, behind only cancer and heart
attacks. The average age of a critical illness
claimant last year was 52, and the youngest
was aged just 24. We paid out a total of £8.7
million in life and critical illness claims
related to strokes in 2017, supporting the
individuals and families involved during
this difficult time in their lives.
The good news is that more people are
surviving a stroke than ever before. However, two thirds of survivors leave hospital
with a disability, with strokes causing a
greater range of disabilities than any other
condition.

www.simplybizgroup.co.uk
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...two thirds of
survivors leave
hospital with a
disability, with
strokes causing
a greater range
of disabilities
than any other
condition.
The statistics

Financial implications

1 It’s estimated that 60% of survivors
have visual problems immediately
after their stroke.

As sudden as the impact is on health, there’s
also an immediate and perhaps unforeseen
impact on an individual’s financial circumstances. The Stroke Association reports
that:

1 Around a third of survivors experience
some level of aphasia, resulting in
difficulty speaking, reading, writing or
understanding language.
1 Limb weakness is common after
a stroke. Over three quarters of
survivors report arm weakness,
making it difficult to carry out
activities of daily living, while three
quarters report leg weakness, making
walking and balancing difficult.
1 Fatigue is common, making returning
to work difficult, and can be associated
with depression following a stroke.
1 Half of survivors have difficulty
swallowing, making eating and
drinking difficult.
1 Loss of bladder and bowel control is
common with around half of survivors
experiencing problems.
UK Stroke Association January 2017

The process of recovery is very much
dependent on symptoms and their severity and there is no set pattern. Some may
recover quickly but others will need long
term support to help them regain their independence. A specialist team in hospital will
set goals to be followed up with the help of a
number of health care professionals including community stroke nurses, physiotherapists and speech and language therapists.

1 69% of 25–59 year olds are unable to
return to work
1 65% of 25–59 year olds report a
decrease in household income
1 63% are living in fuel poverty
1 58% report and increase in household
expenses
1 40% cut back on food
A stroke can often result in disruption to
an individual’s ability to work and the loss
of an income can have huge implications
for those who depend on them. Often, the
main source of household income is lost
and families are faced with the hidden
costs of rehabilitation, recovery or lifelong
disability. However, with our own research
showing that fewer than one in ten people
have a critical illness policy in the UK, we
have the potential to help so many more.
Scottish Widows’ research reveals
that 21% of people in the UK admit their
household would not be financially secure
for any length of time if it lost its main
income as a result of critical illness. And
more than a third (35%) admit their savings
would last no more than three months if
they were unable to work. Appropriate financial protection is therefore something
that everyone should consider to take away

some of the hardship that might follow the
difficult circumstances which could arise
after a stroke.
Many people believe that they’ll be
able to rely on the State if illness strikes,
and while this could offer a basic level of
support, we would firmly advise people to
make their own provision for themselves
and their families in order to maintain their
current lifestyle should the unexpected
happen. It’s human nature to avoid thinking about the worst, but the peace-of-mind
that financial protection provides can be
liberating.
As an industry we need to do more to
show the critical role that appropriate
financial protection advice, solutions and
support services play in safeguarding the
financial welfare of our families. Talk to
your clients about their financial resilience
and if they have a ‘plan b’ in place to support
them through the implications of a critical
illness or death.

Let’s perform our duty to protect
Explore five ways our critical
illness cover can help with your
protection conversations –
www.scottishwidowsprotect.co.uk/
5reasons/ci
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It’s controversial to say, given in the industry I work in, but
some ads for life insurance really annoy me.
ROSS JACKSON

Senior Marketing Manager
Royal London

You know the ones – where the healthy
young actor gets a cheap-as-chips quote
online or on the phone and goes right ahead
to start their plan there and then. Simple.
And that’s the message consumers have
been getting for years – it’s cheap and easy
to get cover (as long as you’re young and
healthy).
Unfortunately, life’s not like that for
everyone, there are many people in the
UK who have survived a serious illness.
For example, these days 50% of people
diagnosed with cancer will survive for ten
years or more. In fact, according to Cancer
research UK, survival has doubled in the
last 40 years, and with medical advances
and ongoing research, survival rates will
hopefully continue to increase in the future(1).
Of course, cancer is an extreme example;
however, more than 15 million people in
the UK are living with at least one chronic
condition(1), such as heart disease, mental
health issues – and one that’s been in the

press frequently in recent years – diabetes. And just like cancer survival rates,
the number of people with ongoing health
issues is expected to continue to rise(2).
When you think about it, that’s a lot of
people who may think that it’s going to be
too difficult for them to get protection. Or
that they’ll be unable to afford the premium
even if they are offered cover.
However, our industry has evolved
over the years to accommodate some of
the changing needs and attitudes of consumers – most providers now tend to offer
extra support to their customers through
value added service. And products such as
critical illness cover and income protection
are updated and improved regularly. But
might we find in years to come that standard protection products just won’t suit an
increasing population who are living with
conditions that are seen as ‘undesirable’ to
traditional underwriters? These consumers
may find themselves priced out of protection, or unable to secure cover at all.

...people with more complex health
problems are much more likely to need
professional advice in order to find cover
that’s right for them.
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If more and more of the population are
living with chronic illnesses seen as undesirable or uninsurable to underwriters,
that’s bad news for our business. Perhaps
it’s time to think about designing cover to
reflect the needs of this growing population
as standard.
Our industry exists so people can protect
their home and their family’s future. And
shouldn’t people have fair access to this
protection? After all, the need to make
sure people get the cover that suits them
and that’ll pay out when they need it is at
the heart of what we all do.
Yet, there are some providers who understand this problem, and who are designing
specialist products to reflect the needs of
this growing population.
For example, Royal London has launched
Diabetes Life Cover in order to provide eas-

ier access to protection for people with type
1 and type 2 diabetes, who may have found
it difficult to get cover in the past.
Of course, creating suitable products for
those with chronic conditions is just the
first step. Many people affected by these
conditions may simply think it’s never going
to be possible for them to get protection,
especially if they’ve had a poor application
experience in the past.
But as they say, protection’s sold not
bought. And people with more complex
health problems are much more likely to
need professional advice in order to find
cover that’s right for them.
New products such as Diabetes Life
Cover can provide an opportunity for you
to revisit your client bank.
After all, if you’ve had to tell a client in
the past that they’re unable to get the cover
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they need at a reasonable price, being able to
let them know that new products are available can help to show the value of your advice.
Take a closer look at Diabetes Life Cover
from Royal London – http://adviser.
royallondon.com/protection/campaigns/
diabetes-life-cover/
There are also tools available to help
you start the specialist protection
conversation with new and existing
clients.
Sources: 1. cancerresearchuk.org, accessed June 2018.
2. Department of Health May 2012 – Long Term Conditions
Compendium Information.
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Bringing
protection into the
21st century
We look at how Vitality’s use of technology to set fairer premiums has led to
advisers re-evaluating their relationship with life insurance. We also look at how
we are helping clients live longer healthier and how our Serious Illness Cover
is keeping up with changes in the way we face illness.
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S

ince life insurance policies first
appeared around 300 years ago
in the UK, the business model
has more or less remained unchanged. First you have an initial health assessment through
the underwriting process, to fix a starting
premium. From then on, in the case of typical protection policies, you simply pay the
same fixed monthly premium all the way to
the end of the term.
The issue many people have with this
approach is one of basic fairness. Given
that risk increases with age, it would seem
more appropriate for starting premiums to
reflect the significantly lower risk a younger
person represents, making protection more
affordable and therefore more appealing.
Most of all, fixed premiums completely fail
to recognise any efforts people may make to
reduce their mortality and morbidity risk,
such as having periodic health checks, taking regular exercise and eating well.
It’s true that in recent years we’ve seen
car insurance adopting the ever-greater use
of telematics to measure risk factors more
accurately and reward careful drivers. But
why can’t life insurance work in the same
way? After all, we know healthier people
are less likely to fall ill or die early– more
than 40% of cancers could be prevented
through changes in lifestyle(1). More to the
point, why shouldn’t you get something in
return for your premiums? What’s wrong
with wanting to be rewarded for a healthy
lifestyle?

TELEMATICS
Since 2013, VitalityLife has been the first
and only UK Life insurer using telematics
to price its protection more fairly, by first
discounting starting premiums and then
giving members the opportunity to track
their activity levels. As a result, members
have the power to control their future
premiums, to better reflect their risk, and
earn regular rewards, in return for taking
steps to safeguard their long-term health.
In the long run, this leads to better health,
fairer premiums and regular rewards for
policyholders, as well as a lower-risk insurance book for the company – a perfect
illustration of the company’s ‘shared-value’
model. With one in seven UK adults now
owning some sort of wearable tech(2), the
use of telematics to record weekly activity
levels makes perfect sense.
Another way that we are bringing
protection into the 21st century is with
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our Serious Illness cover. Critical illness
insurance was first launched back in 1983,
covering a handful of conditions.
Back then, if a customer developed one
of these conditions they’d receive their
sum assured and their policy would come
to an end, which made sense given that the
conditions covered were considered life
threatening.
Since then, the way critical illness
policies work hasn’t really changed, but of
course the medical world has changed hugely. Cancer back in the 80s would likely lead
to death simply because medical practises
were not as good.
Cancers today are being picked up earlier via screening programs, treated more
effectively and ultimately survival rates
are improving. However, we unfortunately
do then face the risk of suffering multiple
illnesses as we get older.

SERIOUS ILLNESS COVER
This is why we created Serious Illness
Cover, an illness protection product designed to pay out much earlier than traditional products, an important feature
because we are detecting illnesses that
much earlier today. Serious Illness Cover
will also pay out multiple times, aligned to
the fact that we are much more likely to face
multiple illnesses throughout our lifetimes.
Serious Illness Cover offers more relevant protection for your clients in the ever
changing world we live in. Paired with our
technology, instead of being viewed as a
grudging necessity, consumers can now see
a direct link between their premiums and
their rewards. Good news for customers,
good news for financial advisers – through
the upselling opportunities big upfront
premium discounts present, as well as the
increased persistency engagement brings
– and good news for Vitality.
For more information visit
https://adviser.vitality.co.uk/
Sources: 1. www.cancerresearchuk.org/about-cancer/causesof-cancer/can-cancer-be-prevented.
2. Mintel, Wearable Technology UK – December 2015.

provided by SquareHealth

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

My
Services

Remote GP
Consultation

My
History

My Medical
History

PROTECTION

www.simplybizgroup.co.uk

63

For financi
al advise
rs only

An espre
s
selling in so guide to
come pro
tection

CARL HEARD

National Account Manager
LV=

Income Protection protects against our biggest financial risk, a sudden income shock
due to long-term sickness; and that’s why LV=
believe Income Protection is one of the most
important protection types of cover for UK
working families.
However, it’s well known that only 1 in 10
people have some form of Income Protection,
which means millions are potentially exposed
to financial chaos, without a back-up plan in
place.

What’s more, the report revealed 37%
of Middle Britain are not confident that they
would be able to handle a financial crisis, if
one were to happen. That’s why your advice
matters more than ever – to help people feel
financially stable by putting cover in place
to ensure they’re more financially resilient
in times of need.
So how do you turn those conversations to
protection and position the need to protect
their income...

Millions at risk...

Three ways to help drive your
Income Protection
conversations:

Just last year we commissioned the LV=
Income Roulette Report, which revealed millions of people across the UK face financial
ruin, if they were to fall ill and without an
adequate back-up plan in place.
The most significant group at risk, totalling
nearly 13 million people is ‘Middle Britain’.
This group is made up of your typical working families and is often referred to as the
‘squeezed middle’ or ‘just about managing’.
And due to the sheer size of this group, it’s
very likely to include both your existing and
prospective clients.

1. LV= Risk Reality Calculator
Use the award-winning LV= Risk Reality Calculator with your clients. Simple and easy to
use, it’s already powered thousands of client
conversations. In seconds, the calculator
generates a personalised risk report to show
your client the highest risks they face. Then,
you’re ideally placed to demonstrate the value of your financial advice and recommend
protection.

2. LV= Espresso guide to selling IP
If you’re new to selling IP, or want to brush
up on some key facts to support your recommendations, take a look at our popular
Espresso guide.
3. LV= IP hub
Finally, to find out more about LV= income
protection product range, visit the online IP
hub. LV= offer an IP solution to fit every client,
whether that’s Income Protection, Budget
Income Protection, Personal Sick Pay or
Budget Personal Sick Pay.
And don’t forget all LV= IP cover also includes
free access to LV= Doctor Services.
So why not contact our team today to find
out more about LV= Income Protection – we’re
here to help you every step of the way.
Call 0800 032 4219, visit LV.com/IP
or email LifeEvents@lv.com

