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WELCOME

Martin Wilson, CEO

Hello and welcome to the 
November 2016 issue of 
The Right News.

Despite primarily being a 
Mortgage & Protection 
Network, we also offer a 
variety of other services to 
our advisers. 

We are growing our PMI 
proposition which we 
consider to be the best in 
the Network marketplace. 

We have a number of 
sister companies offering 
numerous ways for you 
to increase your business 
levels.

We have The Right Will, The 
Right Equity Release, The 
Right Accountants, and as 
recently announced, The 
Right Estate Agents.

All of these companies offer 
you additional ways to make 
money and as a member 
of our Network, you have 
access to all of them.

In that sense, we are more 
than just a Network. We’re 
a family. ‘The Right Family’.

The Right Mortgage & 
Protection Network
This is the umbrella for all of the 
other services that we offer 

The Right PMI
This is the arm of our business 
that our PMI advisers sit under. 
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 
30% of the commission.

The Right Equity Release
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? TRA 
Specialise in preparing accounts 
for the financial services industry 
at market leading rates.

The Right Estate Agents
Our newest service will be 
coming soon...
More details will be released 
soon so look out for them at our 
events and in the national press.

The Right Family
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2016 REVIEW
A lot has happened in the 
past year and we've made 
significant strides towards 
becoming the Network 
that we want to be, but as 
always, progress can still be 
made.

We've made massive de-
velopments to our online 
training website. If you have 
trouble finding anything, 
please see our website 
guide under the Training 
tab.

We have also introduced 
the SolutionBuilder® inte-
gration, & associated train-
ing materials which can be 
found on our website.

And we will continue 
with this progress as 
we introduce new more 
interactive suitability letters 
covering a wider range of 
products by the end of the 
year.

We do all of this to provide 
you with the best service we 
possibly can. If you have any 
feedback or suggestions, 
please get in touch and we 
will be more than happy to 
discuss it with you.

Adam Stretton, MD Robo-Advice and 
the specialist 
lending market
Nigel Payne,
Managing Director,
TFC Homeloans
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How's Business?
Ben Allen, Head of Compliance

Ben Allen assesses the market, discussing the risks and 
considerations that should be taken into account over the 
coming year and takes a look at the Regulatory Horizon.

It is the customary greeting 
between industry professionals: 
“Hi [insert name], how’s business?” 
It is normally accompanied by a 
firm handshake and a knowing 
smile. 

“Great”, “Fantastic” and “Really 
Good” are the common responses. 
But is it? Is business really ‘great’ 
at the moment?

So, ‘how is business’? Has Brexit 
had an impact? What about the 
changes in regulation? Have the 
tax changes started to impact? 
Is it getting harder to obtain 
a mortgage these days? Is 
mortgage fraud on the increase? 
Well, I wish I could answer all of 
these questions, but I don’t have 
sufficient column inches.

Instead, I want to cover off what 
the industry has been through 
recently, what it has yet to go 
through, and take a look at the 
regulatory horizon.

Brexit
Recently issued ONS (Office for 
National Statistics) figures for Q3 
2016 show that Gross Domestic 
Product (GDP) is estimated to 
have risen by 0.5% in the third 
quarter (July to September) of 
2016. Although this shows a slight 
dip of 0.2% on Q2 2016, this 
reflects an increase of 2.3% when 
compared with Q3 2015.

These statistics certainly give 
the impression that the growth 
pattern continues relatively 
unaffected by the EU referendum 
back on 23rd June.

How have we been affected 
though? Let’s look at some key 
indicators:

Residential property transaction 
volumes appear to be broadly 
in line with where they were this 
time last year (e.g. UK Residential 

Property Transactions August 
2015: 109,480; August 2016: 
109,640).

It is also nice to see that the 
numbers of house hunters 
increased in September from 
August’s figures by a comforting 
16%, thus bringing the number of 
prospective buyers back to pre-
referendum levels.

The National Association of Estate 
Agents (NAEA) has also stated 
that there was a 12.5% rise in 
sales agreed in September. The 
area of concern continues to be 
the falling numbers of first time 
buyers. 

Another indicator worthy of 
consideration is the number of 
mortgage approvals, which have 
grown from 37,241 in August to 
38,252 in September.

It would certainly appear that 
although not particularly buoyant, 
the mortgage and housing 
markets across the UK are showing 
small signs of recovery following 
a number of impacting factors, 
however, the markets in London 
are not faring quite so well. 

The Land Registry has produced 
figures that show houses in the 
UK have now reached an average 
value of £218,964 which equates 
to an 8.41% increase in values 
year-on-year.

But what of the lending market? 
Well in 2015 mortgage lending 
reached £220 billion, but where 
will it go in 2017? If the audience 
at an industry event I attended 
recently are to be believed, we 
are not really sure. What I can 
say is that the first half of 2016 
saw mortgage lending reach 
£120 billion, so personally, I am 
optimistic that we will see lending 
continue to grow, particularly 
amidst the remortgage sector. 

The final area to mention where 
Brexit appears to have had an 
impact is Interest Rates. Now 
I’m not going to go into the 
macro economics of why the 
Bank of England reduced the 
base rate (mostly because I’m 
not smart enough!), but I’m sure 
they had their reasons. That leads 
to two positives as I see it: 1) 
mortgage borrowing has never 
been so cheap, and 2) clients on 
those fantastic tracker rates will 

Source: HMRC – UK Property Transaction Statistics
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have surplus cash which could 
contribute to other financial 
planning needs, such as ensuring 
that they have appropriate levels 
of insurance cover.

So what has Brexit done for 
us in terms of our business? 
Well, despite the unsurprising 
short term dip over the summer 
months, it certainly has provided 
opportunity in the remortgage 
market.

Regulatory Horizon
I recently attended a presentation 
by the rather engaging, Gordon 
Findlay, Senior Associate with 
the Financial Conduct Authority 
(FCA). Initially Mr Findlay focussed 
in on Culture and Governance, 
which he defined as “…the habits 
and behaviours that characterise 
your organisation.” Or to put it 
another way ‘It’s the way we get 
things done around here’. This got 
me thinking, what is the modus 
operandi of the Right Mortgage 
and by extension, what is the 
culture of each of the firms and 
advisers under our network. Will 
my perception of our culture 
match with yours?

As a network we work to the 
mantra of ‘Trust, Respect and 
Partnership’. This can be applied 
equally to our dealings with clients 
and one another. We can extend 
this further to include other 
parties with whom we interact; the 
regulator, lenders and insurance 
companies to name but a few. 

It is expected that clients are 
always treated with respect, that 
they clearly understand what they 
are getting involved in and they 
are aware of any costs associated 
with the transaction. 

During his presentation Mr Findlay 
drew attention to three areas 
that Mortgage Advisers should 
be giving consideration to when 
conducting business:

Advice
In a recent FCA thematic review 
regarding the quality of advice 
provided, 40% of the files assessed 
were graded as ‘Unclear’. During 
the following discussions with 
advisers it became clear to the 
regulator that conversations with 
clients do take place, but they are 
not suitably documented.  

This thematic review clearly shows 
that the regulator is not necessarily 

questioning the advice provided, 
but that they are looking for an 
improvement in the quality of files 
and documentation.

As a network member you 
benefit from the support of our 
case checking team whose sole 
aim in life is to make sure that 
you complete good quality files 
that demonstrate a high level of 
service has been provided to your 
clients.

Nevertheless, is there more 
that you can do to ensure your 
client meetings are effectively 
documented? 

Customer Engagement
On the subject of customer 
engagement, Mr Findlay made 
the following statements:

“Customers want to engage 
in different ways and what we 
sometimes see is that firms don’t 
take a real step back and look at 
what they do in that area.”

“The examples from our consumer 
research would suggest that while 
you as a broker might be thinking 
about the initial disclosure, they’re 
actually thinking about their 
dream house, the wallpaper, the 
fact that they can put a trampoline 
in the back garden, and so forth. 
Firms should be thinking about 
how they can do something 
really engaging and bring the 
customer on board with the whole 
transaction.”
  
It is clear, then, that work is 
needed to improve the level of 
engagement with our customers. 
We need to really explain the 
whole transactional process in 
terms that appeal to the client 
and then effectively record what 
was said if we are to be successful.
It also seems to suggest that the 
regulator is aware that there is a 
need for good quality interaction 
between the adviser and the client 
and that the sales process needs 
to be more than a regulatory ‘box 
ticking’ exercise. 

Written Communication
At this stage in his presentation 
Mr Findlay chose to focus on the 
Suitability Report, in particular 
he stated that “…the suitability 
report… has to be clear, fair and 
not misleading.”
At the Right Mortgage we are 
satisfied that our suitability letters 
strike the correct balance between 

being suitably detailed, but 
without becoming too lengthy. 
Effectively, we are satisfied that 
they certainly are clear, fair and 
not misleading.
There is, however, a note of 
caution that I would like to sound. 
For those active in the protection 
arena, there are a proliferation 
of product features which you 
will discuss with clients, however, 
a recent review of client files 
has revealed that not enough 
explanation takes place in the 
protection suitability letter 
regarding these features; and 
the associated advantages and 
disadvantages are not presented 
in a balanced fashion. One 
example could be when selling a 
serious illness cover as opposed 
to a critical illness cover - the 
client must be aware of what they 
can expect from the policy and 
what is not covered. 

Coming Soon…
Senior Managers Regime – Mr 
Findlay also mentioned the 
forthcoming Senior Management 
regime impact on advisers which 
will require adviser’s compliance in 
2018; however, he provided some 
comfort that its implementation 
will be relevant and proportionate 
to the size and capability of the 
firm.

Mortgage Market Study – 
There will be a focus on the 
wider intermediary marketplace, 
commercial arrangements and the 
borrower’s ability to shop around 
in the forthcoming Mortgage 
Market Study.

So, how is business? Well that very 
much depends on your outlook 
and attitude. 

I like to think of our business like an 
ant. Strong and resilient; but given 
the right circumstances amazing 
things can be accomplished.

The current marketplace is one 
of property value growth, falling 
interest rates, increasingly flexible 
products (particularly in the 
protection arena) and we have 
a regulator that is really starting 
to engage with the Mortgage 
and Protection side of the 
Financial Services fence. Add to 
that the improvements we are 
seeing in technology, such as 
SolutionBuilder® from iPipeline, 
and I’m sure you would agree that 
business is JUST RIGHT.



The second charge sector is one 
which has long been associated 
with the term ‘potential’, although 
in truth it has not always lived 
up to this billing. However, when 
taking into account the recent 
strong levels of growth and widely 
anticipated activity expected over 
the next few years, then painting 
it with the opportunity brush 
may seem more in keeping with 
current market conditions. 

These sentiments were recently 
echoed by Stephen Johnson, 
Deputy CEO and Managing 
Director (Property) at Shawbrook 
Bank, when he pointed to the 
size of the remortgage market 
as a barometer of just how much 
opportunity there is out there. 
He outlined that, at present, 
there were around £55bn of 
remortgages completed every 
year whilst the second charge 
market was currently only worth 
around £900m. He also suggested 
that more and more brokers are 
realising the value of ramping up 
the attention they give to second 
charge. 

I can only agree with these 
remarks. These figures signify a 
huge gap and it is likely that a 
second charge loan would have 
been more appropriate. This 
is bound to encourage more 
people to consider seconds and 
further emphasises the wealth 
of opportunities presenting 
themselves to brokers operating 
in and around this much improved 
marketplace. 

The second charge sector has 
come a long way in recent times. 
We’re now operating in a stronger, 

more robust marketplace than 
ever before. Regulatory changes 
have helped to solidify second 
charge loans as a viable option 
for a greater number of borrowers 
and thanks to a wider range 
of competitive offerings, faster 
completion times, helpful tools 
and lower broker fees, it is clear 
that the needs of borrowers is 
particularly well catered for. And 
in a new regulatory environment 
it’s more important than ever 
that clients should be advised in 
the right way and that all types 
of finance options are explored 
- factors which have certainly 
not gone unnoticed within the 
intermediary community. 

Recent research showed that 
c.49 per cent of brokers surveyed 
said that second charge loans 
had become more important to 
their business due to the new 
regulations, while 59 per cent 
were suggested to be more likely 
to consider a second charge for 
customers looking to raise capital. 
In addition, 40 per cent of brokers 
have already reported an increase 
in loan applications since the 
implementation of the regime in 
March. On a further positive note, 
the majority of respondents (59 
per cent) expected the value of 
their second charge business to 
grow 10 per cent over the next two 
years, spurred by better consumer 
protection.

The closer alignment of second 
charge mortgages with first 
charges has undoubtedly resulted 
in a rise in prominence and profile. 
However, it’s also vital to remember 
that the processing of these 
product types remains completely 

different. This fact alone helps 
to underline the importance and 
value attached to the support –
in terms of experience, expertise 
and contacts - on offer from 
specialists like Fluent for Advisers. 
It is this continued support which 
will ensure that the right solutions 
can be found to match individual 
cases and be completed with a 
minimum of fuss.

Second charge may seem like an 
obvious solution in many cases 
but there are still too many brokers 
who have not yet recognised how 
second charge loans can work for 
their clients as a workable and 
attractive option. 

Which raises the question - if you 
aren’t including this flexible low 
cost option within your offering, 
then why not? You could find that 
customers might be gravitating to 
other advisers, who do. 

At Fluent for Advisers, we can 
provide the support you need to 
ensure your client receives the 
best possible service and advice.

Ignoring Second Charge Means Missing 
Opportunities To Serve Customers
Jeff Davidson, Head of Intermediaries, Fluent for Advisers
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If you aren’t including this flexible low cost option within your 
offering, then why not?
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First 5 Years Vs Early Years Of 
Bitter Struggle
Becoming a parent or rockstar 
involves putting in the 
groundwork. 
Rockstars’ endless gigging and 
practices mean late nights, 
ungrateful audiences and being 
constantly on your feet - much 
like a parent. 
For parents, you’ll be focused 
100% on your child over this 
5-year period, when every 
experience and word of advice 
can make a huge impact on their 
development.
What are the costs? 
For a rockstar: miss out on £83,750 
of earnings 
£165 a gig, according to the Alive 
Network¹, and 250 gigs over 5 
years, this equals £41,250. But 
they miss out on the average 
graduate salary of £25,000. 
For a parent: miss out on £75,040 
of earnings 
Two parents each earning the 
average wage of £27,600 (ONS²), 
equals £276,000. But going on 
maternity leave and then having 
one parent going part-time for 4 
years reduces overall earnings to 
£200,960, meaning they miss out 
on £75,040.

Baby Supplies Vs Musical 
Equipment
Before you become a parent 
you’ve got to have the right kit - 
the same is true of a rockstar. 
For a rockstar this means guitars, 
drums and either a full editing suite 
or basic recording equipment. 
The good news is that a lot of 
this can be bought cheaply, with 
recording apps now costing just 
£4. For parents, it’s less affordable. 
There’s an endless list of items 
that you need to buy, from car 
seats to breast pads.
What are the costs? 
For a rockstar: £3,000 
This includes a full set of 
instruments, laptop for recording 
and other equipment. 
For a parent: £4,072 
The Centre for Economics and 
Business Research (CEBR³) says we 
spend £822 on kids’ furniture over 

5 years. Plus £800 on nappies, a 
buggy (£500), cot (£200), car seat 
(£150), high chair (£100) and other 
supplies (£1,500).

Kids’ Food Vs Beer (Lots Of It)
We’ve all got to get our energy 
from somewhere, whether we’re 
learning how to walk, or a new 
song. 
Kids will be eating fruit purées, 
pouches of organic chicken and 
beans on toast. Rockstars, as we 
all know, survive solely on beer.
What are the costs? 
For a rockstar: £2,325 
At the 250 gigs, assume they’re 
drinking 3 pints a gig - that’s 750 
pints at £3.10 a pint, which is the 
UK average, according to The 
Good Pub Guide⁴. 
For a parent: £4,715 
CEBR3 put the total food cost for 
raising a child until the age of 5 at 
£4,715.

Childcare Vs Management
As both a parent and a rockstar 
you don’t have to go it alone. 
Support is on hand, whether in the 
form of a nursery or a manager. 
A manager acts much like a nanny 
for a rockstar - keeping them in 
order while dealing with venues, 
record companies, and the media. 
For parents, it’s hard to balance 
work and parenting. Childcare can 
be provided full-time or part-time 
and depends on your maternity 
leave, family support and your 
working hours.
What are the costs? 
For a rockstar: £6,187
Managers usually work on 
commission of around 15%. 
For a parent: £17,250
The Money Advice Service⁵ says 
the average cost of sending a 
child to nursery is £115 per week, 
part-time. Our cost is based on 
part-time nursery, 50 weeks a year 
over 3 years.

Toys And Clothes Vs Toys And 
Clothes
No matter what age we are, we 
love toys and new clothes. 
The savvy rockstar uses clothes 

to create their image, with their 
wardrobe often running into 
thousands of pounds. Toys could 
be anything from a new guitar 
(£2,000) to a fancy watch (£5,000). 
While baby clothes are cheaper 
(they’re exempt from VAT), you’ll 
go through them faster. A newborn 
can easily soil 3 to 4 outfits a day. 
And they only last a few weeks as 
your little one grows larger.

What are the costs? 
For a rockstar: £10,000
£5,000 to cover clothing and a 
celebratory toy (£5,000) after 
some success. 
For a parent: £6,615
The cost from The Money Advice 
Service⁶ for hobbies, toys, clothing 
and leisure activities comes to 
£6,615.

What Are The Overall Costs?
Parent £107,692
Rockstar £105,262

Being a parent is a tough gig - and 
more expensive than launching a 
shining rockstar career. 
But at least you’ll be left with 
something that lasts a lifetime, 
instead of a forgotten Brit Award 
and some blurry memories of the 
‘good old days’.

MetLife MultiProtect provides 
accident and hospital cover from 
£7 to £35 per month, helping you 
to get on with living the life you 
love with your family. You’ll also 
have the option to protect your 
children too from £1 extra per 
month.
To find out more about MetLife’s 
MultiProtect speak to your adviser 
today. 
Live the life you love
www.metlife.co.uk/multiprotect
1www.alivenetwork.com
2www.ons.gov.uk
3www.cebr.com/reports/cost-of-raising-a-child-hits-
227266-with-families-feeling-the-impact-of-benefit-
cuts/
4http://www.bighospitality.co.uk/Trends-Reports/
Good-Pub-Guide-2016-average-UK-beer-prices
5https://www.moneyadviceservice.org.uk/en/articles/
childcare-costs
6https://www.moneyadviceservice.org.uk/en/articles/
baby-costs-calculator

Parent vs rockstar – a comparative 
guide to the cost of success

Think endless gigs, late nights and days on the road as a rockstar is hard? Try being 
a parent for 5 years.



The Great Fire of London in 1666 
raged for four days, razing more 
than 13,000 homes, businesses 
and structures – largely of wood 
– to the ground and leaving some 
80,000 people homeless. The 
results of the inferno saw the use 
of stone become more common 
as a building material and the 
establishment of an organised fire 
service, building and fire safety 
regulations, and the insurance 
industry.

The Association of British Insurers 
estimates that the cost of 
repairing the damage of a similar 
fire today would be in the region 
of £37 billion! Well 350 years on, 
the good news is that the number 
of fires has continually fallen 
over recent years – however the 
number of deaths and serious 
injuries resulting from fires is not 
coming down as fast. Government 
fire statistics show that around 
60% of deaths caused by fires are 
in accidental domestic fires.

The causes of domestic fire claims 
have changed significantly over 
the years. A generation ago, 
the main causes used to be coal 
falling out of open fires, people 
falling asleep while smoking or 
chip pan fires. Nowadays it is 
more about electrical hazards – 
but unfortunately most people 
fail to recognise the risk of 
leaving everything plugged in or 
putting the washing machine or 
tumble dryer on before heading 
out for the day or going to bed. 
And as our world becomes more 

connected the requirement to 
keep mobiles, tablets, laptops and 
even cars constantly charged is 
putting the electrical circuit in the 
average home under far greater 
pressure than ever before. And as 
many homes have faulty or ageing 
wiring, this can mean they’re at 
greater risk of electrical fire.

Interior design fashions are also 
having an impact. Log burners have 
become more popular however 
can be installed into properties 
they are not suited for or fitted 
by unqualified people – there are 
cases where fires have resulted 
from log burners being fitted into 
plasterboard walls or up against 
timber joists. The resurgence of 
decorative candles in the home 
is another cause of concern 
amongst insurers. They currently 
account for 2% of domestic fires 
but for 7% of the deaths as they 
are often left unattended or near 
soft furnishings and flammable 
items.

While the number of fires has 
fallen, the cost of claims is actually 
increasing – the main reason being 
that we’re packing our homes with 
more valuable content. Also there 
is an expectation that damaged 
items will be replaced rather than 
repaired. And, somewhat ironically 
given the events of 350 years ago, 
as many modern homes are a 
timber-framed construction there 
are a lot of voids allowing fires to 
spread through cavities, getting 
into roof spaces and spreading to 
adjoining properties.

When you’re helping your clients 
find the right insurance cover to 
protect their home, it’s worth 
discussing some simple steps they 
can take to mitigate the risk of fire 
breaking out. More importantly, 
ensure they understand the 
benefit of installing smoke alarms 
and fire detectors to reduce the 
extent of damage should the 
worse happen.

Great Bills of Fire
Brian Coulton, Head of Sales, Source Insurance
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Warn your clients about the risks of fire in modern-day 
life and ensure that they are prepared should the worst 
happen.

The Right News



Five reasons to grow your 
remortgage business
Virgin Money

Remortgaging has not always 
been the easiest sell in the past 
seven years, with falling interest 
rates meaning even borrowers 
on a Standard Variable Rate have 
seen their mortgage costs come 
down, removing a major incentive 
to switch.

Despite this, remortgaging still 
accounts for 31% of all mortgages, 
according to the CML’s June 2016 
figures.

A vast number of borrowers 
can benefit from remortgaging, 
to save money, consolidate 
debt, or lock in interest rate 
security. Proactively finding these 
borrowers and helping them 
to remortgage is great for your 
bottom line and your reputation.

1. Retention proc fees
Many lenders now offer 
procuration fees on product 
transfers, meaning that you can 
assess your clients’ needs and if 
they are better off, or prefer to 
stay with their existing lender, you 
still get paid for your work. 

And, of course, these deals 
are generally straightforward. 
Once you have discussed the 
requirements with your client and 
advised them on the right product 
for them, the actual product 
transfer process can be quick. 
You and the lender already have 
the client details, and retention 

Helping your clients to remortgage can be a no-brainer. 
It’s the right thing to do for many clients and it’s good 
for your business.

procuration fees can make it a 
valuable source of business – 
Virgin Money pays 0.38% for 
example – with hopefully high 
conversion rates.

2. Get precious client referrals 
from happy customers 
The best leads are usually the 
ones you don’t pay for. Client 
referrals are not only free, they 
are likely to bring in clients who 
have already bought in to the 
fact that you offer a great service. 
After all, somebody they trust 
has recommended you. This can 
be infinitely more valuable than 
buying a lead that hasn’t been 
properly vetted.

Those clients most likely to 
recommend you are those who 
feel you went the extra mile to 
help them. Targeting existing 
clients who you think you can 
save money by remortgaging is 
therefore a great idea. They will 
recognise that you are looking 
after their best interests even after 
the initial deal, which makes them 
more likely to refer you to friends.

3. Ride out market fluctuations
It makes sense to diversify your 
business as much as possible. 
Having a good balance between 
purchase and remortgage activity 
can be a smart move, it means 
your business has a buffer against 
market dips, leaving you less 
exposed to peaks and troughs in 

purchase volumes.

4. It’s a smoother process
Purchase business can come 
with a whole host of frustrations 
and client dropouts, even 
after application. By contrast 
remortgage business can be easier 
and less likely to fall through.

Almost half (49%) of first-
time buyer enquiries through 
the intermediary channel go 
through to completion, while 
59% of remortgage applications 
complete, according to IMLA. Plus, 
if it’s an existing client of yours 
that is remortgaging, you should 
have most of the information 
already keyed into your system, so 
a lot of the time-consuming work 
is already done.

5. BTL 
With the recent changes to BTL tax 
relief, landlord profits are under 
significant pressure. It’s therefore 
more important than ever for 
landlords to minimise outgoings, 
a key element of which for most is 
their mortgage. With BTL product 
rates remaining at historic lows 
and BTL SVRs at close to 5% there 
are significant savings to be made.
Further, with landlords historically 
less proactive in switching their 
mortgage than equivalent 
residential mortgages there is a 
significant proportion of the BTL 
market that is free to move.
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Vitality has introduced Vitality 
Active Rewards with Apple 
Watch Series 2.

This latest evolution of Vitality 
Active Rewards enables Vitality 
members to get an Apple 
Watch Series 2 from £69 and 
then fund the remaining 
balance by getting active.

Vitality Active Rewards is 
designed to work seamlessly 
with Apple Watch Series 2. 

They can also receive 
notifications to their Apple 
Watch Series 2 when they 
unlock Vitality Active Rewards, 
which include weekly Starbucks 
drinks and cinema tickets.

Vitality has already seen 
success with similar integration 
in the US and South Africa 
where, compared to members 
using other devices under 
the Active Rewards structure, 
Apple Watch users were found 
to be considerably more active, 
with 3.5 active days per week 
compared to 2.9 for members 
using other devices.

Neville Koopowitz, CEO of 
Vitality, said: “Encouraging our 
members to be active is integral 
to the Vitality programme - 
being active has a profound 
positive effect on a person’s 
health and productivity, and 
also leads people to improve 
other lifestyle behaviours, such 
as nutrition.

“Through our Active Rewards 
benefit, where we link 
immediate incentives to the 
achievement of short-term 
physical activity goals, we have 
seen significant increases in 
the amount of activity our 
members are doing, and 
importantly, many previously 
sedentary members have now 
become active.

“Vitality Active Rewards with 
Apple Watch is the next 
evolution of this approach, and 
we are incredibly excited.”

“Vitality shares our belief that 
being active has a powerful 
impact on people’s lives,” said 
Jeff Williams, Apple’s Chief 
Operating Officer.

Vitality first UK insurer to partner 
with Apple Watch

He added: “Apple Watch Series 
2 is the ultimate companion 
for a healthy life - and we are 
thrilled that it will be worn by 
Vitality customers in the UK 
very soon.”

The UK launch is part of a 
global rollout of the benefit 
by Discovery, the parent 
company of Vitality, which in 
September 2015 announced 
a global collaboration with 
Apple to launch Vitality Active 
Rewards with Apple Watch. 
30,000 participants are already 
using the Apple Watch globally 
through Discovery.
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NEW VITALITY CONSUMER WEBSITE

A couple of weeks ago we launched a new consumer website 
for Vitality UK. The new site brings together VitalityHealth and 
VitalityLife under a single platform allowing us to upgrade 
our technology with a new design, refreshed user experience 
and customer journeys; which is optimised across desktop, 
mobile and tablet devices. 

The first phase of the project only affects our consumer-
facing website. Our Adviser-facing websites stay the same, 
but will be changing to the new design very shortly. 

For now in order to access the Adviser websites, just look for 
the ‘Advisers’ button located in the top left corner of the new 
website. This will take you to a page where you can navigate 
to either the Health or Life Adviser websites. 

You can check out the new site by visiting www.vitality.co.uk

The Right News



• It can be taken out on single life, joint life (first event) or life of 
another person/s basis;

• It can be bought on a level, decreasing or increasing basis;
• It includes optional Waiver of Premium (WoP);
• It comes with access to our Claims Support Fund which can 

provide additional help for the person covered or their family 
if your client has a potentially valid claim. It may pay up to 
£300 for services such as physiotherapy, counselling or the 
cost of taking taxis to attend hospital appointments; 

• Both plans provide access to the Best Doctors medical opinion 
service which can be used by the policyholder/s and their 

immediate family. The person covered can continue to use the 
service for three years after their claim has been paid;

• Key3 Critical Illness with Life Insurance (accelerated option) 
includes Terminal Illness Benefit provided up to the last 
day of the policy, Accidental Death Benefit during the 
application stage and access to the Winston’s Wish childhood 
bereavement service;

• Policies for Key3 Critical Illness with Life Insurance can be 
easily written into trust using our signature-free, online tools.

The main features of Key3 Critical Illness Insurance:

If you would like to find out more about our Key3 Critical Illness Insurance visit our website: e1.aig.com/key 
which is packed with different tools and sales aids or speak to our Sales Team on 0345 600 6829.

1. AIG Life claims statistics, 2015

AIG Life

KEY3
AIG launches two new simplified 

critical illness plans 

Key3 Critical Illness Insurance and Key3 
Critical Illness with Life Insurance covering:

Cancer Heart attack Stroke

Simple. Affordable. Essential.

EASY
E X P L A I N

U N D E R S TA N DTO
AND

MEETS THE
N££DS
OF YOUR CLIENTS

COVERS THE KEY3

WHICH  =  
OF ADULT CLAIMS1

C R I T I C A L 
I L L N E S S E S

80%

email adviser@aiglife.co.uk                                                                               visit www.aiglife.co.uk                                                                                  



Time to look beyond price
Fiona Holmes, Proposition Communications Manager, 
Royal London

In the past the protection 
insurance sector wasn’t known for 
innovation, embracing technology 
or making the most of digital 
capabilities. But we’re gradually 
seeing this changing in the form 
of some game-changing FinTech 
companies, such as the re-insurer 
backed start-up UnderwriteMe.

Royal London was one of the first 
providers in the UK to start using 
this platform, which lets insurers 
retain their underwriting rules and 
products whilst letting advisers 
and customers compare costs 
from a range of insurers. This 
enables them to get quotes and 
select the product they want to buy 
in a simple end-to-end process. 
By setting realistic expectations 
of premiums and giving them 
underwriting decisions up-front, 
systems like UnderwriteMe are 
set to significantly improve the 
customer journey – for both 
advisers and their clients.

A major aspect of this new way 
of underwriting that’s very close 
to my heart is that customers can 
see the value and benefits that sit 
behind each proposition. So rather 
than choosing on price alone, 
customers can compare products 
based on added value benefits. 
We’ve been operating in a market 
that’s been predominately price 
driven for years so it’s great news 
to see this kind of progress.

Focusing on client needs
Of course affordability will always 
be important. But shouldn’t the 
initial focus be on what clients 
can’t afford to be without when it 
comes to making a claim, rather 
than what they can afford now? 
With continued pressure on the 
financial services industry to 
ensure quality of advice, products 
that come with additional added 

value benefits shouldn’t be 
ignored.

Currently, added value services 
are often seen as an afterthought 
with the main message still being 
very much about the financial 
benefit. But someone coming 
to terms with a cancer diagnosis 
will be feeling numb, speechless 
and in desperate need of some 
emotional support. Money, 
although a crucial consideration 
going forward, is one of the last 
things likely to spring to mind 
when digesting the idea that 
they could actually be paying 
the ultimate price. Indeed, in our 
experience it’s not uncommon for 
plan holders to take a few weeks to 
come to terms with their situation 
before they even get around to 
contacting us to make a claim.

With changes in NHS legislation 
and budget cuts being felt 
in primary care trusts, more 
and more people are being 
forced to wait or look for help 
elsewhere. If a protection product 
additional benefit is available that 
automatically offers impartial 
support and advice that addresses 
these needs as part of the plan, 
then why not embrace it?

Support you can’t put a price on
Our Helping Hand service 
provides access to a personal 
nurse adviser, a second medical 
opinion, complementary therapies 
to assist recovery and access 
to personal, legal and medical 
helplines as well as bereavement 
counselling. The depth of services 
available provides access to all 
the counselling and helpline 
services you’d expect but, more 
importantly, it’s designed to help 
people recover. It’s available as 
soon as someone takes out a plan 
and they don’t need to claim to 

use the service.

Interestingly, some claimants 
have said they value their nurse 
advisers primarily just as someone 
to talk to at a difficult time. But, 
regardless of the way in which they 
feel they have most benefited, 
one comment Helping Hand users 
consistently volunteer is that they 
‘simply cannot put a price’ on the 
support they received. Indeed, 
many of our claimants that have 
used the service told us that they 
value this more than the pay-out 
they received. So perhaps it’s time 
to look beyond the price and give 
clients cover that counts. And that 
means not just supporting them 
financially at their time of need, 
but emotionally too.

Showing the value of your 
advice
When survival rates are constantly 
improving due to advances in 
medical science, helping clients 
on the road to recovery is another 
way for you to show the value of 
your service. It also shows you 
have fully considered your clients’ 
financial and emotional needs, 
emphasising the value of buying 
protection with advice.

Many advisers would argue they 
already take a holistic approach 
to protection, but given the 
complexity of products and the 
frequent changes in definitions, 
advisers are often forced to 
return to price as the selection 
criteria. But I believe innovative 
technology is set to change that.

This is a Royal London 
Promotion
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The use of new underwriting technology has enabled 
advisers to compare protection products based on quality 
rather than just price.
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The specialist lender you can bank on
Roger Morris, Director of Sales – Precise Mortgages

When it comes to mortgages, if your customer has more 
complex borrowing needs our wide range of products could 
offer a solution.

Our residential mortgage range 
caters for:
• Adverse credit profiles, includ-

ing CCJs and defaults, consid-
ered across all ranges

• The self-employed with 1 
year’s accounts

• Customers looking for LTVs up 
to 85% plus fees

• Right to Buy
• The Help to Buy Shared Equity 

Schemes – England (including 
London) and Wales

• New build properties
• Purchase and remortgages

Our buy to let ranges cater for:
• Adverse credit profiles, includ-

ing CCJs and defaults
• No minimum income require-

ments (loans <£1m)
• The self-employed with 1 

year’s accounts
• Lending into retirement (max-

imum age of 80 at application 
with terms up to 35 years)

• Specialist buy to let:
• Limited Companies
• Homes in multiple occupation 

(up to 8 bedrooms)
• Adverse credit profiles, includ-

ing CCJs and defaults
Our diverse range of residential 
and buy to let products are 
complemented with consistent 
high levels of service that include:
• Automated decisions available 

24/7, 365 days a year via our 
online mortgage application 
system

• Decisions in principle that 
leave a soft footprint

• Telephone calls answered in 
seconds

• Experienced intermediary 
support teams, including 
dedicated teams to assist with 
your New Build and HMO/
Limited Company cases

• Direct access to underwriters 
for queries about applications 
in progress

Are You Registered With Precise 
Mortgages?

Don’t forget, to access our long 
term lending mortgage products 
and online application system 
you will need to be registered 
with us. Registration is a quick 
and easy process. Simply visit 
precisemortgages.co.uk and look 
for the ‘Register’ tab on the top 
right of the screen.

In addition to our portfolio 
of residential and buy to let 
mortgage products, we offer a 
wide range of bridging finance 
and second charge loans that can 
be facilitated on a fast turnaround.

Bridging finance
We’ve made many improvements 
to our bridging finance 
proposition recently. These include 
the introduction of automated 
valuations for standard bridging 
products subject to qualifying 
criteria, and improved validation 
requirements that increase the 
speed of processing.

We offer two ranges of bridging 
finance:

Regulated Bridging provides 
options for customers who want 
to use their residential property 
as security to raise funds.

Property Investor Finance provides 
options for customers who are 
experienced property investors 
and want to extend/improve their 
portfolio.

These products could be the 
solution for customers who 
are purchasing a property at 
auction; caught in a chain break 
finance situation; looking to 
expand their property portfolio; 
or refurbishing a property (light 

or heavy refurbishment options 
available)

Second charge loans
We offer a range of buy to let and 
residential second charge loans, 
which can be used to provide 
customers with an alternative 
borrowing solution.

Did you know that second 
charge loans can be used where 
a customer wants to raise capital; 
is looking for an alternative to a 
remortgage; can’t get a further 
advance from their first charge 
lender; or wants to protect their 
current first charge (e.g. a low/
interest only rate)?

For more information on second 
charge loans and their uses visit 
our brand new Knowledge Centre 
over at precisemortgages.co.uk

Here you will be able to take a look 
at our library of product scenarios 
and educational videos regarding 
all of our product ranges.

CONTACT US 
Call our dedicated Intermediary 
Support Team on 0800 116 
4385 or visit our website at 
precisemortgages.co.uk for 
further information about the 
products we offer and their 
associated criteria.

FOR INTERMEDIARIES ONLY
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Enterprise is the UK’s largest 
Master Broker for second charge 
mortgages, focused exclusively on 
intermediaries. Completing over 
80 deals a month, we thought 
we’d summarise the reasons why 
brokers are increasingly turning to 
us for seconds to help their clients. 
You may have heard about debt 
consolidation or funding home 
improvements, which remain 
major features, but what other 
factors are there?

Paying for family outgoings

When needing to support a family 
member, a second charge can 
release property equity to cover 
the cost. In particular this includes 
paying for a child’s university 
expenses, private school fees 
– we’ve recently closed deals 
averaging £25,000 for this – or 
even £40,000-worth of wedding 
costs. And at the other end of the 
scale, the ‘sandwich generation’ 
are increasingly paying for long-
term care for elderly parents, 
followed by funeral expenses.

Paying for investments

A second charge can also release 
equity to invest elsewhere. Often 
that’s buying second properties: 
investment properties, holiday 
homes or property abroad are 
common, and we’ve completed 
14 deals for just that in the last 
6 months, averaging £66,000 
of lending. But increasingly 
it’s also for business financing, 
including start-ups or new capital 
investment, and even to manage 
tax bills incurred along the 
way, like the £100,000 deal we 
completed recently. 

Protecting their first charge

The eagle-eyed will have realised 
that further advances and re-
mortgaging could just as easily 
pay for those outgoings. Second 
charges come into their own 

where altering the client’s current 
first charge deal may actually be 
detrimental. A second charge can 
unlock the required funds and 
preserve the first charge they 
have. There are 3 key situations:

• Lifetime base-rate trackers: many 
people took out lifetime trackers 
back when base rates were 5%+. 
Now, with <1% the norm for a 
while, clients are unlikely to get 
the same first charge deal. A 
second charge for the increment 
may be cheaper

• Fixed-rate deals: many clients 
are now entering longer 5-year 
fixed periods with ERCs up to 5%. 
A second charge avoids incurring 
ERCs that could be 5 figures

• Interest Only: at best, a further 
advance on an Interest Only basis 
might be available below 50% LTV. 
Otherwise, clients would only have 
a repayment first charge option, 
which could stretch affordability 
– especially if maximum age limits 
are hit, requiring shorter terms

Managing changing client 
circumstances

Historically, second charges were 
considered for sub-prime clients. 
Adverse credit does continue to 
be a reason to consider a second 
charge, but in a different sense. 
These days, just a missed credit 
card payment can prevent a first 
charge option for 12 months, 
or make rates prohibitive. 
Incremental borrowing on a 
second charge can be done for 
all types of adverse, right up to 
bankruptcy – helpful if a client’s 
circumstances have changed since 
their first charge was written.

Similarly, for the self-employed, 
first charge options normally 
need 2 years of accounts with 
narrow income definitions. 
Second charge lenders will look at 
6 months’ trading with 6 months 

certified projections, helping the 
newly self-employed, and will 
take into account all kinds of 
income like dividends, supporting 
affordability.

Managing debt consolidation 
affordability

Securing debt can reduce 
monthly outgoings hugely and 
this continues to be around 40% 
of our second charge placements. 
But to do so, clients often run into 
conventional income multiple 
limits on affordability. Second 
charge lenders will start at 6 times 
income, by taking into account 
the positive impact on outgoings 
after debt consolidation that can 
make the client’s net debt costs 
more affordable on a monthly 
basis.

Re-broking a second charge

Finally, as rates for second charges 
have fallen rapidly in recent years, 
and now start at 3.9%, there’s 
an opportunity to review clients 
already on a second charge who 
may be on a rate they took out 
a couple of years ago that’s 2% 
or more higher. In October, we 
had a case where a client had 
£59,000 at 9.09% that completed 
in November 2015, costing £482 a 
month. On the same 25-year term, 
we were now able to quote them 
a lower £441 a month – despite an 
additional £21,000 of borrowing 
for home improvements. So, with 
low or no ERCs, now’s a good time 
to look at re-broking opportunities 
for any second charge mortgages 
you’ve placed in the past. 

If these have piqued your interest 
and you’d like to know more, take 
a look at our introductory video 
at www.enterprisefinance.co.uk/
SCM, or to talk to us on 020 8731 
5333.

Six Considerations For Second 
Charges
Harry Landy, Sales Director, Enterprise Finance

There are many and varied situations where a second charge 
mortgage may be the best option for your client.



Robo-Advice and the Specialist 
Lending Market
Nigel Payne, Managing Director, TFC Homeloans

Robo-advice is storming the industry and causing a stir – but 
specialist lending remains a constant.

Why is it time to embrace 
specialist lending?

With the rise of robo-advice and 
mainstream lenders improving 
their direct to consumer 
technology, advising on prime 
mortgage products could be 
under threat. 

Online shopping has changed the 
face of the high street and now 
the wide use of mobile devices 
means that a vast range of 
technologies and services are very 
easily accessible and often taken 
for granted.  That said, brokers 
and packagers are far from the 
endangered species list and whilst 
technology can certainly enhance 
a service, it cannot be a substitute 
for the personal touch. 

Robo-advisers do have their place 
but are often restricted in their 
scope and complexity and only 
offer advice on a limited range of 
financial areas. Further to this, the 
advice may not be fully regulated 
and may be more like guidance. 
Large loans, developments and 
mortgages are high involvement 
investments and having a trusted 
expert to ensure a smooth process 
is essential and will be for the 
foreseeable future.

Whilst the gap between humans 
and technology in the mortgage 
and loans market is closing, the 
specialist lending market remains 
a complexity practically unaffected 
by robots.

There has been resurgence in 
specialist lending in the last six 
months and a lot of new lenders 
have come to the table in recent 
months. This area is the key to 
continued growth and brokers 
can add value and boost their 

income by looking at those 
sectors that don’t fit into neat 
boxes. You don’t need to be 
an expert overnight; brokers 
can maximise opportunities in 
specialist lending by working 
with a trusted packager who will 
offer advice, training and support. 
An end to end comprehensive 
service including support with 
administration is the only way to 
go to get the desired outcome in 
every case.

A good packager will look at each 
case from a multitude of angles 
and compare a host of solutions 
including first and second charge 
mortgages, bridging and other 
financial options rather than just 
the products within each category. 
The best solution may even be a 
blend of some of these products.

A quality packager will thoroughly 
evaluate the case and identify 
lenders with solutions suited 
to the client’s needs. Often 
these are tailored as packagers 
can agree exclusive deals for 
special circumstances that are 
not available through other 

routes. Sometimes the lenders 
themselves are unavailable direct 
or through robo-advice, let alone 
the deals. 
TFC Homeloans is a trusted 
packager with a a broker centric 
philosophy and ensures a first 
class service with a friendly 
touch is always delivered. This is 
of course across our full service 
range, including residential, buy to 
let and second charge mortgages, 
bridging finance, commercial 
funding and development finance.

We are a people business, 
however, we have embraced 
technology to provide a better 
service, meaning we can spend 
more time communicating. Our 
CaseBldr system is a way brokers 
can easily submit cases to TFC, 
check statuses and quick source. It 
is cloud based and available 24/7 
so you can access it wherever you 
are at any time. The system forms 
expand and retract so brokers 
never have to worry about 
irrelevant questions.

With over 25 years’ experience in 
the industry, a 40 strong lender 
panel and a number of staff 
who have been with us since the 
beginning, the advice and support 
we provide really is second to 
none. 

If you decide to do business with 
TFC you can receive free legals on 
remortgages. Further to this we 
charge a flat fee of only £995 on 
second charge mortgages.

We are delighted to have joined 
The Right Mortgage Network and 
if you would like to find out more 
about the service we offer please 
either visit our website: www.
tfchomeloans.com or give us a 
call on 0161 694 7900. 
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We’ve brought together our 
very best protection solutions, 
support and service
• Life Insurance+
• Critical Illness+
• Income Protection+
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For more information please  
contact your usual account manager
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