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A message from Martin
Hello and welcome to the Spring Edition of The Right News and a special 
warm welcome to all of our new members who I have yet to meet. I hope to do 
so very soon, either at our head office or at one of our events held throughout 
the year. It feels like only yesterday that we started this network and I am very 
proud of how it has grown and developed over the past 15 months. I realise 
that this has been a team effort and would not have been achieved without our 
members, staff and provider partnerships. THANK YOU.

However the developments have been based on feedback from our members as our main focus is providing a  
Network where the financial services industry is enjoyable again. We have built fantastic relationships with providers, 
gained access to competitive rates, enhanced our website, improved our training and induction service and seen the 
successful growth of our DA club. As a network, we are committed to keep making changes that improve our service 
and help you grow your business.

You may have noticed the revamp in our communications with you. Hopefully you will all be receiving Anita’s  
Newsfeed and Weekly Product Updates, which will keep you abreast of the latest lender and provider news and Ben’s 
Compliance Bulletins, which give you useful information and provides you with some CPD hours. 

Speaking of CPD, we have listened to your feedback and requests and have been running a number of training events 
over the past few months which are set to continue throughout the year. In January, we held our MCD Workshop in 
Birmingham, London and Manchester with a great turnout at each event. In March we held our BTL workshop and over 
the coming months we have plans to hold a GI workshop and a Protection Sales Techniques Workshop, so keep an eye 
out for details of those as we announce them. 

If you are one of our new members, once you have completed your online induction, you will be invited to attend one 
of our live induction courses at our Training Centre in Knowle, Solihull. This will give you the opportunity to meet our 
staff and learn more about our processes. If you have any feedback on the induction courses please let us know. With 
that in mind, we have listened to all of your feedback so far and I am pleased to bring you two big announcements.

Referral Service
Firstly, I would like to announce the launch of our brand new Referral Service. If you have a client who needs a product 
that you aren’t authorised to sell or don’t feel confident selling, you can refer the client to us and we will be happy to 
find a suitable product to meet your clients’ needs. 

This gives you the chance to deal with all of your clients’ requirements, adding an extra 30% of revenue to your business, 
while building your relationship with the client and ensuring that they don’t go through any other source who might  
cross-sell other products to them. With us, you can rest safe in the knowledge that they will remain your client as we 
act as a representative of you and we will only source any products that you request of us.  The service is simple, easy 
to monitor using The Key and all payments will be paid through The Right Mortgage.

Weekly Commissions
The second big announcement is that we will now be having weekly commission runs. The network has now grown 
to such a level as to make a weekly commission run justifiable and necessary. This means that you get paid more  
frequently, helping you to manage your cash flow more effectively.

We take all of your feedback on board and over the past year or so since the network started, weekly commission  
payments has been something that has often been requested. So I am delighted that we are now in a position to be able 
to offer this.  If you have any further feedback for improvements or simply want to tell us how great we are, then please 
do let us know. I wish you all every success over the coming year.

All the best,
Martin

Martin Wilson, CEO

TRUST.

RESPECT.

PARTNERSHIP.



Assureweb 
Update
Hello everyone and a warm welcome 
to all our new members that have 
recently joined us. 

I am pleased to share with you the 
news that we have secured a busi-
ness arrangement with Assureweb 
for their latest multi benefit quoting 
engine, Solution Builder, with no cost 
to our members. The system will be 
integrated with The Key and includes 
a range of benefits listed below:

• Faster, more efficient solution 
allowing advisers to easily review 
their clients’ protection needs 
and quickly find the right  
solution.

• Intelligent matrix quoting 
displays multiple cover options 
across multiple product sets in a 
single view, promoting cross sell 
and up sell opportunities.

• The process of researching 
protection is made much more 
straightforward and is inter-
linked with the identification of 
customers’ needs.

• Aligns well to the requirements 
of call-centre operators who 
need to have quick access to a 
wide range of cover options and 
costs, in order to react to the 
requirements of the customer in 
real-time.

• The cost of cover and any suit-
able alternatives is made avail-
able quickly and easily, enabling 
advisers to better engage with 
clients.

• Quoted information can be 
stored for future reference or re-
used for further client options, 
saving adviser’s time.

• Clean, clear, responsive UI, op-
timized for tablets, to reflect the 
changing nature of how advis-
ers want to use technology to 
improve business efficiencies. 

The launch plan will be advertised 
through the weekly bullentins. 

Thanks

Adam
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Natwest enhances its proposition 
with new ‘real-time’ online mortgage 
application tracking and day 1
valuations
David Toulson, Senior Corporate Account Manager at Natwest

With service being a central pillar of 
the NatWest Intermediary Solutions 
(NWIS) proposition, it recently in-
troduced two new enhancements to 
its service, namely a ‘real-time’ online 
mortgage application tracking tool and 
the introduction of instructing valua-
tions on Day 1.

The online Mortgage Application tracker 
will enable brokers to monitor and 
manage the progress of each individual 
customer’s mortgage application. Avail-
able from the home page, all brokers 
need to do is simply enter a customer’s 
Mortgage Reference Number, date of 
birth and surname to get a detailed 
update. It’ll provide intermediaries with 
a comprehensive ‘real-time’ view for each 
customer across the four stages of the 
application process – Assessment, Valu-
ation, Offer and Completion.

The status of each application is clearly 
detailed and highlighted on a progress 
bar at the top of each individual custom-
er screen. The system informs brokers 
of exactly what stage the application 
is at and what the next steps are. And, 
because it’s ‘real-time’, they will get the 
very latest update whenever they log on.

NWIS has also begun instructing all 
valuations for residential and buy-to-let 
purchase and remortgage applications, 
up to £500,000, from ‘Day 1’, when an ap-
plication is submitted. This enables the 
underwriting and valuation processes 
to run concurrently, reducing the time 
a customer has to wait for an offer. The 
offer will be issued once both processes 
have been completed successfully. It is 
anticipated this change will result in 
most offers being made 3 working days 
quicker.

There is no material change to the ap-
plication process for brokers. They will 
continue to receive an email with their  
customer’s Mortgage Reference Number 

once they have submitted the applica-
tion. Once the application has been 
submitted successfully, the valuation 
will be instructed and the fee for the 
valuation on purchase mortgages will 
be debited from the customer’s payment 
card within 24 hours. NatWest will 
provide customers with a full refund if 
their applications are declined on the 
grounds of affordability or credit scoring 
or where we cannot lend the full amount 
requested due to affordability issues.

Getting packaging 
right first time
The importance of correctly pack-
aged mortgage applications is widely 
recognised by all of us in the mortgage 
processing chain. 

At NatWest Intermediary Solutions, 
we have found that the most common 
reasons that applications get delayed are 
where the evidence of income and identi-
fication are not submitted correctly.

So, to help you correctly package your 
applications and avoid unnecessary 
delays and the additional work it creates, 
here are some tips to ensure your appli-
cations arrive complete.

• Bank statements.  For employed 
applicants, wanting a loan of 75% 
LTV or less we need to see the latest 
personal bank statement. For em-
ployed and self-employed applicants 
wanting a loan of more than 75% 
LTV we require latest consecutive 3 
months’ personal bank statements. 
And, for self-employed applicants 
wanting a loan of more than 75% 
LTV we require the latest consecu-
tive 3 months’ personal and business 
bank statements. Delays occur when 
this evidence is not sent in with the 
application, do not show the income 
and outgoings stated on the 

• Payslips. For employed appli-
cants; we need to see the latest 
payslip for loans of 75% LTV or less. 
For loans of more than 75% LTV we 
need to see the latest three months’ 
consecutive payslips. Delays occur 
when payslips are not sent in or are 
incomplete. 

• Finalised accounts. For self-
employed applicants, requiring loan 
of 75% LTV or less we need to see 
a copy of the latest set of finalised 
accounts. For those who are apply-
ing for a loan of more than 75% LTV 
we need the latest 2 years’ finalised 
accounts. Delays occur when either 
the accounts are not submitted 
with the application or where they 
are incomplete or do not cover the 
requested time period.  

• Identification of applicant. 
In most cases we’re able to verify an 
applicant’s identity electronically. 
If that’s not possible we request 
documentation such as a valid 
passport, driving licence or HMRC 
tax notification. Delays occur where 
documents are either not clear, are 
illegible or are not certified cor-
rectly. We recommend that you 
use a 140% zoom when you scan a 
passport and use a 200% zoom for a 
driving licence. Always scan in black 
and white.  

By following this guidance, you’ll make 
sure that your customers’ applications 
get processed quickly without any fur-
ther onerous work for you.

application or are not sequential. 



Have you heard about our award winning service?

LMS is the UK’s largest provider of conveyancing services. We pride ourselves on offering an 
award winning service, based on excellent customer experience, expertise and choice for 
The Right Mortgage members and their clients.

In collaboration with The Right Mortgage we ensure the service provided to member 
businesses is designed to support them and their clients with access to the best conveyancing 
products available.

Visit our stand today and find out how we can help, contact one of our team on 
0343 221 0647 or visit the website, www.lmsselect.com



You got them their dream home
Why not make sure it goes to the right person when they die?

Benefits to you Benefits to your client
• Up front commission with no 

clawback
• Full marketing suite
• Gain referrals
• Online training
• Full PI cover up to £2.5 million

• The final piece in their 
financial plan

• Protect their home
• Protect their bloodline
• Mitigate generational IHT
• Help them plan ahead for 

mental incapacity

Our simple process

Step 1: Complete a one page fact find with your clients

Step 2: We send you full recommendations

Step 3: Complete an instruction form with your clients

Step 4: We prepare the legal documents and post them to you

01564 732 740
membership@therightwill.co.uk

Membership is free for all members of The Right Mortgage & Protection Network

As a financial adviser you work hard to protect your client’s wealth in their lifetime, 
but, if your client’s do not currently have a Will and Trust in place, then their wealth is 
at risk.
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What is Estate Planning?
Whereas a simple Will enables a person to specify who they wish their assets to pass to on death, professional Estate Planning 
goes one step further by ensuring that these assets are protected for the intended beneficiaries. As a financial adviser you work 
hard to protect your client’s wealth in their lifetime, but if your client’s do not currently have a Will and Trust in place then their 
entire Estate is under threat by five risks:

Five Threats you aren’t protecting your client’s against

Generational Inheritance Tax
Whilst many people are aware that Inheritance Tax is 40%, not so many people are aware that the  
inheritance you leave can be taxed for generation after generation. So in effect not only will your  
children pay 40%, but as your inheritance is passed down the generations, so too will your  
grandchildren and so on until there is no inheritance left.

Long Term Care
1 in 4 of us will require long term care at some point in our lives. If you own more than £23,250 in 
assets, you are liable to pay all of your care costs, even if you have to sell your family home to do so.  
By placing a property and assets into Trust in a client’s lifetime, they could be protected from being 
means tested for care fees, thus protecting the family home.

Divorce and Bankruptcy
With almost half of marriages in the UK ending in divorce, have you ever considered what 
would happen to your children’s inheritance if they get divorced in the future? Or what if 
they invested their inheritance in a business and became bankrupt? By leaving assets to  
beneficiaries in a Trust it ensures that their inheritance is held outside of their Estate and so cannot  
be attacked by the courts in divorce or bankruptcy settlements. 

Marriage after Death
If your partner re-marries, everything you leave to them will become jointly owned with their new 
spouse. Have you considered what would happen if that new marriage breaks up? Or what if the  
marriage lasts and the new partner outlives your spouse? Simply setting up a Trust alongside your 
client’s Will ensures that their partner will benefit completely from their assets and that their 
money will be passed down their own bloodline and not to a new family.

A Typical Financial Review - Married Couple, aged 35 next birthday 
non smokers, Estate valued under the nil rate band

£150,000 Remortgage
Joint Life: £150,000 DTA, 

20 year term Average Estate Plan

£525 £567 £1,312

Average 6 weeks to complete 
Another month before  

commission comes through

Potentially stuck in  
underwriting for months. 

Risk of clawback, up to 4 years

Instant commission 
No risk of clawback

* Comparison correct as of March 2016
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Doug Hall, Director at 3mc

If you’ve never used a packager before, 
you may be wondering why you would 
ever need to?

After all, as a broker you provide your 
clients with expert advice and you 
have access to a wide range of lenders, 
so why go through an intermediary 
such as a packager? 

A good question.

Packagers won’t be the right solu-
tion in every instance. If the case is 
straightforward and you can place 
a borrower with any of a number of 
lenders, then go ahead and do so. 

But every now and again, you’ll come 
across an application that is any-
thing but straightforward. It may be 
a specialist buy-to-let deal, or it may 
be a borrower with specialist require-
ments such as a professional investor, 
or a borrower with a tarnished credit 
history, or with a specific criteria need 
such as being self-employed with just 1 
year’s accounts.

In these types of circumstance, pack-
agers can help you identify suitable 
lenders and the most appropriate deal 
for your client. Some packagers, such 
as 3mc, have negotiated exclusive 
deals with lenders that are simply not 
available elsewhere and some applica-
tions may need to be underwritten on 
a bespoke basis and therefore won’t be 
listed on sourcing systems. 

What’s more, lenders entering the 
intermediary market for the first time, 
such as Axis Bank, Dudley Building 
Society, Foundation Homeloans & 
Paragon Premier, have chosen to do so 
on a packager only basis. 

In all of these instances, a packager can 
advise you about the deals available and 
the specific requirements of each lender. 
The packager will also take the hard 
work out of a complex case by gathering 
together (hence the term ‘packaging’) all 
the documentation required to support 
an application. However, an important 
point to remember is that packagers will 
not provide your client with advice – 
that’s your area of expertise. 

And submitting the application correctly 
often makes all the difference. Packagers 

work very closely with specialist lenders 
on a regular basis and therefore under-
stand each lenders’ requirements. They 
also have a good working relationship 
with individual underwriters and under-
stand how credit committees like to have 
applications submitted.

In reality, it’s simply not possible for 
most brokers to understand all the foi-
bles of each and every specialist lender, 
if you’re not dealing with them on a 
regular basis. Packagers can supplement 
your expertise, by giving you access to 
specialist knowledge and support that’s 
guaranteed to be up to date, as and when 
you need it. 

Packagers have expert staff that you can 
speak to and they will keep you up to 
speed with the progress of your clients’ 
application via e-mail and text. And you 
will continue to receive a full broking 
fee for submitting a case (in fact, some 
packagers are able to negotiate preferen-
tial fees for brokers).

Without the essential support provided 
by packagers, some brokers would 
simply decline certain types of business. 
Which is a great pity, because it’s an in-
come earning opportunity gone to waste. 
With the help of packagers, brokers can 
take-on more demanding deals with the 
knowledge that they have access to the 
resources needed to get the job done.

If you would like to find out more about 
the packaging services on offer from 3mc, 
either visit our website: www.3-mc.com 
or phone us on 0161 962 7800.

In April we announced the appointment of 3mc to our panel 
to provide a specialist mortgage desk and packaging  
support service for our members. In this article Doug Hall 
from 3mc discusses the advantages of using a packager. 

Why use a packager?

Some packagers, such 
as 3mc, have negoti-
ated exclusive deals 
with lenders that are 
simply not available 
elsewhere and some 
applications may 
need to be underwrit-
ten on a bespoke basis 
and therefore won’t 
be listed on sourcing 
systems. 

“

”

lenders entering the 
intermediary mar-
ket for the first time, 
such as Axis Bank, 
Dudley Building 
Society, Foundation 
Homeloans & Para-
gon Premier, have 
chosen to do so on a 
packager only basis.

“

”
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The past year has seen considerable time and effort go into making technical changes required to deliver the Mortgage Credit 
Directive. At the same time we’ve been able to make additional enhancements to our on-line systems and processes. This will 
improve our mortgage proposition. NFI Online  has seen the much anticipated addition of existing customers porting their loan 
online instead of a paper application. Advisers are able to see existing product details and balances whilst topping up with ad-
ditional borrowing at the same time. This means a much better service for customers (and brokers) due to a simpler process.

In addition the following new application types can be submitted via NFI Online and NFI MTE.

Restricted Resale Price
This lending type has been introduced to intermediaries. This is where a property is sold at a percentage below open market 
value. In the Loan Requirements section, the ownership type ‘Restricted Sale Price’ is available to select. 

Genuine Bargain Price
This lending type has been re-introduced to intermediaries.  The property is knowingly being purchased at a price below the 
market value, for example an inter-family sale or a private tenant buying from their landlord. In the Loan Requirements section, 
the ownership type ‘Genuine Bargain Price’ is available to select.

Unencumbered Remortgages
These no longer need to be submitted as a paper application. Additional questions have been added to NFI Online and MTE to 
correctly identify whether the unencumbered property is the property to be remortgaged or not.

Other Changes to NFI Online

Retirement Age Definition
Nationwide will only use the client’s anticipated retirement age, rather than our current policy where we use their state pension 
age if this is lower. The maximum retirement age remains at 70 and the mortgage must end before the eldest applicant’s 75th 
birthday.

The Mortgage Works
There are also several important changes to the online system at The Mortgage Works. The most obvious change that you will 
see is in our information gathering on the application form. Questions have been changed, some removed and new ones added and 
are better grouped to offer a more logical sequence. We will also only ask additional questions when they are needed according 
to the clients’ circumstances. Almost every part of the application has been changed and this will allow us to give speedier, more 
accurate lending decisions, earlier in the process.

HMO and Foreign Nationals
You are now able to submit cases for both HMO and Foreign National applicants through TMW online, streamlining the process 
and removing the need for paper applications.

Proofs
Due to the changes made in the application form we will be able to request more of the proofs we require at Full Mortgage Ap-
plication stage. The most important of these will be a request for a copy of the Tenancy Agreement when there is a non-standard 
tenancy in place. We believe these important changes will make dealing with Nationwide and the Mortgage Works much easier, 
while at the same time help us improve the service we offer to you and your clients.

Making it easier to do  
business with Nationwide
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choosing to interpret the Financial 
Conduct Authority (FCA) guidelines 
regarding what constitutes CBTL dif-
ferently. It is sensible then, to con-
sider what the FCA has stated on the 
matter and in particular its definition 
of CBTL: 

Ben Allen, Head of Compliance, takes a look back at the wide scale 
changes that have swept the industry over the last 6 months and 
ahead to what the rest of 2016 has in store.

by Ben Allen, Head of Compliance

Change Ahead...

In the last six months we have seen a British Astronaut complete a spacewalk at the Interna-
tional Space Station, a small(ish) football team (from the greatest city in the world) with an 
eccentric manager take the Barclays Premier League by storm and the tragic events that took 
place in Paris on 13th November 2015. What has the next six months got in stall? 

On these shores there is the ‘all consuming’ debate about the United Kingdom’s membership 
of the European Union. For those across the water in the United States of America, they are 
anticipating a new president. And for football fans there is the hope that on Sunday 10th July 
one of our home nations (Sorry Scotland) will be returning home from Paris having won the 
UEFA Euro 2016 Championships. Meanwhile, away from matters news & sport, the last six 
months within financial services and especially at The Right Mortgage have seen a number 
of changes; here are a few:

MCD
The Mortgage Credit Directive 
(MCD) came in to force earlier this 
year on the 21st March and has meant 
a few changes to the way we do 
things, particularly if you are involved 
in Buy to Let lending, Re-mortgaging 
or Further Advances. In fact there 
have even been changes to the first 
charge lending process. Therefore, if 
you are involved in secured lending, 
chances are you have been impacted 
by these changes.

As a network we have provided train-
ing courses and additional study ma-
terial to assist you to keep abreast 
of these changes and to ensure you 
are well prepared. Should you re-
quire further guidance, please feel 
free to contact your local compliance  
manager.

Consumer BTL
The 21st March also heralded the ar-
rival of the new Consumer Buy to 
Let (CBTL) regime. There has been 
a great deal of industry attention for 
CBTL, with many (lenders included), 

“The Mortgage Credit Directive Order 2015  
defines a CBTL mortgage contract as a buy-to-
let mortgage contract which is not entered into 
by the borrower wholly or predominantly for the 
purposes of a business carried on, or intended to 
be carried on, by the borrower.”

we are seeing changes to Income Tax 
Relief being phased in over the com-
ing years. Yet again, as a network, 
we have endeavoured to provide 
clear guidance and training about the 
changes in this area. 

The Compliance Team
Those of you who keep a regular eye 
on our website will have noticed that 
there have been a number of changes 

Again, as a network, we have pro-
vided training courses and additional 
guidance on the process and the regu-
lation surrounding Consumer Buy to 
Let. Should you require any further 
guidance in this area, please contact 
your Compliance Manager.

BTL Taxation
It cannot have escaped your notice 
that the government has decided 
to alter the tax treatment of rental 
properties and the purchasing of ad-
ditional properties. There have been 
changes in Stamp Duty, ‘Wear and 
Tear’, Insurance Premium Tax and

10         edition 4 2016



Forthcoming changes 
and developments
Now that we have covered where we have 
been, here are a few changes that you can 
look forward to over the coming months:

Senior Managers Regime
Aimed at ensuring good conduct for  
senior managers is at the forefront of 
the industry framework. It will pay 
particular attention to the controlling 
functions within a firm and the FCA is 
keen to know who is in charge and who 
is responsible for decision-making 
across an organisation. It also high-
lights the importance of a ‘Board’ be-
ing imperative to the sound running of 
a business and good risk management.

Mortgage Credit Directive
Expect to see further clarifi-
cation and guidance on how 
this has been implemented.

Mortgage Market Study
The FCA has called for feedback from 
the industry regarding barriers to 
competition and is looking at various 
sectors (including mortgages) to see 
how third party relationships affect 
competition and by extension how it 
impacts on consumer outcomes. 

The FCA has already started to look 
at the different product offerings from 
Lenders, but expect them to look into 
other third party relationships, Valu-
ers’, legal representatives and even 
estate agents and the pressure tactics 
sometimes used to get a client to use 
an ‘in house’ mortgage adviser. Expect 
to see further developments over the 
next six months. 

Base Rate Rise
I’m not predicting a rise in the base 
rate, but when the Council of Mort-
gage Lenders predicts that over one 
million mortgage holders will have 
to deal with a rise for the first time, it 
certainly gives food for thought. The 
Bank of England has gone further and 
anticipates that 280,000 households 
could really struggle should a base 
rate rise come in. 

Add to that the ever increasing 
level of unsecured borrowing and 
you can see there are great op-
portunities to be had for the ‘well 
informed’ mortgage adviser to  
support their clients

Interest Only Mortgages
The FCA have researched maturity 
profiles surrounding IO Mortgages 
and it has shown that there are peaks 
in loan amounts that have no repay-
ment structure in the years of 2017, 
2018 and the mid 2020’s – Now is the 
time to be talking with your IO clients 
about the risks associated and to be 
discussing in earnest the need for suit-
able repayment strategies.

Ageing Population
Where do I begin? Impact on the  
values of property? Impact on the sup-
ply of property? General impact on 
the economy? One thing is for certain, 
we are all living too long and this has 
given the government a headache!

Over the next 25 years the number of 
people aged 80 or over will more than 
double and those aged 60 or over will 
account for almost 30% of the popula-
tion. Currently it is 23%.

You can expect the way we do  
business to change – Equity release 
anyone? Why not discuss this with 
your compliance manger.

Just as the last six months brought 
with it a great deal of news and some 
changes, so too will the next six 
months. But as I have always said, 
with change comes opportunity. Let’s 
make the most of it!

to the Compliance Team personnel.
The month of January was when I 
stepped into the role of Head of Com-
pliance. Naturally when someone new 
comes on board there will always be 
changes however I have tried to keep 
any upheaval to a minimum and I am  
continuing with the good work started 
by the network.

We now have a regional team of three 
Compliance Managers who are there 
to support you to successfully embed 
our T&C scheme, to provide guidance 
on support for all things compliance 
and to assist you to remain on the 
right side of regulation.

Here is an overview of the Compli-
ance Management team:

• Sarah Glenn: Midlands area
• Maxine Levers-Riley: North 

& East of England, Scotland & 
Northern Ireland

• David Pelham: South & West of 
England & Wales

Your Compliance Manager will be in 
touch to arrange to meet with you and 
conduct a Guidance Visit in the com-
ing weeks – we hope to meet with each 
firm by the end of July.

If you are unsure who your  
Compliance Manager is, please 
feel free to contact me or any of the  
Compliance Managers and we can let 
you know.
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Brian Coulton, Head of Sales at The Source

GI Trade Secrets

Having worked in the general insurance 
intermediary space for nearly 15 years, 
the one battle which I always come up 
against is trying to get mortgage advi-
sors to realise the benefits of cross selling 
ancillary products such as Household 
insurance.

These products are generally classed 
as small ticket items and they are often 
treated as the poor relation in the advi-
sor tool kit.  It’s only when advisers have 
started selling these additional items 
that they realise the benefits they bring.  
And those benefits aren’t just monetary.
What are the common objections to 
selling GI?

Pounds and pence
There is a real lack of understanding by 
some who state there is no money in GI. 
This may be true if the book is not man-
aged correctly, which is why you should 
ask about the renewal process when you 
choose a service provider for your GI.  
At Source we offer a pro-active renewal 
service which takes the hassle away from 
you.  This means you continue to get 
paid year on year for your original sale.

I haven’t got time
Source’s new YourPlace platform allows 
you to get an indicative quote in 10 sec-
onds and a full quote in a minute.

I can’t compete with 
the aggregators 
You can’t turn on the TV nowadays 
without hearing one of the aggrega-
tors’ catchy jingles.  Although this has 
heightened the awareness of GI, it has 
also led more people to believe that they 
are ‘experts’. This couldn’t be further 
from the truth.

Many market commentators have spo-
ken about the downfalls of allowing

your clients to use aggregator sites - 
from inappropriate cover to the hidden 
credit searches that can hamper lending 
requirements. For more information visit 
http://ow.ly/10jE1J 

Top tips to increase 
your GI penetration

Tell your client bank
If your clients don’t know you offer this 
service, it’s time to make sure they do

Review your processes
Collect relevant information up front.
Amend your fact find to ask the relevant 
questions - it may only take you a couple 
of minutes extra but will enable you to 
prepare a quote from the outset.

Your clients are not common - 
don’t treat them like they are
We are all individuals and have had 
different experiences which shape our 
thoughts on risk.  We all need advice 
and counsel on making such decisions 
and home insurance is no different.  
Make sure your GI provider offers a real 
choice and the ability to compare and 
tailor products in an easy format.

Use the “opt out” method
The most successful brokers often use 
the assumptive sale. They say something 
along the lines of, “Mr Customer, as your 
professional advisor I will be arranging 
your mortgage, life product and home 
insurance for you, there is nothing else 
you need to do.”

Remember you’re the expert
Your value comes in your expertise, and 
in knowing what is best for your client.  
It is also important that you choose a 
GI provider with experience, who can 
represent your own values with your 
customer.

Paint the picture
Insurance is not a tangible product, and 
there is usually no emotional buy-in from 
the client.  The value of any insurance 
product is only ever realised in the event 
of a claim, when it is normally too late 
if a customer has opted for a cheaper, 
inferior product.

Insurance is a promise that if the 
unthinkable should happen then the 
product will assist the client by return-
ing them to the position they were in 
prior to the event. Get them to buy in to 
that promise.

Look for alternative business 
streams
There maybe a number of other GI prod-
ucts and clients you can tap into. Life-
style protection, for example, is now on 
the rise.  Landlords Insurance is another 
great product line to get involved in, and 
there is also commercial insurance for 
those self-employed /directors in your 
client bank.

GI should be embraced. Everyone needs 
protection and that protection should 
come with advice.  A client’s home will 
usually be their biggest asset, and as an 
industry we need to engage with the 
public to ensure they understand the 
necessity of picking the right insurance 
product, with the right advice.

Brian Coulton CeMAP,  CeRGI, CeRCC, CSP l 
Head Of Sales

Source Insurance Ltd, Drake House, 
Plymouth Road, Penarth, CF64 3TP

T: 07989496788  
E:  brian.coulton@thesource.co.uk 
Twitter @Mr_GI_bri 
https://uk.linkedin.com/in/briancoulton

Brian Coulton, Head of Sales at The Source, discusses 
objections to selling GI and reveals his top tips to increase 
GI penetration with your client bank.



Our financial protection industry is very much part of the UK’s national well-being. We strive to help people change adversity 
into triumph. We market propositions which are designed to increase happiness or well-being in small yet significant ways. But 
just how do you measure well-being? 

The link between happiness and health 
Since 2010, the Measuring National Well-being (MNW) programme aims to provide a trusted set of statistics which help people 
understand and monitor well-being. One of the key findings is that health was the thing people routinely said was most impor-
tant to their own well-being. The latest National Well-being Survey, published by the Office for National Statistics* revealed 
that a significant proportion of the population have health concerns: almost 3 in 10 people (31.4%) were dissatisfied with their 
health. What’s more, around 2 in 10 people (18.8%) reported having a long-term illness or a disability that was either work-lim-
iting or limited their day to day activities. To balance this, over half (59.3%) of adults aged 16 and over were somewhat, mostly or 
completely satisfied with their health, which is good news.

Happiness and wealth across the UK 
The survey also showed that wealth doesn't always equal happiness. In London, the wealthiest area of the UK, 30 out of 34 bor-
oughs are below the UK average for wellbeing. While in Northern Ireland, the third poorest area, 24 out of 26 districts exceed the 
national average. This is not to say that material living standards do not matter, but there is more at play here. Overall, measur-
ing well-being gives us a mixed picture that re-emphasises the importance of physical and mental health on the UK’s ‘happiness 
index’. Few people would doubt that health and happiness are inextricably linked, and this is one of the key reasons why health 
information services form an additional level of service for Friends Life Protect+ income protection clients. 

Income protection and five health-related services      
Protecting an income if a client becomes unable to work due to health problems is one issue. What if there are other issues that 
arise in the client’s life? Friends Life’s Protect+ income protection automatically includes several health-related services that of-
fer help from day one, without the requirement to make a claim on the policy. These services are designed to help customers get 
healthier and back to work quicker, so they can live happier lives. There’s also a bolt-on Global Treatment service at extra cost. 
These services represent the holistic nature of our offering in the market.  We offer Bupa HealthLine, Second Opinion, Coun-
selling and Carer Support Services and Global Treatment because we think about what can actually happen in the lives of our 
customers.

Your clients deserve more
• Up to 5 health services from Day One
• Your clients have access – no policy claim is required 

Bupa HealthLine enables clients to speak to a fully qualified Bupa nurse about any type of health query, day or night, on any day 
of the year. It’s also available for partners and dependent children. Second Opinion by Best Doctors® can provide a second medi-
cal opinion from a network of over 53,000 leading medical experts. The short-term Counselling Service offers up to six, 50 minute 
counselling sessions, providing help with mental wellness issues where short-term counselling is considered appropriate, such 
as bereavement or relationship breakdown. For Carer Support services, it‘s a similar approach: clients have access to a 24 hour 
helpline where they can receive general counselling, educational support and pre-screened qualified referrals, as well as offering 
resources to help them cope more effectively with becoming a carer.

Global Treatment is available with any of our Friends Life Protect+ covers, giving your clients access to top medical practitioners 
and leading overseas treatment. For £4 a month, on diagnosis of one of the serious illnesses covered or if your client requires cer-
tain medical procedures, they could be treated at a world-renowned hospital overseas. Our proposition is about more than basic 
income protection; it’s about adding value for clients by considering the bigger picture about well-being and happiness.

Find out more
Contact your Friends Life Account Manager or visit advisers.friendslife.co.uk 

* ‘Measuring National Well-being: Life in the UK, 2015’ 25 March 2015. Office for National Statistics 
**Please note that Bupa HealthLine, Second Opinion and Counselling and carer support services are discretionary benefits that may be withdrawn by Friends 
Life at any time. Bupa HealthLine is provided by or through subsidiary companies of the Bupa Group. Best Doctors is a registered trademark of Best Doctors Inc. 
in the United States and other countries. Used with permission. Counselling and carer support services are provided by Workplace Options.

Around 3 in 10 people have health 
worries, so it’s important to select  
income protection that can offer your 
clients more 

edition 4 2016                13



14        edition 4 2016

Denise Wond, Marketing Manager at Royal London

It’s good to talk

Relationships matter. Instinctively we 
know this but building those relation-
ships takes investment.  It’s something 
we do on a personal level, we make 
time for those that matter. We engage.  
Why?  It’s simple, if you don’t make an 
effort to keep people in your life, they 
soon won’t be.  The same principle ap-
plies to client relationships. 

Why bother?  Well, there’s lots of 
good reasons to build that relation-
ship.  It makes sense that clients who 
are engaged with your business spend 
more money, more often.  They have 
a relationship with you and when 
they need financial advice they won’t 
consider going elsewhere. And there 
are other benefits, a good relationship 
allows for some wriggle room. 

Build Trust
As we know, trust lies at the heart of 
all good relationships but especially 
so in your world because you’re giving 
advice. It’s easy to misunderstand the 
words or actions of a stranger.  We 
have no history, we don’t know or un-
derstand them and therefore our trust 
levels are low.  If you don’t engage 
your clients on a regular basis why 
would they trust you?   

Building that trust should start at the 
very first meeting. It can seem unnatu-
ral, perhaps a little boastful but get-
ting comfortable with ‘talking yourself 
up’ is important. Your confidence will 
instil it in others. 

Think about how many clients 
you’ve helped into their dream home?  
What’s the value of all those mort-
gages?  How much protection have you 
written?  Those numbers will add up 
to something pretty impressive.  

Dig out your 
testimonials 
And of course make sure client testi-
monials are visible rather than tucked 
away in a drawer.  Better still, get your 
clients to post them on their facebook 
page so that your expertise is promot-
ed to the wider community.  

And on that note, why not consider 
volunteering to write a finance column 
for the local press?  It’s an excellent 
way of building your profile within the 
community, as is setting up ‘finance 
for dummies’ workshops, targeting 
first time buyers, university students 
etc.

Keep in touch
But I digress, let’s get back to client 
engagement.  You want to build a good 
relationship and to do that you need 
to keep in touch.  If you don’t remind 
clients about the value you add and the 
benefits of the products you’ve recom-
mended it’s very easy for them to cancel 
the direct debit. 

It is however worth remembering that 
communication isn’t just a promotional 
email or a phone call, it’s about every 
contact you have with your client, from 
service issues to operational communica-
tions and advertising.   Every touch point 
is an opportunity to build loyalty and 
your approach should be consistent no 
matter where that touch point is.  So if 
you have a team, get them on board with 
your approach.

Consider the language you use.  People 
don’t talk to their friends or families like 
a scene from a BBC costume drama, why 
would they want you to speak to them 
like that? Make it brief and relevant to
that individual.  

Engagement shouldn’t be confused with 
selling.  If you only ever make contact 
to sell something else, don’t expect any 
degree of loyalty from your client base.  
Share insight, raise questions in their 
minds, create demand for your advice 
and paint vivid pictures so that they get 
it.  Providers have an abundance of sup-
port to help you do this, including videos 
and client case studies.  Don’t be shy 
about using them, steal with glee!

And finally, it’s by getting the little 
things right that you’ll reap the big 
rewards.  So get personal and make 
sure your clients know you’re willing to 
invest in the relationship. 

Engagement shouldn’t 
be confused with sell-
ing.  If you only ever 
make contact to sell 
something else, don’t 
expect any degree of 
loyalty from your client 
base.  Share insight, 
raise questions in their 
minds, create demand 
for your advice and 
paint vivid pictures so 
that they get it.  

“

”

Denise Wond from Royal London talks about the 
importance of client engagement and shares some ideas to 
keep you at the top of your client’s mind the next time they 
consider financial advice.
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Deepak Jobanputra, Deputy CEO of VitalityLife 

The growing need for 
Whole of Life Cover

Why do term assurance sales 
continue to outstrip whole of 
life cover?
Despite the changing landscape, the 
Life Cover market is still dominated by 
Term Assurance sales. In 2014, there 
were three times as many sold (832,935) 
as there was Whole of Life policies 
(273,991) [1].  

The cost of Whole of Life Cover is one 
of the key reasons for this. Although 
it’s cheaper the younger your client is 
when they take out a policy, they’ll pay 
a higher premium than for an equivalent 
Term Assurance policy. As we all know, 
reasons for this include: 

• Whole of Life policies are guaran-
teed to pay out on death

• As your clients grow older, their 
mortality risks increases. So that 
premiums can remain steady 
throughout the duration of the 
policy, younger clients are subsidis-
ing their future risk. This can mean 
that clients are compromising on 
the level of cover they take out, or 
taking out a Term Assurance policy 
instead.

As an adviser, you need to think about 
whether a Term Assurance policy is right 
for your client. Is it likely that your 35 
year old client will die in the next 20 
years? And, if they don’t, how much will 
it cost them to take out another policy 
when this one expires? Although it’s 
more expensive, Whole of Life guar-
antees a payout, so your client can be 
safe in the knowledge that there will be 
money left behind for their loved ones.
 

What about guaranteed  
acceptance / Over 50’s plans?
The growth in guaranteed acceptance 
plans has been strong over the past few 
years, and in 2014, they accounted for 
nearly 90% of all Whole of Life sales [1]. 

These policies are usually for smaller 
sums assured and are intended for peo-
ple to cover their funeral costs.Sales of 
these products have grown for a number 
of reasons. As a non-advised product, 
they’re easy to buy and simple to under-
stand.

 
And because they aren’t fully underwrit-
ten, people are generally offered cover 
irrespective of their medical history. 
However, this is one of the main reasons 
that guaranteed acceptance plans offer 
incredibly poor value for money; because 
healthy clients are  subsidising the cost 
of cover for those who aren’t in such 
great health. In fact, research shows that 
clients can receive over six times more 
cover for the same premium when they 
take out a fully underwritten Whole 
of Life Plan compared to a guaranteed 
acceptance plan [2]. Not only that, but 
many guaranteed acceptance plans 
exclude claims in the first two years of 
the policy.

Despite the poor value, the growing 
numbers of sales of these plans highlight 
the need for your older clients to be bet-
ter informed of their protection needs 
and options.

The growing need for Whole of 
Life Cover
The growing popularity of guaranteed 
acceptance plans, coupled with the 
changes that have taken place within 
society, indicates there’s a need for your 
older clients to be given more com-
prehensive financial advice. As well as 
the traditional reasons, such as legacy 
planning, paying their IHT liability and 
covering the cost of a funeral, Whole of 
Life plans can be a perfect solution for 
the emerging needs of older clients, such 
as later life debt, annuities replacement 
and later life care:

• The average cost of a funeral service 
in 2014 was £8,427, which is an 
increase of over 10% on the previous 
year [3]

• 30% of retirees find themselves in 
debt. 19% of retirees have debts of 
more than £50,000 and almost one 
in 10 owe more than £100,0004

• 21% of people are still paying off 
their mortgage into retirement4

• Due to recent pension reforms, more 
people are choosing to access their 
pension pots early, and thousands 
have already used up their entire 
pension pot [4]

• Thousands have already drained 
their pension pots [4]. 

It’s important to fully consider all of 
these needs when talking to your clients, 
so that you can advise them on protec-
tion that meets their needs. From having 
a full discussion, you’ll often find that 
Whole of Life Cover, and not Term As-
surance or guaranteed acceptance plans, 
offer the most comprehensive solution.

Find out more
To find out more about our Whole of 
Life Cover, including our new Premium 
Optimiser and Interest Rate Optimiser 
products, please speak to your Business 
Consultant or visit:

vitalitylife.co.uk/adviserWOL

Sources
[1] Swiss Re Term and Health Watch Report 2015
[2] http://lifeinsuranceforover50.blogspot.co.uk/
[3] SunLife – Cost of Dying 2014, The Guardian – 
2015
[4] thisismoney.co.uk, 2015



We’ve recently launched our new home insurance product, Simply Home Insurance, which offers our intermediary clients an 
alternative level of cover to our existing 5 star Defaqto rated Home Insurance Choices (HIC). Simply Home Insurance provides 
cover for major events such as fire, flood, escape of water, storm and theft, and offers less cover in return for a lower price. Your 
clients can count on the same quality service, whichever product they choose.

WHY CHOOSE SIMPLY HOME INSURANCE FOR YOUR CLIENTS?
Simply Home Insurance is suitable for any of your clients who are home owners and want the option of less cover at a lower price 
For example, first time buyers who are already squeezed financially when purchasing a new home and need buildings insurance 
as a minimum to secure their mortgage. New research suggests first time buyers now need a deposit worth £33,000 on average, 
while the amount they pay for a home is at an all-time high. The average deposit for a first-time buyer has risen by 88 per cent, 
from £17,499 in 2007 to £32,927 today, according to the findings by Halifax*. All of this impacts affordability for other costs as-
sociated with the purchase of a new home including home insurance.

Buildings insurance may be a necessity when it comes to securing a mortgage but contents insurance brings peace of mind by 
providing cover for contents against events including fire, flood, storm and theft. As with HIC, clients can also opt for additional 
extras to tailor the cover to their individual needs, for example, accidental damage, personal possessions in and away from the 
home and Family Legal Protection Cover.

Our online contents calculator can help you and your clients work out the amount of contents cover required.

QUOTING FOR SIMPLY HOME INSURANCE.
You can quote for Simply Home Insurance using GIology, our general insurance quotation system. You only need to enter your 
clients details once and you’ll be presented with side by side quotes for Simply Home Insurance and Home Insurance Choices to 
help you and your clients decide which level of cover is right for them.

Please note that Limitations and exclusions apply. For full details please refer to the Simply Home Insurance Policy Booklet or 
Policy Summary which can be found by visiting our Adviser Centre.

CONFIDENCE IN OUR HOME INSURANCE PRODUCTS.
Did you know you can use our online comparison tools to compare our home insurance products other similar products in the 
market? Simply select the product cover you want, for example, buildings or contents and the competitor you want to benchmark 
us against and within seconds, you’ll see the list of features and benefits that each product offers.
Here are just a few reasons why we think you should use our comparison tool:

1. Can help with objection handling - Sometimes, your clients may be more concerned with getting a cheaper premium rather 
than considering the type of cover the policy offers. No doubt client objections are par for the course in the job you do. Your 
clients may often tell you that they can get a cheaper premium elsewhere, but are they aware what that policy covers them 
for? And if they needed to make a claim, would they be covered under the cheaper policy? Our tools can help with this. 

2. Give you confidence in the products you are offering - Your clients rely on your knowledge as an adviser to ensure they have 
suitable cover in place should they need to claim. After all, the value of insurance is only clear to consumers at this point. Our 
comparison tools provide a clear way for you to see the cover that a certain product offers and can help give you confidence in 
the products you are recommending. 

3. Developed in conjunction with Defaqto - Our product comparison tools have been developed in conjunction with Defaqto, 
an independent research company and are updated on a regular basis so you get an up-to-date view of the products in the 
market.

To find out more about our home insurance products and to access our policy literature and comparison tool, please visit 
www.legalandgeneral.com/advisercentre/home

NEW: Simply home
insurance from 
Legal and General
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John Dixon, National Account Manager at Virgin Money

The pace of change

I read an article recently about a new 
engine which would take a plane into 
space and deliver goods to a space sta-
tion, or take passengers from London 
to Australia in just over four hours, In 
order to do that it will have to cool the 
air from 1,000C to -150C in 1/100th of a 
second. The article said, in a matter of 
fact way, it would happen in the next 
decade.

It made me think about the pace of 
change in our industry. I’ll not bore 
you with the tales of handwriting 
transactions on a ledger in my first job 
as a Building Society trainee, but boy 
has it changed. That has been par-
ticularly true over the last couple of 
years with MMR and European Credit 
Directive driving change in the world 
of advice.

Many lenders are working furiously on 
technological changes and a collabora-
tive approach to support their inter-
mediary partners. It’s important we do 
that as intermediaries are on the front 
line for mortgages and that’s where 
change is likely to happen fastest in 
the coming months and years.  

When change happens so fast, it’s 
important for you as an advisor to 
maintain your expertise. Apart from 
the fact that legislation demands you 
understand a lender’s policy in full 
in order to match your customer’s 
needs, it’s also simply good practice. 
Customers could sit at home and view 
product costs on a range of compari-
son sites. They could have easy access 
to more information than ever before, 
but most still go to an advisor because 
they want to speak face-to-face and 
they want to hear from an expert they 
trust.

So how do you maintain that expertise 
when every week dozens of new prod-
ucts are launched by a myriad of lend-
ers, new reports highlight changes in 
the market, news items are issued by 
the hour and e-mails flood your inbox? 
Added to that of course, new lenders 
join the market, each with their own 
product range and lending policy. 

The bad news is there isn’t an easy 
answer. The good news is there are steps 
you can take. 

First of all your network or club will 
provide support through websites and 
communications – much like this one. 
You have access to data through numer-
ous sites like the Office of National Sta-
tistics and Bank of England and of course 
the FCA which is very helpful, but how 
often do you read it and is it saved on 
your desktop? 

You have lenders’ websites which should 
help you get at most answers for indi-
vidual policies but when did they last 
change and are you aware? 

Then you have your relationships with 
industry contacts. That should include 
CPD events, internal meetings and time 
with your BDMs grilling them for the 
latest changes, news and snippets so you 
know where best to place an application. 
The problems of course are keeping that 
all up to date, maybe keeping it all in one 
place so it’s accessible and maintained, 
and ensuring that the regular meetings 
with BDMs happen so you stay up to 
date. 

At Virgin Money, we started on our 
quest to make banking better in 2012. 
As part of that we sought feedback from 
intermediaries, because we knew we 

had to review the way we did things and 
change. We’ve used that and subse-
quent feedback to make a wide range of 
improvements to help our intermediary 
partners. 

We’ve made changes to our website 
based on the feedback and have gone 
beyond that by creating remortgage and 
first time buyer zones to support your 
business. 

We also changed our processing, both to 
align with MMR and to ensure we put 
the customer at the heart of everything 
we do. Now the vast majority of our cus-
tomers – your clients – get fast offers and 
good service because we work with the 
intermediary to deliver the same goal. 

We increased our BDM team to enhance 
the number of conversations we have 
with intermediaries. That means we can 
facilitate requests for regular meetings 
face to face or by telephone for those 
who want to work with us and that re-
ally is the key. 

So while change happens, we have the 
right people in place to help you with 
it. I’d encourage you to build them into 
your drive to maintain expertise. 

John Dixon, National Account Manager

John Dixon from Virgin Money discusses the improvements 
Virgin have made to keep up with the rapid pace of change 
in the industry and improve their service to you.  
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The right mortgage for  
borrowers with complex  
borrowing requirements
Simon Read, Managing Director, Lending at Magellan 
Homeloans

• A choice of variable and 2 or 3-year 
fixed rates up to 85% LTV 

• A fixed completion fee of £995 for 
loans up to 80% LTV and £1,495 for 
loans up to 85% LTV

• No early redemption charges on 
variable rate deals and no overhang-
ing ERC’s on fixed rates

• The benefits of our personal and 
innovative manual underwriting 
approach.

Magellan can now cater for all types of 
borrowers, including those with compli-
cated employment circumstances, minor 
impaired credit records, and those with 
more significant historical impaired 
credit resulting from an unexpected life 
event. 

We underwrite all applications manu-
ally and do not use credit scoring, 
because we believe it’s the small details 
that matter and our borrowers need the 
benefit of individual assessment by a 
skilled and experienced underwriter.

Like your own network, we put cus-
tomer outcomes first. We want to work 
with mortgage intermediaries to find 
the best possible solution to borrowers 
who find themselves being disenfran-
chised by mainstream lenders and we’re 
delighted to be working with a like-
minded organisation.

We look forward to working with you 
in the future. In the meantime, you 
can find further information about our 
full range of products, by visiting our 
website at: 

www.magellanhomeloans.co.uk 

or contacting our Mortgage Helpdesk 
on: 03303 355777.
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When The Right Mortgage & Protec-
tion Network launched last year, your 
approach and philosophy to what you 
aim to offer the market immediately 
resonated here at Magellan.

Your website states that you want to 
‘keep your focus on what’s right for cus-
tomers by working in partnership with 
advisers and clients’. Yes, we concur 
with that. Your website also states that 
‘it’s our approach that makes us differ-
ent’. Yes, we go along with that as well.

When Magellan launched in 2013, we 
also wanted to adopt a different ap-
proach to finding the best possible solu-
tion for clients, by working in partner-
ship with mortgage intermediaries. 

The clients we were targeting when we 
launched had a very specific issue to 
deal with: a life event such as redundan-
cy, divorce or illness that had left them 
with an impaired credit record and, as 
a result, struggling to obtain mortgage 
finance.

Our philosophy is that most of us 
encounter unforeseen problems at some 
point in our lives and what matters 
more than getting into financial difficul-
ties, is what you do to get out of them 
and how you manage your finances 
thereafter.

We therefore place just as much impor-
tance on understanding the events that 
gave rise to an impaired credit record 
and how a borrower has regained and 
maintained control of their finances, as 
to the level of impaired credit that may 
have been amassed several years ago.

In fact, we are the only credit repair 
lender that will consider applications 
from borrowers with almost no limit 
on how much historical impaired credit 
they may have had, provided they:

• can provide a satisfactory ‘impaired 
credit explanation’ (we refer to it as 
an ‘ACE’ for short)

• have not incurred any impaired 
credit during the last 12 months

• can afford the loan for which they 
are applying.

We believe that unexpected historic 
financial difficulties shouldn’t result in 
long-term financial exclusion, which 
is why our credit repair range includes 
products that can cater for borrowers 
with a wide range of historical credit 
issues including CCJs, defaults, arrears, 
IVAs and DMPs. 

All credit repair borrowers are required 
to disclose and be able to provide 
evidence of the nature of the event that 
gave rise to their impaired credit record. 
Additionally, the circumstances of the 
event must indicate that its cause was 
beyond the reasonable control of the 
applicant. Examples of acceptable life 
events include: 

• Divorce/separation 
• Business failure or interruption 
• Serious illness or accident 
• Unemployment or redundancy 
• The death or illness of a family 

member.

The success of our credit repair range 
led to numerous requests from our inter-
mediary partners to also launch a near 
prime range of mortgages. They were 
keen for us to extend our innovative 
approach into the Near Prime sector due 
to the large number of borrowers being 
declined or cascaded to more expensive 
products as a result of other lenders 
automated credit scoring systems.  

We therefore launched our Near Prime 
range last year, which includes the fol-
lowing features: 
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Business as usual – 
thanks to industry 
collaboration
Donna Johnson, Business Development Manager at 
Fluent Money

Fluent Money, the UK’s largest second 
charge distributor, is reporting that 
business and service levels have been 
maintained since the MCD deadline 
passed.

March is shaping up to be one of the 
best months the company has experi-
enced with enquiry levels and pipeline 
business running 50% higher than in 
2015.

Fluent Money, which recently an-
nounced significant inward investment 
from private equity firm, Beech Tree 
Private Equity, has been at the forefront 
of efforts to ensure that lenders and 
intermediaries were ready for the MCD.

Chief Operating Officer, Tim Wheeldon, 
was instrumental in setting up an in-
formal forum three years ago for lenders 
and peers in the distribution market. 
The first meeting took place nearly three 
years ago with 11 attendees, the last one 
in February this year was attended by 
43 people from across the industry.

He said, “Apart from a few hiccoughs as 
everyone came to terms with the admin-
istrative changes, particularly over the 
new ESIS document, I am delighted to 
say that thanks to all the hard work and 
real collaboration across the industry, 
the second charge market is in a strong 
position to consolidate and push on 
to make the most of the opportunities 
presented by the level playing field that 
second and first charge markets now 
inhabit.”

So what are the options and what is the 
loan process?  

Referred
The first step is to find a loan for your 
client with which they are happy. After 
we’ve taken their details and performed 
a credit search, we’ll use our bespoke 

loan sourcing software (which is called 
Fluency) to find the most suitable loan 
for them. 

We’ll post out the quotes to your clients 
and all of their documentation will be 
available for them to download imme-
diately from our case tracking website, 
www.myfluent.co.uk

If your client decides to go ahead with 
the quotes we’ve given, they’ll be al-
located a dedicated Case Manager who 
will guide them through the process 
and get their loan completed. Our Case 
Managers are experts at packaging 
and have an in-depth knowledge of 
what our lenders want. In addition, we 
have underwriters from the lenders in 
our offices on most days, helping us to 
package cases in the most efficient way 
possible.

During the whole process, you will be 
able to monitor the progress of your 
client cases live and round the clock via 
www.fluentview.co.uk your client can 
track the progress of their loan on the 
web or on their Smartphone.

Advised 
Advisers who wish to remain Independ-
ent will provide ALL the advice with re-
gards to the recommendation they make 
to their client and all relevant terms 
and conditions. Fluent Money will act 
purely as a Packager. 

The Adviser will complete the fact find 
outlining the client’s details and their 
requirements, (this is to include a full 
income and expenditure assessment). 
Upon receipt of this information and the 
clients signed authority to credit search, 
Fluent Money will then source suitable 
products. 

Where more than one product fits the 
client’s requirements Fluent Money will 

present the adviser with the Mortgage 
Illustrations (ESIS) for the top 3
product options, along with the re-
search document evidencing what has 
been carried out.

The Adviser will then discuss the 
products with the client and will 
inform Fluent Money which product 
they have recommended. Fluent Money 
will provide the full pack to either the 
broker themselves or their client should 
they so choose and upon signed con-
firmation that the client is proceeding, 
begin to package the application. Fluent 
Money will carry out the entire process 
required for completion, this includes 
applying to land registry, conducting 
any further searches, requesting mort-
gage references, obtaining first mortgage 
consent where applicable and instruct-
ing the valuation.

Fluent Money will request any further 
documents or information that is re-
quired by the lender during the process, 
making the Adviser aware of what is 
needed. Any questions arising from the 
client during the process with regards 
to the selected product/advice or the 
recommendation given will be directed 
entirely back to the Adviser. 

All Mortgage Illustrations (ESIS) will 
show you the Adviser as the party giving 
advice and Fluent as the packager.

“

”Tim Wheeldon



BRAND NEW REFERRAL 
SERVICE FOR YOU

Earn 30% on business you do not transact.

Benefits for you and your clients

• Simple referral service
• Easy to monitor through the Key
• Payment direct through The Right Mortgage
• Guaranteed no cross-selling agreement
• We act as a representative of you

T: 01564 732 744
E: Refer@therightmortgage.co.uk

TRUST.

RESPECT.

PARTNERSHIP.

Find out more


