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WELCOME

Martin Wilson | CEO

Welcome to the November 2017 edition of 
The Right News.

As the year draws to a close, this edition 
focuses on how you can utilise the 
opportunities on offer to switch on your 
business for 2018 and ultimately increase 
your income.

Recently we launched The Right 
Conveyancing to make it easier for you 
to find a reliable, proven and quality 
conveyancer. You can now find the best 
range of options in the conveyancing 
marketplace all in one place. A number of 
members are already taking advantage of 
our new proposition, competitive pricing 
and excellent service, so why not give it 
a go yourself? Turn to page 10 for more 
information.

How would you like a luxury break to the 
Maldives just for introducing clients to 
The Right Will? Email admin@therightwill.
co.uk or turn to page 13 to find out more.

If you are interested in selling PMI, you will 
find a number of articles in our dedicated 
PMI section of this magazine with hints 
and tips, and product information from 
some of the leading PMI providers on our 
panel. 

Don’t forget, if you’re not authorised in 
selling any of these products yourself 
or simply don't have the time, you can 
refer them to us, earning you up to 50% 
commission while we do the work for you. 
This means that you are able to increase 
your income whilst still having the time to 
prepare for the year ahead.

The Right Mortgage & Protection 
Network
A network that looks after you: the adviser. We 
give you the tools to increase your income.

The Right PMI
The Right PMI and Healthcare is the specialist 
division of The Right Mortgage and Protection 
Network. If you do not sell PMI, you can refer 
it to us and earn 30% of the commission.

The Right Will
Our partner company, The Right Will offers 
a simple will and estate planning service to 
financial advisers. Membership is free for TRM 
members.

The Right Referral Service
You can refer almost any product to us and we 
will be able to source it for your client, keeping 
them happy and earning you up to 50% of the 
commission.

The Right Equity Release
Write equity release using our new sales 
process or refer equity release cases to our 
partner company and earn 50% of the proc fee.

The Right Accountants
Are you paying too much for your accountancy 
services? The Right Accountants specialise in 
preparing accounts for the financial services 
industry at market leading rates. Don't forget, 
you can refer your clients to us too.

The Right Conveyancing
We’ve listened to all our members feedback 
and searched for the best options available. 
The Right Conveyancing will now give you 
access to the UK’s leading conveyancing 
specialists, all in one place.

As always, this edition is packed 
full of informative articles from 
our provider partners.

The theme for this issue and 
at our November event is 
centred around switching on 
your business for 2018. We 
hope you find lots of useful 
tips within this magazine on 
how to increase your income 
by utilising the products and 
services that are available; 
whether it’s accessing our 
new conveyancing platform 
or referring business via our 
referral service.

To further support you into 
2018, we will be piloting a 
series of training courses in 
association with some of our 
partners. The courses will be 
based on sales skills training 
and business development 
training. We recently held our 
first CII-accredited sales skills 
course, in conjunction with 
L&G, which focused on sales 
skills techniques for advisers 
looking to sell more protection 
and GI when advising on 
mortgages. 

We had excellent feedback 
from the first course and look 
forward to sharing more of 
these types of events with you 
throughout 2018 to ultimately 
help you switch on your 
business. 

Adam Stretton | MD
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Poynton Law Limited
Providing an efficient, quick and cost effective 
service to enable people to release equity 
from their home. Poynton Law Limited also 
provides other services including; probate and 
international probate, matrimonial, driving 
offences, cohabitation agreements and 
parental access.
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What’s your client's Deadline to 
Breadline?

Planning ahead is something we all 
do without thinking, from saving for 
holidays to who does the school run. 
Financial planning on the other hand 
can sometimes seem overwhelming or 
something to put off until tomorrow. 
Our latest Deadline to Breadline 
research reveals that on average UK 
employees could be on the breadline 
in just 32 days if they lost their main 
source of income due to sickness, 
accidental injury or death. 

No one likes to think about what they 
would do if the worst were to happen 
but worryingly more than a quarter 
(26%) also said that their current 
savings would last them just one 
week or less, highlighting that families 
across the UK are at threat should 
the main breadwinner die or become 
critically ill. 

The research highlights the 
significance and need for protection, 
particularly income protection as it’s 
important to remember that we all 
have our own deadline to breadline 
and we really don’t know what’s round 
the corner.

Other key findings:

• The Deadline to Breadline rises to 
36 days on average if respondents 
reined in their spending

• On average, UK employees have 
just over £6,500 in savings, yet 
they believe they would need 
at least a further £9830 to feel 
financially secure

• Nearly one-quarter (23%) said 
they do not save any of their 
income each month, so for these 
people their Deadline to the 
Breadline could be tomorrow

• 69% of employees would go 
without eating out to make ends 
meet, while only half (50%) said 
they would end subscription 
services such as Netflix and 
Spotify

• 16% of those surveyed had over 
£10,000 of debt to pay off, with 
the average respondent being 
nearly £5,000 in debt

• A quarter (25%) of respondents 
have had to use a credit card in the 
last month to pay for essentials as 
they didn’t have sufficient funds 
to make the purchase

• 30% of UK employees have no 
financial back-up in place should 
they or a loved one be affected 
by a critical illness, disability, 
redundancy, salary loss or death.

What would trigger people to 
take out protection cover?

The UK still clearly suffers from a 
savings and protection gap. Many 
of us ‘rent’ our current lifestyles, 
paying for it each month through our 
earnings. Take that regular salary away 
and it may not just be their house that 
they lose, but their entire lifestyle. It 
is vital that individuals and families 
plan ahead for such a critical event 
to ensure their financial security. The 
main triggers for considering taking 
out a protection policy are:

• Having a child – 34%
• Buying a property 25%
• Illness – 24%

Work out your client’s potential 
breadline.

We believe that to make protection 
more relevant to clients we need to 
make it personal. Our Deadline to 
Breadline calculator can show your 
clients their own potential situation, 
so you can help them decide how to 
help protect their financial security 
today.

Visit http://www.legalandgeneral.
com/advisercentre/protection to 
use our calculator and take a look at 
our Deadline to Breadline infographic.

What’s your client's Deadline to 
Breadline?

Craig Morrison | Account Director | Legal & General

This article explores some key findings from our Deadline to Breadline 
research and highlights the importance of having protection cover in place.

"The research highlights 
the significance and need 
for Protection, particularly 
Income Protection as it’s 
important to remember that 
we all have our own deadline 
to breadline and we really 
don’t know what’s round the 
corner"

Having been established in 1974, 
Together has been bringing common 
sense to the UK specialist secured 
lending market for over 43 years. Our 
expertise in lending means we can look 
beyond mainstream lending criteria to 
take an individual view of customers’ 
needs and treat each application on its 
own merits. 

When a case involves non-standard 
property, purchase type, income 
source or credit, or any combination of 
these, we aim to find a solution.

In the year to 30 June 2017 Together 
lent close to £1.2 billion, with a current 
loan book of over £2.24 billion, and 
we’ve  received a host of accolades 
for our products and services – 
highlighting the robust demand for 
specialist finance. 

Most customers come to Together 
because they have a specific need we 
can service because of the products we 
offer, combined with our flexibility in 
catering for a variety of circumstances.

In fact these customers may not be 
who you would typically think of 
when you hear ‘specialist finance’. Our 
top three groups of customers are 
older working families, those on the 
road to retirement, and high-income 
professionals. This just highlights the 
fact that nowadays many of us may not 
tick the boxes for mainstream lending 
at some point or other, and that’s 
where our common sense comes into 
play.

From providing a mortgage to a 
returning expat, who can’t go to the 
high street because they don’t have 
a recent credit history, to delivering 
funding to a retired couple that want 
to buy a property for their children, for 
us it all comes back to common sense.

There’s certainly an appetite for 
specialist finance and this is evident 
from the way our business has grown, 
particularly over the past 12 months, 
with the average value of monthly 
loans at £98.8 million, up  from £84.3 
million the previous year – a 17.2% 
increase.

Earlier this year, in line with our 
plans to expand our offering, we 
took the decision to open up our 
mortgage range to thousands more 
intermediaries by forming partnerships 
with leading mortgage networks, 
including The Right Mortgage & 
Protection Network.

The move was a natural step in terms 
of our growth plans; significantly 
widening our distribution channels for 
our specialist products, so we can cater 
for customers with needs that other 
lenders may not be addressing. 

To support the launch, we enhanced 
our online portal, My Broker Venue, 
making it quicker and more intuitive 
for intermediaries to use, and including 
a full, instant, decision-in-principle, 
and we’re now working with more 
intermediaries than ever to deliver 
specialist finance to their customers.

Case study

In our first deal through an intermediary 
network we funded a first charge home 
loan totalling £97,500 for the customer 
of a broker member of The Right 
Mortgage & Protection Network.

The self-employed customer, who is a 
foreign national but holds a UK visa, 
needed the mortgage to buy a three-
bedroom semi-detached house, using 
his own savings for the deposit to 
make up the £130,000 purchase price. 

After reviewing the application, we 
agreed to provide the loan at 76 per 
cent loan-to-value, on a five-year fixed 
deal with no early repayment charges. 

It’s a good example of our common 
sense approach in practice, as the 
customer had a deposit and a good 
recent credit history, but may have 
struggled to access the funding he 
needed from mainstream lenders 
because of his self-employed status 
and the fact that he holds a foreign 
passport.

This was an excellent outcome for 
the customer and is exactly why we 
partnered with the broker networks, as 
we want to ensure more intermediaries 
are aware of our products and our 
ability to assist in complex or unusual 
cases.

Our dedicated intermediary 
relationship team are always on hand 
to deal with enquiries, so to find out 
more, call us on 0161 933 7170 or visit 
www.togethermoney.com/partners

Opening doors to specialist 
lending

John Truswell | Head of National Accounts | Together

How specialist finance can help customers underserved by the mainstream. 
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We have introduced changes to our 
buy-to-let proposition to comply with 
the new PRA requirements for assessing 
buy-to-let mortgage applications and 
to enhance the service that we offer 
brokers. One of the key aspects of 
our buy-to-let offering is that we will 
continue to accept applications from 
portfolio landlords.

Here’s a summary of the changes:

• New and improved buy-to-let 
calculator hosted on our website 
making it easier for brokers to 
assess customers’ affordability

• To ensure customers can afford all 
existing mortgage commitments 
additional information is 
requested on their other 
properties (residential and buy-
to-let) to enable a full affordability 
assessment

• For portfolio landlords (those 
owning four or more properties), 
additional information about 
their existing buy-to-let and 
rented properties, their landlord 
experience, use of letting agents 
and future portfolio plans

• Revised Interest Coverage Ratio 
(ICR) calculation of 5.5% x 135%, 
reduced from 5.5% x 145%. We 
will continue to top-slice if there 
is a rental shortfall, taking into 
account any free personal income 
the applicant may have. In all cases, 
expected rent must continue to 
meet a minimum rental cover 
calculation of 5.5% x 125%

• Redefined the maximum number 
of properties an applicant can own 
from ‘mortgaged’ to ‘rented’ but 
the maximum number remains at 
4

• New valuation service to assess 
rental demand and rental income 
for all other properties being let, 
with the results used to validate 
customer affordability. 

We will also introduce several other 
enhancements to our buy-to-let 
proposition in Q4 that include:

• Increasing the total number of 
rented properties a landlord 
customer can own from 4 to 10. The 
total will include unencumbered 
properties and properties 
mortgaged with another lender

• Increasing the maximum 
aggregate customer borrowing 
allowed from £2m to £3.5m

• The current £50,000 minimum 
income for aggregated borrowing 
over £1m will be removed. All 
customers will be required to meet 
our standard buy-to-let minimum 
income of £25,000.

Here’s some information to help 
update you on our approach to buy-
to-let:

Definition of a portfolio landlord 
We define a portfolio landlord as 
a customer who has four or more 
properties owned solely, jointly or in 
aggregate across all applicants that 
meet the following criteria:

• Rented properties, whether 
mortgaged or unencumbered

• Residential properties with either 
consent-to-let or permission-to-
let agreements from the current 
lender

• Properties must be in the UK 
(England, Scotland, Wales or 
Northern Ireland)

• Excludes properties held in a 
limited company

Use of income from properties 
outside the UK when assessing 
affordability 
When assessing a customer’s 
affordability, income from foreign 
properties CANNOT be included in 
their total number of rented properties 
and must NOT be entered into the 
buy-to-let calculator. 

Accounting for properties 
rented out as holiday lets 
Holiday let properties should not be 
included in a customer’s total number 
of rented properties. Their monthly 
mortgage payment(s) must be included 
as a commitment in the calculator but 
the rental income cannot be included 
as this will vary from month to month. 
As part of a customer’s main income, 
rental income can be included if it can 
be evidenced through their tax return 
or business accounts in line with our 
policy. 

Existing properties do not need 
to meet our minimum Interest 
Cover Ratio (ICR)
Our buy-to-let calculator will only 
check that NEW properties meet our 
minimum ICR of 135% (125% from 
rental income). A customer’s existing 
rented properties will NOT be assessed 
individually against our ICR criteria. 
These will be assessed as part of a 
customer’s personal affordability. To 
ensure an accurate assessment, you’ll 
need to ensure you input the correct 
gross monthly rental income into the 
buy-to-let calculator and application 
for each property. 

As a responsible lender, we have been 
able to make these changes whilst 
ensuring that we maintain our risk 
appetite and the quality of business we 
accept.

NatWest’s changes to its buy-to-let 
proposition

David Hunter | Corporate Account Manager | Natwest

With all the changes in buy-to-let, now is the time to switch on your 
business to the opportunities it presents.

Providing value added support 
with Winston’s Wish
Providing value added support 
with Winston’s Wish

AIG Life Limited. Telephone 0345 600 6820. Registered in England and Wales. Number 6367921. Registered address: The AIG Building, 58 Fenchurch Street, London 
EC3M 4AB. AIG Life Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation 
Authority. The registration number is 473752.

Your clients may be thinking about putting a plan in place to 
make sure their children are financially looked after should they 
die. But have they considered emotional support? 

Coming to terms with death is hard enough for an adult. But for 
children, who are still learning how the world works, this can 
have a devastating effect on their long term development.

One of the ways in which we add value to our life insurance 
products is through our partnership with Winston’s Wish, the 
leading provider of child bereavement services in the UK. Through 
our unique support tool the Spencer Family, we have shown how 
crucial input from Winston’s wish can be to a grieving family. 

More than 100 Children are 
bereaved of a parent every 
single day in the UK**

After Minal Spencer passed away suddenly from pancreatic 
cancer, her husband James was lost. He had no idea how to 
deal with his own grief, let alone how to help his young children 
Nick and Ava. He turned to Winston’s Wish, a value added 
benefit included within Minal’s life insurance with AIG. 

James rang the Winston’s Wish helpline to see how best they 
could support him. Not only did they answer the nearly daily 

questions James had, they also urged him to ask the children’s 
teachers to call the helpline as well, to ensure that they were 
equipped to answer any questions Nick and Ava may have.
One of Winston’s Wish’s consultants met them for an assessment. 

They then had regular sessions at a family centre with their 
assigned practitioner who made sure Nick and Ava had an 
age-appropriate understanding of what had happened to their 
mum, and to ensure James was fully supported to work with them 
at home.

James decided to join a group organised by Winston’s Wish 
where they would meet other families who had also lost 
someone. Nick and Ava got to spend time with children going 
through the same experience, and James met other adults also 
trying to bring up their children on their own while still grieving 
the loss of their loved ones.

It is not unusual for children to be re-referred to Winston’s Wish 
at times of transition such as new schools, or as they get older 
and have new questions. The charity tailor the support they offer 
to each family around their individual needs.

Winston’s Wish believes in a society in which every child can get 
the help they need when someone close to them passes away. 
With the right support at the right time, a child can face the future 
with confidence and hope.

*Best Doctors and Winston’s Wish are non-contractual benefits which can be withdrawn at any time without notice. Best Doctors and Winston’s Wish are independent 
services, they do not form part of our claims process and do not form part of the insurance policy.
**Source. Winston’s Wish, 2015/16

Grief can destroy a child’s future – Winston’s Wish make sure it doesn’t.
To read the story in full go to www.aiglife.co.uk/microsite/the-spencer-family/minal-spencer-update 

EDCO 2381-0817
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The Regulatory Landscape for 
2018

Ben Allen | Compliance Director | The Right Mortgage

Where would we be if it 
weren’t for radar? 

Take Hurricane Ophelia; without 
Heinrich Hertz’s experiments in the late 
1800s we would have not been able 
to prepare for the pending danger. In 
Britain this probably wouldn’t have 
had a huge impact, however, for those 
in the South Pacific, Central America 
and the Caribbean, radar has a wholly 
more important bearing on their lives; 
it is no exaggeration to say that lives 
depend on it.

More commonly today, the term 
radar is used in the business world to 
describe the need for awareness of 
what lies ahead.

So, what is on our radar for 
2018? What can we expect?

Financial Conduct Authority - 
Business Plan

In their business plan covering 
2017/18, the FCA chose to draw 
attention to the following priorities:

• Firm culture and governance 
(including accountability)

• Financial crime and anti-money 
laundering

• Promoting innovation and 
competition

• Technological change and 
resilience

• Treatment of customers
• Consumer vulnerability.

Additionally, they have the following 
ongoing projects which will impact on 
us at some stage, whether in the near, 
or slightly more distant future:

• MiFID II 

• Insurance Distribution Directive
• Senior Management and 

Certification Regime
• Assessing Suitability Review 

(ASR).

These projects will impact to differing 
levels.

MiFID II (3rd January 2018 – 
Investment Intermediaries)

Although aimed at investment 
intermediaries, there are some points 
from MiFID which we can expect to 
see in the future. If MiFID is on our 
radar you could say that it is on the 
outer edge.

Some of the key areas where MiFID 
will likely cross over are:

• Costs & Charges
• Governance
• Advice
• Suitability
• Recording of Electronic and 

Telephone Calls

Insurance Distribution 
Directive (IDD)

The Insurance Distribution 
Directive has highlighted the 
following requirements:

• Minimum 15 Hours’ 
Continuous Professional 
Development (CPD) per annum 
– We are already ahead of this, we 
require all advisers to conduct at 
least three hours per month CPD

• Aggregated PI Cover of €1.85 
million – We currently have PI 
cover in excess of this amount

• Firms to have a complaints 
process in place – We already 
have one.

• Adjustments to the general 
principals contained in ICOBS

• Adjustments to pre-contract 
disclosures as recorded in ICOBS 
4

• Changes in relation to Advised & 
Non-Advised Sales

• And these are just the beginning 
– watch out for our update on the 
IDD.

Senior Managers Certification 
Regime (SMCR)

As you will be aware, SMCR has 
already been introduced to banks, 
however, 2018 will see it being rolled 
out to the mortgage and protection 
intermediary space; what can you 
expect?

• Revised conduct rules
• Enhanced referencing and fitness 

and propriety checks
• Application to senior staff 

and directors, with possible 
implications and expectations 
for those supervising (via the 
certification part of the regime)

• Firms to have statements of 
responsibilities for senior staff 
and directors

• Revised senior management 
functions (different to the current 
CF functions)

• FCA to be tougher on who they 
approve to undertake senior 
management roles

• Sanctions for those who do not 
meet their responsibilities

• Changes to information included 
in references

• Ongoing (annual) certification 
requirements

• Three different thresholds for 
implementation, with differing 
expectations and application 
depending on your firm’s size
• ARs will not immediately form 
part of the SMCR due to certain 
legal implications, however, you 
can expect certain expectations 
from the SMCR to pass on to you 
through networks & principals
• Evidence to be available of 
the training that individuals have 
received to enable them to do 
their roles.

Again, more detail will follow…

Information Commissioner’s Office 
- Business Plan

The General Data Protection Review 
(GDPR) is a piece of European 
legislation, which will be adopted in 
UK law post-Brexit. 

Whether you are a controller or a 
processor of data, you will have 
obligations placed upon you which 
take data protection responsibilities 
on to the ‘next level’ from the current 
Data Protection Act (1998) legislation 
under which we work currently.

The important date to remember is 
25th May 2018 – that is when the new 
legislation will come into force.

You can expect changes, which, of 
course as a member of The Right 
Mortgage we shall communicate 
to you. However, in the short term 
I recommend that you familiarise 
yourself with the material available 
from the Information Commissioner’s 
Office.

I’m pleased to say that although our 
radar screen is showing a lot of activity, 
none of it yet bears the hallmarks of a 
‘storm’.

Yes, there will be work involved 
with embedding the new changes, 
however, our radar is such that there 
is sufficient time to prepare.

As a member of The Right Mortgage, 
you can rely on us to keep you 
updated regarding industry changes 
and developments. Throughout 
2018 please keep an eye out for 
our compliance and policy updates 
explaining how we will adopt the 
regulatory changes as a network.

"You can expect changes, which, of course as a Member of The 
Right Mortgage we shall communicate to you"



The Right Conveyancing will support 
you and your client in helping you 
both make the right choice when 
instructing their conveyancing.

Convinced?

When you consider the amount of 
time it takes to complete all the 
necessary and rudimental checks 
around mortgage advice… Doesn’t it 
make sense to recommend a quality 
legal provider, eliminating the risk and 
let’s face it the hassle of selecting a 
low cost, little or no support provider 
where you have no assurances around 
service? 

And a point to think about. The Right 
Conveyancing has put the very best 
options in one place. Easy to select by 
price, location and service. 

So giving ten minutes of your time 
you will now be able to confidently 
recommend and instruct your 
clients conveyancing to a lender 
approved, accredited conveyancer, 
fully committed to supporting you 
and your client and in doing so earn 
an extra £200.  Or put another way, 
that’s an earning potential of £1,200 
an hour! Convinced yet?

Instruct your clients case at The 
Right Mortgage today. The Right 
Conveyancing: The marketplace in 
one place. Helping you and your client 
believe in better service.

To find out more phone 07377 
556 312 or email conveyancing@
therightmortgage.co.uk.

What happens to service when 
prices are too low?

Having worked with intermediaries 
for over eight years supporting their 
client conveyancing, it is apparent 
to me that for today’s adviser the 
options out there and the sheer 
amount of choice available when 
recommending conveyancing to their 
clients is baffling! What is the best and 
most consistent option? Your previous 
experience may be similar to many 
other advisers in it not being that far 
removed from rolling a dice when it 
comes to assurances around service, 
price and the quality of the customer 
experience.

For many years, price and not service 
was the driver. Low cost, online to 
instruct with light touch customer 
support but promoted with the 
enticing prospect of high referral fees 
for the introducer. This seemed the 
best fit for the adviser community, 
their prospective clients and what the 
legal services industry were happy to 
support.

A myriad of conveyancing providers 
offering similar to or identical 
products with access to hundreds of 
conveyancers. Big law firms, small 
law firms, portals, low cost with high 
referral fees from an almost identical 
panel of law firms. Having spoken to 
hundreds of advisers it’s apparent that 
even though the incentive to earn 
large referrals fees may be tempting, 
the quality of service, lack of case 
updates or responses and overall lack 

of support was in their experience the 
actual reality.

Improving the experience for 
the client and the adviser

So, what can we do as a network to 
help? Well, we’ve listened. Across the 
intermediary space when you consider 
the work, expertise and diligence the 
adviser puts into offering the best 
advice to their clients, why then do 
we not feel quite so confident when 
recommending the legal provider? 
The fact is that without the right 
conveyancing provider the client will 
not be able to progress. No legal 
work, no lending… no property. 

Over the past few months we have 
spoken to hundreds of legal providers 
throughout the UK and with the 
launch of The Right Conveyancing 
we’ve brought the best of the best 
together to support our members. 
Our law firm partners will support you 
and your client with an unrivalled level 
of customer service, exclusive pricing, 
saving them hundreds in legal fees 
and with competitive referral fees for 

you of upto £200 on every referred 
case. 

As a member of The Right Mortgage 
you now have access to award 
winning national law firms or the 
option of referring your client to a 
local, fully licensed, lender approved 
law firm who in line with yours and 
our expectations understand that 
the client is not just a “case file”, but 
someone who is making possibly the 
biggest financial decision of their lives 
and it all hinges on the legal work 
they are conducting being done in a 
professional and effective manner. 

Believe in a better service

For too long advisers have seen 
conveyancing maybe as a ‘necessary 
evil’. Not their fault. When instructing 
conveyancing the likelihood is that 
every adviser, including yourself 
reading this, has at some time had 
‘OK’ ‘poor’ or down right ‘awful’ 
experiences.
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The Right Conveyancing… 
Convince me?

Gareth Finney  | Development Manager | The Right Mortgage

With hundreds of options out there... How can you help your client make the 
right choice when choosing their conveyancer?

"The fact is that without the 
right conveyancing provider 
the client will not be able to 
progress. No legal work, no 
lending… no property"

We’ve listened and the solution is The Right Conveyancing. We now offer access to three options when 
instructing your clients conveyancing: 

Premier Move Local Move Panel Move

Top end of the market – for 
clients who want to access the 

best in class law firms

High quality direct 
conveyancing at exclusive prices 

from four of the UK’s most 
respected law firms.

On your doorstep law firms – for 
clients who want to deal with a 

local lawyer

Access exclusive pricing from 
over 120 local/regional law firms 

offering a highly competitive 
service.

Panel managed law firms – for 
clients who are price sensitive

Low cost conveyancing from a 
range of panel managed law 

firms across the UK.

Step 1
Speak to your client and 

determine the level of service 
required based on price, service 

or location

Step 2
Choose the best legal provider 
(from our options) to suit your 

clients’ needs

Step 3
Login to the legal provider’s 
website to generate a quote 

or pick up the phone and give 
them a call

"Our law firm partners 
will support you and your 
client with an unrivalled 
level of customer service, 
exclusive pricing, saving 
them hundreds in legal 
fees and with competitive 
referral fees for you of up 
to £200 on every referred 
case"

Visit our website:
www.therightconveyancing.co.uk



Our average mortgage adviser completes 33 mortgages per 
year

If they referred a Will for each mortgage sold they would 
increase their income by £3,300 per year

That’s the cost of a luxury break for two for ten nights in the 
Maldives this December*

To find out more email 
admin@therightwill.co.uk

*Holiday found at Virginholidays.co.uk on 25th September 2017:
Dates – 1st December to 11th December 2017. Including flight, one 

room and transfer at Bandos, Maldives Hotel.

 

How would you like a luxury 
break to the Maldives just for 

passing on some names?

therightwill
& estate planning
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In my role, I come into contact with 
a lot of advisers. As you'd expect, the 
one subject that tends to come up in 
conversation, almost without fail, is 
sales: how to shorten the cycle; how 
to make sure you're offering the right 
product or amount of protection; 
how to exploit opportunities in your 
existing client base and so on.

And while you can never generalise 
completely, the thing that strikes me 
time and again is how few online sales 
aids people tend to use.

Of course, I completely understand 
that if something's not broken, there's 
little need to fix it.

But, as a glass half-full type of person, 
I always walk away from these chats 
thinking that so much more could be 
achieved - and so many more sales 
could be made - if only people fully 
realised what was out there, how this 
simple-to-use technology could help 
and where to find them.

After all, in our increasingly visual 
world, clients are far more used to 
seeing something demonstrated or 
calculated on a screen.

Plus, a good online sales tool can go 
a long way to really capturing and 
holding a client's attention, not to 
mention provide a bit of the ‘wow' 
factor and help you stand out from the 
competition. The right sales tools can 
also seriously improve productivity 
and success rates. 

Better still, most if not all of the tools 
out there are free, easily accessible 
and extremely simple to use. From my 

perspective, having once sat in front 
of an adviser who was using an online 
calculator, it gave me a completely 
new and positive sales experience.

For a start, it certainly made the 
conversation more interesting, as 
there were lots of opportunities to ask 
questions.

Even from my informed perspective, 
it made what was a complex product 
far easier to explain. And by the time 
I was ready to buy, I had a lot more 
confidence that the product I'd chosen 
was the right one for me.  

The benefits of using online tools 
aren't exclusively reserved for the 
client, either. For instance, before a 
meeting, online tools are a great way 
for you to research the product.

During the meeting, tools can help 
you quickly work out a client's monthly 
outgoings and recommend how much 
cover they need. They can show the 
wide variety of conditions covered.

They can help with underwriting. They 
can provide fast, accurate support. 
I could go on, but hopefully you get 
the idea.

The puzzling thing is that it's not as 
if the protection industry hasn't tried 
to make the adviser's job easier in this 
respect.

A quick glance online confirms that 
the sector offers an ample selection of 
online tools.

For example, our Conditions Covered 
tool shows at a glance which ones 

are protected by our Serious Illness 
Cover; our Premium Comparison tool 
shows the difference in cost between 
our Term and Whole of Life Plans; our 
Income Protection tool works out how 
long your client could survive without 
an income if they had to stop working; 
and our Protection Calculator comes 
in very handy if you're not sure how 
much protection or what type of life 
insurance a client needs.

Of course, I wouldn't dream of saying 
online tools are a magic sales bullet 
for advisers. But I do feel they are a 
seriously underused and precious 
resource.

I understand that people's behaviour 
can take a little time to change. But, 
as the competition for the protection 
pound gets more and more fierce, it 
seems to make a lot of sense to use 
every single tool at your disposal to 
make sure you come out on top.

To find out how our tools can boost 
your business visit adviser.vitality.
co.uk/resources/tools/

Andy Philo is Director of IFA 
Distribution, Vitality

How to be the smartest tool in the box
Despite online sales tools being a simple yet highly effective way to boost business, they still appear to be a 
largely untapped resource for advisers. VitalityLife's Andy Philo wonders why.



‘I will not be pushed, filed, stamped, 
indexed, briefed, debriefed or 
numbered! My life is my own’.   
So goes a famous line about data, 
identity and ‘big brother’ from a 
broadcast… not from last week, but 
from the classic cult TV series ‘The 
Prisoner’ that first aired 50 years ago. 

Fast forward to the ‘internet of things’ 
today and we share information about 
ourselves all the time. Sometimes we 
do this consciously, but increasingly 
without giving it a second thought.  
Think about all the information and 
data through the digital footprints that 
we leave behind when we talk with 
Alexa, adjust our heating through an 
app, check in on Facebook or simply 
pay for a latte using contactless.  

The digital revolution is challenging 
everything within our lives and 
protection isn’t immune from this 
tsunami of change.  It’s often described 
as a ‘grudge purchase’, or it ‘has to be 
sold’. And despite the industry’s best 
efforts, the principle of protection 
insurance is simple. In return for small 
regular payments from the many 
(policyholders), an insurer will promise 
to pay a big amount of money to 
the few in the event of a ‘life shock’.  
However, our intangible promise 
to the customer can last for many 
years. All they get in return is a rather 
impenetrable legal document and 
a direct debit taken from their bank 
account month in, month out.  And 
then they have to die or fall ill to ‘win’.

The rise of the machines, yet there’s 
a place for humans too

As technology weaves into our 
everyday lives, we’re starting to witness 
the ‘protection experience’ evolving 
too. Experts say 90% of all purchase 
decisions are driven by emotion - so 
technology and logic will only get us 
so far (and won’t replace the human 

touch and emotional connection that 
makes all the difference). Below are 
just four examples of how combining 
tech and people can bring out the best 
of both:

1. Hundreds of advisers 
have adopted a neat little 
tool called the ‘risk reality 
calculator’ into their 
advice process - helping 
transform protection 
conversations across the UK.  Its beauty 
is its simplicity – using just four basic 
customer details, advisers can kickstart 
a ‘proper protection conversation’ 
which can be adapted into any advice 
process. Why not check it out at 
www.riskreality.co.uk/gen

2. Underwriting technology continues 
to advance.  We can now get indicative 
decisions instantly, and there’s far 
less need for traditional underwriting 
delays (aaaargh the sinking feeling 
of ‘we need a GP report’).  Condition 
management, advances in medicine, 
data connectivity and good old human 
interaction are powering ventures into 
previously uncharted ‘decline territory’ 
– like cover for customers with diabetes 
and HIV. And some insurers have pre-
underwriting tools that mirror their 
underwriting technology – so advisers 
can check out likely decisions with just 
a few clicks… anytime, from anywhere.

3. One of the challenges of 
protection is its intangibility 
and that it only really 
‘works’ when something 
horrible happens. Vitality 
has turned that idea on 
its head, by focussing on 
a healthy lifestyle, with 
insurance attached. It 
definitely appeals to some. Yet no 
matter how healthy you are, you can 
still encounter little bumps in the road 
of life. 

We’re also seeing a rise across the 
industry in ‘added value benefits’ 
– things like legal and counselling 
helplines, and extending to GP 
and Second Opinion services with 
real doctors available ‘instantly’ 
through mobile devices. LV= recently 
introduced the LV= Doctor Services 
app, which provides expert medical 
advice and support literally at the 
touch of a button. Visit LV.com/value-
added  to find out more.

4. Dealing with the loss of a loved 
one is one of life’s most difficult 
experiences – so a number of insurers 
have signed up to the Protection 
Distributors Group’s call for a ‘funeral 
payment pledge’. Combining some 
empathetic human touch and the 
advantages of technology, it’s possible 
to make advance payments under 
life insurance policies so that money 
can be in the hands of the bereaved 
within just a few hours. Such ‘simple 
steps’ can relieve (at least some) of the 
worries experienced during a traumatic 
time. And we’re seeing greater use of 
technology to help ease and speed 
up claims in other ways too – who 
needs to suffer days of delay with snail 
mail, when you can securely exchange 
claims info, including images, within a 
matter of minutes?

Innovations in technology are 
transforming the world around us. It’s 
encouraging our industry is embracing 
change (albeit a little slower than other 
sectors) – and there’s much more we 
can do better. Many more families still 
need protecting - marrying the best 
qualities of people and technology can 
help us rise to the challenge and make 
all our lives easier. 

For information on the full range of 
protection LV= offers, visit LV.com/
adviser 

With OneFamily Guaranteed 50 
Plus Life Cover, you can offer your 
customers a product that reassures 
them about some of their biggest 
worries – like rising funeral costs, 
being diagnosed with a serious illness, 
and providing their loved ones with 
a lump sum as a gift or to help with 
small amounts of debt. 

Here’s a quick overview of 
our Guaranteed 50 Plus Life 
Cover:
• Guaranteed acceptance with no 

medical as long as your customer 
is aged between 50 and 80 and is 
a UK resident

• Guaranteed cash lump sum after 
two years of starting their policy

• Fixed monthly premiums from 
as little as £10 a month to a max 
of £75 per month, to suit their 
budget and level of cover

• Early pay-out for serious illness 
(20%) or terminal illness (100% or 
whatever is remaining) after two 
years

• Up to £48,000 Accidental Death 
Cover in the first two years

• 5* Defaqto rating
• Option for customers to add 

nominated beneficiaries with pay-
outs of up to £500 without the 
need for probate

• Quick and easy application 
process so your customers could 
be covered within 7 minutes.

Plus, we offer support and advice 
as part of the service. Whether they 
claim or not, your customers benefit 
from free access to:

Legal and bereavement 
advice
Free initial advice on a wide range of 
legal issues

Health support
Practical and emotional support if 
your customer or family member is 
diagnosed with a serious or terminal 
illness

Care advice service
Usually £120. Impartial advice on 
choosing care for your customer or 
their loved ones

Funeral funding option
Ensure the proceeds from the policy 
help pay towards their funeral via their 
chosen funeral provider, who will also 
add a £250 contribution. Please note 
though that this isn’t a funeral plan.

To find out more about our 
Guaranteed 50 Plus Life Cover 
please visit onefamilyadviser.com 
or call 0808 100 5075*

*Lines open 9am - 5.30pm, Monday to Friday. 
We might record your call to help improve our 
training and for security purposes. Calls to 0800 
or 0808 numbers are free from UK landlines 
and personal mobiles. With business mobiles 
the cost will depend on your phone provider. 
If you'd like to know more, please ask your 
provider.

OneFamily is a trading name of Family 
Assurance Friendly Society Limited (registered 
and incorporated under the Friendly Societies 
Act 1992, registered number 939F). Registered 
in England & Wales at 16-17 West Street, 
Brighton, BN1 2RL, United Kingdom. Family 
Assurance Friendly Society Limited is authorised 
by the Prudential Regulation Authority and 
regulated by the Financial Conduct Authority 
and Prudential Regulation Authority. 
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OneFamily Guaranteed 50 Plus 
Life Cover 

"With OneFamily Guaranteed 
50 Plus Life Cover, you can 
offer your customers a 
product that reassures them 
about some of their biggest 
worries"

Transformers - technology and 
people changing insurance for 
the better

Stuart Mair | Business Development Manager | LV=

As technology continues to weave itself into our daily lives we discuss how we 
can embrace it to help write more protection business.
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There are products on the market 
that can be used to offer provision 
for funeral costs. Only a funeral plan 
guarantees to ensure that the money 
will be available at the time of need 
and guarantees the cost of the funeral 
director services included in the plan 
once the plan is paid for*. A funeral 
plan helps guard against the rising 
costs of funerals. The average cost of 
a funeral is now £4,078**, an increase 
of 112% since 2004. 

The funds from many insurance 
products may not be available at the 
time of need which can place undue 
stress on families at a difficult time.

It only takes one phone call at the 
time of need to activate a funeral plan.  
Your clients can choose the funeral 
they want and fix the cost of the 
funeral director’s services included in 
the plan at today’s prices.

Why not offer an 
underwritten whole of life 
policy?

An underwritten whole of life policy 
often has a lengthy application 
process with health and lifestyle 
questions including the need for a 
medical report from a GP and there 
is no guarantee of acceptance. By 
contrast, our application process 
should only take 30 minutes to 
complete, there are no health or 
lifestyle questions and acceptance is 
guaranteed. 

Why does your client need 
a funeral plan if they have 
other provisions in place?

Your client may have another product 

in place such as life assurance and this 
is usually arranged to pay out a lump 
sum on the death of the policy holder 
and to possibly repay an outstanding 
debt. The policy is likely to finish 
when a mortgage is repaid or when 
the policy holder reaches retirement 
age and this may mean that there will 
be no provision for their funeral costs. 

Over 50s insurance policies usually pay 
out a fixed sum, but don’t guarantee 
to cover the funeral director’s costs 
in the future. Even if your client has 
savings that will cover the cost of 
the funeral, it is a possibility that no 
lump sum will be available outside of 
probate to cover it and the savings 
may not keep pace with funeral 
inflation.

Funeral  wishes

Not all of these products offer a way 
to record your client’s funeral wishes. 
The Sunlife Cost of Dying report 
2017 found just 1% of those who had 
organised a funeral in the past four 
years fully understood their loved 
ones’ wishes. Only 25% knew which 
funeral director to use, and just 55% 
knew the deceased’s preference for 
burial or cremation. Staggeringly, 21% 
didn’t know any of the deceased’s 
wishes. A funeral plan allows your 
client to make their wishes known at 
the time of application taking away 
any confusion from the family which 
can save additional stress at a difficult 
time.

It’s a difficult conversation to 
have

No one likes to think about their 
own mortality, meaning it can be a 
sensitive conversation to approach. 

It’s worth bearing in mind that you 
already have many conversations 
around the subject when you are 
discussing whole of life or other life 
cover policies and funeral plans are 
simply a follow on from this.

Enhance your product range

A Golden Charter Funeral Plan can 
complement your existing product 
offering and ensure you are offering 
your clients a full and comprehensive 
range of products to suit their needs. 
The opportunity is there for you to 
easily help your clients plan ahead in 
return for attractive commission. 

Golden Charter’s easy 
application process

With a funeral plan we keep everything 
as easy and straightforward as 
possible and you’ll receive a £500 
introducer’s fee for each funeral plan 
sold (excluding the Value Plan)***.

Alternatively, if you prefer, you 
can refer your client via The Right 
Mortgage referral service and earn 
£250 for each plan sold.^

For more information, please 
contact our Sales Support Team 
on 0800 145 6520 or www.
goldencharterintermediaries.co.uk

*Or after 2 years’ consecutive payments, when 
paying by Fixed Monthly Payments
** SunLife Cost of Dying report, 2017
***Value Plan commission £240
^Value Plan referral commission £100

Add a simple yet important 
product to your client offering

Mike Jones | Senior Development Manager | Golden Charter

How funeral plans from Golden Charter can enhance your client offering and 
help your clients prepare for the future.

Buy to Let: The Market 

• The CML are forecasting buy to let 
(BTL) lending to reach £35bn this 
year

• The typical landlord has around 
£430,000 in BTL borrowing

• 15% of landlords are actively 
looking to expand their portfolio1

We understand the pressures you face 
as your job becomes more complex. 
Placing rental business could make 
things more time consuming than 
ever before. That’s why we’ve invested 
in our offering to provide an improved 
service and increased efficiency to help 
make your job easier and allow you to 
focus on growing your business. 

We have expanded our dedicated buy 
to let and holiday let underwriting team 
who assess each case individually to 
ensure a smooth process from enquiry 
to offer and completion. We have also 
improved our process by developing 
a new improved submission form for 
all rental property, making it simpler 
to submit buy to let and holiday let 
applications, whether for a single 
property or portfolio landlord.

What’s going on in the 
market?

Stamp Duty Land Tax (SDLT) 

From April 2016 higher rates of Stamp 
Duty Land Tax were introduced on 
purchases of additional residential 
properties and second homes. The 
higher rates are 3% above current 
rates.

PRA changes

As of 1st January 2017 lender 
affordability assessments had to take 
into account any tax liability, including 

interest tax relief, as well as all property 
related costs. Lenders now have to 
account for likely increases in interest 
rate, assuming a minimum stressed 
interest rate. However, flexibilities 
exist to support existing landlords 
and those seeking longer term fixed 
products.

Tax

From April 2017 the tax relief landlords 
receive for finance costs began being 
gradually reduced to the basic rate of 
income tax. When fully implemented 
in 2021 landlords will no longer be 
able to deduct mortgage interest 
payments as a business cost. This 
table shows the reduction of tax relief 
as a percentage year by year.
 

In response you’re likely to see 
landlords trying to regain the returns 
being eroded by these tax changes 
by reviewing portfolio size and 
composition, location, rental income 
and property related costs. Landlords 
are also likely to be considering 
their options for re-financing in 
order to benefit from low mortgage 
interest rates, and thus reducing their 
outgoings.

Portfolio landlords 

From 30th September 2017 landlords 
with four or more mortgaged buy 
to let properties will be defined as 
portfolio landlords. Lenders will adopt 
specialist underwriting approaches 
for portfolio landlords.

Energy efficiency requirements

From the 1st April 2018 there will be a 
requirement for any properties rented 
out in the private rental sector to 
have a minimum energy performance 
rating of E on an Energy Performance 
Certificate (EPC). The regulations 
will come into force for new lets and 
renewals of tenancies with effect from 
1st April 2018 and for all existing 
tenancies on 1st April 2020.

Our aim is to make our proposition as 
straightforward as possible and ensure 
our service supports you. We’ve 
refined our criteria since the start of 
this year and strengthened both our 
underwriting and intermediary teams, 
with extra specialised training to cover 
these latest changes.

For more information on the 
investment mortgages market and 
our proposition visit our website 
www.leedsintroducer.co.uk. 
 
1 Information taken from BDRC 2017 Q2.
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"Our aim is to make our 
proposition as straightforward 
as possible and ensure our 
service supports you"

Let’s ease the pressure on 
investment mortgages

Clive Sandom | Corporate Account Manager | Leeds BS

An insight into the investment mortgages market, recent changes and a look 
at how we are easing the pressure for you and your clients.
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Healthcare insurance tends to divide 
the adviser community down the 
middle – you either sell it or you don’t. 
Yet it makes an ideal companion 
to many products in your current 
portfolio and offers a great way to 
strengthen relationships with your 
clients.

So what’s stopping you trying 
something new?

When everyone knows the best clients 
are the ones you already have, Private 
Medical Insurance with AXA PPP 
healthcare offers a sophisticated way 
to deepen your existing relationships. 
And because you can choose the level 
of support you want, you don’t need 
to be an expert, so you can start to 
broaden your client holdings now.

Choose how hands on you 
want to be

Our flexible approach makes it simple 
to add healthcare to the range of 
protection you offer. Here’s Paul 
Moulton, our Director of Intermediary 
Distribution, talking about how it 
works:

“We get that everyone likes to work 
differently – and that what works 
for one client may not be right for 
another. So we let you choose how 
you handle every lead. You can leave 
the legwork to us or if you want to be 
more hands on we’ll support you.

With our online PASS system, simply 
give us a few client details and our 
dedicated intermediary business team 
will handle the quote and conversion, 
tailoring a plan to suit your clients’ 
needs and budgets. 

When your client joins, you get your 
commission. When they renew, you 
get your commission. It’s that simple.
But if you prefer to maintain more 
client contact and want to look after 
the sale yourself, we’re very happy 
to support that too. We can visit 
you to provide training, we’ll provide 
sales materials, and our team are 
here to answer queries. You’ll also 
find all the information you need 
to support conversations with your 
clients, including product details, 
client literature and handbooks, at 
www.axappphealthcare.co.uk/
intermediaries/amplify/

Add another string to 
your bow with healthcare 
protection

We’ll do all we can to make it easy for 
you to look after your clients’ personal 
wellbeing as well as financial. It’s a 
simple way to add a new string to 
your bow.

Time to take a fresh look at 
private healthcare cover

Of course there are stories of waiting 
lists, deficits and scares, but there are 
also plenty of positives. It’s a time of 
ground-breaking drugs, treatments 
and technologies, while conversations 
about mental health are creating 
wider understanding in psychological 
wellbeing too.

Talking to your clients about 
protecting their health and wellbeing 
shows you’re concerned about their 
number one interest. 

So if it’s time for you to take another 
look at what healthcare protection 
could offer your clients, you can find 
out more at www.axappphealthcare.
co.uk/therightnetwork/

When you’re looking to switch 
on your business, look no further 
than healthcare insurance

Paul Moulton | Director, Intermediary Distribution | AXA

If you thought healthcare insurance was complicated to sell, think again, it 
could be the opportunity to give your business a boost.

"We get that everyone likes 
to work differently – and that 
what works for one client 
may not be right for another. 
So we let you choose how you 
handle every lead. You can 
leave the legwork to us or if 
you want to be more hands 
on we’ll support you"
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Key points:

• Vitality discounts and rewards 
provide added benefits for 
employees

• Vitality makes small businesses 
more attractive when recruiting

• Provides opportunities for team-
building and social events without 
a large budget

• Boosts the perceived value of 
company benefits.

Little things can often make all the 
difference, whatever the size of the 
company. Take Google, for example. 
For the past six years, the technology 
giant has topped Fortune magazine’s 
‘100 Best Companies to Work For’1 

list. The 61,000-strong US workforce 
enjoys perks such as discounted gym 
memberships, free health screening 
and cheap ticket offers2. These types 
of thoughtful extras ensure high 
staff morale and help to enhance the 
company’s reputation as cool, caring, 
forward thinking and responsible.

When a small business chooses 
Vitality as its healthcare provider, 
its employees can enjoy the same 
kinds of benefits as Google’s team 
of thousands. For example, Vitality 
members can get weekly cinema 
tickets as a reward for being active 
and regularly tracking their exercise.

Building a team:

Our carefully chosen Vitality partners 
also offer employers plenty of easy 
ways to hold morale-boosting team 
events. Our relationship with parkrun, 
for example, allows members to earn 

Vitality points every time they take 
part in one of the 150 weekly 5km 
runs across the UK. Employers can 
seize this opportunity to use training 
for parkrun – as well as the events 
themselves – as a team-building 
strategy.

Likewise, if enough of the workforce 
has taken advantage of Vitality’s cash 
back on Evans Cycles, employers 
could help by setting up a ‘bike train’ 
for staff cycling to work. Cyclists meet 
at an agreed point en route then ride 
in together – for a safer and more 
sociable commute. If people turn up to 
work together or meet up for training 
runs, it can have a hugely positive 
effect on morale and engagement 
– as well as everyone’s health and 
fitness, of course.

It’s also worth pointing out that 
the most effective team-building 
initiatives aren’t the big-spend, big-
idea extravaganzas. In fact, the events 
that employees deem most useful are 
simple social occasions, such as going 
out after work. And that’s where those 
Vitality weekly cinema tickets can 
come in very useful, as employers can 
initiate a regular film night.

Vitality also offers members weekly 
Starbucks drinks3 for tracking their 
activity, which encourages employees 
to keep fit and rewards them with the 
opportunity to catch up over coffee or 
a handcrafted drink of their choice.

Adding up the benefits:

Thanks to our great partnerships, 
Vitality allows the workforce to clearly 

see greater value in a company. And 
all those ‘little extras’ – from weekly 
Starbucks drinks to discounted flights 
with British Airways – can make an 
SME as appealing to high-calibre 
prospective employees, too. So it’s 
something that employers are keen to 
highlight from the outset.

Being a Vitality member can also help 
SMEs retain the best staff. After all, why 
would anyone be lured away by the 
perks of working for a bigger company 
when they enjoy the same benefits 
already? And because Vitality rewards 
members for being active, it gives 
employees added incentive to keep 
fit and healthy. A happier, healthier 
workforce is naturally more motivated 
and productive. Ultimately, Vitality 
enables SMEs to offer and deliver the 
same health and wellbeing benefits as 
a high-performing corporate but the 
cost is all included in the package – so 
it’s a win-win situation for all involved.

Sources:

1.http://beta.for tune.com/best-
companies/
2 . h t t p : / / b e t a . f o r t u n e . c o m /
fortune500/alphabet-36
3.Applies to handcrafted drinks at 
participating stores only. Excludes 
Venti-sized drinks and seasonal 
featured drinks.

How small businesses compete without the big 
budgets
With Vitality, you aren’t simply selling health insurance: you’re also offering SME clients the opportunity to 
raise their influence and appeal, and to compete with bigger companies – even without a corporate budget.
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At the beginning of the year, Peter 
Le Beau wrote a column in Health 
Insurance Daily arguing:

Our biggest challenge as an industry 
is to focus on mass-market needs 
rather than to look at ensuring the 
richest 5% of the population have 
financial opportunities coming out of 
their ears.

I have some good news for Peter Le 
Beau and, more importantly, for you 
and your clients.

Introducing a plan offering 
the best of both worlds

We’ve created a brand new plan that 
bridges the gap between private 
healthcare and affordability. Therefore 
it appeals to almost everyone, not just 
the ‘richest 5%’.

It’s called the Hospital Self-Pay Cash 
Plan, and it gives your clients money 
back for self-pay treatment at any 
private hospital in the UK. 

Your client pays upfront for treatment 
covered by the plan, then gets 
reimbursed up to the benefit level 
offered by their plan. It really is a simple 
and affordable way for your clients to 
benefit from private healthcare – with 
premiums starting from as little as £10 
a month*.

What does the plan cover?

In addition to providing access to 
private medical self-pay packages, 
the Hospital Self-Pay Cash Plan covers 

specialist consultations, diagnostic 
tests, therapies, and private GP 
appointments. It’s simple to take 
out, with no medicals required and a 
simple pre-existing conditions clause 
applied.

What’s more, your client can choose 
to add their partner or children to the 
plan, making it a great form of family 
protection too. 

How do premiums work?

The pricing structure is similar to a 
typical cash plan. However, premiums 
are age-banded which means they 
increase each time your client advances 
into an older band (the bands are set 
within 10 year increments). Premiums 
range from £10 per month (based on 
level one cover for an 18-29 year old) 
to £80 per month (based on level 3 
cover for a 65-69 year old).

As you can see, the brand new 
plan combines the advantages of 
a medical cash plan and a private 
medical insurance policy – offering 
affordability AND access to private 
healthcare.

Group premiums now 
available

Since releasing our Hospital Self-Pay 
Cash Plan, we’ve been inundated with 
requests for a group version. 

Clearly, intermediaries who sell 
group medical cash plans see it as 
an enhanced product that can be 
offered to companies looking for a 

higher level of cover. And those who 
sell group private medical insurance 
view it as a cost-effective solution for 
companies with tighter budgets.

Hospital Self-Pay Cash Plan in 
the press

Health Insurance Daily recently 
awarded the plan “Product of the 
Month” and commented, “the plan 
offers a genuine alternative to 
traditional budget PMI”. We’re also 
delighted that Protection Review 
awarded the plan a “Gold” rating, 
recognising the effort we’ve made 
to create a new approach to private 
healthcare.

This plan has caught the eye of many 
intermediaries given it’s a great 
opportunity to secure new business. 
You can find out more by contacting 
me today:

Tel: 07734 954035
Email: davidm@april-uk.com

*Based on level 1 cover for a 18-29 year old

The case for affordable private 
healthcare

David McGuinness | Partnerships Director | April UK

Discover a brand new cash plan set to rekindle customer interest in the 
stagnating PMI market.

"Health Insurance Daily 
recently awarded the plan 
“Product of the Month” and 
commented, “the plan offers 
a genuine alternative to 
traditional budget PMI"
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General & Medical specialise in private 
medical insurance for individuals, 
families, small businesses and 
corporate clients. Our rebrand has 
focussed on making our private health 
insurance packages more customer 
centric, easier to understand and 
overall just more friendly and modern. 

As General & Medical carried out its 
research, we noticed that individuals 
require care that supports them along 
their whole journey throughout life 
where their health is likely to alter, 
just as much as their lifestyles do. For 
this reason, you will now be looking at 
packages that reflect this journey. The 
new private healthcare plans include; 
Essentials, Essentials Plus, Everyday, 
Everyday Plus, Lifestyle, Lifestyle Plus 
and Elite offering benefits such as 
extended treatment for cancer, private 
maternity services and in-patient and 
out-patient benefits with additional 
upgrade options across all of the 
packages including treatment for pre-
existing conditions.

From a small and corporate business 
perspective, you will now be able 
to tailor cover that is ideal for your 
clients individual business from senior 
director’s right through to part-time 
staff. Corporate health insurance 
keeps popping up in employees top 
choice for choosing one job over 
another, so it’s crucial that employers 
provide some sort of basic private 
health cover if they want to stay 
competitive. Using our new Business 
Flex model businesses will be able to 
choose from either Business Prime, 
Module 1, Module 2 or Business Elite 
enabling them to mix and match.

General & Medical offer a unique and 
simple switch solution for previously 
underwritten schemes for both 
individuals and small groups giving 
greater flexibility for intermediaries 
to assist their clients. In addition 
we provide a tailored experience 
meaning we can give you and your 
clients a more personal experience. 
As an independent company with 

established values, clients are always 
ensured of a personal and friendly 
service with every client allocated a 
named contact to assist them with 
all aspects of their cover from claims 
through to policy changes.

The new policies provide greater 
transparency in what each of them 
offer plus all of our extra benefits. 
Despite the changes to the policies, 
if you have clients with an existing 
private healthcare package with us, 
or small business/corporate package, 
rest assured that your service will not 
have altered, and your clients have 
excellent cover and support whenever 
you or they need it. 

For more information just visit www.
generalandmedical.com or call 0800 
980 4601. 

General & Medical undergo a rebrand

Georgie Fenn | Marketing and Content Executive | General & Medical

The private medical insurance company are moving with the tide and have an exciting 
new rebrand of products.  
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Introducing new community 
based support tickets on PMI 
Quote
Steve Warden | PMI specialist | Finley Jacobs

From now on if you have an issue with 
a price mis-match or spot something 
not quite right when using our PMI 
sourcing system, PMI Quote, you can 
let us know via a support ticket. This 
can be done one of two ways:

If the issue is relating to a 
particular quote

1. Select ‘Previous Quotes’ on the left 
hand side of the screen
2. For the particular quote you are 
experiencing an issue with, select 
either ‘Quick Quote’ or ‘Full Quote’ 
and on the next page at the bottom 
click ‘Get Quote’
3. Next to the green buttons, you will 
see a button named +Create ticket. 
Click on this button and complete 
the subject box and message field by 
explaining what the issue is. 

Once the above steps have been 
completed we will receive your 
ticket and do our best to resolve the 
problem as quickly as possible. 

If the issue is in relation to 
something else 

If you have an issue or spot a fault 
anywhere else in the site just go 
straight to support ticket and raise 
the issue from there.

Our ticketing system is community 
based which means that we want 
to be totally transparent with what 
is going on and how we are fixing 
faults within our system. Anyone can 
view the ongoing support tickets 

and comment on them if they are 
experiencing the same issues but 
don’t worry - only you and your admin 
can view the quote you are querying. 
Another feature now available is if you 
are experiencing an issue, you can 
look back on previous users’ tickets to 
see if the issue has arisen before and 
been resolved.

We appreciate this is a growing site 
with more and more features with 
each passing month and so you're 
not always going to get it right 
(but neither are we). By creating a 
community based help system we 
can all help each other much quicker 
and so remember, you have to give to 
receive!

"We appreciate this is a 
growing site with more and 
more features with each 
passing month and so you're 
not always going to get it 
right (but neither are we). By 
creating a community based 
help system we can all help 
each other much quicker and 
so remember, you have to 
give to receive!"
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It doesn't stop there!

We want your feedback. If we have 
released a new feature please tell us 
why you like it or more importantly 
how you believe we could make it 
better. Your feedback or query doesn't 
have to be related to the system, it 
can also be related to a product or a 
provider.

Anything that could make your life 
easier we would like to know about. 
Perhaps your suggestion already 
exists within the system and you just 
don't know so go to support tickets 
and do a search. As a community we 
can answer it, together we are better! 

"Our ticketing system is community based which means that 
we want to be totally transparent with what is going on and 
how we are fixing faults within our system"

New features and coming soon

• Chat directly to your account 
manager and insurer through live 
chat (coming soon)

• Change the settings on the fly in 
the setting side bar

• Customise the benefits shown 
for each insurer in the benefits 
comparison table

• Our new updated full fact find 
is now more compliant and much 
cleaner

• You can now create your own preset 
reasons for the suitability letter

• We have acquired insurance 
resource

• Bupa rates- January 2018 giving us 
all 11 UK medical insurance providers

• E-sign letter of appointments 
coming very soon

• A new portal dashboard; a fresh 
look is coming but we'd like to know 
what you want

• Easy quoting for SME

• Full CRM

For more information please email 
PMI@therightmortgage.co.uk.



As a specialist 
PMI network, we are 
dedicated to the PMI 
professional

  OUR EXCITING NEW PMI QUOTE ENGINE IS HERE!

Access to our fully compliant PMI Quote sourcing system

Automatically produces five documents required for a compliant PMI sale

Training, support and annual meetings

Market leading commission rates PMI
healthcare

Call us now: 01564 732 744


