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Mortgage Sales Opportunities

Hello and welcome to our latest Training Focus magazine.

We are now halfway through the year, and what a busy few 
months it's been! With the implementation of GDPR, our 
biggest ever National Training Event and the launch of our 
Later Life Lending Network. It is now the perfect time to 
explore how you can utilise the opportunities on offer to 
you and look at ways to further enhance your business for 
the second half of the year.

Later life lending

Following the launch of our Later Life Lending Network, 
we are pleased to say we now have equity release advisers 
nationwide. We have hosted several equity release 
accreditation courses, providing our non equity release 
authorised advisers with the chance to take advantage 
of this lucrative market and get qualified. We have also 
held later life lending workshops which have provided 
an insight into the products and services available in the 
equity release market and more information on how to 
find equity release leads. 

With another workshop planned for Wednesday 17th 
October, why not come along to find out more and look 
at enhancing the service you can give your customers? To 
find out more about getting authorised in equity release, 
email equityrelease@therightmortgage.co.uk. Don't 
forget, you can also refer equity release cases through The 
Right Referral Service. See our back page advert for more 
information.

Marketing

Without marketing, your business growth would be slow 
and it wouldn't go very far. Why not review how you are 
marketing your business now? We recently sent out a 
guide with tips on how to get to know your customer, write 
a marketing plan and make best use of social media. This 
can be found on our adviser website, under the marketing 
hub, along with other useful guides on social media and 
website building. Keep your eyes peeled over the next few 
weeks for more useful resources.

Introduce someone and earn £1,000

Do you know someone who may benefit from the 
opportunities we have to offer? If you introduce someone 
to our Network and we authorise them, we will give you 
£1,000 as a thank you. For more information please contact 
your National Account Manager.

Thank you for your ongoing support and we look forward 
to seeing you at our workshops throughout quarters 3 and 
4, where we will support you to enhance the service you 
can give to your customers and provide you with further 
business ideas and opportunities.

Martin Wilson | CEO
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Dates for your diary...
Later life lending & equity release workshop
Wednesday 17th October 

Income protection & trusts workshops
Birmingham Wednesday 12th September 
Reigate Wednesday 19th September
Cardiff Wednesday 26th September

National Training Event
Thursday 29th November 

I’d like to take this opportunity to share 
some recent software launches and some 
innovations that are in development to 
make your job easier. 

Let’s start with the new mortgage 
sourcing tool for the Alexa Skills App. 
A client can now say “Alexa, open UK 
Mortgages” to any Amazon Echo device 
and they will be guided through a few 
questions to help them to find a suitable 
mortgage. Alexa will also provide the 
business details of a qualified mortgage 
adviser verbally and digitally via their 
Alexa App. 

We have registered all of our Network 
advisers with UK Mortgages so you do 
not have to do anything to be part of 
the database. For additional information, 
visit www.mortgage-brain.co.uk/
amazon-echo-ukmortgages-skill.

Similar apps will be launched for Google 
Home Siri & Cortana over the next few 
months.

On the theme of mortgage sourcing, 
advanced planning is underway for a 
soft footprint DIP process, integrated 
within the sourcing software. It will make 
sourcing more accurate, and allow you 
to know instantly whether a client has 
passed scoring and where they sit within 
the lender’s affordability criteria.

We are also exploring how open banking 
can be utilised within the client journey 
to provide key financial information 
from the client, without them needing to 
provide it themselves.

I will keep you all informed as these 
various innovations are ready to launch.

Have a great summer and I look forward 
to meeting many of you at our upcoming 
events!

Adam Stretton | MD
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“I am convinced, for sacrifices so small, 
families and estates can be protected 
against catastrophes which would 
otherwise smash them up forever” – 
the words of Winston Churchill that 
sum up the reason behind why the 
protection industry exists. 

When it comes to talking about 
protection with your clients, there is 
no better occasion than when they 
are securing a mortgage. After all, it 
should be second nature when taking 
out such a large loan to think about 
how that money would be repaid if 
you were unable to work.

Despite this, the UK currently faces a 
£3 trillion protection gap. A staggering 
59%* of mortgages are unprotected 
and the average Briton would survive 
just 32 days if they lost their income 
according to our “Deadline to the 
Breadline Research”.

Of course securing a mortgage, 
particularly for first time buyers, is an 
exciting life event - but the application 
can also be a marathon. The last 
thing we want to think about is ill 
fortune, and so the need for financial 
protection is often pushed to the back 
of peoples’ minds.

Some advisers find life insurance a hard 
sell but the mortgage conversation is 
the best opportunity to highlight the 
financial risks of a critical illness or 
death to your clients, and how they 
can protect themselves. And the risks 
can be huge. 

Key to this is clearing up any 
perceptions your clients may have 
about the value of life insurance. We 
all have a tendency to take an ‘it won’t 
happen to me’ attitude, and it’s all 
too easy to also think we can rely on 
the state for support. In fact, research 
by Legal & General** found that 
households tend to overestimate how 
long their savings could last them if 
they were unable to work. Whilst on 
average households expected to last 
77 days, our research indicated that 
the average UK family would last less 
than one month.

As an industry we often talk about 
the protection gap and the UK being 
massively underinsured by trillions 
of pounds, but I believe in order to 
make this more relevant to more 
people, we need to make it personal 
to them. Asking the right questions 
and using the right tools gets the 
client to experience the reality of their 
own situation can dispel some of 
their misplaced perceptions. Effective 
questioning is a real skill and one that 
should not be under estimated. In my 
view it makes the difference between 
someone who sells life assurance and 
someone who gets their clients to 
buy it. At the end of the day I believe 
that we have a real duty of care to all 
our clients to at least highlight the 
risks and the solutions we can offer in 
terms of protection.

At Legal & General we have just 
overhauled our critical illness offering 
allowing your clients to bespoke 
their cover with a choice of 41 or 95 
conditions, nurse support services 
added as standard and option to 
enhance the children’s cover and GP24 
giving them access to a doctor 24/7 
365 day a year for their immediate 
family. Visit our resource centre for 
more information.

I started this article with a quote from 
Churchill and he went on to conclude 
“It is the duty therefore to arrest the 
ghastly waste, not merely of human 
happiness, but national health and 
strength, which follows when, through 
the death of the breadwinner, the frail 
boat in which the family are embarked, 
founders and the women and children 
and the estates are left to struggle in 
the dark waters of a friendless world.” 

We can make those waters lighter, 
the struggle less and the world just 
that little bit friendlier if we just take 
the time to ensure our clients are 
properly protected. If you are still not 
convinced ask any of the over 13,000 
claimants that we paid out a total of 
£636 million to in 2017 if they were 
glad that their advisers spoke to them 
about the need for protection. 

*Mintel Mortgage Advice Research April 2017
**Legal and General Deadline to Breadline 
research 2017

Richard Kateley | Head of Intermediary Development | Legal & General

Bridging the protection gap

Arresting the ghastly waste: Why it’s vital for advisers to bridge the protection gap

If your client is one of the 1/3 of the 
population that has a Will, then that 
is a great start to protect their wealth. 
However, whilst a Will is better than 
no planning, very often it is not 
sufficient to achieve what the client 
wants. This is where Estate Planning 
can come in and provide your clients 
with the vehicles they need to protect 
their assets.

Estate Planning uses Trusts to 
safeguard assets for a person’s 
intended beneficiaries. In the past, 
Trusts were predominantly used by 
aristocracy, to deal with the great acres 
of land they had amassed across the 
British realm. Because of this, Estate 
Planning is often perceived to be only 
for the wealthy, but this is simply not 
the case.

Would any of your clients be worried 
about the assets they leave to loved 
ones being taken into somebody 
else’s hands? Most invariably the 
answer would be yes, and they 
would certainly benefit from using 
Discretionary Trusts.

With just a Will and no Trusts in place, 
your client’s assets are at risk of five 
key threats: 

Five threats trusts protect against

1. Marriage after death
Most people leave everything to their 
spouse in a Will. If they pass away 
and their spouse re-marries, their 
assets could pass to the new spouse, 
disinheriting their own children. 

2. Divorce
The majority of clients wish to leave 
assets to their children. If their child 
gets divorced, their ex-spouse could 
be entitled to half of their inheritance. 
Right now, this might not be a concern. 
But how is your client to know if this 
situation changes once they have 
passed?

3. Creditor’s claims 
If your client’s beneficiaries are 
currently experiencing hardship, or 
suffer from financial difficulty in the 
future, any inheritance left to them is 
at risk of creditors.

4. Generational IHT
Paying Inheritance Tax is frustrating 
enough for clients, but repeatedly 
paying IHT down the generations 
seems wholly unfair.

There is no inheritance tax payable 
between spouses. On second death, 
anything over the nil rate band is 
taxed at 40%.

The remaining inheritance is then 
passed to the beneficiaries and added 
to the value of their estate. This means 
that it can be potentially taxed a 
second time, if it pushes the value of 
the beneficiary’s estate above the nil 
rate band. 

Placing assets in Trust keeps 
inheritance outside of a beneficiary’s 
Estate and therefore does not add to 
their IHT liability.

5. Care costs
If your client has concerns about 
funding their care costs should the 
situation arise, do they want their 
assets assessed for payment of these 
fees?

When a person goes into care, their 
entire estate (including their home) 
is assessed to pay for that care. Once 
the money from their bank has been 
spent, the council can force the sale of 
their family home to continue to pay 
for care.

Fulfilling your duty of care
It is often seen as a success when 
clients have just a Will, but is it really 
going to achieve what your clients 
want if one of the 5 threats were to 
surface? 

Whilst discussing death planning 
with clients can seem uncomfortable, 
there is no reason to fear having 
the conversation when avoiding the 
subject could be catastrophic. It is 
part of an adviser’s duty of care to 
make sure clients are informed of the 
risks if they fail to act. 

Estate Planning is vital for your clients 
and an excellent sales opportunity 
for you. We provide full training and 
support to get you up and running.

To find out more
Call: 01564 732 740
Email: admin@therightwill.co.uk
Visit: www.rightwilladviser.co.uk

Protecting your client’s future with 
estate planning

James Moore | Estate Planning Consultant | The Right Will

If your clients are prepared to protect their assets during their life, why shouldn’t 
they protect them on their death?

"A staggering 59%* of mortgages 
are unprotected and the average 
Briton would survive just 32 days 
if they lost their income according 
to our “Deadline to the Breadline 
Research”
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If you own your home, you might 
remember how difficult it was to 
scrape together the money for a 
deposit. It’s not a challenge that’s 
eased in recent years, either. Rents 
have resumed their upward trajectory 
after a brief pause, with the average 
monthly figure now £927, up 2.1% 
in September compared to the same 
month a year ago**. It means the need 
for prospective buyers to build their 
savings, not to mention protect them, 
is greater than ever. 

Even if a person in this key, yet largely 
untapped, group isn’t currently 
planning on buying, it’s pretty likely 
that rent is their single biggest expense 
anyway. And if instead of savings, 
they still have a sizeable overhang of 
student debt, what happens if they 
suddenly can’t work, for example? 
All it can take is one injury or sudden 
illness to put them under real financial 
strain.

It does happen: on average in 2016, 
1.8 million employees were prevented 
from working for four weeks or longer 
due to illness or injury in a year***. 
Factor in that Employment Support 
Allowance only pays up to £109 a 
week, depending on circumstances, 
and it means a young renter could 
quite easily find themselves at the 
mercy of the 'bank of mum and dad', 
or back in the home of mum and 
dad. Neither of which is a particularly 
attractive prospect for a group trying 
to make their own way in life.

The irony is that there’s a simple, 
low-cost answer for renters, not to 
mention a ready-made opportunity 
for advisers: Short Term Income 
Protection (STIP). 

Available from just £8 a month, STIP 
offers a more affordable option for 
those with less disposable income, 
perhaps due to the cost of renting. It 
pays a monthly income for up to two 
years if they’re unable to work due to 
illness or injury. They can choose when 
their payments start – from seven days 
to 12 months after stopping work. 
And it gives them a safety net that can 
make the difference between being 
able to continue with their savings to 
buy a home and having to go back 
into the parental home.

However, for some reason, a lot 
of advisers assume that Income 
Protection cover is only for 
homeowners. Or perhaps they don’t 
fully appreciate that younger renters 
may also need help to pay the bills if 
the unexpected happens. Whatever 
it is, it’s an incredibly underused 
product, with benefits for the client 
and their adviser. Remember, too, that 
the earlier advisers can engage with 
this age group, the more likely these 
clients are to move through various 
financial planning stages of their lives 
with them. 

One last stat – and one more reason 
for advisers to consider the needs 
of younger renters in particular. In 
2005-06, 24% of 24-35 year-olds 
were privately renting. This figure 
has now jumped to 46%**** and is 
unlikely to come down anytime soon. 
So why overlook such a substantial– 
and potentially growing – chunk of 
the market, especially when such an 
affordable solution is available?

*https://www.theguardian.com/money/2017/
mar/02/home-ownership-in-england-at-a-30-
year-low-official-figures-show 
**https://homelet.co.uk/homelet-rental-index 
***https://www.gov.uk/government/uploads/
system/uploads/attachment_data/file/644090/
work-health-and-disability-green-paper-data-
pack.pdf
* * * * h t t p s : / / w w w. t h e g u a r d i a n . c o m /
money/2017/mar/02/home-ownership-in-
england-at-a-30-year-low-official-figures-show

Don’t renters need to protect their 
income, too?

Sally Burrowes | Director of Legal and Business Support | VitalityLife

Many assume that income protection cover is only for mortgage holders. But with 
home ownership in England at a 30-year low*, what about the millions not yet on 
the property ladder?

"In 2005-06, 24% of 24-35 year-olds 
were privately renting. This figure 
has now jumped to 46%**** and 
is unlikely to come down anytime 
soon"
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For all new build cases submitted to 
Natwest Intermediary Solutions, it is 
worthwhile to remember that we have 
a dedicated new build support desk 
that will track all new build cases for 
brokers, if brokers let their BDM know 
they have submitted a case, and also 
informed the BDM of the exchange 
and completion date. We also have 
dedicated new build underwriters 
who will look after the cases.

We’re delighted at NatWest to 
have recently launched an offer 
extension to our Intermediary New 
Build proposition. For customers 
arranging their mortgage through an 
Intermediary we now allow brokers to 
request an extension to an existing 
mortgage offer, at any point within 
the initial 6 month offer period. This 
means that customers could have a 
total offer period of up to 12 months. 
This will be subject to a successful 
credit search and property valuation.

We acknowledge that the new build 
process can be complex, and it can 
take longer than 6 months from 
the customer agreeing to purchase 
the property to getting the keys. 
Often through no fault of either 
the customer, broker or builder 
completion deadlines can change and 
this enhancement will mean that our 
offers can be extended to provide 
peace of mind.

Brokers can request an extension 
by populating an offer extension 
template, where they will need to 
provide a declaration to confirm 
the customer’s current financial 
circumstances including any changes 
since the initial assessment.

To help with any queries about the 
offer extension we have compiled 
FAQs, some of which are below.

How do I request an extension?
A new memo template has been 
introduced to support this proposition. 
Brokers need to complete the fields on 
the memo and email the completed 
version to intermediarydocs@natwest.
com. Where additional documents are 
required these should be submitted in 
the usual way.

How long will offers be extended 
by? 
Where an extension is granted the 
new offer will be valid for 6 months 
from the point of agreement.

When can the extension be 
requested?
An extension request can be made 
at any time but brokers should avoid 
requesting the extension within the 
final 3 weeks of the original offer to 
ensure the original offer does not 
expire before the outcome of the 
extension request is known. The new 
offer will be valid for 6 months from 
the extension being granted, not 6 
months from the end of the original 
offer.

How long will it take to process the 
request to extend the offer?
It is expected to take a minimum of 4 
days to review the request and grant 
the extension. Where the customer’s 
financial position has changed or the 
property needs a new full valuation 
to be complete it will take longer. It is 
expected that a decision will be made 
on all requests within 3 weeks of the 
broker request. 

How many extensions can a 
customer get?
One extension will be granted per 
new build property. 

Can a broker still request a one 
month extension?
No, the six month extension replaces 
the one month extension process. 

Does the customer have to pay to 
extend their offer, or are there any 
extra costs involved? 
There is no cost to extend the offer. 
Where a new full valuation needs to 
be carried out the cost will be covered 
by NatWest.

For the full list of our FAQs, please 
visit the A-Z section of our website 
and you’ll find them under the ‘Offer 
of Loan’ entry.”

The NatWest new build offer 
extension

David Hunter | Senior Corporate Account Manager | NatWest

With the builder’s year end approaching for some firms; here we outline our offer 
extension policy on new build properties.
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Regulatory  Review  Brings  Lending 
Opportunities
Ben Allen | Compliance Director | The Right Mortgage

In their recent interim report on the 
Mortgage Market, the FCA estimated 
that 30% of customers, or what they 
referred to as a “…significant minority,” 
failed to get the cheapest suitable 
deal. Additionally, they highlighted 
that one of the problems with the 
current mortgage market is that there 
are a number of “…longstanding 
borrowers on a reversion rate who 
could save money from switching, but 
do not, or cannot.”

This got me thinking about the 
role of the intermediary and the 
opportunities available in the lending 
space.

Consider this; in the same report the 
regulator states that in 2016 there were 
1.9 million mortgage transactions, 
of which, around 80% were ‘advised’ 
sales and around 50% were arranged 
by an intermediary. The total value 
of these mortgages? The regulator 
estimates it to be at least £1 trillion.

So is there opportunity in the lending 
market? The regulator certainly 
seems to think so, and, perhaps not 
surprisingly, I’m inclined to agree.

The benefits of an Intermediary
Have you reminded yourself recently 
of the benefits you offer to individuals 
looking to finance their home? 

It might seem like a strange question, 
but it is so easy to forget why people 
should come to you.

So what are the benefits of using an 
intermediary?

1. Bespoke service
Bespoke is best! In fact, people will 
pay a great deal of money for a 
bespoke service, just think about the 
customisation of people’s homes, cars 
and clothes as an example. Bespoke 
mortgage advice should be no 
different.

2. Convenience
You might not have thought of an 
advised process via an intermediary 
as being the ‘convenient’ option for 
customers, but the reality is, that 
an online mortgage is a challenge 
for all but the most tenacious and 
financially savvy individuals to carry 
out. Online propositions often require 
appointments to be booked at some 
stage in the process, and a great 
deal of toing and froing, getting 
documents signed locally. I could go 
on, but the fact is that a face to face 
appointment with a professional is 
much more desirable for most.

3. Experience
I don’t know about you, but I 
really value having someone with 
experience service and maintain my 
car. It is important to me that my 
second largest financial commitment 
is looked after properly by someone 
who knows what they are doing. 
Why would it be any different for the 
largest financial commitment?

4. Expertise
Just this week, I had the opportunity 
to speak with a bank based mortgage 
adviser; although incredibly 
personable and experienced, their 
knowledge was restricted to what 
the bank could offer, which I might 
add, wasn’t a lot. You have access to 
approximately 14,000 products and 
no doubt have experience with a large 
number of those lenders. Placing 
cases (even tricky ones) is what you 
do!

5. Access to products
It isn’t just the volume of products 
that sets you apart; it is also the types 
of products available. Via the L&G 
Mortgage Club and TRM you have 
bespoke products and providers 
that customers would not be able to 
obtain themselves.

6. Clear guidance
You take the difficult and make it easy. 
You explain the complicated in clear 
plain English.

7. Advice
Back yourself; you give the best 
advice. In fact, doing business with an 
experienced and capable intermediary 
can save customers money.

So have you told anyone this – I 
don’t mean your existing customers, 
one would hope that they are 
already familiar with the benefits 
of transacting business with an 
Intermediary (although there is no 
harm in reminding them!). No, what 
I mean is, have you told potential 
clients? Have you reached out to 
those who may not be using your 
service, but who would benefit?

Opportunity
A great British entrepreneur once said 
that “Opportunity favours the bold” – 
They were right, entrepreneurs don’t 
see problems, they see opportunities. 
In fact a real entrepreneur, doesn’t 
just see problems as opportunities, 
but they look for change, for 
opportunities, for chances, and then 
exploit them.

The regulator, in their interim report 
on the Mortgage Market highlighted 
the need for lenders, intermediaries 
and mortgage sourcing systems to 
work together to find solutions that 
increase customer engagement and 
ensure improved customer outcomes, 
why not get ahead of the rest of the 
industry and reach out?

For me, this report (from the FCA) 
is not so much a challenge, but 
an opportunity to make sure that 
the “significant minority” come 
and transact business with a Right 
Mortgage adviser and learn what 
‘Good Advice’ really looks like!

"Back yourself; you give the best 
advice. In fact, doing business 
with an experienced and capable 
intermediary can save customers 
money"
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As advisers, it’s useful to know the 
things to look out for when speaking 
to your clients, which may indicate a 
need for further financial support and 
an opportunity for you to suggest 
equity release as a potential solution.

From the ‘bank of mum and 
dad’ helping their children and 
grandchildren onto the housing 
ladder, to divorcees over the age of 
60 requiring settlement funds and 
more women than ever before opting 
for later life lending as a means of 
subsidising their pension funds, there 
are more and more reasons coming 
to light for the choice to take out a 
lifetime mortgage.

Recent figures suggest that nearly 
£6bn of funds will be lent by parents 
this year to support their children 
in buying their first home, with the 
value of parental-supported property 
purchases in 2018 set to rise to 
£81.7bn, £4.2bn more than 2016.

Equity release has increased as a 
source of this funding, with nearly half 
of over 55s open to the idea of using 
it towards a deposit for a loved one’s 
home.

Since 2016, 50% more women are 
choosing a lifetime mortgage as a 
way of securing financial stability. This 
is partly due to an increasing trend 
in divorces amongst those over 60, 
contributing to mortgage repayment 
problems post-split. Financial 
planning firm LEBC estimates that by 
2037, almost one in every 10 divorcees 
will be aged over 60 and that between 
now and 2032 there will be 40,000 
interest only mortgages maturing 
annually, with no obvious method of 
repayment. Many older people still 

with mortgages or other debts may 
even need to take on new borrowing 
to buy out a former partner. 

Lower pensions and savings amongst 
women are also a contributing factor, 
often having been the primary 
caregivers of the family, taking breaks 
from work to raise children and 
therefore building a smaller pension 
pot than would otherwise have been 
the case.

But it’s not just women who are 
increasingly opting for equity release, 
with eight out of ten homeowners 
over the age of 55 saying they would 
use it, according to the latest Sun Life 
research.

At Pure Retirement, more and more 
of our customers are opting for 
drawdown products, where they can 
take the funds they need as they need 
them, but choosing a bigger pot of 
funds to draw from which they can 
utilise as they see fit. Paying off a 
mortgage or other debts and general 
home improvements are among the 
most common uses of funds, and the 
average age of our customers has 
also dropped in the last two years, 
indicating that people are considering 
their options for retirement earlier 
than before, becoming more aware 
of the need for something more than 

the traditional methods of funding 
retirement.

Customers still need more education 
on the options available however, 
with Sun Life’s research indicating that 
more than half of those surveyed were 
unaware that they could still move 
house after taking equity release, with 
85% unaware that they could use it to 
pay off an existing mortgage or loan.

The retirement landscape has 
dramatically changed over the last 
few years, and it’s crucial that you as 
advisers are aware of all the options 
available to your clients, and more 
importantly that you have the tools 
and resources at your fingertips to 
be able to communicate these often 
crucial options to the client base that 
needs them.

A great place to look for the most up 
to date information on the market, 
including the common trends for 
usage, is Pure Retirement’s Learning 
Zone for advisers, with regular 
additions of webinars, news updates 
and training materials which you may 
find of use. It goes without saying that 
the Equity Release Council website is 
also a great go-to hub of information 
which will help you with your client 
base, and even something as simple 
as setting yourself up on Google alerts 
for news stories on ‘equity release’ 
and ‘later life lending’ can really make 
a difference in keeping you abreast of 
the latest trends and discussion points 
you can use with your clients.

Opportunities for advising on equity 
release

Chris Flowers | Head of Distribution | Pure Retirement

The need for equity release is ever-increasing, but it’s useful to know the common 
reasons your clients might have for its use.

"But it’s not just women who are 
increasingly opting for equity 
release, with eight out of ten 
homeowners over the age of 55 
saying they would use it, according 
to the latest Sun Life research"

The trend of rising self-employment 
has been evident across all regions of 
the UK. As a share of all in employment, 
the largest increases have been in 
London (rising from 13% to 17.4% of 
the labour force – an increase of 4.4 
percentage points), Yorkshire and The 
Humber (an increase of 3.9 percentage 
points) and the South East (an increase 
of 3.7 percentage points) between 
2001 and 2016. In absolute terms, 
around half of self-employed workers 
are located within London, the South 
East and the South West, although 
the mix of part and full-time self-
employment varies by region.

It therefore appears that continued 
growth is evident, however, in a time of 
economic uncertainty it is unclear yet 
how much of an influence Brexit may 
have on the self-employed population. 

Kensington’s self-employed 
SentiMeter
We surveyed over 1,000 self-employed 
workers across the UK to analyse their 
thoughts and concerns for the year 
ahead, with the formal deadline for 
Brexit now less than a year away. 

‘UK’s self-employed workers unfazed 
by Brexit as nearly two thirds (63%) 
think leaving the EU will have no 
impact on their business, research 
from Kensington Mortgages reveals.’
Of those surveyed, nearly half of self-
employed workers (47%) expected 
2018 to bring in more work than 
last year. When asked whether their 
business would be more profitable, 
42% were confident that they would 
make more money in 2018 than 2017, 
compared to just 21% who weren’t 
confident.

Providing this group with access to the 
right financing needs to be a priority for 

the entire industry, as we can’t afford 
for such a valuable contributor to the 
UK economy to be underrepresented. 
Fortunately, there are lenders out 
there who appreciate the contributions 
these workers make to our economy 
and who want to support them in their 
ambitions and goals onto the housing 
ladder in return.

How does Kensington help you 
support the self-employed?
In 2017, 36% of our lending was to 
the self-employed, so at Kensington 
we are committed to lending for real 
life.  That means we underwrite each 
borrowers application on a case by 
case basis, allowing us to manually see 
where income streams come from. 
We also lend to directors who have 
recently started limited companies 
and our affordability assessments are 
based on twelve months accounts. 

We also do not charge higher rates 
for our self-employed customers, who 
have access to the exact same rates and 
products as our employed customers. 

Why Kensington for self-employed?
Product features:
• Ability to consider the share of net 

business profits plus salary for sole 
and joint Company Directors;

• Mortgages for self-employed who 
have recently switched status;

• Easier application process;
• Lending decisions considered on 

12 month's accounts.

Perfect for: 
• New business owners;
• Entrepreneurs whose business 

profits have fluctuated;
• Company Directors who choose to 

retain profits within their business;
• Existing business owners who have 

switched status from sole trader to 

a limited company.

Kensington’s selling points can help 
support your customers…
Self-Employed
• 1 year trading;
• Based on most recent year’s 

trading;
• Inland Revenue SA302 acceptable.

Complex Income
• Up to 100% of sustainable regular 

overtime / bonus considered;
• Up to 100% of sustainable second 

job income considered;
• Pension and investment income 

allowable;
• Accept 100% of child benefit when 

assessing affordability.

Contractor
• Income calculated on current 

weekly contract x46;
• Only 12 months contracting 

history required with the same 
employer.

We are different
• 23 years in the business;
• Decisions made by an underwriter, 

not a credit score;
• Over 200 years underwriting 

experience;
• Interest only, Part & Part;
• England, Wales & Scotland;
• Intermediary only.

Let Kensington help you support 
the self-employed today!
For details and online applications
visit kmc.co.uk or call 0800 111 020

* h t t p s : / / w w w . o n s . g o v . u k /
employmentandlabourmarket/peopleinwork/
employmentandemployeetypes/articles/

Kensington supports the self-
employed

Steve Griffiths | Sales & Distribution Director | Kensington

The rise of self-employment has become a key trend for Britain’s workforce in 
recent years. Data from the ONS shows that the number of self-employed workers 
increased from 3.3 million people (12.0% of the labour force) in 2001 to 4.8 million 
(15.1% of the labour force) in 2017*



01564 732 744
refer@therightmortgage.co.uk

Referring equity release couldn't be easier. 
Simply email refer@therightmortgage.co.uk or call 01564 732 744 and we will 

do the rest.

What can equity release be used for?

• Home or garden improvements;
• Paying off existing debts;
• Helping children or grandchildren with a deposit for a home;
• Holidays or holiday homes;
• Increasing retirement income;
• Healthcare;
• Buying a new car;
• Inheritance tax planning;
• Repaying an existing mortgage. 

The list is endless!

do  you  have  clients  who  could  benefit  from  equity  release?

refer  equity  release 
and  earn  50% 

commission


