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Welcome to our latest Training Focus Magazine. 

This edition explores the different ways in which you 
can increase your income and expand your offering to 
your clients.

A holistic approach
The best place to start is by looking at your own client 
bank and considering their needs in order to identify 
any new opportunities. Your clients will have other 
needs and so will their families.  

Offer your clients a holistic financial planning service. 
Your client’s issues are generally not just consigned 
to their mortgage and they may also require income 
protection, a lasting power of attorney, even legal 
services, and more. So be proactive; spend longer on 
each client and assess their overall needs.

Don’t forget, you have access to sell or refer: protection 
plans, LPAs & Wills, funeral plans and legal services – 
solicitors who will go to your client’s home.

LPA and Will Referral Scheme
We have now officially launched our LPA and Will 
Referral Scheme for our members. This is vital planning 
for your clients and an excellent commission earner for 
you. Turn to page 4 for more information.

Equity Release Referral Scheme
If you have clients that you can’t place a mortgage for, 
why not try equity release? We recently introduced a 
referral service with our sister company, The Right Equity 

Release (TRER), allowing our members to easily refer 
equity release business and earn an average of £1,200 
per case*! This service has been successfully used by a 
number of your colleagues, so why not take advantage 
of this rapidly growing area? Turn to page 13 to find out 
how the older generation are defusing their mortgage 
worries with an equity release plan.

Being able to offer all of these additional products will 
give you an advantage over other advisers and will help 
you to provide a unique service, in an industry that is 
becoming increasingly competitive.

Read on for tips to help you to recognise the many sales 
opportunities that are out there and keep your eyes 
peeled over the coming weeks for our regular toolkit 
emails, providing you with fresh ideas to help you boost 
your income. 

*£1,200 is the average proc fee you’d earn on case completion

Martin Wilson | CEO

Contact Details

St Johns Court, 
70 St Johns Close, 
Knowle, Solihull, B93 0NH

01564 732 744

Editors

Ryan Sparrow
ryan.sparrow@therightmortgage.co.uk

Katey Field
katey.field@therightmortgage.co.uk
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This edition is packed 
with lots of tips and sales 
opportunities. 

As advisers we all try to 
provide the best possible 
advice for our clients. 
Whether that’s looking 
for the best mortgage for 
their dream house and 
then providing relevant 
protection to keep them in 
the house should they fall 
ill, suffer a critical illness, be 
made redundant or die. 

Often though, we don’t 
really look at how they 
want to pass their assets on 
when they die or how they 
would deal with financial 
or health decisions if their 
partner lost capacity. These 
are important issues that 
your clients need to be 
advised on and this is the 
reason we have launched 
The Right Will Referral 
Service. So why not give the 
The Right Will team a call 
on 01564 732 740 and see 
how they can help you look 
after these important areas 
of your clients planning.

Adam Stretton | MD
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A Lasting Power of Attorney is vital planning for your clients
If your client should lose mental capacity then they may be unable to do the following without a 
Lasting Power of Attorney:

 They will be unable to access further draw downs on their property

 They may be unable to access joint bank accounts
 
 Loved ones will be unable to pay bills on your clients behalf

	 Your	client’s	loved	ones	will	be	unable	to	move	them	to	a	different	care	home	if	they	feel		
 unhappy with the standard of their care

 Doctors, rather than your client’s chosen person, will decide on whether to give or refuse life  
 sustaining treatment

OUR BRAND NEW REFERRAL SERVICE

Refer LPAs - e
arn £400 per co

uple

Refer W
ills -

 earn £100 per co
uple

How to get started
1) Visit www.rightwilladviser.co.uk/the-right-mortgage-lpa-referral-service

2) Watch our 5 minute video about Wills and LPAs so you can explain it to your clients

3) Complete our one page referral form with your client’s details

4) We contact your clients and complete the business

5) We send you your commission

Get in touch for further information

 admin@therightwill.co.uk
 01564 732 740

A Lasting Power of Attorney is vital planning for your clients
If your client should lose mental capacity then they may be unable to do the following without a 
Lasting Power of Attorney:

 They will be unable to access further draw downs on their property

 They may be unable to access joint bank accounts
 
 Loved ones will be unable to pay bills on your clients behalf

	 Your	client’s	loved	ones	will	be	unable	to	move	them	to	a	different	care	home	if	they	feel		
 unhappy with the standard of their care

 Doctors, rather than your client’s chosen person, will decide on whether to give or refuse life  
 sustaining treatment

OUR BRAND NEW REFERRAL SERVICE

Refer LPAs - e
arn £400 per co

uple

Refer W
ills -

 earn £100 per co
uple

How to get started
1) Visit www.rightwilladviser.co.uk/the-right-mortgage-lpa-referral-service

2) Watch our 5 minute video about Wills and LPAs so you can explain it to your clients

3) Complete our one page referral form with your client’s details

4) We contact your clients and complete the business

5) We send you your commission

Get in touch for further information

 admin@therightwill.co.uk
 01564 732 740

A Lasting Power of Attorney is vital 
planning for your clients

OUR BRAND NEW REFERRAL SERVICE
Refer LPAs - earn £400 per couple
Refer Wills - earn £100 per couple
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How to get started

Visit www.rightwilladviser.co.uk/the-right-mortgage-lpa-referral-service

Watch our 5 minute video about Wills and LPAs so you can explain it to your clients

Complete our one page referral form with your client's details

We contact your clients and complete the business

We send you your commission

admin@therightwill.co.uk

01564 732 740

Get in touch for further information
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Designed to appeal to more of your 
clients and cover them against all 
eventualities, we’ve introduced some 
exciting improvements – we call this 
Superfresh IP!

What’s new?

Fracture cover as standard - We 
automatically include fracture cover 
with our FPP Income Protection policy. 
Importantly, it isn’t an optional extra, 
or a separate policy and your clients 
won’t pay a separate premium.

There’s also no waiting period, which 
means that if your client is diagnosed 
with a specific bone fracture, they’ll 
get their money quickly and can use 
this to cover a shortfall in income, pay 
some bills, or spend it however they 
choose.

Tip: Check out the handy payment 
chart to show what your client will 
get for each type of fracture (up to a 
maximum of £2,200) within a rolling 
12 month period at LV.com/adviser

Death benefit as standard - We’ve 
added a life cover element to our 
income protection policy. This means 
we’ll pay a lump sum if your client 
dies before the end of their Income 
Protection policy and again, it’s 
included as part of our contract.

Tip: It’s easy and straightforward for 
you to explain to your client - if your 
client dies within four years of their 
policy start date, we pay £5k and if 
your client dies four or more years 
after their policy start date, we pay 
£10k. 

Teachers sick pay guarantee -
Clients working in the public sector, 
including teachers, don’t always 
have straightforward sick pay 
arrangements. They might get paid 
100% of their salary for a defined 
number of months, followed by 50% 
of their salary, and when they get 
paid also depends on their length of 
service.

With the LV= sick pay guarantee, as 
long as your client is a teacher and 
chooses a 12 month waiting period, 
we’ll pay out to fit alongside their 
employer sick pay arrangement (as 
long as they match those offered by 
the local education authority). And 
we’ll pay out early depending on their 
length of service. 

Tip: This helps to remove the need 
for complex spilt waiting periods 
and makes sure your clients get their 
money when they need it.

Unemployment payment holiday - 
As long as your client has held an LV= 
policy for 90 days, if they are made 
involuntarily unemployed, they won’t 
have to pay their premiums for up to 
six months. 

The ‘payment holiday’ can be used 
more than once throughout the 
lifetime of their policy, but is limited to 
six months in total during the policy 
term. 

Tip: This applies to their Income 
Protection policy, as well as their 
whole menu plan premium; if they 
took out Income Protection alongside 
our Life & Critical Illness policy.

More added goodness…
To help you recommend LV= to 
more clients, we’ve also increased 
the maximum cover available to 60% 
of earnings (a maximum £12,500 a 
month) and removed the minimum 
cease age.

Don’t forget the existing features that 
come as standard too including own 
occupation for all the jobs we insure 
to age 70, £1500 benefit guarantee 
and no standard exclusions to name 
a few. 

We’re passionate about our 
Superfresh IP - how it protects more 
than your client’s income, provides 
greater certainty for all eventualities, 
and covers more of your clients. 

Go to LV.com/superfresh or speak 
to your LV= account manager to 
find out more. 

Superfresh IP – Covering more 
than just your Client’s Income

Stuart Mair | Business Development Manager | LV=

As a specialist in income protection, we’ve been helping people to protect 
their incomes for many years with our award-winning products. So, when we 
recently refreshed our Income Protection proposition, we wanted to make 
sure we delivered even more added goodness for you and your clients.

Income protection

Now with even more
added goodness
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New rules introduced last month 
could see your customers becoming 
more demanding when it comes to 
renewing their household insurance.
Insurers now have to tell policyholders 
at renewal stage what their premium 
was the year before for home, medical, 
travel, pet and motor insurance.

The change was driven through by 
the regulator in a bid to stop loyal 
customers paying over the odds. 
The basic premise is that if insurers 
are forced to make it clear what a 
customer paid the previous year, it 
will make it easier for the customer 
to check whether they’re being 
overcharged. 

While some of the measures that 
regulators of all shapes and sizes 
take can raise eyebrows and lead to 
questions as to whether the new rules 
will make a difference, I think this one 
stands up to scrutiny. In recent years, 
some insurers have been accused 
of taking advantage of customers 
by hiking premiums of those who 
agree for their cover to be renewed 
automatically. With homeowners 

stretched for time as well as money, 
many simply sign on the dotted line 
rather than take time to find out if 
they could do a bit better. However 
these annual price hikes soon add up. 

One research agency found that after 
three years, the typical homeowner 
was overpaying by £66. After nine 
years they believe that home insurer 
customers who stay loyal are £127 out 
of pocket.

This simple measure should help to 
encourage your customers to think 
a bit more about their insurance and 
shop around or haggle with their 
existing provider for a better deal. I 
also think it represents a significant 
opportunity for intermediaries to step 
in and demonstrate once again the 
value they offer.

You know what your customers 
paid and when their policies are 
approaching renewal so rather than 
wait for the insurer to contact them 
with their renewal notice, why not 
get in first? Let them know that you 
can shoulder the shopping basket 
and look around for the best deal 
for them? All they need to do is let 
you know of any changes in their 
circumstances or cover requirements, 
you can do the rest and have some 
quotes ready for them to compare 
when their insurer sends through 
their renewal offer. Using a platform 
like the one the team at Source offer, 
our streamlined process means that 
you can get an indicative price in less 
than 15 seconds and we can quote 
for up to 95% of everyday and non-
standard property risks online without 
any need for referral. 

Not only does this mean that you’re at 
least in the running to get their home 
insurance business again, but you are 
once again showing the additional 
value you bring to the relationship. 
The easier you can make it for your 
customer to sort out their financial 
commitments, the more likely it is that 
they’ll continue to not only use you 
but recommend you.

Doing the shopping doesn’t always 
have to be an unrewarding chore!

Doing the Shopping…

Brian Coulton | Head of Sales | The Source

A look at the new FCA regulations around renewal transparency

" One research agency found 
that after three years, the 
typical homeowner was 
overpaying by £66"

August 2017

"Doing the shopping doesn’t 
always have to be an 
unrewarding chore!"



Ben Allen | Compliance Director | The Right Mortgage
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Buy To Let Changes
Difficulty or Opportunity?

Taxation Changes 

Recent changes to taxation, regulation 
and underwriting has, depending 
on your outlook, presented great 
opportunity for client engagement. 

Here we cover what some of these 
changes are.

Stamp Duty
From April 1st, 2016 we have witnessed 
changes in the Stamp Duty Land Tax 

(SDLT) due on additional properties, 
notably an increase.

Reduction in Relief
This year (2017) has seen the amount 
that some landlords can claim tax relief 
on, for their finance costs (such as 
mortgage interest payments, interest 
on loans to buy furnishings and fees 
incurred on taking out and repaying 
mortgages), gradually reduce (this will 
continue over a period of four years).

In addition, some Basic Rate Taxpayers 
may become Higher Rate Taxpayers 
as a result of the gross rental income 
being added to their current income. 
This could also affect means tested 
benefits.

It is worthy of note, however, that 
limited companies are not affected 
by these tax relief changes at present. 
But any transfer of ownership into a 
limited company could be liable for 
Stamp Duty and Capital Gains Tax.

Consideration Paid    Previous SDLT Rate       Revised SDLT Rate

Up to £40,000    0%     0%

Between £40,000 and £125,000  0%     3%*

Between £125,000 and £250,000  2%     5%

Between £250,000 and £925,000  5%     8%

Between £925,000 and £1,500,000  10%     13%

More than £1,500,000   12%     15%

*This rate is also to be charged on the first £40,000.

Year   Percentage of Finance Costs         Percentage Available at Basic Rate
          Deductible from Rental Income        

2017/18   75%        25%

2018/19   50%        50%

2019/20   25%        75%

2020/21   0%        100%

Winston Churchill once stated:
“A pessimist sees the difficulty in every opportunity; an optimist sees the 
opportunity in every difficulty.” 
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Wear and Tear
Previously, landlords were able to 
deduct 10% of their rental income 
from taxable profits to take into 
account ‘wear and tear’, regardless of 
whether they have incurred any costs. 
As of April 2016, landlords will only 
be able to reclaim the actual costs 
incurred on replacing furnishings.

Regulation & Underwriting 
Changes
In September 2016 the Prudential 
Regulation Authority (PRA) released 
its supervisory statement regarding 
underwriting standards for buy to let 
mortgage contracts. 

Key points: 

Affordability
When assessing affordability the PRA 
expects firms to use a method that 
includes:

• Whether the property income is 
sufficient to support the monthly 
interest cost using and interest 
coverage ratio (ICR) test 

• If personal income has been taken 
into consideration for affordability 
purposes, whether that income, in 
addition to any income derived 
from the property, is sufficient to 
support the mortgage payments 
using an income affordability test.

Firms should not base their assessment 
of affordability on the equity within a 
property.

Interest Coverage Ratio (ICR) 
Calculation

The guidance from the PRA states 
that when assessing the minimum ICR 
threshold, lenders should take into 
account rental demands and typical 
levels of rent using a suitably qualified 
independent valuer.

Lenders may set their own ICR 
threshold, but they must consider the 
costs that the borrower is responsible 
for meeting. The PRA also leaves the 
‘door open’ for all borrowers to be 
assessed as though subject to higher 
rate tax.

Income Affordability Test
Where personal income is used to 
support rental affordability lenders 
are required to assess:

• Income
• Credit Commitments
• Essential Expenditure
• Anticipated Changes

As with residential mortgages, it is fair 
to expect that some lenders will use 
statistical figures for the assessment 
of expenditure and, by extension, 
affordability.

Interest Rate Affordability – 
Stress Test
Lenders are asked to establish likely 
future interest rates changes over a 
minimum period of five years from 
the anticipated start date.

So what is the lender expected to 
consider when establishing a stress 
test rate? 

• Market expectations
• A minimum increase of 2 

percentage points.
• Financial Policy Committee 

projections 

Once the above has been considered, 
the lender must apply a minimum 
stress test rate of 5.5%. The only 
exception to this being for fixed rates 
of 5+ years where a pay rate stress 
test may be used.

Portfolio Landlords
New rules regarding portfolio 
landlords come into force on 1st 
October 2017.

The PRA classes a ‘portfolio landlord’ 
as someone who has four or more 
mortgaged properties.

Lending to portfolio landlords is 
inherently more complex due to the 
quantum of debt in aggregate, cash 
flows, multiple tenancy complications 
and costs, and the potential risks of 
property geography. For these reasons 
the PRA requires a specialist approach 
to underwriting. Expect requests for:

• Details of the borrowers 
experience.

• Portfolio information.
• Assets and Liabilities of the 

borrower.
• Tax liabilities.
• Business plan.
• An explanation of the merits of 

the new borrowing.

So there you have it, lots of complexity, 
but lots of opportunity. 

Rental Income

Interest Payments

"It is fair to expect that some 
lenders will use statistical 
figures for the assessment 
of expenditure and, by 
extension, affordability"

August 2017
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The pre-paid funeral market has more 
than tripled in size since 2006, with 
over 210,700 plans sold in 2016 and 
just under 1.2 million plans now live.1 
But given that there are over 23 million 
people over the age of 502 and only 
5% of over 55s have a funeral plan3, 
the scope for growth is still huge. This 
is a great opportunity for you to start 
a new conversation with your current 
clients, offering them an unrivalled 
choice of funeral director, with over 
3,000 throughout the UK accepting 
Golden Charter plans.

According to SunLife’s 2016 “Cost 
of Dying” report, the overall cost of 
dying – which includes costs such as 
probate, headstones and flowers in 
addition to the basic cost of a funeral 
– has risen by 8.3% to £8,802. It’s 
understandable that many people 
don’t like to think about their funeral 
and what will happen when they’re 
no longer here. However, there are 
simple ways to plan ahead which can 
save your clients and their families 
both worry and expense.

The average cost of a basic funeral 
has increased by 5.5% to £3,897 which 
is more than twice as much as it was 
when SunLife first started tracking 
funeral prices in 2004.

 

A major driver of the increase is the 
cremation or burial fee, the second 
largest expense linked to funerals. 
The UK’s average cremation fee has 
increased by 6.5%, now accounting 
for £733, while burials cost almost 
£2,000 now, a 7% increase.

A pre-paid funeral plan from Golden 
Charter is a safe, simple way to help 
make things easier for loved ones at 
a difficult time, and help protect your 
client’s families from rising funeral 
costs. 

As the average cost of a funeral 
continues to rise faster than inflation, 
now is the time to talk to your clients 
about taking out a pre-paid funeral 
plan, which freezes the cost of the 
funeral director’s services included in 
the plan at today’s prices. 

In addition to having peace of mind 
over finances, a funeral plan also 
gives your client more control over 
their funeral arrangements so they 
know that they will get the funeral 
they want. The SunLife Cost of Dying 
Report 2016 states that 41% of people 
asked didn’t know if their loved ones 
want to be buried or cremated, and 
only one in seven know what type of 
coffin to choose. This uncertainty can 
cause loved ones unnecessary stress 
as they will, of course, want to make 
the correct choices for their loved 
ones. 

With a funeral plan from Golden 
Charter, when the time comes, one 
call to the funeral director activates 
the plan and the wishes that were 
stated will be carried out. This means 
the family aren’t left with any difficult 
decisions to make, allowing them 

to concentrate on supporting one 
another.

As a simple process with many 
benefits, a pre-paid funeral plan can 
help your clients make their wishes 
known and helps to ensure loved ones 
are taken care of, providing peace of 
mind for you and your family. 

Golden Charter is a market leader in 
pre-paid funeral plans with over 25 
years’ experience in helping people 
take care of their funeral arrangements 
and later life planning needs.

For more information please 
contact your Regional Account 
Manager or call Sales Support on 
0800 145 6520. 

1.Funeral Planning Authority Statistics 
2016
2.ageuk.org.uk
3.Sunlife Cost of Dying Research 2016

Huge Opportunity for Growth 
with Golden Charter Funeral 
Plans

Mike Jones | Senior Development Manager | Golden Charter

The funeral market and good reasons why  clients should purchase a pre-paid 
funeral plan
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Life is full of surprises. So it’s important 
to help your clients be prepared if 
things don’t go to plan.  Whether 
it’s an accident, hospitalisation or 
something more serious, ensuring 
your clients have the right cover 
can make the difference between a 
“bump in life’s road” and something 
more serious they can’t recover from 
financially. 

The facts…
• In the year 2015 / 16 there were 

16,251,841 hospital admissions 
that’s one in four people across 
the UK being admitted to hospital 
– and 35% of those admitted were 
emergency admissions1

• Around 2.7 million hospital 
admissions each year are caused 
by an accident in the home2

• 50% of under fives will visit A&E 
each year3

• More than 14,000 people die as a 
result of accidents across the UK 
each year4

• In the UK, an average of around 
3,543 children aged up to 24 are 
diagnosed with cancer each year, 
that’s 68 children every week5

• 24,610 people were killed or 
seriously injured on UK roads in 
one year6

• More than one in six working 
families would receive little or no 
help from the state and see their 
income drop by a third, if the main 
earner became unable to work7

The protection puzzle
To understand the type of protection 
your clients might need, it’s important 
to look at the whole picture. Having 
a well thought through and tailored 
protection portfolio can ensure your 
clients have the protection they need 
and peace of mind to enjoy life to the 
full.

Email protection@metlife.com or call 
01273 876111 to find out more on 
how MultiProtect may fit into your 
clients’ protection needs. 

MultiProtect at a glance
 
 Protection for a range of  
 accidental injuries and UK  
 hospital stays

 No health questions

 Cover 24 hours a day, 365  
 days a year from just £7 per  
 month

 A simple four minute online  
 process

 Optional cover for children  
 and health care workers
 
 Commission payments made  
 quickly

Exclusions and Terms and Conditions 
apply – contact us for more 
information.

Contact us

Call: 0800 917 2221
Email: protection@metlife.com 
 
Visit: www.metlife.co.uk

Follow us
Twitter: @_MetLife  
LinkedIn: MetLife UK

Sources:
1.NHS Digital, Hospital Episode Statistics 
for England. Admitted Patient Care 
statistics, 2015-16
2.TRL (2010) ‘Revaluation of Home 
Accidents’.
3.Royal Society for the Prevention of 
Accidents (RoSPA), http://www.rospa.com/
public-health/action-on-accidents/
4.RoSPA, http://www.rospa.com/
5.Cancer Research UK (2015)
6.Department for Transport - Reported 
road casualties in Great Britain: quarterly 
provisional estimates March 2015 – 2016
7.https://www.abi.org.uk/

Products and services are offered by 
MetLife Europe d.a.c. which is an affiliate 
of MetLife, Inc. and operates under the 
“MetLife” brand.

MetLife Europe d.a.c.(trading as MetLife) 
is authorised by the Central Bank of 
Ireland and is subject to limited regulation 
by the Financial Conduct Authority and 
Prudential Regulation Authority. UK 
branch address: One Canada Square, 
Canary Wharf, London E14 5AA. Branch 
registration number BR008866

MetLife MultiProtect – Creating a 
Protection Portfolio

Richard Horner | Partnerships Director | Met Life

Having a tailored protection portfolio can ensure your clients have peace of 
mind to enjoy life to the full.

Mike Jones | Senior Development Manager | Golden Charter

"To understand the type of 
protection your clients might 
need, it’s important to look at 
the whole picture"

August 2017
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I’ve spoken several times now on the 
need for more mortgage brokers to 
get on board with general insurance 
and the regulatory and business risks 
of not doing so.

However, while I stand by my point 
that many brokers need to do more, 
in the intermediary community’s 
defence I also recognise what a hard 
sell GI is. 

Consumers don’t really want 
insurance. It’s not a product they 
get to particularly enjoy at any time. 
Even home insurance, which is a 
requirement with any mortgage, can 
be difficult because the consumer will 
often think they can find something 
cheaper elsewhere (and this may be 
the case but cheaper usually means 
inferior).

I get that this can be frustrating but 
if you’re giving up at the first hurdle, 

then you’re giving up too easily.

Firstly, if your client says they want to 
source their own insurance, get them 
to sign a disclaimer advising that 
they declined your advice. Having to 
actually put their name to something 
that effectively says, “I was given 
advice from an experienced financial 
professional and I chose to ignore it”, 
may make them think twice. Often 
customers can take quite a flippant 
approach to insurance products but a 
disclaimer like this should make them 

understand the serious nature of the 
product.

Next, outline the dangers of 
comparison sites, as nine times out 
of ten that’s where they’re thinking of 
looking. One which usually concerns 
most borrowers is the fact that some 
of these sites will undertake credit 
searches which could have an impact 
on their ability to borrow in the future. 
Does your client know that? Or that 
many of the products will have limited/
no trace & access cover or restricted 
cost of alternative accommodation 
levels.

Finally, remember, just because you 
don’t sell to this client now, doesn’t 
mean you can’t in the future. You 
should expect to convert 40-50% of 
quotes to applications with a quality GI 
provider. However, if you don’t make a 
sale this time, make a diary note and 
give them a call in 12 months’ time.

Don’t give up at the First Hurdle

Mark Hutchings | Head of Sales & Distribution | Uinsure

"I get that this can be 
frustrating but if you’re 
giving up at the first hurdle, 
then you’re giving up too 
easily"
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Thousands of homeowners could 
find themselves facing a mortgage 
shortfall this year, having taken out 
interest-only mortgages in the 1990s. 

According to the city regulator the 
Financial Conduct Authority (FCA), 
there will be three peak periods over 
the next few decades when residential 
interest-only mortgages will mature, 
with the first one starting this year 
and running through to the end of 
2018. The second period is from 2027/ 
2028 and the final period is in 2032.

This year’s peak is due to maturing 
endowment mortgages sold in 
the 1990s and early 2000s. Many 
people bought endowments during 
this period, with the aim that these 
investments which would pay off their 
mortgage capital at the end of the 
mortgage term.

However, endowment policies have 
often failed to produce the returns 
forecast when they were sold, leaving 
thousands of homeowners to find 
alternative ways to pay off their 
mortgages.

Research by the FCA found that 
borrowers believe their shortfall will 
be, on average £22,100. However, 
estimates produced for the FCA are 
that around half these shortfalls are 
expected to be over £50,000.

The FCA said that those affected in 
the next year or two will usually be 
approaching retirement with high 
incomes, high assets and high levels 
of equity in their properties.

Equity release to pay off interest-
only mortgages
Those who do have a significant 
amount of equity in their homes often 

choose to unlock some of this wealth 
to make up any endowment shortfall 
so they can pay off their mortgages 
and avoid the upheaval of having to 
move home.

With an equity release plan, as 
the name suggests, you release a 
proportion of equity from your home. 
Unlike a normal mortgage, however, 
there are typically no monthly 
repayments and the total amount 
owed, consisting of the capital you’ve 
borrowed plus interest charged by the 
plan provider, is only repaid when you 
and your partner pass away or move 
into long-term care.

Nearly 40% of people who released 
equity from their homes last year with 
The Right Equity Release used it to 
clear their mortgage.

The overall breakdown of the main 
areas of equity release usage:

• 39% of people who released 
equity from their homes last year 
did so in order to clear mortgages

• 28% to provide a cash cushion
• 3% for home improvements
• 7% to clear outstanding debts
• 4% as an early inheritance

The equity release market had a record 
2016. The industry has innovated to 
appeal to a wider audience and more 
homeowners are using the equity 
in their homes for a host of reasons, 
from supplementing their retirement 
income, to providing lump sums to 
pay off mortgages and clearing debts.

Clients will usually be eligible for 
equity release if you are aged 55 or 
over and own your own home, which 
must be worth at least £60,000.  

The equity release market is now one 
of the fastest growing areas in financial 
services. The products continue to 
evolve and are becoming ever more 
main stream. Equity release was always 
seen more as a lifestyle product, but 
with the current economic climate 
the product is becoming viewed as a 
“solution” product.

In order to deliver the best possible 
service to your clients there is a need 
to have equity release as a part of 
your portfolio of product offerings. 
Not only can you offer your clients a 
more comprehensive service, but it 
will allow you to generate a previously 
untapped revenue stream.

The Right Mortgage has set up a 
simple referral process enabling you 
to refer business to us here at The 
Right Equity Release. It has already 
proven to be a great success with a 
significant number of your network 
colleagues, who have used the service 
to generate an average introducer 
commission of £1,200 per case. 

As part of this service, we offer a face-
to-face meeting to introduce you to 
equity release and explain how it can 
work for you and your client bank. 

Find out more about our referral 
service by calling 01564 732 744 or 
email ReferER@therightmortgage.
co.uk 

Interest-only Time Bomb is Ticking: 
Defuse Mortgage Worries with an 
Equity Release Plan

Robert Brennan | Sales Director | The Right Equity Release

August 2017

"The Right Mortgage has set 
up a simple referral process 
enabling you to refer business 
to us here at The Right Equity 
Release"
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Sales Opportunities

NATIONAL TRAINING EVENT
MAY 2017

Above: The winner of our sticker 
competition, Phyllis Lawrenz.

Right: The winner of the most compliant 
adviser award, Nina Michalska, presented 
by Cheryl Hughes, Compliance Officer 
Team Leader.

Above Left: The Scalextric game, in aid of Macmillan. Above right top: Roy Allaway, who won a Parrot Mambo drone, 
after achieving the fastest lap on our Scalextric game. Above right bottom: Paul Jeal, who won an Amazon Echo after 
winning our Batak game.
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What National Training Event
Where National Conference Centre
When Wednesday 10th May 2017
Who Network members, DA Club members, The Right PMI 
members, over 50 lender and providers and Head Office staff

Top Left: The Right Mortgage round table 
workshop. Top Right: The winner of the top 
GI broker award, Ray Rushton, presented by 
Mark Hutchings, Uinsure. Middle Left: The 
winner of the top Mortgage broker award, Paul 
Tubb, presented by Kalvinderjit Singh Nahal 
and Dinesh Gulati, State Bank of India. Middle 
Right: The top PMI broker award, received by 
Josh Hutchinson on behalf of Darren Lewis. 
This award was presented by Charlotte Nixon, 
Vitality.

Left: The top protection broker award, 
received by Danny Tyrrell on behalf of Kieran 
Goddard. This award was presented by Alan 
Waddington, British Friendly.

August 2017
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