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Income protection & trusts

Hello and welcome to our latest Training Focus magazine.

As a financial adviser, you know the importance of protecting 
your clients and providing them with peace of mind should the 
worst happen, but it can be a difficult conversation to have.

With the protection market now offering a huge opportunity, 
making sure you’re equipped to approach the subject with 
confidence is more important than ever.

At which point do you discuss protection in your sales 
process?

Which questions could you be asking that would open up, 
potentially, a huge list of protection needs for every single client 
you see?

For example, simply highlighting the source of the everyday 
things your client pays for, consumes and enjoys can make them 
consider their protection needs and highlight how their lifestyle 
may soon disappear if their income stopped. Exploring what 
would happen if things went wrong now, will avoid awkward 
conversations further down the line.

Trusts

Once in place, another important consideration to make is how 
to protect the policy you have arranged for your client. Although 
an income protection policy is unlikely to benefit from being put 
into a trust, almost all policies that include benefits payable on 
death, and even some critical illness policies, would more often 
than not benefit from being written in trust.

Setting up a trust can be easier than you think and can provide 
your clients with real financial benefits.

For more information on trusts, get in touch with The Right 
Will and Estate Planning by calling 01564 732 740 or emailing 
admin@therightwill.co.uk.

The Right Referral Service

Don’t forget, if you’re not talking to your clients about protection, 
you are able to refer it and earn 50% of the commission, creating 
an additional revenue stream for you, whilst also ensuring your 
clients are protected. Simply email refer@therightmortgage.
co.uk or call 01564 732 744 and we will do the rest.

National Training Event - Staying in touch

Finally, our bi-annual National Training Event will be taking place 
on Thursday 29th November in Solihull, where we will share 
ideas on how to best stay in touch with your clients and plan for 
the year ahead. This event sees snapshot presentations from our 
lender and provider partners, over 50 exhibition stands as well of 
lots of games and competitions to get involved with. 

We always get fantastic feedback from these events and I’m sure 
you will enjoy and get a lot out of the day. As a network, we 
don't make these events mandatory, however, they show our 
loyalty and commitment to our provider partners, provide lots 
of business ideas and opportunities and support the network. 

Please take the time out of your busy schedule to attend this 
event as we would really like to see you for what will be a day 
well spent, with lots of great food and prizes to be won. Book 
your place now by visiting therightmortgage.co.uk/nte-2018
I look forward to seeing you there!

Martin Wilson | CEO
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Processing a mortgage 
application can sometimes 
be time-consuming and 
clients often don’t want 
to spend extra time on a 
protection conversation. 
But that could mean they’re 
exposed to financial risks if 
the worst should happen.
 
All members now have 
access to Streamlined 
underwriting; an 
integrated process with 
Mortgage Brain’s The 
Key, and Royal London. It 
lets you incorporate the 
Life Cover conversation 
and application into 
the mortgage fact find 
– and your clients get 
an immediate decision 
during the mortgage 
meeting. For help and 
support on using the new 
Streamlined integration, 
please contact training@
therightmortgage.co.uk or 
call our team on 01564 732 
744

The simplified process 
means your clients need to 
spend less time answering 
health and lifestyle 
questions. And it could 
help you increase your 
protection sales.

Adam Stretton | MDOur new Technology Masterclasses
Thursday 13th December 2018

As part of our commitment to your ongoing learning, we are hosting our first 
Technology Masterclass, designed to support you through classroom style 
practical demonstrations, covering topics from The Key, sourcing systems to 
provider integration and everything in between. If you would like to attend, 
please book your place by visiting therightmortgage.co.uk/technology-
masterclass. Look out for further masterclasses in 2019.
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As a financial adviser, you know just 
how important income protection is, 
but sometimes it can be a difficult 
subject to tackle with clients. All too 
often, income protection is the last 
point of discussion in a protection 
conversation, making it even harder 
to sell.

But whether you’ve sold income 
protection for a while or you’re brand 
new to it, we’re here to help.

Mintel research* shows that only 1 in 
10 adults has an income protection 
product, but changes in the way 
people live and work mean there’s 
now a massive opportunity in the 
income protection market. Customers 
may be relying on savings, family or 
the state to support them should 
they find themselves unable to work 
for an extended period of time. So 
making sure you’re equipped to tackle 
conversations with confidence is more 
important than ever. 

We’ve drawn upon our considerable 
experience and knowledge of the 
income protection market to shine a 
light on the 90% - renters, gig workers, 
the self-employed and divorcees; the 
people of the UK who could be most 
at risk if they’re unable to work due to 
illness or injury – and in need of your 
help. Our market insight can help you 
to open up new opportunities to grow 
your business through targeting these 
clients. 

With our insight, tools and support, 
we’re here to help you fine-tune 
your approach, breaking down the 
common misconceptions clients tend 
to have around income protection 
so you can take full advantage of the 
opportunity. 

And with Income Protection+ we offer 
the ideal, flexible solution to help you 
meet a range of client’s needs. Income 
Protection+ offers so much more than 
a pay out, with a range of support 

services designed to help your client 
and their family when they need 
it most - and our online self-serve 
system means applying for a policy 
needn’t be a lengthy, complicated 
affair. 

So, why not turn off your phone, grab 
a coffee and visit Aviva for Advisers 
to find out more and see how you 
can wake your clients up to income 
protection.

*Mintel Income Protection UK February 2017

Meet the 90%
Wake up your clients to the need for income protection.

When talking with clients, concerns 
are often raised as to what happens 
to their Estate if they are to enter 
into care. It is absolutely critical to 
determine whether the planning that 
they have set up is actually going to 
achieve their goals.

It is clear why care costs are such a 
hot topic at the moment, considering 
that the cost is now on average a 
whopping £39,300* a year per person. 
The inheritance that people wish to 
leave can be decimated by long term 
care, something which makes a lot of 
clients feel uneasy, particularly when 
it culminates in the forced sale of the 
family home.

It was estimated in 2016, that up 
to 62,000 families would have to 
pay around £40,000 according to 
Government figures, to pay for 
their loved one’s care fees. This is 
because they are above the current 
means tested (income and capital) 
threshold of £23,250 which means 
the government do not make any 
contribution to support care costs.

More people are now ‘asset-rich/
cash-poor’ meaning that it is only 
their property that takes them above 
the £23,250 threshold where the local 
authority will stop funding their care. 

We often find that clients receive 
some terrible advice from friends 
and family… and sometimes even 
professionals in the form of solicitors 
and estate planners regarding 
protecting their home from care costs.

We often come across clients who 
think that they will escape paying 

for their care because they have 
gifted the property to their children. 
Unfortunately, the local authority are 
not going to be satisfied by this, and 
will routinely be able to reverse such a 
transaction as it will be found to have 
been ‘deliberate deprivation’. 

Deliberate deprivation of assets means 
that you have intentionally decreased 
your overall assets in order to reduce 
the amount you are charged towards 
the cost of care services provided by 
your local authority.

Essentially it becomes straightforward 
for the local authority to prove that 
these clients only gifted the property 
to their children to avoid paying for 
care fees. All of these concerns are 
compounded by the fact that their 
children then have control of your 
client’s property and could potentially 
turf them out! Whilst almost certainly 
there will be a Capital Gains Tax bill, 
and even a Chargeable Lifetime 
Transfer depending on the valuation 
of the home.

Other clients will perhaps allude to 
an ‘Asset Protection Trust’. Again, the 
local authority will ask questions and 
your client’s will need to greatly justify 
their reasons for creating this Trust 
other than deliberate deprivation. The 
next issue is whether or not this Trust 
has been set up in the correct way as 
the local authority may overturn this 
planning if not, meaning clients will 
have potentially wasted great deals of 
money for no benefit.

At The Right Will, we have a range of 
solutions available to your client that 
can protect their property from being 

used to pay for care fees, as well as 
protect the rest of their assets for 
future generations. 

We offer a personalised estate 
planning report based on each client’s 
individual needs and requirements 
to ensure that your clients are 
recommended the best planning 
available. Your client’s can then decide 
which option is most suitable for them 
before instructing the work to be 
carried out. 

Should you wish to find out more or if 
you think you may have a client who 
can benefit from our services then 
please give us a call on 01564 732 740 
where a member of our team will be 
able to assist.

*Figures from moneyadviceservice.org.uk

James Moore | Estate Planning Consultant | The Right Will

How to protect your client’s home from future care costs.

Is your client concerned about 
losing their home to pay for care 
costs?
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July saw the production of a 
discussion paper by the Financial 
Conduct Authority (FCA) aimed at 
establishing what our current duty 
of care looks like. It considers where 
the gaps lie and how we can look to 
bridge these gaps. Their conclusion? 
Why not introduce a new “duty”? In 
other words, change legislation and 
thereby evoke a change in regulation.
On the face of it, I don’t really have a 
problem with this, after all, regulatory 
changes keep me in work. But remove 
the selfish element for a moment and I 
can still see benefits that will emanate 
from this review.

As mentioned; the FCA’s aim is to 
establish if the current regulation 
regarding the treatment of customers 
is fit for purpose. No problem there – 
all organisations should review what 
they are doing, why they are doing 
it and how they could do it better; 
especially those whose consumers 
cover the length and breadth of the 
population of this country. 

Effectively then, the recent FCA papers 
on “Approach to customers” and “Duty 
of care” come down to one thing – 
‘Culture.’  

You will recall that the FCA has been 
given a single strategic objective – to 
ensure that relevant markets function 
well – and 3 operational objectives, 

one of which is securing appropriate 
protection for consumers. That is why 
now, perhaps more than ever before, 
there is such a focus on our duty to 
our customers.

Currently we work under principal 
based regulation, which works to a 
point, but is fully reliant upon the 
correct principals being in place, being 
appropriately written, being suitably 
understood by stakeholders and 
being effectively enforced. Although 
a brief statement, this is a significant 
challenge for the regulator.

Then we have this matter of 
culture…

One of the key steps towards 
improving the culture within firms 
is the introduction of the Senior 
Managers and Certification Regime 
(SMCR), already in force in parts of the 
Financial Services industry, but due to 
be applied to “solo-regulated firms” on 
9th December 2019. This regime will 
certainly do more to make individuals 
accountable and aims to make firms 
understand their responsibilities.

As you continue through the “Duty 
of Care” discussion paper, the 
Regulator references Fair Treatment of 
Customers, The Financial Ombudsman 
Service, regulation in other industries, 
current policy, enforcement and 

other regulatory practices in place.  
Around all of these are a number of 
thought provoking questions aimed 
at ascertaining if we are doing all we 
can to demonstrate that we are taking 
care of our customers. But what the 
paper actually seems to establish is 
that we have a pretty robust system in 
place already for ensuring protection 
of consumers via a duty of care. It 
is pleasant then to consider that 
actually, there is a great deal of good 
going on in the industry and although 
change is inevitable, it doesn’t have to 
be drastic.

So well done, everyone gets a ‘pat on 
the back’! And the good news is that 
there will be no change? – Well no, 
I’m afraid not actually. There will be 
change and improvements, but we’ll 
keep you updated as the consultation 
progresses.

"It is pleasant then to consider that 
actually, there is a great deal of 
good going on in the industry and 
although change is inevitable, it 
doesn’t have to be drastic"

At this point though, I feel it necessary 
to make an observation. Despite all 
of the guidance available explaining 
the responsibilities of financial 
services professionals, it should be 
noted that it is not easily accessible. 
How the average adviser finds the 
time and desire to read through the 
raft of consultation papers, finalised 
guidance and policy statements is 
beyond me.

Although the guidance from the 
FCA is reasonable and well-intended, 
without the backing of a compliance 
function (whose sole aim in life is 
take the regulatory guidance and 
transmit it to the individuals at the 
‘sharp’ end of the advisory process in 
a straightforward fashion), change is 
very difficult to effect. 

This year firms have had to adopt 
both GDPR (I appreciate this is not 
FCA regulation) and the Insurance 
Distribution Directive (which has a 
final ‘go live’ date of 1st October). 
I can tell you that businesses like 
ours have spent literally, hundreds of 
hours in preparation. But, how many 
businesses are prepared to lose days, 
or even weeks of work each year 
keeping pace with ever changing 
regulation?

If we are not careful we run the risk 
of Regulation becoming like ‘white 

noise’, and if this happens, we could 
witness a decline in standards.

I don’t mean this article to be an attack 
on the Regulator or on Firms; far 
from it, both are really important for 
a safe, vibrant and thriving Financial 
Services marketplace; rather these 
are the observations and concerns of 
someone who is keen that the high 
standards of our industry continue.
So, what is the solution? Less 
regulation? – Probably not.

If we want a financial services 
marketplace that is honest, fair and 
effective; one that customers can trust 
and rely upon, then the solution lies 
in having the right support for your 
business.

And now for the shameless plug…

…if you want to ensure that you are 
keeping pace with the FCA and it’s 
regulation, get yourself a Compliance 
Manager – or a Network – or a DA 
club!

By the way, we have all three.

Further guidance on embedding 
GDPR or IDD is available to 
members on the TRM website.
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Q. Why are you bringing the 
Guardian brand back? 
Guardian is a brand with a proud 
history, helping protect families since 
1821. Many people will have personal 
experiences of Guardian, whether that 
be working there, having a policy or 
even remembering the TV adverts in 
the 80s and 90s.  
 
Guardian is a name that stands out – 
one that advisers can recognise and 
trust. So, we’re delighted to bring the 
brand back to life with a new identity.  
 
Our new identity reflects our intention 
to continuously rethink and reinvent 
protection, and you’ll notice three 
very important words in our logo: Life. 
Made Better. This is our promise to 
advisers, and to customers.  
 
Q. What are you hoping to achieve 
as a business? 
We’re re-entering the UK protection 
market with a single ambition: for 
every family to have protection that 
they truly believe in. 

We believe the only way for us to meet 
our ambition is if protection is sold 
with quality advice – that’s why we’re 
committed to advisers, and that’s why 
it’s our only route to market. 
  
Together with advisers, we want 
to tackle the common objections 
that customers have so that more 
protection is sold.  

Q. You’ve talked about advice being 
important; how do you plan to 
support advisers? 
We think advice is crucial and we’re 
committed to supporting advisers. 
We’ve invested heavily in technology 

but remain at heart a people business.  
We’ve recruited a significant number 
of experienced Sales and Marketing 
people to support advisers when they 
need it and help demonstrate the 
value of our unique product features.  
 
Q. What products do you offer 
and what are your unique product 
features? 
We offer life protection and 
critical illness protection, as well as 
optional extras children’s critical 
illness protection and fracture plus 
protection. And we’ll be launching 
income protection in early 2019 with 
business protection following after. 
  
We’ve looked at the ‘typical way’ 
providers view protection policies and 
have come up with the ‘Guardian way’. 
For us 'better' isn't about changing 
one big thing. It's about improving 
lots of little things that collectively 
make a big difference.  
 
We have many unique product 
features, just two examples are:  
 
1. Our critical illness definitions are 
simpler and easier to claim on 
 
Our philosophy is to simplify policy 
wording to make cover easier for 
advisers to recommend and for 
customers to understand. We’re not 
creating a new category of critical 
illness definitions – we’re challenging 
the current way and aiming to deliver 
the very best overall coverage. 
 
For example, when a customer claims 
for heart attack, providers typically 
request detailed medical reports and 
evidence so they can assess whether 
the diagnosis is serious enough. At 

Guardian, the word of a UK Consultant 
is all we need. We’ve applied this 
thinking to as many definitions as we 
can.  
  
2. Our Payout Planner is a simple 
solution for those without trusts 
 
Although we all know how important 
it is for life cover, still less than 10% 
of policies in the UK are put in trust. 
We’ve created a solution to try and 
address that. 
 
Payout Planner lets customers choose 
up to 9 beneficiaries as part of our 
application process. This means we 
can pay claims instantly, without 
having to wait for probate. We’re 
using contract law instead of trust law.  
 
We still see a place for trusts, 
especially for clients with complex 
estates. But for advisers who don’t 
recommend trusts, we think this will 
be an effective solution to one of the 
industry’s biggest problems. 
  
Q. Finally, how do The Right 
Mortgage Network advisers 
register to submit business? 
Our registration process is easy – it’s 
online so advisers can be up and 
running in minutes. All we need is 
your firm principal to register first with 
their FCA IRN to confirm firm details. 

Once firms are registered, individual 
advisers can register themselves. 
Registration is now open. Visit 
guardian1821.co.uk/advisers 

Mike Devaney | Head of Strategic Partnerships | Guardian

Protection brand Guardian has recently re-entered the market. Mike Devaney, Head 
of Strategic Partnerships, gives us more information about this widely anticipated 
launch. 

When selling income protection to 
clients, reassuring them that they will 
be paid out in the event of a claim can 
sometimes be a barrier to pushing 
the sale over the line. At Shepherds 
Friendly, our primary responsibility is 
to our members and to you, as their 
financial adviser, not shareholders. 
That’s why we make it our priority to 
pay claims as promptly and efficiently 
as possible, so clients are supported 
when they need it the most.

This forms part of our Claims Promise, 
which underpins everything we do to 
try and support our income protection 
members throughout the duration of 
their claim. And with 96% of claims 
accepted on our plan in 2017, your 
clients can be confident that they will 
be paid if they need to make a claim.

But don’t just take our word for it. Our 
members regularly contact us with 
positive feedback about their claims 
experience with us, and you can view 
some examples by visiting our Claims 
Promise page on our website and 
scrolling to the bottom of the page. 

The feedback from our monthly 
survey to members who are in claim 
is similarly good, with an average 
rating of 4.6 stars out of 5, and 100% 
of respondents saying they would 
recommend Shepherds Friendly to a 
friend or relative.

In addition to the positive claims 
experience reported by our members, 
our 5 Star Defaqto rated plan offers 
many unique features to suit a wide 
range of clients:

• Cover up to 70% of pre-incapacity 
income, with no increase in 
premiums between ages 16-30 
and 52-70 – making the plan 
extremely competitive for clients 
in those age brackets;

• We offer a two-year short-term 
and a longer-term plan, to cater 
for different budgets and cover 
requirements;

• We never load premiums based 
on occupation, smoker status or 
BMI (up to a maximum of 38) – 
meaning the plan is accessible for 
a wide range of clients, regardless 
of their job or lifestyle;

• Flexible waiting periods from 
day one all the way to 52 weeks, 
to help fit individual clients’ 
personal requirements and sick 
pay entitlements;

• Our interactive underwriting 
process means your client’s case 
could be accepted on the same 
day. 

Remember, it’s also important to 
confront some of the common 
misconceptions around income 
protection that clients may bring 
up. Many will say the plan is too 
expensive, whereas in reality clients 
can be covered on our plan from just 
£5 a month*. 

Similarly, a barrier to taking out income 
protection is the fact that people 
simply don’t think illness or injury will 
prevent them from working. However, 
it is important to stress that this can 

happen to anyone, and with 55% of 
people only having up to 3 months’ 
worth of income in savings** – how 
would they cope if they were off work 
longer-term? Asking clients these 
questions can help them understand 
the importance of having that safety 
net in place, and ultimately help you 
make the sale.

To help with this, the income protection 
task force has launched a website 
which includes sales tips, FAQs and 
webinars designed to raise awareness 
of income protection among both 
intermediaries and clients. 

If you would like further information 
on our income protection plan, all 
you need to do is visit our website 
intermediary.shepherdsfriendly.co.uk, 
or call 0161 495 6495 to speak to our 
business development team who will 
be more than happy to talk through 
the additional benefits of the plan. If 
you have any questions on how we 
handle claims and underwriting, or if 
you have specific questions relating 
to your clients that you may need 
assistance with – they will be able to 
help. 

*18-year-old with a waiting period of one day, 
£376 of cover, premium of £5.00 a month.
**Drewberry Insurance Protection Survey, 2015

Claims reassurance for you and your 
clients from Shepherds Friendly

Alexander Fallowes | National Distribution Manager | Shepherds Friendly

A lack of trust that providers will pay claims shouldn’t be a barrier to selling income 
protection.

Guardian re-enters the market
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Let’s face it, talking about death and 
funerals can be... well... a little awkward. 
But, as the trusted adviser, you appreciate 
that sometimes talking about awkward 
things now can have significant benefits 
for your clients further down the line.

Golden Charter recently conducted a 
consumer poll where 1000 people aged 
over 30yrs were questioned around their 
attitudes to discussing funeral wishes 
and what considerations were important 
when thinking about planning a funeral. 
90% of those interviewed wished to 
ensure that costs did not impact on 
family members and 86% considered 
it important to discuss the end of life 
wishes with family members or friends*. 
This is worth bearing in mind when you 
are talking about funeral plans with your 
clients.

Some other interesting findings:
• 8 out of 10 questioned  (80%) 

would like their family to be ‘more 
comfortable’ talking about their 
funeral wishes*

• Cost was the fifth most important 
consideration when thinking of 
organising a loved ones funeral 
but the second most important 
consideration when thinking about 
their own funeral*

• Around 2 out of 3 people had 
thought about their own funeral 
wishes*

A funeral plan is not just a financial 
decision, it’s an emotional one. It really 
is about easing stress and having 
something in place that genuinely 
means one less thing to worry about 
in one of life’s saddest and emotional 
times. Your clients can be assured they’ll 
get the funeral that they want, and it will 
save their family from any uncertainty 
over their final wishes.

Statistics from the 2017 Sunlife Cost of 
Dying Report show just how little some 

families knew about their loved ones 
wishes:
• Only 1% of people organising a 

funeral knew all of the deceased’s 
wishes;

• 21% did not know any of the 
deceased’s wishes;

• 45% did not know if their loved one 
wanted to be cremated or buried;

• 63% did not know whether to hold 
a religious or non-religious service.

Funeral plans don’t necessarily have 
to be an awkward conversation with 
clients. As their adviser, they trust you 
to recommend products that will help 
provide both peace of mind and financial 
benefits and  a funeral plan fits into that 
category. 

There are many reasons that clients buy 
funeral plans and the below situations 
illustrate some of these:

Janet & Walter
When Janet and Walter reached their mid 
70s, they found their home was too big 
to manage. So they decided to sell and 
moved to a small estate of bungalows 
designed with older residents in mind.

The couple manage well on their 
retirement incomes, and the sale of 
the house gave them some extra cash 
for a rainy day. It also gave them the 
motivation to tie up some loose ends 
– and they used some of the money to 
buy their funeral plans. Neither of them 
wanted the surviving partner to have the 
burden of making difficult decisions in 
the future, and sorting things out now 
has helped to give them real peace of 
mind.

Doreen & Peter
Doreen 68yrs, and Peter 69yrs, have 
been married for 42 years and have two 
children. They’ve lived in the same house 
for 31 years. It’s modest and mortgage-
free.

Their daughter Jenny lives nearby, and 
they’re happy to help out with childcare 
so she can work full time. Before they 
retired, Peter was an electrician and 
Doreen worked part time. They’re 
delighted that both children went to 
university, and have rewarding careers. 

Doreen and Peter bought their funeral 
plans a few years ago, when an ISA 
matured. They like the peace of mind of 
having their final wishes set out in their 
plan documents. And they know it will 
make things much easier for Jenny as 
she will be responsible for organising 
the funerals.

Julian and Robb
Julia 56yrs and Robb 59yrs work long 
hours – she’s a vet and he’s a director 
at an upmarket property firm. They 
love coming home to their comfortable 
house at the end of a hard day. It’s a 
little too big for them now that the 
children are at university, but they like 
the neighbourhood and it’s an easy 
commute for work.

The good things in life are important 
to them but they don’t take anything 
for granted, and see the value in having 
some protection in place. For them, 
buying funeral plans was a sensible 
financial decision – just like buying life 
insurance, or saving in an ISA – and it 
gave them the opportunity to get their 
Wills updated at the same time.

For further information please contact 
your Regional Account Manager or 
call our Sales Support Team on 0800 
090 2345

*Golden Charter survey data. February 2018. 
Survey size 1020

It’s time to talk to your clients about 
‘you-know-what’

Mike Jones | Senior Development Manager | Golden Charter

How funeral plans fit into your portfolio and how to introduce the subject. 
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Releasing this data isn’t about pitting 
one insurer against another; it’s 
about building consumer trust and 
confidence in our industry. Essentially, 
it’s about demonstrating that insurers 
will pay a claim when they say they 
will.

However, their importance runs 
deeper than stating just a percentage 
of claims paid overall. As insurers, we 
can help build a picture of the support 
we have provided our customers in 
difficult times. Statistics like average 
pay-out, type of claim made and the 
reason behind declined claims, can 
help to paint the real picture behind 
the figures. 

Claims statistics also help to put in 
perspective the everyday chances of 
being ill or injured and not being able 
to work.  It’s too easy to think ‘it won’t 
happen to me’ and this is a common 
objection to income protection. Our 
own experience in this area has shown 
that it only takes one ill-timed fall to 
cause a major upset in a customer’s 
life. By sharing this information about 
our claims and making it personal, it 
helps you understand exactly what 
you are recommending and helps 
your clients appreciate why they 
might need it.

Government figures show that 
300,000* people fell out of work and 
into the welfare system due to health-
related issues in 2014, and according 
to the Money Advice Service, one in 
three consumers experienced a shock 
to their finances between 2010 and 
2015 alone. These aren’t extraordinary 
or rare problems, they’re common 

and sadly they happen every day. 

Trust and transparency is an area 
where insurers’ claim statistics can and 
should be helping provide customers 
with the surety they need to put their 
minds at rest.  It’s easy to see why the 
topic of declined pay-outs can be so 
emotive, however the industry is held 
to the highest standards and there 
will always be a good reason and full 
explanation if a claim is not able to be 
paid.  

It may sound like a cliché, but behind 
every claim is a real person, each 
facing up to difficult circumstances.  
Income is the glue that sticks most 
finances and life goals together, take 
this away and plans, dreams and 
aspirations could quickly fall apart. 

Every case is unique, and each one 
requires a bespoke, personalised 
response. There is nothing more 
valuable in life than good health, yet 
too many workers in the UK take it for 
granted. Claims statistics give insurers 
and financial advisers the opportunity 
to build up trust and confidence with 
consumers about the vital need for 
income protection.  

Together, armed with this information, 
we can all ensure more of the UK is 
protected and that illness or injury 
won’t have a lasting negative impact 
on a client or their families lives. 

*https://www.gov.uk/government/news/a-
million-workers-off-sick-for-more-than-a-
month

The importance of claims statistics 

Steve Bryan | Director of Distribution & Marketing | The Exeter

What was once unheard of has now become the norm. Income protection insurers 
releasing their annual claims statistics, which can only be a positive thing for the 
protection industry.



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 fortnightly 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

Funeral
Plans


