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Protection & GI Sales Opportunities

What would happen to your client’s if they 
found themselves unable to work?

Each year one million people in the UK find themselves 
unable to work due to a serious illness or injury*. By not 
offering products such as income protection and critical 
illness cover, you risk leaving your clients exposed to 
financial pressures should their income be affected. 

This magazine is crammed full of tips from our provider 
partners to help you explain the benefits to your 
clients and get the most from the products available. 
At The Right Mortgage, we understand that your time 
is precious. Turn to page 8 for Ben Allen’s top tips on 
how to be more effective with the use of your time and 
ultimately increase your protection earning potential. 

What would happen to your client’s estate 
if they died without a Will?

Approximately 2/3 of the population do not currently 
have a Will. This is the perfect opportunity for you to 
kick start a conversation with your client and offer them 
a holistic financial planning service. Turn to page 4 where 
The Right Will demonstrate how you can protect your 
client’s finances for their future generations to come.

The GI Games

We want to help you fulfil your duty of care to your clients 
by discussing their GI needs and help you increase your 
GI sales. Keep your eyes peeled throughout the coming 
weeks or visit our dedicated GI Games web page for 
more information. 
www.rightmortgageadviser.com/gi-games

Upcoming events 

With lots of exciting events throughout the UK this year, 
there is no better time to come along and learn how 
to start a protection conversation with your clients. For 
a full calendar of our upcoming events this year, visit 
www.rightmortgageadviser.com/events and book 
your place today. 

We look forward to seeing you there!

*ABI 2017

Martin Wilson | CEO
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Welcome to the latest 
edition of our training 
focus magazine. As you 
will see, its heavily biased 
towards income protection. 

The importance of this hit 
home recently when I had 
my first stay in hospital due 
to appendicitis. It made 
me think how I would  
have coped financially if it 
had been a more serious 
condition rather than one 
that only meant a 2 week 
break from work? 

Whilst recovering, I looked 
at the various information/ 
stats regarding income 
protection that is available 
from our providers. LV 
have a really useful risk 
calculator; based on my 
information, a 52 year old 
non-smoker, it told me 
that I have an 18% chance 
of being off sick for 2 
months or more before I 
retire, a 10% chance of a 
critical illness but only a 
4% chance of dying and 
overall a 24% chance of 
something happening 
before I retire. So next time 
you are talking to a client 
about their protection 
needs, why not try the LV 
risk reality calculator and 
help your clients make an 
informed decision on what 
is important to protect.

Adam Stretton | MDA date for your diary...
Our National Training Event will be taking place on Thursday 17th May at The 
National Conference Centre in Birmingham with exciting new improvements.

The day is set to be an enjoyable and educational experience with a number of 
presentations and stands from our lender and provider partners, as well as our 
guest inspirational speaker.

To book your place, simply visit bit.ly/MayNTE2018 and enter your details. We 
look forward to seeing you there!
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Industry research reports vary but all 
the indicators suggest that less than 
10% of UK workers have any form of 
income protection insurance; many 
times fewer than the number that do 
take out insurance for their pets!

So why are so few looking to protect 
one of their most valuable assets - 
their monthly income -  when the risks 
of facing an extended period away 
from work due to illness or injury are 
significant?

Some may feel that sick pay from their 
employer will last long enough to see 
them able to return to work. Even more 
probably feel that they can’t afford 
income protection, despite the fact 
that they’ve probably never looked 
into the actual costs of premiums. 

Well put yourself in your clients’ 
shoes, how long could they go on 
paying their mortgage, utility bills, 
credit cards, loans and much more if 
they faced for example six months off 
work? At Shepherds Friendly we can 
provide affordable, flexible income 
protection cover that can be tailored 
to suit any occupation, whether 
employed or self-employed.

Our income protection plan really does 
offer you a major growth opportunity 
– and the good news is that as an 
adviser you can earn a market-leading 
245% of the first year’s premiums as 
commission.

Here are some essential points of our 
plan that can help you make a sale:

• We don’t apply loadings or ratings 
of premiums regardless of clients’ 
smoking status, health or even 
Body Mass Index (BMI) – right up 
to a maximum of 38 BMI;

• Due to the option of a rate 
freeze at age 52, your clients’ 
total premiums payable over 
the life of the plan are extremely 
competitive;

• We accepted 96% of claims in 
2017, giving reassurance that 
your clients will have an income 
when they need it the most.

Take a look at how our Defaqto 5 Star 
Rated plan can work for you and your 
clients:

• Cover is available from a day 1 
deferred period right up to 52 
weeks;

• Your clients can enjoy cover up to 
the age of 70, with the short term 
option of a two year claim period 
or longer as required;

• Our Guaranteed Insurability 
option means your clients 
can adjust their cover to meet 
future changes in circumstance. 
Indexation (RPI) option is also 
available to ensure benefits stay 
in line with inflation;

• Premiums can be waived during 
the period of any claim, and if your 
client has paid their premiums 

for at least 12 months, they have 
the option for a career break of 
between 3 and 24 months;

• Our interactive underwriting 
process means that your client 
could be accepted on the same 
day as your application, and 
our underwriting department 
timescales are set at a maximum 
of 24 hours’ turnaround;

• Anyone aged between 16 and 
60 who is a UK resident and has 
been registered with a UK medical 
practice at least 3 years can apply 
for the plan;

• Your clients can cover up to 70% 
of their regular income, with 
premiums starting from as little as 
£5 a month and the flexibility to 
tailor their premiums to meet their 
specific needs and circumstances.

With up to 245% of the first year’s 
premiums as commission, why not 
talk to us today about how you can 
win your share of this new business 
opportunity? Visit intermediary.
s h e p h e r d s f r i e n d l y. c o . u k / o u r-
products/income-protection or call 
0161 495 6495 to get in contact today!

Help your clients understand the 
benefits of income protection

Alexander Fallowes | National Sales Manager | Shepherds Friendly

Shepherds Friendly sets out the key features to help your business grow in this 
sector.

What would happen to your client’s 
estate if they died without a Will? 

Adam Stretton | MD | The Right Mortgage and Protection Ltd

Every client needs a Will
As an adviser, you protect your client’s  
finances in their lifetime, make sure you  
protect it for their future generations too.
 
Refer and earn 
Earn £100 per Mirror Will or £400 for Lasting Powers 
of Attorney. All for passing on a name and number!

Write a Will in minutes with our  
online software
Earn £170 per Mirror Will or £1,100 for  
Lasting Powers of Attorney for a couple.
 
Sign up today
E: admin@therightwill.co.uk
T: 01564 732 740

"Well put yourself in your 
clients’ shoes, how long 
could they go on paying their 
mortgage, utility bills, credit 
cards, loans and much more 
if they faced for example six 
months off work?"
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Earn up to 50% commission while you relax
If you have clients in need of any products that you don’t sell, you can refer them to us and earn 
up to 50% of the commission.

theright
referralservice

refer@therightmortgage.co.uk

Find out more
01564 732 744

rightmortgageadviser.com/refer

refer@therightmortgage.co.uk

When you refer, we will:
• Contact your client within 24 hours of the referral;
• Provide you with a weekly progress report;
• Act as a representative of you, ensuring that your client remains your client.

Simply complete our online form, which you can find on the adviser site or email your clients’ 
details and the product required to:

Mortgages Life Assurance General Insurance

Equity Release Medical Insurance
Commercial 

Lending%

Second Charges Protection
Business 

Protection

Elliott Henderson* thrives on new 
challenges. He recently left his role 
as a customer service manager 
within protection to join a firm of 
financial advisers and was excited 
for the opportunity to work closely 
with clients to ensure their protection 
needs were met.

Elliot and his wife, Kathryn have two 
young and energetic girls, Poppy 
and Lily, who love nothing more than 
creating works of art which wallpaper 
the kitchen.

Although Elliott is new to the advice 
side of protection, he soon learnt 
of the gap within the market for a 
product that isn’t being bought or 
sold – income protection. Elliott made 
sure his clients’ protection needs were 
met, but it also got him thinking about 
his own protection requirements.

Elliott and his financial adviser did 
research into income protection 
and found AIG’s income protection 
insurance to be the best in market, 
offering varying benefits and options 
- surpassing other products currently 
available.

They found that taking out income 
protection with AIG works well 
when looking at other life insurance 
policies such as critical illness or term 
assurance as it’s incorporated within 
AIG’s menu plan. This meant that his 
financial adviser was able to obtain 
multiple covers for him and his wife 
under one application and, for every 
extra cover added within the same 
application, a £2 discount was applied. 

Elliott decided to take out income 
protection covering him for £2,500 
per month and selected the deferred 
period of 26 weeks. 

But when would Elliott need to rely on 
his income protection policy? 

Scenario 1

Elliott had a minor stroke affecting 
his left side which required 
hospitalisation for a few weeks. 
After six days in hospital, Elliott was 
able to claim £100 per night for the 
duration of his hospital stay via the 
hospitalisation benefit. Despite his 
deferred period being 26 weeks, AIG 
offer this to alleviate the extra costs 
that hospitalisation can bring.

In hospital Elliott had physio and 
occupational therapy which helped 
him regain strength in his arm and 
leg. He returned home after three 
weeks but found he had trouble 
concentrating and suffered fatigue 
which prevented him from returning 
to work.

AIG were able to offer their 
rehabilitation support (which is 
available immediately regardless of 
the deferred period). Using vocational 
rehabilitation specialists AIG identified 
what aspects of Elliot’s job he could 
do and helped him re-learn more 
complex skills. 

With the support provided through 
the rehabilitation support benefit, 
Elliott returned to work part-time 
within his deferred period. At the end 
of 26 weeks, AIG topped up his loss of 
income proportionately until he was 
rehabilitated back to full-time hours.

Scenario 2

Elliott’s wife Kathryn received a 
diagnosis of primary progressive MS. 
Due to the aggressive nature of the 
condition she had to give up work. It 
became clear she needed a carer, but 

they couldn’t afford for Elliot to give 
up work too.

Elliott was able to claim £1,500 per 
month for 12 months to cover part 
of the cost of paying for a carer 
through his AIG income protection 
policy under their Family Carer Benefit 
option.

Scenario 3

Elliott was diagnosed with a brain 
tumour and given less than a year to 
live. With AIG’s policy, the deferred 
period was waived and 12 months 
benefit was paid immediately as a 
lump sum. Elliott sadly passed away 
after a few months and AIG paid 
an additional £10,000 upon death 
to support his wife and two young 
children, alongside offering them the 
support of Winston’s Wish. **

As you can see from Elliot’s story, it’s 
the range of best in class benefits that 
makes AIG’s income protection stand 
out.

To understand how income 
protection insurance could benefit 
your customer contact our Business 
Development Team on 0345 600 
6829.

* Elliot is a member of our Spencer Family. 
The Spencers are a fictional family. All names, 
characters, businesses, places, events and 
incidents are either the product of the author’s 
imagination or used in a fictitious manner. Any 
resemblance to actual persons, living or dead or 
actual events is purely coincidental.

** These scenarios are three separate examples 
and are not linked.

Don’t let your clients neglect their income
Although clients are becoming more aware of the need for life insurance, people are still neglecting to insure 
their incomes. Available as part of our menu plan, our income protection product could be the perfect solution 
for bridging this insurance gap.

Funeral
Plans
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time is
precious

When you think of commodities, you 
will no doubt immediately think of 
Gold and Oil. But what is the most 
precious commodity?

Time!

This commodity is without equal, it is 
the indisputable ‘king of commodities’; 
it is finite, and at some stage, it does 
run out for us all.

Perhaps you are familiar with the 
theory that time moves faster as you 
get older? Bear with me on this...  

When you were two years old, a year 
represented half your life, which is 
why it seems to take so long between 
school holidays when you are a child. 
However, to a ten year old, a year is 
only 10% of their life, to a 20 year old, 
it is only 5%. So on a logarithmic scale 
for a 40 year old to feel the same wait 
as the two year old mentioned, they 
would have to wait 20 years. 

Therefore as you age and the length 
of time you have left decreases; each 
year represents an ever growing 
period of time taken away from your 
remaining days. So by the age of 
80, a year is an incredibly precious 
commodity indeed.

Time, therefore, is not linear, but is 
logarithmic, or to look at it another 
way, time is relative.

So, how valuable is your time?

One measurement is to consider your 
income received versus the length of 
time it takes to perform that task; on 
this scale, the following would be true 
(assuming a 40 hour working week, 
average basic salary for the role and 
average performance):

But to use such a simplistic method, 
is to miss the point of the value of 
time; this financial compensation is a 
somewhat ‘blunt’ way of assessing the 
lost time and prescribing it a value.

In financial services we can fall into 
the trap of doing more for less.
I’m not saying that to be effective we 
need to short change our customers 
by prescribing them less of our time. 
No, what I am saying is that we need 
to become more productive in the use 
of our time and set our remuneration 
goals accordingly.

Can you be more effective in 
the use of your time?

1.Work out your return vs time - 
do you know which product offers 
the best return for the time spent? 
A building and contents case could 
return you £100 for 15 minutes work, 
that’s £400 per hour!

2.Break the sale down into its 
components and work out how long 
you can spend on each.

3.Review potential customer needs 
and earnings opportunities and 
assign both a time and financial value. 
E.g. a typical mortgage sale, start to 
finish, takes approximately 10 hours, 
but to add a protection discussion, 
application & associated compliance 
would add only one additional hour, 
thus making protection a profitable 
addition to the sale. A £150,000 
mortgage could earn you c.£525; 
but the addition of a corresponding 
life and CIC policy could triple your 
income for one extra hour’s work. 

4.Consider the most efficient ways 
of engaging with your customer – My 
old Bank Branch Manager at HSBC 
used to tell me that he didn’t pay 
me to waste time driving around the 
country visiting customers and that 
they should come to me; from a time 
and profitability point of view he was 
probably right!

5.Use technology – The client portal 
on The Key is one way of speeding up 
customer interaction.

6.Prepare – so as to keep your 
meeting moving along, why not send 
an agenda and a list of requirements 
for the meeting, this will streamline 
the visit process.

7.Get admin support – advisers are 
good with clients, admin support can 
assist with processing and usually for 
a lower hourly rate.

8.Use tried and tested advisory 
techniques. Get your client to see what 
you are talking about more concisely. 
Use sales skills to explain the benefit 
of protection products. 

9.If you don’t already, 
consider charging a fee 
for mortgage advice. 
A reasonable fee, 
commensurate with 
the work carried out 
ensures that value is 
attributed to your 
time.

10.Avoid time 
wasting – Google, 
Facebook, Twitter 
and Instagram; 
when used 
correctly, these 
add value; when 
used incorrectly, 
they can be a 
waste of time!

Just think of this; the 
gap between ages 
five and ten is the 
same as that between 
ages forty and eighty.

Now if that doesn’t motivate 
you to reconsider how you 
use your time, I don’t know 
what will.

Ben Allen | Compliance Director | The Right Mortgage & Protection Ltd

"But to use such a simplistic 
method, is to miss the point of 
the value of time; this financial 
compensation is a somewhat 
‘blunt’ way of assessing the lost 
time and prescribing it a value"

Job

Supermarket - Shelf Stacker

Bank Manager

Solicitor

Prime Minister

Value of 1 hour



Protection & GI Sales Opportunities March 2018

10 11

Financial fortunes can change in an 
instant and not always for the better. 
Because nobody knows what the 
future holds, it’s worth remembering 
one of the forgotten protection 
products. 

Here’s a question for you. Why is it 
that your clients normally insure their 
home, car, bike, TV, fridge, mobile 
and even their pets, but rarely take 
steps to protect the thing that makes 
owning them possible: their income?

It could have something to do with 
the fact that they – along with most 
of us – tend to assume that “it won’t 
happen to me”. We’re all aware that 
as an industry, income protection has 
fallen down a list of sales priorities. 
The belief that ‘it won’t happen to me’ 
paired with the difficulty of explaining 
the concept of income protection (IP) 
means that a large gap exists in the 
market – as well as a considerable 
sales opportunity. 

After all, given how pivotal a regular 
income is to all our lifestyles, IP really 
should be right up there in your client 
conversations. Without wanting to 
sound alarmist, some of the stats are 
quite, well, alarming. For example, 
four in ten adults have savings of less 
than £500¹; one in three families in 
England couldn’t afford to pay their 
mortgage for more than a month if 
the main earner couldn’t work². And 
Macmillan Cancer estimate at least 
30,000 people with cancer in their 40s 
and 50s have had to borrow money 
from their elderly parents, ending up 
bankrupt or homeless in some cases³.  

Further to this, many believe that if 
they fall ill they’d have the state or 
their employer to fall back on. But, 

with the average length of an IP claim 
sitting at seven years in the UK, and 
statutory sick pay paying out over a 
maximum of 28 weeks, this clearly 
isn’t always the case⁴. In 2014, the 
industry grouped together to launch 
a nationwide campaign with the aim 
of raising public awareness of the 
impact a loss of income can have. The 
initiative named “7 families” followed 
individuals who had suffered a serious 
long-term injury or illness, resulting in 
loss of income. Through the initiative, 
they were funded with a tax-free 
income to help get them back on 
their feet. This brings to life amazing 
progress made by the families, 
demonstrating nicely both the need 
for IP, and the very real risks to our 
lifestyles if losing our income. 

As everyone has their own priorities, 
the added benefit of a good IP plan 
is the ability to build it around what’s 
important to a client.  For example, 
simple decreasing term assurance 
may pay out on death to protect 
the mortgage, but does nothing to 
address the loss of income caused 
by illness, meaning that everyday 
expenses become difficult to cover. 
And if they can’t afford the premium 
because of loss of income, it lapses 
entirely. So it makes real sense for 
clients to use income protection, to 
make sure they can keep their family 
financially secure and pay the bills in 
the event of incapacity.    

It’s never an easy subject to broach, of 
course. But an effective way of helping 
the client understand the reality is by 
approaching the human element – 
what is at stake for them? The vast 
majority of people will engage when 
income protection is discussed in the 
context of their own personal lives. 

To make it a little easier to raise the 
subject, we’ve created the Vitality 
income protection reality checker tool. 
In just 60 seconds, it gives your client 
a personalised report, demonstrating 
the impact of a sudden loss of income. 
Making it easier for you to give the 
best advice that’s also simple to 
understand. It could prove to be the 
most important minute in your clients’ 
financial lives.  

Five reasons to recommend 
our award winning cover

 More certainty around   
 premiums and benefit   
 amount

 Extra protection when it is  
 needed most

 We have a unique back to  
 work benefit

 We help your clients to   
 stay healthy 

 We have a strong   
 underwriting philosophy

For more information visit our adviser 
income protection webpages or 
speak to your Business Consultant or 
National Account Manager. 

Sources
1 Money Advice Service, October 2015
2 The Guardian, August 2016  
3 Macmillan, 2017 
4 Drewberry Insurance - "What is the average 
length of claim for an income protection 
policy?" & https://www.gov.uk/statutory-sick-
pay/eligibility

Income protection: the financial 
safety net we all need

Sally Burrowes | Director of Legal and Business Support | VitalityLife

Financial fortunes can change suddenly and not always for the better. It’s worth 
remembering one of the forgotten protection products.

The firm has upped the top amount it 
will pay for a children’s cancer claim to 
make it easier for parents to care for 
their child if they’re diagnosed with 
the illness.

Mark Cracknell, Aviva’s Head of 
Protection Distribution, said: “These 
changes mean we’ll be able to pay 
even more claims for some of the more 
common conditions. Our objective is 
to provide the most comprehensive 
offering in the market.”

Earlier payments, more peace 
of mind

For three of the conditions covered 
– cardiomyopathy, spinal stroke and 
benign spinal cord tumour – Aviva has 
improved the definition so that more 
customers will meet the description 
under which payment will be made.

To improve consistency, the spinal 
stroke definition has been aligned 
with the stroke definition, and the 
definition for benign spinal cord 
tumours has been aligned to the 
benign brain tumour definition. And 
for cardiomyopathy, the definition 
has been broadened to include three 
measures of severity.

Better children’s cancer cover

In recognition of the financial impact 
on a family when a child is diagnosed 
with cancer, Aviva has doubled the 
maximum benefit payable where 
upgraded children’s benefit has been 
selected. Customers will now be able 
to claim up to £50,000 instead of 
£25,000. 

Mark Cracknell said: “When it's a child 

diagnosed with cancer, your client 
may have more pressing financial 
worries than paying off the mortgage. 
Taking time off work to help care for 
their child is just one example where 
additional financial support could 
make a huge difference. 

“That's why we've doubled the 
maximum benefit available for cancer 
under our upgraded children's cover.”

“Inspired by life, improved by 
us”

Aviva says it has made the changes to 
provide an even greater likelihood of 
clients having a successful claim – and 
has based them on research, coupled 
with their own claims information and 
real-life customer experiences.

"From listening to our claims handlers 
and studying research carried out by 
charities, we know just how much of 
an emotional and financial impact 
serious illness can have,” said Mark. 
“That’s why our aim is to make 
critical illness cover with Aviva as 
straightforward and comprehensive 
as possible.”

For more information about critical 
illness cover from Aviva, visit their 
adviser website now at aviva.co.uk/
adviser

Aviva Life Services UK Limited. Registered in 
England No 2403746. Aviva, Wellington Row, 
York, YO90 1WR. Authorised and regulated by 
the Financial Conduct Authority Firm Reference 
Number 145452. Member of the Association of 
British Insurers

"Aviva says it has made the 
changes to provide an even 
greater likelihood of clients 
having a successful claim 
– and has based them on 
research, coupled with their 
own claims information 
and real-life customer 
experiences"

Aviva’s critical illness cover gets 
even better

Mark Cracknell | Head of Protection Distribution | Aviva

Aviva has enhanced its critical illness products to make them even more 
comprehensive – and is doubling the amount payable for children’s cancer 
diagnoses.



On you r marks, 
get set, go! 
To find out more visit www.rightmortgageadviser.com/gi-games

The GI Games has reached the half way point with some stunning performances seen already.

The podium is in sight so if you haven’t already, start warming up as you still have plenty of time to 
be counted for your general insurance sales. There’s no need to register as entry is automatic, simply 
start quoting and selling general insurance until the 16th April.

To help your training, we have been adding an array of resources to the GI Games web page from 
some of the top industry providers and ourselves.

We will be awarding three top prizes at our National Training Event on Thursday 17th May.


