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PREPARE FOR SUCCESS 
IN 2017
Ben Allen discusses how by investing time now and planning ahead 
for 2017 you can make this year your most successful yet

What’s coming our 
way in 2017?
It was the measures laid down in 
2016 that present something of 
a new environment for the buy-
to-let market in 2017…

The home-worker
The Source's Head of Sales 
discusses the potential 
insurance risks associated with 
homeworking in the UK 

5 top tips to 
complete your 
cases more 
smoothly
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WELCOME

Martin Wilson | CEO

Hello, Happy New Year and 
welcome to our latest Training 
Focus Magazine. We hope you 
all had a fantastic Christmas 
break and have come back 
raring to go in the New Year.

In this edition, the theme is kick-
starting your business in 2017 
and throughout the magazine 
you will find numerous hints 
and tips to help you to grow 
your business throughout the 
coming year.

In all the years that I’ve been in 
business, I’ve always believed 
in setting goals. Setting goals 
gives you something to aim 
for and assess how successful 
you have been. However, it is 
important not to stop once 
you reach your goal, or be 
disheartened if you fail to 
reach it as planned. 

Last year, our goal was to 
reach 300 advisers and now 
that we have achieved it, we 
have set a new goal to get 
400 advisers on board by the 
end of the year. Similarly, if 
you don’t reach your goal, 
learn from it. Assess why you 
haven’t reached your goal and 
make a positive change. That 
way you can ensure that your 
business continues to grow.

January 2017
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The Right Mortgage & Protection 
Network
This is the umbrella for all of the other services 
that we offer.

The Right PMI
This is a specialist PMI arm for PMI 
professionals. If you do not sell PMI, you can 
refer it to us and earn 30% of the commission.

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

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

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

The Right Accountants
Are you paying too much for your accountancy 
services? TRA Specialise in preparing accounts 
for the financial services industry at market 
leading rates.

The Right Estate Agents
Would you like to generate your own business, 
instead of paying away to introducers? We are 
offering you the opportunity to set up your 
own estate agents using our proven franchise 
model with minimal setup and monthly costs.

5 top tips to 
complete your 
cases more smoothly
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LOOKING 
AHEAD 
TO 2017
Thank you all for your support 
in 2016 and we're looking 
forward to working with you 
in 2017 to have another record 
breaking year.

As you will see from the 
magazine there are lots 
of fantastic business 
opportunities from our 
provider partners. 

Our new tie up with L&G 
Mortgage Club will open new 
lenders to our membership 
and is a real enhancement 
to our proposition. We are 
committed to helping you 
grow in 2017 and I look 
forward to meeting as many 
of you as possible during the 
coming year.

Adam Stretton | MD

The Right DA club
All of the advantages of our network, with the 
freedom to make your own decisions.

DA

2

Mark Lofthouse, 
CEO,
Mortgage Brain

142017-Prepare for 
sucess
Ben Allen,
Head of Compliance,
The Right Mortgage and 
Protection Network

Nicola Goldie, 
National Account Manager,
Virgin Money

Add an additional income 
stream to your business in 
2017 with The Right Will and 
Estate Planning

Roger Morris, 
Director of Sales,
Precise Mortgages

The Right Referral Service



There’s no disputing the opportunities 
and potential growth for new business 
in the secured loans market especially 
after the changes in regulation earlier 
this year. The Finance & Lending 
Association recently announced that 
the second charge market rose to 
£879m in the 12 months to October 
2016 - up 10% on the previous 12 
months.  

The alignment of secured loans to the 
first charge market has naturally made 
these products significantly more 
‘mainstream’ over the past months 
and the intermediary sector, including 
yourselves, lenders and technology 
providers, have adapted accordingly.

LoansBrain (www.loansbrain.co.uk), 
our secured loan sourcing website, 
was launched free of charge in 
January 2016 to support advisers 
wishing to advise on or refer secured 
loan products to their customers and 
we’ll be breaking new ground yet 
again in the next few months. During 
the second quarter of 2017, our whole 
of market first charge mortgage 
sourcing systems will include the 
ability to compare first and second 
charge mortgage products side by 

side or simply source a second charge 
product.

This new capability will, for the first 
time, offer you the ability to compare 
a remortgage with a current mortgage 
plus a secured loan to assess which is 
best for your client.  The easy to use, 
criteria based search, matches the 
available products and then displays 
them side by side so that you can 
easily make a comparison. You can 
then either provide advice yourselves 
or simply refer the matter on to a 
qualified third party.  

Those of you who use our offline 
or online sourcing systems, 
MortgageBrain Classic and 
MortgageBrain Anywhere will receive 
the upgraded functionality as a matter 
of course when it is released. 

So what's different?

Firstly, there will be a secured loans 
sourcing option accessed from the 
main sourcing screen which will allow 
you to choose whether you wish to 
advise on second charges or not. 

This new secured loan sourcing 
option is also available for you to 
select when sourcing a re-mortgage. 
You can choose to look at just secured 
loans or compare your client’s current 
mortgage plus a secured loan with 
a remortgage. Detailed options for 
both scenarios are shown on results 
screens which can then be compared 
and an assessment made as to which 
is best for your client.

The new comparison function 

combined with the ability to run and 
save a number of different scenarios 
for your clients, using the existing 
‘multiple search tabs’, makes the 
secured loan sourcing capabilities 
within Mortgage Brain second to 
none. The multiple search tabs allow 
you to source, and save different 
search results for your clients, and 
once saved they can be refreshed at 
any time. This capability is perhaps not 
as widely known but it really comes 
in to its own when combined with 
the integrated secured loan sourcing 
functionality. 

Also, with over 200 search criteria at 
your disposal, you can quickly and 
easily narrow your search results and, 
by choosing how the products are 
displayed, best meet the needs of 
your client. If, for example, the cost 
over five years is not your clients’ 
number one criteria, simply display 
the results using a different sort order, 
e.g. initial rate. 

The secured loans market remains 
one of change but with rates now 
available at under 5% and with the 
choice of products direct from lenders 
or Master Brokers being wider than 
ever, this future functionality in both 
our sourcing systems, will give you the 
ability to continue to offer your clients 
a service that is second to none.

www.mortgage-brain.co.uk

"The second charge 
market rose to £879m in 
the 12 months to October 
2016 - up 10% on the 
previous 12 months"
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What’s coming our way in 2017?
Bob Young  | CEO | Fleet Mortgages

Integrated secured loans sourcing 
from Mortgage Brain
Mark Lofthouse | CEO | Mortgage Brain

Whole of market secured loan sourcing is about to get a 
whole lot easier.

It was the measures laid down in 2016 that present something 
of a new environment for the buy-to-let market in 2017…

Now that the dust has settled on 2016, 
and we begin to put a little distance 
between us and it, there is definitely a 
feeling that the year as a whole was a 
veritable roller-coaster. Not just in the 
wider economic and political spheres 
but certainly in terms of the mortgage 
market, and more specifically for the 
buy-to-let sector and all stakeholders.

Indeed, it was the measures laid down 
in 2016 that present something of a 
new environment for the buy-to-let 
market in 2017. As the clocks ticked 
over to midnight on the 1st January 
we were essentially ushering in the 
changing of the guard in terms of 
PRA-authorised lenders and the 
underwriting changes they needed 
to bring in on New Year’s Day. First, 
the tighter rental income stress tests 
– but also in September, the tighter 
criteria and underwriting for portfolio 
landlords have to be in place.

Of course, lenders impacted by this 
have already been moving in this 
direction for some time, and this has 
undoubtedly changed the buy-to-let 
market for both advisers and their 
clients. Of course this isn’t to say 
that the market isn’t still viable and 
competitive or that the private rental 
sector isn’t still an attractive one for 
landlords and investors.

We only need to look at the underlying 
drivers of the UK’s housing market 
to see that some things are unlikely 
to change despite Government or 
regulatory intervention. The housing 
supply issues, whilst being tackled, 
mean that we still lag considerably 
behind in terms of new homes (for 

both sale or rental), plus we have 
house prices continuing to rise in 
most of the country, the difficulties 
in saving for a deposit, and in many 
cases, a desire to rent in order to live 
and work in the areas that people 
want to.

It all adds up to a continuing demand 
from tenants, and therefore it is 
perhaps not surprising that, even 
with measures such as the increase in 
stamp duty for additional properties, 
landlords are still going to want to 
add to their portfolios. While purchase 
levels might have slipped over last 
summer, demand for remortgaging 
in H2 grew, and as the year drew to a 
close we were also starting to see an 
increase in purchase activity. 

With the changes to mortgage interest 
tax relief kicking in from April this year, 
it is perhaps not surprising that we 
are seeing – across the board – much 
greater interest and increased use of 
limited company vehicles in order to 
both purchase new properties, and 
to house existing ones. As a lender 
highly active in this area – since 
launch I might add – we can see how 
its popularity is continuing to grow 
and, if there is one prediction of how 
2017 might pan out for buy-to-let, it’s 
that limited company activity will only 
go in one direction. Upwards.

As advisers, it therefore makes perfect 
sense to be fully up-to-date on the 
limited company sector, how product 
and criteria differs from lender to 
lender, and where the most suitable 
options for your client(s) lie. One word 
of warning however – do not become 

involved in the tax advice question 
with clients around the benefits of 
utilising a limited company or not. 
These are discussions for your client 
and their accountant/tax adviser, 
and you should not get drawn into 
them. A clear line should be drawn 
– common sense, I know, but when 
a client is in front of you discussions 
can often lead them to determine that 
you’ve provided this advice when you 
haven’t.

In terms of what else we can expect in 
2017, I hope you’ll forgive me in saying, 
‘hopefully not a lot.’ We’re all aware of 
how firmly in the Government’s and 
regulator’s headlights the sector has 
been over the last couple of years, 
and while we did not get a stamp 
duty u-turn in the Autumn Statement, 
there was always the chance that 
Philip Hammond might continue to 
pursue the aggressive policies of his 
predecessor. The fact that we were 
only ‘handed’ the letting agent fee 
ban to tenants – which will take some 
time to come in – was perhaps the 
best we could hope for.

Instead, I think we all feel that this ‘new’ 
buy-to-let market needs time to find 
its feet and bed in. The good news is 
that lenders such as Fleet Mortgages 
are fully committed, have an appetite 
to lend and are actively supporting 
advisers and their clients across a 
range of products and services. We 
will be working very closely with The 
Right Mortgage Network throughout 
the year and look forward to dealing 
with you and your clients in 2017.



2017 is finally upon us and with the 
New Year, come those inevitable 
resolutions and the 12 month battle 
to keep them! Whether it’s taking up 
a new hobby, getting back into shape 
or learning a new language, they tend 
to be about improving ourselves and 
helping those around us. 

One thing that most of us are aware of 
nowadays is just how frequently, we’re 
guilty of sending a quick text, email, or 
even tweet to avoid having to actually 
speak with somebody. A recent 
survey by YouGov commissioned by 
Paymentshield revealed that an email 
is the preferred method of contact for 
over 40 per cent of respondents, with 
only 12 per cent favouring a face-to-
face conversation. 

However, It’s not just in a professional 
setting that we’re losing the art of 
conversation as even when we go 
home to our families at the end of the 
day and we often find ourselves buried 
in our phones, tablets or laptops rather 
than actually talking with the people 
we care about most. Of course, there’s 
certainly a place for the internet and 
digital communication but I think it’s a 
good idea to ask ourselves more often 
whether a more ‘human’ interaction 
could work better.

So, this year Paymentshield 
has promised to bring back the 
conversation about General Insurance 
and we’re sticking to it! We’re focussed 
on supporting advisers to have more 
conversations with their clients about 
their insurance needs and help stop 
them spending time, surfing the 
internet for what they think is a great 
insurance deal.

Throughout 2017, we’ll be unveiling 
a series of initiatives to make sure 
advisers are never short of something 
to say when it comes to the benefits of 
Paymentshield. We’re kicking off the 
year with a raft of enhancements to our 
5 Star Defaqto Rates Home Insurance 
product as well as improvements to 
our quote and apply process. 

Two of the biggest changes we’ve 
introduced are an increased cover 
limit on our Buildings Insurance, which 
now stands at £1,000,000 with our 
Home Insurance Plus option and an 
offer for clients new to Paymentshield, 
who are remortgaging their home, 
to provide them with 3 months free 
Home Insurance. 

Other changes include making 
accidental damage to computer, 
gaming and entertainment 
equipment included as standard 
under Paymenthsield’s Contents 
Insurance and extending our quote 
validity period to 120 days for all new 
build properties, so there’s less chance 
of quotes expiring and you having to 
do a do-over. We’ve also introduced 
endorsements, which mean you’re 

more likely to get a quote even if your 
client has been refused cover because 
of multiple past claims. 

Simplification has also been an 
important part of our product 
development process which means 
we’ve made the limits around single 
articles under our Contents Insurance 
much clearer, so there’s a better 
understanding of when there’s a 
need to specify and when there’s 
not. This makes things much easier 
and therefore more likely that the 
customer and their most valuable 
items are properly protected.  

With conversation in mind it’s 
important to remember that spending 
time talking about the full range of 
services you’re able to provide, such 
as advice on general insurance can 
help to develop a more loyal and 
lasting relationship with the client – as 
well as giving you a reason to keep in 
touch each year. Plus, by encouraging 
consumers to talk to you about their 
home insurance needs you can give 
them back time with their families and 
save them from the risk of purchasing 
unsuitable products online and save 
them from the potential disaster 
which can follow. 

For more information about 
Paymentshield’s products and access 
to our range of adviser support 
materials, visit the company’s new 
adviser website: 
www.paymentshieldadvisers.co.uk    
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Bringing Back The Conversation
Emma Green | Head of Sales | Paymentshield

The home-worker
Brian Coulton | Head of Sales | Source Insurance

This year, Paymentshield’s resolution is to help bring back 
the conversation around general insurance.

An analysis of official figures by the 
TUC to mark National Work From 
Home Day earlier this year revealed 
that nearly a quarter of a million 
(241,000) more people in the UK 
work from home than a decade ago. 
It’s estimated that around one in four 
people now carry out at least some of 
their work from home.

While men account for the majority 
of home-workers, 35% more women 
worked from home in 2015 than in 
2005. As for the industry sectors 
with the highest shares of home-
workers, you might not be surprised 
to see IT included but agriculture and 
construction might raise a couple of 
eyebrows.

There’s no doubt that advances in 
technology have made it easier for 
people to shun the traditional office 
based 9-5 work patterns. Increasing 
mobility has also played a part and 
there has been a massive shift in 
culture where employers are willing 
to be more flexible – particularly 
if allowing greater flexibility has a 

positive impact on productivity! And 
of course many small business and 
sole traders operate in or from the 
home.

While working from home can be 
peaceful and productive, it’s not 
without its risks.

I recently read of a gang of masked 
robbers who broke into a man’s 
home in Scotland taking his stock of 
clothing which he sells online, driving 
off with their loot in the man’s car to 
add insult to injury. Worse still, if he 
didn’t have the right cover under his 
home insurance policy, he may not 
have been able to make a claim to 
recoup his loss.

Some home contents insurance 
policies will cover up to a certain 
limit of home office equipment but 
standard policies are unlikely to 
cover specialist items used for work. 
And while most insurers will view 
working from home in some form of 
traditional office based activity such 
as accounts or PR or administration, 
they’ll probably take a different view 
if the home-worker has to receive, 
distribute and store stock.

They’re also unlikely to offer any 
form of public liability insurance 
which, although not compulsory, is 
pretty much essential if the home 
worker is visited by anyone at home 
in connection with the business. A 
simple slip on the front path in icy 
weather could cost a small business 
thousands and potentially put them 
out of business.

There are also pitfalls for landlords 
who rent out a residential property 
to a tenant who decides that they 
want to use it for business as well 
as residential use. It’s not just the 
tenancy agreement that may have to 
switch to some form of commercial 
arrangement, they could find their 
insurer may refuse cover and insist on 
a commercial policy itself.

It’s really important to sit down with 
any of your clients who operate their 
business from home or work from 
home on a regular basis as they may 
fall out of insurers’ standard net and 
require specialist policies or specific 
add-ons. The more you understand 
about what they do and the potential 
risks, the better placed you’ll be to 
help source the right cover through 
non-standard providers.

"This year Paymentshield 
has promised to bring 
back the conversation 
about General Insurance 
and we’re sticking to it!"

"Nearly a quarter of a 
million (241,000) more 
people in the UK work 
from home than a 
decade ago"

Our Head of Sales discusses the potential insurance risks 
associated with homeworking in the UK.   
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Recieve weekly progress
updates
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EARN UP TO 50% COMMISSION
• We will take care of the service and compliance
• We will treat your clients with the respect you do
• We are simple to use
• No cross selling
• Part of the same trustworthy team
• Ring-fence your clients

You can refer a wide variety of products to us,  
earning you money while we do the work for you.

Mortgages
Life Assurance
General Insurance
Equity Release
Medical Insurance
Complicated Property Lending

The referral process couldn’t be easier:

Not enough hours in 
the day?

What can I refer? What’s the process?

Earn up to 50% commission!

For more information, get in touch and our friendly team will talk you through 
the process and everything you need to do.

Telephone: 01564 732 178     |     Email: refer@therightmortgage.co.uk

3 Easy steps
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therightwill
& estate planning

01564 732 740

www.rightwilladviser.co.uk

membership@therightwill.co.uk

OneFamily’s More to Life than 50
research 
OneFamily

New research reveals new way to approach over 50s life 
cover.

Our new research has revealed people 
buy Over 50s Life Cover on attitude, as 
much as age.

The results challenge current and 
traditional approaches to selling this 
type of product, which tend to focus 
on age, gender and social class.

We believe the research, commissioned 
through the fastMAP online research 
panel, could hold the key to helping 
advisers appeal to their clients and 
increase the uptake of such policies. 
It shows that customers in the market 
actually fall into five distinct groups, 
each one defined by their attitude to 
life.

OneFamily’s Marketing Director, Karl 
Elliott comments:

“The report highlights that some 
potential Over 50s customers want 
to live for today and are looking 
for convenience and peace of mind. 

Others, by contrast, are savvy 
savers who are more driven by value 
for money and want low monthly 
premiums.

Those with health concerns about 
existing conditions will be attracted by 
the unique Serious and Terminal Illness 
benefits of OneFamily Guaranteed 50 
Plus Life Cover, plus the fact, they’re 
guaranteed acceptance without an 
intrusive medical. 

Then there are the ‘neat and tidy’ 
forward planners who are eager to 
keep their finances in order.  Or those 
who want to put their family first by 
making sure they don’t have to deal 
with remaining debts or rising funeral 
costs.”

Our ‘More to life than 50’ campaign 
shares these essential insights. It will 
help your clients to compare Over 50s 
Life Cover policies more closely and 
identify the best products for you to 

meet individual needs and concerns.

The campaign includes a 
comprehensive suite of sales support 
material including letters, brochures, 
infographics and interactive 
questionnaires. These are available for 
advisers to download at http://www.
onefamilyadviser.com/protection/
guaranteed-50-plus-life-cover/more-
to-life/

It’s all part of OneFamily’s ongoing 
commitment to the advised Over 
50s market, with the simple aim of 
making the advice you give to your 
clients more insightful, thoughtful and 
valuable. 

If you want to grow your business with 
OneFamily’s over 50s protection then 
get in contact with one of our Key 
Account Managers today, all contact 
information can be found here: http://
www.onefamilyadviser.com/contact-
us/ 

2017 is the perfect opportunity for 
advisers to add a simple, but efficient 
additional income stream to their 
business. Here at The Right Will, we 
understand and accommodate all 
of our advisers alternate financial 
services by making our process as 
simple as possible by providing full 
technical and administrative support.

Approximately 2/3 of the population 
do not currently have a Will- this is the 
perfect opportunity for you to be able 
to either; ring-fence your clients and 
assure that you can provide as many 
financial services for them as possible, 
as opposed to losing other potential 
business should they go elsewhere, 
or simply re-engage with your client 
bank by simply enquiring whether 
they have a Will. If they do, we can 
analyse where it could be improved- 
for absolutely no charge.

Most of your client’s will have growing 
concerns about protecting their estate 
from many things such as; divorce, 
marriage after death, inheritance Tax, 
creditors and long term care fees. We 

at The Right Will through our legal 
team can provide many solutions to 
mitigate, if not remove, any of the 
risks through our Estate Planning 
procedures. 

Your clients should also be worried 
about protecting their assets during 
their lifetime as well – this can be done 
through a Lasting Power of Attorney. 
We also offer this service for your 
clients to protect both their Property 
and Financial affairs as well as their 
Health and Welfare. With growing 
concern amongst the media in 
recent times about the rise of mental 
incapacity, LPA’s are widely considered 
integral for all to implement before 
it is too late, not only to protect 
your client’s assets and health, but 
to also save family members £1000s 
and months of wait in applying for 
deputyship from the Courts.

For you, the adviser, using our 
service allows you to earn immediate 
commission- you can take payment up 
front and simply pay us the processing 
cost separately. For a standard Mirror 
Will, you are looking at roughly £128 
commission, for 4 LPA’s roughly £800 
and more extensive Estate Planning 
can see your commission increase 
even more.

What we, at The Right Will want for you 
as our advisers, is to be able to offer as 
many financial packages as possible. 
When using us, you have access to all 

of our client friendly marketing which 
can simply be forwarded onto your 
clients. We appreciate the adviser/
client relationship and as such we do 
not ever infringe this by contacting 
your clients directly, so to ensure 
you feel comfortable discussing the 
solutions we offer, we have an online 
course to be completed (at any pace 
desired) before business can be 
submitted, whilst also offering free 
optional training events at our Head 
Office.

What makes our process so beneficial 
to you? Initially we require you to 
send us a fact-find sheet which 
essentially enables us to make our 
legal recommendations on the best 
planning available, whilst alternatively 
opening you up to the opportunity 
of further potential services to offer 
your clients. As previously alluded to, 
we are aware of these other services 
our advisers offer which is why we 
do as much of the work as possible; 
providing the advice, drafting the 
Wills and sending them to you with 
full signing instructions.

The Right Will and Estate Planning 
have over five years’ experience in 
providing death planning to advisers 
for their clients and over 500 active 
advisers. We have dealt with thousands 
of different client’s wishes for their 
Estate and instead of referring your 
clients elsewhere, join The Right Will 
for a profitable New Year for yourself.

Add an additional income stream to your business in 
2017 with The Right Will and Estate Planning
The Right Will and Estate Planning

"Approximately 2/3 of 
the population do not 
currently have a Will"
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5 top tips to complete your cases 
more smoothly
Nicola Goldie | National Account Manager | Virgin Money

In the last eight years, changes in 
lending criteria have sometimes been 
difficult to follow. We saw a tightening 
of policies in 2008-9, followed by 
greater flexibility, then more changes 
to meet the MMR and MCD rules.

A mortgage sourcing system can 
only tell you so much. Yes, it can help 
find a suitable product. However, it’s 
a combination of your experience 
and up-to-date knowledge that tells 
you whether or not your client has a 
realistic chance of their application 
being accepted. Crucially, there’s also 
the matter of the lender’s service 
level, and whether they can provide a 
decent turnaround time so that your 
client doesn’t lose their dream home.
So how can you give your cases the 
best chance of completing smoothly 
and quickly? The answers may appear 
obvious and simple, but here are our 
five ‘top tips’ that stand the test of 
time, regardless of the ever-changing 
environment.

1.Widen your lender panel
All brokers have their favourite lenders 
– maybe because of their service, or 
perhaps because their mortgages 
products suit their client base.

But a narrow lender panel limits your 
options. It leaves you vulnerable to 
inevitable changes in competitiveness 
and service fluctuations, or to a change 
to the relative competitiveness of their 
product range. You know how it goes 
– a lender offers a market-leading 
rate, borrowers flock to it, and service 
standards can dip – or the lender may 
remove the product at short notice.

By ensuring your panel is wide and 
varied, and by giving newer lenders a 
try, you can broaden your options and 
still cater for all of your clients.

2.Get it all in, upfront, first time
Make life easy for the lender. Think 

about all of the supporting evidence 
your client is likely to need to support 
their application, and get them to 
present it to you upfront, at the first 
time of asking. (And check the likely 
requirements for the particular lender, 
as these vary between lenders.)

This requires a bit more effort from 
them, but your checklist will include 
items they’ll need to provide, and it 
will help your search no end. It will 
also make it more probable that you 
can recommend a deal the client is 
both eligible and likely to be to be 
accepted for.

Some brokers even ask their clients 
to do a quick and free credit check 
before researching mortgages for 
them – a small step that can prevent 
an insurmountable problem showing 
up when the lender performs its own 
credit check.

A ‘fully packaged’ case will generally be 
much quicker processed by a lender, 
and save ongoing calls backwards and 
forwards between the lender, yourself 
and your client to obtain additional 
information.

3.Be full and frank
It’s vital that everything is declared 
during a mortgage application, to 
minimise the risk of delays further 
down the line while missing or 
additional information is provided. 
So double-check with your client that 
you’ve been told everything before 
the application goes in – including 
things like second homes, working 
for family businesses, or undeclared 
commitments.

4.Be accurate
Inaccurate information is still a massive 
cause of delays in the underwriting 
process. Ten minutes spent double-
checking an application could literally 
save days of chasing information 

further down the line.

Simple things like ensuring accurate 
contact details for all third parties are 
particularly important – including the 
estate agent, vendor, conveyancer 
and accountant.

However obvious, it’s crucial that you 
check the accuracy of the information 
that affects affordability – items 
such as income (particularly variable 
income), and expenditure. If you’ve 
requested the client’s documentation 
upfront, this will prove much more 
straightforward.

5. Build relationships with your BDM
Your BDM is your best guide and source 
of information when you are unsure 
about a case –it’s also worth checking 
the lender’s website. For example, 
the Virgin Money Intermediary A to 
Z Lending Guide, and Submitting 
Business guide, give comprehensive 
information on lending criteria.

If you remain uncertain, speak to your 
BDM and outline the circumstances, 
rather than risk the delays incurred 
by submitting a borderline case and 
having it declined. Your BMD will give 
you an honest and accurate steer as 
to your client’s chances – although, 
of course, the underwriter makes the 
final decision.

If you don’t have a BDM for the 
lender you are dealing with, ask for 
one to come to your office. As well as 
helping you with the mortgage deals 
available from their lender, BDMs 
are a rich source of knowledge on 
the wider issues facing brokers, and 
they can help you with packaging 
requirements. Use the BDM finder on 
our website to find your nearest Virgin 
Money contact.

Roger Morris 
Director of Sales

 07774 495810

 roger.morris@precisemortgages.co.uk

Intermediary support - 0800 116 4385

Buy to let in 2017 and beyond

The PRA’s announcement that comprehensive underwriting standards would be introduced 
in 2017 came as a shock to some within the buy to let market.

These, coupled with the introduction of a stamp duty surcharge for second properties and 
the announcement made in 2015 that mortgage interest relief on buy to let mortgages will 
be cut back to the basic rate of tax (20%) from April 2020, led to predictions of a dramatic 
slowdown in the buy to let market during 2017.

Help is at hand, however, from Precise Mortgages. With an award-winning range of buy 
to let mortgages tailored to your customer’s circumstances, we can provide solutions to 
your customer’s needs.

As a specialist lender, we can create a bespoke ICR to reflect your customer’s tax position 
more accurately. In the majority of cases, this will help your customer achieve the loan 
size they want.

Our underwriting process looks at the information provided on a case-by-case basis and 
can create an ICR based on your customer’s unique situation. 

We can create a bespoke ICR if:

  Rental income from the property being purchased moves your customer into a higher 
tax band

  Joint applicants are in different tax bands, e.g. one pays basic rate tax, the other pays 
higher/additional rate tax

  Joint ownership is set up as Tenants in Common

In addition, our fixed rate buy to let products of five years or more are all initially assessed 
at pay rate compared to the minimum 5.5% stress test for Tracker products and short term 
fixed rate mortgages.

If you need more information about any of our products or want to speak to someone 
about a case, please call me or a member of my team on 0800 116 4385. You can also find 
more information by visiting www.precisemortgages.co.uk

INTERMEDIARIES ONLY. Rates correct at time of print (06/01/17). Precise Mortgages is a trading name of Charter Court Financial Services Limited which is authorised by the 
Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority (Financial Services Register Firm Reference Number 

494549). Registered in England and Wales (company number 06749498). Registered office: 2 Charter Court, Broadlands, Wolverhampton WV10 6TD.

The specialist lender you can bank on
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2017- Prepare for success 
Ben Allen | Head of Compliance | The Right Mortgage 
and Protection Network

By failing to prepare, you are preparing to fail.

2017 Started for my family and I 
by leaving Spanish air space and 
entering French… It wasn’t our 
plan, but then I guess we can 
thank our airline for that. Then 
again, I am probably being a bit 
harsh on them. Quite typically 
the finger of blame should 
actually be pointed towards 
the English weather, or to be 
precise, the fog that engulfed 
the entire country as 2016 drew 
to a close.

It just goes to show that even 
the best laid plans don’t always 
go according to our wishes. So 
does that mean that we stop 
making plans?

Benjamin Franklin, one of the 
‘Founding Fathers’ of what 
went on to be called the United 
States of America, was famously 
heard to say: “By failing to 
prepare, you are preparing to 
fail”. An interesting sentiment 
from someone who achieved so 
much in his life.

Franklin, accomplished a great 
many things during his lifetime; 
he was known as an inventor 
(the lightning rod and bifocals 
to name just two), he was an 
author, a soap maker, a printer, a 
scholar (he started the institution 
that went on to become the 
University of Pennsylvania) and, 
of course, a politician of great 
repute (he played a central role 
in drafting the ‘Declaration 
of Independence’). He even 

managed to reform the postal 
service.

Clearly then, Franklin was 
a man who knew a thing 
about preparation and about 
achieving his goals; one 
wonders if he might have been 
useful to David Cameron and 
subsequently Theresa May in 
2016?

So, 2017 has arrived with the 
anticipation of a child starting 
secondary school; yes it has 
potential to be exciting, a 
chance to make new friends 
(think trade partnerships), even 
to define our future, but will 
‘Article 50’ leave us with a bad 
case of the ‘Swirlies’? - Ask your 
kids…

Anyway, I think that is more 
than enough Brexit references 
for one article. In the words of 
Doris Day, “Que Sera, Sera.”

What does 2017 have in store 
for the Right Mortgage and 
Protection Network?

2016 was a year of growth for 
the Network and I anticipate 
that 2017 will continue in much 
the same way; however, from a 
compliance point of view, you 
can expect:

Clearer Guidance 
We will shortly be launching 
our revised T&C Scheme and 
Compliance Manual, both of 

which are aimed at explaining 
more clearly what you can 
expect of the network and what 
the network and the regulator 
expects of you.

Increased Support
High on the agenda is to 
provide increased support and 
supervision. In particular we 
have a fully resourced team 
of Compliance Managers in 
addition to the Supervision and 
Development Manager and the 
Head Office Compliance Team.

It is our goal to visit each and 
every firm within the first four 
months of 2017 – This is a 
pressing target (as it rightly 
should be), but one that will be 
mutually beneficial. Please take 
the time to engage with your 
Compliance Manager when 
they call; they really are here to 
help and support you. 

In addition, the FCA has also 
outlined their regulatory 
horizon for 2017, so you can 
expect:

Mortgage Market Study
The FCA wants to understand 
whether consumers are 
empowered to choose on 
an informed basis between 
products and services and are 
in a position to understand 
whether these represent good 
value for money.

The market study will explore

two questions:
• At each stage of the consumer 

journey, do the available 
tools (including advice) help 
mortgage consumers make 
effective decisions?

• Do  commercial arrangements 
between lenders, brokers 
and other players lead 
to conflicts of interest or 
misaligned incentives to the 
detriment of consumers?

Clearly, the first of these two 
questions will have the greater 
impact upon us as a network and 
it is the outcomes associated 
with this question which will be 
of most interest, however, there 
are some additional ‘side points’ 
which also arouse curiosity. 
One of which is the subject of 
technology. 

The FCA plans to consider 
whether there are opportunities 
for improved technological 
solutions to problems we 
identify, including greater use 
of digital channels to deliver 
information or advice.

The Regulator has already 
produced their terms of 
reference (December 2016), 
which outlines why this market 
study is being carried out, what 
is to be included and how they 
will go about it – It is certainly 
worthy of review: https://www.
fca.org.uk/publication/market-
studies/ms16-02-1.pdf.

Expect to see the interim report 
this summer and the final report 
in early 2018.

Firm Culture
Firm Culture remains the main 
focus of the regulator. Which as 
you will no doubt recall from my 
article in November is 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 presents us with another 
opportunity to follow those 
wise words uttered by Benjamin 
Franklin. We need to be clear 
as our own, individual, culture. 
What is the culture in your 
firm? Professional? Does the 
consumer always come first? 
Are all of your actions deliberate 
and considered? Or is yours a 
culture of, ‘close enough is good 
enough’? Files that tell some 
of the story, but lack detail, 
accuracy, notes and evidence? A 
relaxed approach to compliance 
and customer service?

I know I seem to be continually 
talking about the need for quality 
files, but it really is important.

A poorly constructed and/or 
incomplete file says that your 
culture is not where it needs to 
be; it is a culture of not caring 
or not seeing the importance. It 
says that although you may care 
for your client, you don’t feel 
that evidencing the fine work 
you have done is necessary. 

Well, I am here to tell you that 
the mortgage market of 2017 
is a very different place to the 
market of 10-15 years ago; our 
industry has moved on, and it is 
time for advisers’ country wide 
to move with it and adopt a 
culture of good management, 
good internal controls and good 
consumer outcomes.

I could go on to detail a list 
of the common failings and 
mistakes made in the industry, 
but I think that is a little 
negative, even for a Compliance 
Director! Instead I wanted to 
let you know, that according to 
the FCA website, in 2016 they 

issued 242 enforcement notices. 
Perhaps this doesn’t sound like a 
large number to you, but when 
you think that behind these 
enforcement notices there are 
many individuals all of whom 
are reliant on the Financial 
Services industry to put food 
on their table, it makes you stop 
and consider your culture again 
doesn’t it?

For those who are interested in 
the enforcement action carried 
out by the regulator, you can visit 
the FCA website (Publications 
section) for more detail.

So what preparations have you 
made for 2017? Indeed, what 
are your goals for 2017?

Have you…
• Written your business plan? 
• Considered which clients you 

will be contacting and when? 
• A list of your renewals? 
• Written to your clients to tell 

them what you will be doing 
in 2017? 

• Written down your targets? 
• Honestly considered what 

your firm ‘culture’ is?
• Recorded what your culture 

is?
• Considered ways you 

can improve (service, 
communication, culture, 
productivity etc.)?

The list of questions could go on 
and on…

By investing time now and 
planning ahead for 2017 you 
can make this year your most 
successful yet. 

Remember:

“By failing to prepare, you are 
preparing to fail” 
 Benjamin Franklin



Unique accountancy packages for Financial Services Professionals 

We specialise in preparing accounts for the Financial Services Industry. We offer exclusive 
accountancy packages for Financial Advisers; either as Limited Companies, Partnerships or Sole 
Traders.

We have been working in the Financial Services Industry for over 25 years and understand the 
complexities, requirements and regulations.

We can also complete 
your Gabriel Returns

www.therightaccountants.co.uk  |  info@therightaccountants.co.uk  |  0330 124 2950

We can complete this for you from only 
£75+VAT 

Contact our head office on 

0330 124 2950  

SELF ASSESSMENT TAX 
RETURN DEADLINE 
31ST JANUARY 2017

PLATINUM
From £149.50 per month*

Annual Accounts

Corporation Tax

HMRC Correspondence

Tax Advice

VAT

Payroll (up to 10 employees)

Management Reports

DIAMOND
From £199.50 per month*

Annual Accounts

Corporation Tax

HMRC Correspondence

Tax Advice

VAT

Payroll (up to 15 employees)

Management Reports

Xero Software

Contact our head office on 

0330 124 2950  


