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It’s all a matter of trust

Putting life insurance in trusts. Richard 
Kateley from Legal & General explains why 
it’s a good thing.

Staying in touch with your 
customers

The world of general insurance is one 
of the most competitive sectors of the 
financial services industry. In this article 
we discuss 6 key points that will help you 
fend off the many forms of competition.
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The Right Mortgage & Protection 
Network
A network that looks after you: the adviser. 
We give you the tools to increase your income.

The Right PMI & Healthcare
The Right PMI & Healthcare is the specialist 
division of The Right Mortgage & Protection 
Network. If you do not sell PMI, you can refer 
it to us and earn 50% of the commission.

The Right Will
Our partner company, The Right Will offers 
a simple will and estate planning service to 
fi nancial advisers. Membership is free for our 
network members.

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

The Later Life Lending Network
Launched earlier this year, we are proud to 
support our members to advise in this growing 
market with our new specialist later life and 
equity release division.

The Right Accountants
Are you paying too much for your accountancy 
services? The Right Accountants specialise in 
preparing accounts for the fi nancial services 
industry at market leading rates. Don't forget, 
you can refer your clients to them too.

The Right Conveyancing
We’ve listened to all our members feedback 
and searched for the best options available. 
The Right Conveyancing will now give you 
access to the UK’s leading conveyancing 
specialists, all in one place.

Poynton Law Limited
Providing an effi  cient, quick and cost 
effective legal service to enable people to 
release equity from their home. Poynton 
Law Limited also provides other services 
including; probate and international probate, 
matrimonial, driving offences, cohabitation 
agreements and parental access.
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WELCOME...

to the November edition 
of The Right News!

It's important not to 
get complacent in this 

industry and continue to 
look for ways to stand out 
amongst your competitors 
and stay at the forefront 

of your clients minds, both 
new and existing.

By staying in touch with 
your clients and offering 

a broad range of services, 
you will be seen as the 
fi rst port of call and will 
ensure your business is 
successful long term.

This magazine is crammed 
full of tips and ideas to 

help you remain proactive 
and stay in touch with 
your clients effectively. 

Turn to page 14, to read 
top marketing tips, to 

keep your business one 
step ahead into 2019 and 

beyond.

Kind regards

Martin Wilson
CEO

PSST...

In the dawn of GDPR, it is 
now more important than 

ever to utilise the data 
you have and ensure you 
are using technology more 

effi  ciently.

As part of our 
commitment to your 

ongoing learning, we are 
hosting our fi rst

Technology Masterclass 
in December, 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 at 
therightmortgage.co.uk/
technologymasterclass.

Look out for further 
masterclasses throughout 
2019, where we aim to 
show how technology 
can work for you and 

ultimately help to 
build long-term client 

relationships.

Kind regards

Adam Stretton
MD
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As the year draws to an end, it’s 
only natural for your clients to look 
ahead to the future. How can they 
best prepare themselves for the year 
ahead? For some, this may involve 
common New Year’s resolutions 
like eating healthier, starting a new 
hobby, or even investing in a gym 
membership.  But what they might 
not have considered is what might 
happen to their family if they become 
too ill or injured to work this year. 

That’s where you come in. 
Recommending income protection 
insurance helps your clients protect 
their income in the event of an 
illness or injury preventing them 
working. Most people completely 
lack cover of this kind, with only 
10.1% of the working population 
taking steps to insure their income, 
leaving them worryingly vulnerable 
to an unexpected income shock.* 
Without a wage coming in, paying for 
everyday bills and even that new gym 
membership becomes a lot harder.

But how do you start this conversation 
with your clients? At British Friendly, 
we’ve created a range of sales tools to 
help you talk about income protection 
with your clients. Our Adviser Toolkit 
features a whole range of interactive 
online resources, including videos, a 
safety net calculator and informative 
fl yers which help you explain to your 
clients the value of having income 
protection cover in place.

These resources also help you 
overcome objections you may face 
from your clients about income 
protection, debunking common 
myths that your clients may hold 
about this insurance. For example, 
one common objection you may face 
is from your self-employed clients, 
who may be unsure about whether 

income protection is open to them.

At British Friendly we welcome your 
self-employed clients. We offer a 
range of products that can be easily 
tailored to your client’s individual 
needs, including Breathing Space, an 
income protection policy specifi cally 
designed for your self-employed 
clients. With Breathing Space, your 
client won’t need to prove their level 
of income at any stage. This also 
makes Breathing Space a great option 
for your clients working fl exibly in 
the gig economy or on zero hours 
contracts who often have minimal 
sick pay from their employers.

Your client may also be worried about 
the cost of taking out an income 
protection policy, as they’ve been 
looking to save money and cut back 
on their spending this year. According 
to a recent study, 43% of people said 
that the main reason they didn’t have 
income protection was because they 
think it would be too expensive for 
them.**

At British Friendly, we understand 
that your clients may have tight 
budgets which is why we offer a 
great amount of fl exibility to allow 
you to customise your clients’ policy 
through a range of different benefi t 
and deferred periods, giving them 
a wide range of potential budget 
options to reduce the price of their 
monthly premiums and best suit their 
needs.

To add even more value to your 
client’s income protection policy, 
we also offer Mutual Benefi ts, our 
discretionary loyalty programme 
which gives your clients access to a 
whole range of additional benefi ts at 
no extra cost. These great benefi ts 
include access to healthcare services 

such as Health MOTs, physiotherapy 
and counselling through our partner 
Square Health and even discounted 
gift cards and vouchers, helping your 
clients make signifi cant savings on 
shopping from a variety of household 
brands.

As a mutual, we have members, not 
shareholders, so we have invested in 
Mutual Benefi ts which is our way of 
saying thank you to our members. This 
gives your clients access to services, 
discounts and exclusive offers even 
if they never need to make a claim 
on their policy, providing your clients 
with great value for their membership 
with us, both in sickness and in 
health.

At British Friendly, we want to make 
it as easy as possible for you to 
recommend income protection to 
your clients. So for 2019, why not 
make selling more income protection 
your New Year’s Resolution?

To use the free resources on our 
Adviser Toolkit, fi nd out about our 
products or learn more about Mutual 
Benefi ts simply visit our dedicated 
adviser website at advisers.
britishfriendly.com or e-mail our 
friendly Partnership Support Team at 
sales@britishfriendly.com .

*Figures from the 2018 Drewberry Protection 
Insurance Survey
** Figures from the 2018 Drewberry Protection 
Insurance Survey

Make income protection part of 
your conversation in 2019

Emma Vaughan | National Account Manager | British Friendly

With the New Year approaching, now’s the time to help your clients protect their 
income.

There will be times where your 
client’s may ask questions about 
what happens to their estate when 
they pass away. Can you provide 
them with the answer? 

Through partnership with The Right 
Will and Estate Planning Ltd, you can 
provide the full package to offer your 
client the service they need without 
having to refer business elsewhere.

So how can we help? Let me talk you 
through a real-life case we recently 
provided for one of our adviser’s 
clients…

Firstly, upon receipt of our one-page 
fact-fi nd, we were able to provide our 
adviser with full recommendations 
of the best products for these 
clients. They had an estate value 
of approximately £1.1m that was 
amassed through a residential 
property, cash savings and business 
assets.

The clients, husband and wife, had 
shown us that they had concerns 
about their home and savings being 
lost to pay for care fees, inheritance 
tax (IHT), their children’s inheritance 
being lost to divorce claims and 
marriage of the survivor after death.

So, we made our recommendations 
to the adviser, who passed these 
on to the client. We provided full 
marketing support to make it as 
easy as possible for our adviser to 
best display the vehicles for estate 
planning to his client.

We recommended a mirror will for 
these clients, but one that would 

not pass assets to each other directly 
on death, but instead directed to a 
suite of trusts each where the assets 
would be protected by those client’s 
trustees. 

This would keep the assets out of 
the estate of the benefi ciaries for 
their own generational IHT and also 
protected from potential divorce 
or creditor claims. Each client had 
their own trusts and listed their own 
benefi ciaries to receive assets in the 
shares they required.

Whilst it may appear that their estate 
would be subject to IHT, we also 
recommended that the clients include 
a business clause within their will, to 
direct assets to a third trust. HMRC 
allows some people to claim an IHT 
relief on some business assets*, up to 
100% or 50%. Upon doing this, the 
net estate was then reduced below 
the nil rate band and residential nil 
rate band (total £500,000 each from 
the year 2021) and as such, the 40% 
charge on assets over the threshold 
(£100,000) the clients will have 
saved up to £40,000 in inheritance 
tax on their death.

We feel that this is essential to get 
sorted fi rst of all because there is 
no way of ascertaining when we are 
likely to pass away. But there are 
further solutions we can provide to 
clients during lifetime, particularly for 
the concern of the forced sale of their 
property to fund their care costs.

Through one of our lifetime trusts, 
the clients were able to convey their 
property into trust today. This means 
that if they are required to fund their 

own care fees, as more and more 
people are each year, their property 
may not be assessable by the local 
authority.

As always, we recommend lasting 
powers of attorney for all clients, it is 
an absolutely critical piece of advice, 
particularly with the continuing rise 
of mental incapacity in the UK. 

For this full package, the adviser has 
received over £3,300 in commission 
for a case which began in May this 
year, and has already completed.

Through providing this advice, we 
have not only satisfi ed the clients 
concerns, but we have also been 
able to assist one of our fi ve hundred 
active advisers in ringfencing their 
client to offer them the full fi nancial 
suite. 

So if you have clients who ask you 
questions you are not sure of, or 
you spot clients in similar situations, 
why not get in touch with us at The 
Right Will and we can always fi nd a 
solution.
  
*Business Property Relief rules apply, this 
would need to be determined by the relevant 
business accountant to see whether such relief 
is obtainable

Estate planning: a case study

James Moore | Estate Planning Consultant | The Right Will

Are you unsure of how to provide your client with the full estate planning package?
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LiveTALK is the dedicated instant 
messaging service of NatWest 
Intermediary Solutions. I’d like to 
outline some top tips for you to get 
the most out of this fantastic service 
and also to help with any issues you 
may have in accessing LiveTALK.

Accessing LiveTALK

To access the LiveTALK service, 
simply visit the NWIS website, and 
click on the icon that appears to the 
right of the page. 

The icon looks like this: 
 

The icon will appear at the right hand 
side of every page of our website. 
If the icon does not appear or you 
are having trouble accessing, we 
would recommend the use of Google 
Chrome as the preferred web browser 
to access LiveTALK. If you cannot use 
Google Chrome, please clear your 
web browsers cache and cookies and 
this should fi x the problem.
 
The benefi ts of LiveTALK

Many brokers are already benefi tting 
from the use of LiveTALK, with the 
team handling on average 18,000 
chats per month. In 44,306 broker 
satisfaction surveys completed over 
12 months, they have received a 
98% satisfaction score for the service 
provided. The team also have an 

average waiting time of 36 seconds 
and chat duration time of 7 minutes 
and 14 seconds, meaning you won’t 
have to wait long to speak to a 
friendly member of our team and 
they will provide you with a thorough 
yet effi  cient service.

The main areas our LiveTALK staff 
can help brokers with are:

• Giving guidance with submitting 
applications (whether this is either 
an AIP or an application) and also 
helping with any technical issues 
with the application;

• Helping with New Business policy 
queries or any questions around 
our lending criteria;

• Providing password resets.

CoBrowse with LiveTALK

CoBrowse is a key feature that 
LiveTALK utilise which allows our 
staff to see what the broker sees and 
enables us to answer their queries 
more effectively whilst making the 
process easier for brokers.

In order to use CoBrowse effectively, 
you must start the LiveTALK chat 
from the link within the application 
(once logged in), not from the NWIS 
home page. This can be found in the 
top left corner of every page of the 
MI, AIP, and FMA.

If you don’t do this, our LiveTALK 
staff cannot use CoBrowse. This is 
because CoBrowse only allows us to 
see the page the broker is currently 
seeing and is only active for pages 
within the Focus Application System 
due to system restraints.

There are also instances where you 
should direct your queries to other 
NatWest teams rather than LiveTALK.

For example, if you have any 
questions regarding Existing 
Customers you need to contact our 
Mortgage Customer Contact (MCC) 
teams instead. This is also the 
case if you have queries regarding 
further borrowing, MCC would be the 
appropriate team to speak to. Their 
contact number is: 0345 900 1110.

For a more bespoke or niche case 
by case discussion, our Business 
Development managers are happy to 
help.

If you are experiencing any sourcing 
system issues for MTE, Trigold etc. 
LiveTALK do not have access to these 
systems so you will need to speak to 
your own administrators in order to 
fi x this.

LiveTALK is an essential service 
that we are proud of at NatWest 
Intermediary Solutions, we hope that 
brokers continue to benefi t from 
it and that we have clarifi ed any 
questions you may have had about 
the service. 

LiveTALK: how to access and 
utilise NatWest’s intermediary 
messaging service

David Hunter | Senior Corporate Account Manager | NatWest

We’re really proud of the service our LiveTALK team offer, here we’d like to share 
with you how you can get the most out of your interactions with them. 

Relationships are all about giving and receiving, and our relationship with you 
is no different. 

If you know someone who may benefi t from the support and opportunities we have to 
offer; introduce them to our network and if we authorise them, we will give you £1,000 
as a thank you. 

For more information, contact your National Account Manager or call Head Offi  ce on 
01564 732 744.

info@therightmortgage.co.uk
01564 732 744

Introduce someone 
to our network 
and earn £1,000
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Trusts. We’ve all heard of them. But 
did you know that you can put a Life 
Insurance policy into one? And that if 
you don’t, you could be putting your 
customers at risk by ignoring them? 

For some, this may seem obvious, 
however in a recent study by Legal 
& General*, 20% of advisers weren’t 
aware of the benefits. That means 
that one in every five advisers could 
potentially be jeopardising pay outs to 
beneficiaries if there’s no will, as well 
as making them face the possible 
burden of inheritance tax.

That’s why the benefits of putting 
life insurance in trust shouldn’t be 
ignored, especially now that they are 
even easier to set up. 

Why trusts are important

Trusts help to ensure the money 
from a customer’s life policy goes to 
the right people. And because the 
money paid out from a life insurance 
policy will not be part of the estate, 
this helps to reduce any potential 
Inheritance Tax bill – as well as 
ensuring there’s no risk of payments 
being held up with probate issues. 

But if customers haven’t put their life 
policy in trust, the proceeds may not 
go to the person they wish as the 
beneficiary. Plus, if the policy holder 
isn’t married and hasn’t made a will, 
then their partner may not be legally 
entitled to the policy proceeds at all – 
which could be a real shock. 

Despite the importance of writing 
life insurance policies into trust, 
fewer than 45% of advisers always 
discussed the benefits with their 

customers, with 18% stating that it’s 
not something that they prioritise 
talking about. 

Make time for trusts

When Legal & General asked advisers 
why they weren’t talking to their 
customers about trusts, 27% claimed 
that the policy application process 
took too long, and that they simply 
‘run out of time’ to discuss writing 
the policy into a trust. 

Yet a similar number of advisers 
believe that over 90% of their 
customers should have their policies 
written into trust. 

Now easier than you think

Filling in forms, getting signatures 
– that’s a thing of the past.  Trusts 
have now been digitised, and it’s 
revolutionising the way advisers are 
setting them up. 

Recently, Legal & General launched 
its new online trusts, making the 
whole process quicker and easier, not 
just for you but for your customers 
too.

 

Now your customer’s trust can 
be completed through the well-

established Online Protection 
Connect (OLPC) system as part of the 
application.  And there’s no need for 
any signatures, removing any delays 
in the process of completing the trust. 
You’ll also find that a lot of the 
information you had to previously 
input has now pre-populated, leaving 
only a few extra details needed to 
complete the process. Simple. 
 
Legal & General believes this new 
service will remove the complexity 
in creating a trust, making it much 
easier, saving time, paper work and 
chase up calls. Ultimately, it gives 
more time back for you to talk to 
more customers about the benefits 
of protection. 

Now that’s a win, win for everyone. 

www.legalandgeneral.com/adviser/
protection

*Legal & General conducted research with 
analysts Censuswide. The data draws on 
a survey of 100 financial advisers/brokers 
who sell life insurance and 1,006 consumers 
with life insurance. Research was carried out 
between 17th – 23rd November 2017.

It’s all a matter of trust

Richard Kateley | Head of Intermediary Development | Legal & General

Putting life insurance in trusts. Richard Kateley from Legal & General explains why 
it’s a good thing.

"Recently, Legal & General 
launched its new online trusts, 
making the whole process quicker 
and easier, not just for you but for 
your customers too"

I recently heard about a new 
behavioural science book which 
suggests people’s happiness is 
stronger when they do something for 
others. It’s something I completely 
identify with. I know I get pleasure 
out of buying birthday presents or 
in doing things for other people but 
hold back on buying things for myself 
because I see it as less important. 
Which got me thinking about whether 
we’re presenting the need for income 
protection in the wrong way.

The industry has talked for years 
about “Superman Syndrome” and the 
fact that people believe bad things 
won’t happen to them. Shifting 
the focus to how they would feel if 
someone in their immediate family 
needed caring for is something we all 
seem to relate to. We all worry about 
our loved ones. People with children 
find it challenging to juggle work and 
take care of sick kids even for a short 
time. By being as direct as saying 
“who would pay your bills if your kids 
or partner were so ill that you couldn’t 
work?”, we can help customers 
connect more realistically with the 
benefits of income protection.

Drewberry Insurance’s 2017 Wealth 
and Protection Survey found 40% of 
people it questioned had £1000 or 
less in savings to fall back if they need 
it. Just one in four also said they had 
a mortgage of more than £100,000 
to pay. Yet if a child is seriously ill 
for some time or your partner has 
an accident and needs caring for, 
the money would need to be found 
somewhere to cover the bills while 
they care for them.

Taking this into consideration, it’s 
worth highlighting that a recent study 
by the Money Advice Service (MAS) 
also found that more than 16 million 

people in the UK have savings of less 
than £100.  

£100. What would that cover? The 
electric bill for the month? Groceries 
for the week? A meal out with 
friends?

Instead of asking “how would you pay 
your mortgage or rent, utilities, food, 
childcare, transport, entertainment, 
clothing if you are ill and unable to 
work?”, we should be asking:

• “How would you cope financially 
if one of your children was 
seriously ill and needed round the 
clock care?”

• ”If your partner had an accident 
and needed care while they 
recovered, would you be able to 
provide the care, or get external 
help, without it affecting your 
bills?”

Family Carer Cover can give your 
client the financial breathing space for 
six months while they care for their 
sick partner or child. AIG’s income 
protection can do that where the 
more popular critical illness insurance 
can’t.

If your client is hospitalised for more 
than a week, it’s likely there will be a 
financial impact somewhere along the 
way. AIG’s inclusion of hospitalisation 
benefit on income protection worth 
£100 a night for up to 90 days can 
at least help meet the extra bills their 
family faces while they’re in hospital.
Income protection doesn’t have to 
be expensive too. If your client has 
income protection that paid out 
for two years, it gives them the 
opportunity to put their affairs in 
order during that two years and work 
out how to tackle life if the illness 
they have will likely last longer. It 

would also make it more affordable 
for example, for manual workers who 
have more chance of ending up on 
sick pay.

Income protection has always been 
the product that chases after the rest 
in terms of popularity. The thing is 
IP is, and will always be, the most 
important cover your client can have. 
Your income is the most significant 
thing you could lose. Everything else, 
financially hinges from it, including 
other insurance products you may 
have. 

Consider this: if you had a machine in 
the corner of the room that paid for 
everything in your life each month, 
would you insure that machine in 
case it broke? Your client is that 
machine. It makes sense that they 
insure themselves against breaking.

Andy Couchman, Editor of Health Care 
Insurance Report, referred to income 
protection as “a Cinderella plan - 
overshadowed by its stepsisters but 
ultimately to go to the Ball after all”. 
Maybe the solution to getting IP out 
of the shadows and into the spotlight 
is simply down to the way we deliver 
the propositions to client. Keep it 
simple, keep it straightforward and 
above all, keep it real.

ht tps://www.professionaladviser.com/
ifaonline/news/1324503/the-future-income-
protection

Income protection: shifting the 
focus

Nicki Plews | Senior Propositions Manager | AIG



10 11

r

As welcome as the rise in UK life 
expectancy has been – a 65 year-old 
man can now, on average, expect to 
live to 83 and a half, rising to almost 
86 for women1- one unforeseen 
consequence has been the knock-
on effects it’s produced in the area 
of later life care. Whereas certain 
conditions were once more likely to 
kill you, the huge advances in medical 
technology mean our chances of 
surviving cancer, heart attacks and 
stroke, for example, are far greater 
than they once were.

Great news, not least for the families 
involved. But it also means that more 
people are living for longer in poor 
health. They’re having to dig deeper 
into their savings, including to fund 
expensive care bills they may not 
be able to afford, in an effort to 
maintain dignity and quality of life in 
their later years.

That’s even before we look at the 
issue of dementia: over 7% of all 
over 65 year olds are now living with 
the condition and one in fi ve of 85-
89 year olds2. At current rates, it 
means that around a million people 
in the UK will have dementia by 
2025, rising to two million by 20503. 
So it’s all well and good welcoming 
longer life expectancy, however, we 
also have to accept it’s increasingly 
likely we’re going to have to start 
planning for life events such as these 
far earlier than we do now.

But here’s the thing. While it’s 
perfectly simple to fi nd insurance 
protection against serious illness, try 
fi nding some sort of plan to provide 
later life protection for conditions 

relevant to old age and the search 
options narrow considerably. Look for 
a combination of the two and you’ll 
fi nd absolutely nothing at all. Until 
now.

In a world-fi rst for the insurance 
market, we’ve launched a new cover 
option, Dementia and FrailCare 
Cover4, to help support people as 
they prepare for their later years, 
whatever those years may bring. It’s 
an integrated product – available on 
Serious Illness Cover at no additional 
upfront cost or underwriting5- that 
could help towards the cost of 
caring for dementia, Alzheimer’s, 
Parkinson’s, stroke and frailty. 

Of course, as the insurer that 
rewards you for positive lifestyle 
habits, following our healthy living 
programme over the long term can 
also help protect against the onset of 
later-life conditions in the fi rst place. 
However, we see this as a signifi cant 
fi rst step in addressing one of the 
most pressing issues in the protection 
industry, and society more broadly. 
We hope our clients will simply see it 
as adding an extra welcome touch of 
fi nancial certainty to a future nobody 
can predict.

1 h t t p s : / / w w w . t e l e g r a p h . c o . u k /
news/2018/08/07/uk-bottom-league-table-
life-expectancy-gains/ 
2https://www.dementiastatistics.org/statistics/
prevalence-by-age-in-the-uk/ 
3Alzheimer's Research UK, Prevalence by age 
in the UK, 2018
4T&Cs apply. This is not a long term care 
product. 
5When your Serious Illness Cover ends, 
premiums will continue for Dementia and 
FrailCare Cover

A new era dawns for later life 
protection

Justin Taurog | Managing Director Distribution & Sales | VitalityLife

With the rise in life expectancy – and the increased medical needs that tend to go 
with it – VitalityLife have come up with a unique protection plan to address the 
whole issue of later life costs.

"In a world-fi rst for the insurance 
market, we’ve launched a new cover 
option, Dementia and FrailCare 
Cover4, to help support people as 
they prepare for their later years, 
whatever those years may bring"

We've been in business for over 40 
years, and we're often described as 
a 'specialist lender'. And while we're 
certainly lending specialists, the 
lending itself isn't as 'specialised' as 
it once was.

That's because the world is changing, 
and what used to be unusual simply 
isn't any more. We work and earn in 
more disparate ways, and buy and 
live in more disparate properties, 
than ever before.

So instead of relying on tickboxes and 
credit scores alone, we get to know 
the person behind the numbers. It's 
not rocket science, but it means we 
can often lend when others can't. 

And we offer a wide range of products 
to suit a huge range of cases – cases 
that you may have thought were too 
diffi  cult to place.

Here's how to make the most of 
them: 

1. Front-load your conversations
We think there are roughly half a 
dozen pain points that can put the 
brakes on an application with a 
mainstream lender, so structure your 
initial conversations with your clients 
to identify them early on: 

• Are they looking for an interest-
only mortgage?

• Are they borrowing beyond 
traditional retirement age?

• Is there anything unusual about 
the property?

• Does it involve Right to Buy, 
Shared Ownership, or gifted 
equity?

• Are they self-employed or a 
contractor?

• Do they have several income 
sources?

• Have they had any credit blips?

The more they say 'yes' to, the more 
you should be thinking of talking to a 
specialist lender.

2. Work back-to-front
We often hear of clients frustrated 
by delays to lending, because their 
circumstances mean they've been 
turned away by the big names. 
By the time the case reaches us, 
they've already been in the process 
for a while, and may have been 
teased with a very low rate that isn't 
available to them.

By turning your approach around, you 
can improve their whole experience. 
Start by coming to a more specialised 
lender like Together, where your 
client is more likely to be accepted. 
The customer has the reassurance 
that lending is available – while you 
can approach the mainstream lenders 
later, and potentially offer your client 
a lower rate.

This way, the client's experience of 
applying for a mortgage starts well 
and has the potential to improve as 
it goes on.

3. Drop the stigma
There was a time when 'specialist 
lender' meant 'impaired credit'. And 
while that was once a fair assessment, 
it's not any more.

It's true we can often lend to clients 
with a credit blip on their record, 
but it's no longer the defi ning 
characteristic of our customer 
base. Instead, many of our clients 
have complex income or are self-
employed, and mainstream lending 
criteria simply haven't evolved at the 
same pace as society.

There's been a surge in self-
employment – some 4.8 million 
people are now classed this way – 
and over 1.2 million people over 65 
are still working. We're buying and 
borrowing later in life, and some of 
us never retire.

Our underwriting approach is fl exible 
enough to account for clients in these 
circumstances. So keep us in mind.

4. Get to know your BDM
We have a team of BDMs who travel 
the country. Unlike some lenders' 
BDMs, they can tell you about much 
more than rate changes and other 
updates that you'll have already been 
told about in circulars. They can 
really add value, with anecdotes of 
real cases that we've been able to 
fund.

You also have access to a team 
of roving underwriters. They can 
visit you and go in-depth on our 
underwriting approach, and provide 
direct, in-depth feedback on why 
some cases have progressed (or not).

5. Specialise among your team
We appreciate that there are a lot of 
lenders and mortgage products out 
there, and it's impossible to know 
everything about all of them. You 
may, instead, prefer to specialise.

We know of some broker teams 
where one broker specialises in 
cases that suit Together; another 
who specialises in cases that suit a 
different specialist lender; and so on. 
This allows you all to take advantage 
of the subtle differences that exist 
between even specialist lenders.

Top tips for making the most of 
Together 

Richard Tugwell | Group Intermediary Relationships Director | Together

Richard Tugwell introduces specialist lender Together, and how they can help you 
place those trickier cases.
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Widening your portfolio can offer a 
great opportunity to get in touch with 
your clients and for you to strengthen 
your offering. Becoming a Golden 
Charter intermediary allows you to 
help your clients plan ahead for the 
future and there are benefi ts for you 
and your business, too. 

Benefi ts to you:

Competitive commission rates

We want to help you deliver an 
excellent service for your clients, 
and also create a valuable additional 
income stream for your business. 
To say thank you for recommending 
Golden Charter, we offer an attractive 
introducer’s fee for each funeral plan 
you sell.

Quick and simple applications

We know you’re busy. That’s why we 
keep everything as easy as possible. 
Our simple 2-page application 
form takes less than 30 minutes to 
complete on average. Applications 
are hassle-free – there are no 
medical questions, and acceptance is 
guaranteed. 

Full support from one of the UK’s 
largest funeral plan providers*

We’ll give you all the support and tools 
you need to help sell our funeral plans 
effectively and sensitively. As well as 
full product and process training, we’ll 
provide you with tailored marketing 
materials, including sales aids and 
client-facing documents. 

Are funeral plans right for my 
clients?

A funeral plan is not just a fi nancial 
decision, it’s an emotional one too. It 

really is about easing stress for loved 
ones and having something in place 
at one of life’s saddest times. Your 
clients can be assured they’ll get the 
funeral that they wish for at today’s 
prices and it will save their family 
from any uncertainty over their fi nal 
wishes.

Below are some  examples of why 
people choose to take out a funeral 
plan: 

Clare and Alan

Clare (44) and Alan (48) have been 
married for ten years and recently 
moved to a larger house. Last year 
Allan’s brother fell ill suddenly, 
becoming unable to care for himself 
and his wife had to apply to the 
courts for guardianship. 

Clare’s mum had a funeral plan when 
she died and Clare found organising 
her funeral straightforward. She also 
liked the fact that her mum had 
chosen exactly what she would like, 
as Clare didn’t think she would have 
been able to make decisions easily 
in the circumstances. When their 
mortgage adviser mentioned funeral 
plans, they thought it was sensible 
to look into it while they were doing 
their lasting power of attorneys.

Doreen & Peter

Doreen and Peter have two children 
and have lived in the same house 
for 31 years. It’s modest, but it’s 
mortgage-free. Their daughter Jenny 
lives nearby, and they’re happy to 
help with childcare so she can work 
full time. 

Doreen and Peter bought their funeral 
plans a few years ago, when an ISA 
matured. They like the peace of mind 

of having their fi nal wishes set out in 
their plan documents. And they know 
it will make things much easier for 
Jenny, as she’ll be the one organising 
their funerals. 

Julian and Robb

Julia (56) and Robb (59) work 
long hours – she’s a vet and he’s a 
director at an upmarket property 
fi rm. 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.

The good things in life are important 
to them but they don’t take anything 
for granted, and see the value in 
planning ahead. For them, buying 
funeral plans was a straightforward, 
sensible fi nancial decision – just like 
buying life insurance, or saving in an 
ISA – and they took 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.

�*Based on recent market share of funeral 
plans sold. For details please see
Funeral Planning Authority statistics 2017 at 
funeralplanningauthority.co.uk/
statistics and Golden Charter Annual Report 
2016/17 at goldencharter.co.uk.

Is your business missing out?

Mike Jones | Senior Development Manager | Golden Charter

Widening your portfolio can offer a great opportunity to get in touch with your 
clients and for you to strengthen your offering.

Together we thrive

We’re here 
to help
Building relationships is key to any 
successful partnership, which is why  
we continue to expand our support 
function. With a dedicated broker  
support helpdesk and a personal point of 
contact with our experienced field-based 
Business Development Managers, we’re 
committed to delivering a first class  
service to you and your clients.

Visit intermediaries.hsbc.co.uk
Talk to your local BDM today
Call 0345 600 5847
(open 9am-5pm, Monday-Friday) 

HSBC UK Bank plc. Registered in England & Wales with number 09928412. Registered Office: 1 Centenary Square, Birmingham, B1 1HQ, United Kingdom. 
Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority.  
Our Financial Services Register number is 765112. ©HSBC Group 2018. All Rights Reserved. X2839
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MORTGAGE CALCULATOR

CONTACT US NOW

This product is only available from HSBC. Click here to apply.SET UP FEES BREAKDOWN
Application Fee 

£900Product Fee 
£99Valuation Fee 

£149Other Fees 
£30Cashback 
£0

FLEXIBILITY
Overpayments alllowed? YESEarly repayment charge N/A

OTHER PRODUCT INFO
Exit Fee 

£0Maximum LTV 
80%Minimum Loan £10,000Maximum Loan £1,000,000

The total amount payable is £177,806 and the overall cost for comparison is 3.4% APRC. What does this mean?

CLICK HERE  
TO APPLY

MONTHLY PAYMENT

£460  

For 24 months

Then £600 for  23 years
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For 1 year

SET UP FEES
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23 years  
currently 3.89%
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FIRST TIME BUYER
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How much is your property worth? SUMMARY:

DEPOSIT:  £30,000LOAN TO VALUE:  80% CLICK  
TO START
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T: 02920 020 005  
E: info@clearthinkingfinance.co.uk  
W: www.clearthinkingfinance.co.uk

Mortgages
Life Assurance

Home Insurance
Business Insurance
Business Finance

Conveyancing
Wills & Trusts

Private Medical
Secured Loans
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26 Melrose Avenue  |  Penylan  |  Cardiff  |  CF23 9AR

Office: 02920 020 005 

Email: info@clearthinkingfinance.co.uk 

Website: www.clearthinkingfinance.co.uk

Registered Address:  Pharos House  |  67 High Street

Worthing  |  West Sussex  |  BN11 1DN

Company Number: 10665912  |  FCA Number: 775993

To arrange a free appointment, pop into the branch or call us on 02920 020 005.

Your home may be repossessed if you do not keep up repayments on your mortgage.

Clear Thinking Finance Limited is an appointed representative of HL Partnership Limited which is authorised and regulated by the Financial Conduct Authority. Clear Thinking Finance Limited 

is a company registered in England and Wales with Company Number 10665922. Registered Address:  Pharos House  |  67 High Street  |  Worthing  |  West Sussex  |  BN11 1DN
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REMORTGAGE
GET A GREAT

DEAL
To arrange a 

free appointment, 

pop into 

the branch.

Call us on 

02920 020 005

clear thinking
guiding you through your finances

Charlotte Coles
Mortgage and Protection Consultant

DDI: 02920 107 498 
Tel: 02920 020 005 
Mob: 07809 718 379

Charlotte@clearthinkingfinance.co.uk 
www.clearthinkingfinance.co.uk

Marketing support for  
Right Mortgage Network Members

If you require marketing to grow your 
business, we are here to help you. 

In a crowded market place, we can help 
you stand out, and promote the services 
and qualities you provide for both new 
and existing clients.

We offer a full range of marketing support 
including the following areas:

Graphic Design
Brand identity, Business stationery, 
Brochures and magazines, Booklets and 
leaflets, Posters and exhibition banners

Website Design
Website design and build, SEO, Hosting 
and maintenance

Digital Design 
Online resources for web and social 
media: Infographics, Animated gifs, Audio 
Visual, Online adverts, Content writing

E-marketing 
Email and SMS marketing, E-newsletters, 
E-mailshots, SMS campaigns

If you would like more information,  
please drop me an email at  
julian.clark@therightmortgage.co.uk  
or call 07834 358 359.

October 2018

Welcome to the October sample newsletter. 
This is how the monthly newsletter will look for your clients. 

Please have a look and click around.  
We look forward to helping you grow your business.

Special Subscription Offer. SAVE £175 +VAT.  
Sign up for 12 months. Get 3 months FREE*

ART Design GRAPHICS
mobile: 07834 358 359 email: julian.clark@therightmortgage.co.uk

Keeping in touch with your clients has always been important and in today’s tech 
heavy world, standing out from the crowd of digital info in an inbox is now more 
important than ever. Every client you have is potentially someone else’s client! 
Competition from peers, an increase in robo signing and more aggressive tactics 
from lenders and providers mean you need to keep ahead at all times.

Keeping in touch with your clients.

At least 91% of  
consumers check their  
email on a daily basis?

 Additionally 66% made a 
purchase as a result  

of an email they  
received.

Daily email 
interaction is higher 

than ever.

80% of email  
users are expected  
to access their email

 
accounts via a mobile  

device by the end  
of 2018.

Mobile email 
usage continues  

to grow.

People  
who buy products  

marketed through email  
spend 138% more than  

 
 
  

those who do not receive  
email offers. Email  
marketing has an  
ROI of 3800%.

Email converts 
better. 

We will write the newsletter content, ensuring 
it is signed off by compliance. However, if 
there are any subjects you would like covered 
or specific articles you would like included...

Bringing content ideas to 
the table.

To set up your account, we will need is a hi 
res version of your logo, your contact details, 
and the email address you would like replies 
to be sent to.

What we need from you 
for your newsletter!

You are receiving this email because you are subscribed to our updates.
If you no longer wish to receive these e-newsletters, please use the unsubscribe link below.

Click here to unsubscribe

ART Design GRAPHICS
Click here for more details. Add your strapline, link to a specific landing page or open up a direct email reply.

CLICK HERE  
FOR DETAILS

... click here for more ... click here for more

...click here for more

From  
less than

  
per month£50*

clear thinking
guiding you through your finances

We want to know about you...

clear thinkingguiding you through your finances

Let us know what you want 
and what you can offer?
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What would happen if you 
were diagnosed with a  

Critical Illness tomorrow?
Let us show you the many  

products available to protect your 
family for your peace of mind.

XM
Xpress Mortgages

For advice on Critical Illness cover call our experts 
T:  01932 350641 / 0203 004 2559 

info@xpressmortgages.co.uk   www.xpressmortgages.co.uk

Buying your first home?

Let the experts  

do the work to find  

the best mortgage for you.  

XM
Xpress Mortgages

For advice on mortgages call our experts 

T:  01932 350641 / 0203 004 2559 

info@xpressmortgages.co.uk   www.xpressmortgages.co.uk

 

Mortgage deal ending soon?
Your current lender won’t always have the lowest rates.

We can search the whole of the market, often saving clients £1000s.

For advice on mortgages call our experts 
T:  01932 350641 / 0203 004 2559 

info@xpressmortgages.co.uk  
www.xpressmortgages.co.uk

XM
Xpress Mortgages
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Boost your GI sales

A general insurance quote will take around 10 minutes 
of your time, which could equate to a potential earning 
of £540 per hour.

Alternatively, why not refer your general insurance business via 
our referral service.

Visit rightmortgageadviser.com/protection/general-insurance 
or call 01564 732 744 for more information on how to boost 
your GI sales.

The world of general insurance is 
one of the most competitive sectors 
of the fi nancial services industry. It’s 
not surprising given that the latest 
fi gures from the Association of British 
Insurers reveal that households 
spend around 7% of their disposable 
income protecting their homes and 
belongings as well as their health and 
life.

From major insurers to price 
comparison websites to high street 
retailers and would-be disruptors 
to the industry, everyone is fi ghting 
for their share of the pie. And that 
includes mortgage advisers.

While the sale of general insurance 
products isn’t your primary source 
of revenue, there’s no doubt that 
selling the likes of household or 
landlord insurance does form a pretty 
important part of many mortgage 
adviser’s business.

But with the constant barrage of ads 
featuring furry creatures and dancing 
superheroes all promising cheaper 
insurance, how can mortgage 
advisers protect and build their 
general insurance business?

Here are a few top tips to help you:

Know your customer

I might be stating the obvious 
here, but the better you know your 
customers, the better positioned you 
are to source insurance cover that 
is relevant and appropriate to their 
specifi c needs and lifestyle. The 
mortgage sales process involves a lot 
of fact fi nding, but take the time to 
fi nd out more about your customers’ 
day-to-day lives as that will equip 
you with the information you need to 
fi nd the right solution.

Understand what you’re selling

Understanding what cover insurance 
products do and don’t provide, 
what your customer will experience 
should they make a claim and the 
benefi ts they will receive, all lead to 
a successful outcome for you both. 
If you’re in any doubt about general 
insurance products, then speak to 
our team at Source Insurance. We 
can help you build your knowledge 
and understanding of the various 
types of covers out there as well as 
your confi dence in selling them.

Focus on what matters

Insurance is all about protecting the 
things that matter most to people – 
yet most of your customers probably 
will never recognise the true value 
of their insurance policy unless they 
actually have to make a claim. Until 
then, it remains a document stored 
away in a box or in the cloud and 
probably never read. When discussing 
insurance with your customers, fi nd 
out what they have that is important 
to them and focus on protecting what 
they feel they can’t live without. 

Get personal

Packaged or standardised insurance 
products may look like a belt and 
braces solution, but they can often 
include unnecessary extras meaning 
that your customer is paying for more 
than they need. Equally they might not 
provide quite enough cover depending 
on individual circumstances. Today’s 
customer is increasingly demanding 
a more personalised approach to just 
about everything from their online 
supermarket shop to their insurance, 
so use the tips that I’ve described 
above to help you build a personal 
picture of your customer and source 

the personalised cover that they’re 
putting greater value on. Pitch it 
to them that you’re putting them 
in control of what they cover and 
how much they pay – it might just 
reinforce the value you bring to the 
process. 

Have a retention strategy

This could be as simple as gathering 
and recording the renewal dates of 
any insurance and the companies 
that your customers are with. You 
can be sure that someone will be 
contacting them around these times 
to offer to help them fi nd new cover 
so make sure you do to protect 
yourself against the risk of losing your 
customer’s business. I recommend 
regular contact to protect future 
sales opportunities – and you never 
know, your call or email may lead to 
something new.

Use your data

A relationship management system 
is vital to supporting your retention 
strategy. For example, it could 
highlight those clients who really 
value personal contact and who are 
more likely to respond to a telephone 
review than an email. Equally you 
should ensure that if you do send an 
email to 500 people, you know who 
actually read it, you know who clicked 
through to your website and you 
know those people who may have 
downloaded detailed information so 
you can focus follow ups on these 
key targets.

Staying in touch with your 
customers  
The world of general insurance is one of the most competitive sectors of the fi nancial 
services industry. In this article we discuss 6 key points that will help you fend off 
the many forms of competition.
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We’ve conducted new research to 
examine fi nancial resilience across 
three key segments of consumers in 
the UK. The fi ndings revealed that 
less than half (44%) surveyed have 
the recommended Money Advice 
Service guideline of 3 months of 
outgoings in savings. With accident 
and illness looming over us all, it’s 
important that clients understand the 
importance of protection and bridge 
the income gap if they were unable 
to work.  

Income protection can help as it 
provides a guaranteed income if a 
client is unable to work due to injury 
or illness.  However, our research also 
showed that only 14% have income 
protection in place, which is why your 
advice is so important.

To help you recommend income 
protection to more clients, we’ve 
extended our income protection 
proposition. The changes mean more 
benefi ts, as well as wider eligibility!

LV= income protection  – now  
exteeeended!

Parent and Child cover – at no 
additional cost: Children are the most 
important thing in your client’s life… 
so, what would they do if their child 
was diagnosed with a serious illness? 

To support your clients if this were 
to happen, we’ve added Parent and 
Child cover to our income protection 
product. The extended cover is there 
to provide a lump sum payment of 
up to  6 times the monthly amount 
of cover to your client should their 
child suffer from one of the listed 
illnesses or undergo one of the listed 
operations, or medical procedures.  
The max payment is £25,000 and is 
limited to one payment per child per 
policy. 

What’s more, your client doesn’t need 
to be unable to work to claim this 
benefi t on their income protection 
policy and if your client has Critical 
Illness cover with us, their children 
will be covered under both the IP and 
the CI policy, meaning your client can 
claim on both policies. 

That’s not all… Our income 
protection cover now also includes:
 
NHS sick pay guarantees - Now 
includes Dentists as well as Doctors 
and Surgeons whose sick pay 
arrangements match the NHS sick 
pay arrangements, regardless of 
being employed by the NHS. 

Rehab support services – These 
valuable services are now available 
during the waiting period, helping 
clients realise the true value of their 
income protection policy, with support 
such as physiotherapy, psychological 
support, and return to work services. 
The payments may be limited to a 
maximum of 3 times their monthly 
amount of cover.

Extended maximum cover – Now 
at £250,000 pa for level cover and 

£175k for infl ation linked cover; 
opening up more opportunities for 
your higher earners.

We have reviewed the way self-
employed receive their income – A 
simplifi ed process for self-employed 
clients; we now only look at the last 
12 month’s income to assess their 
claim.

Don’t forget our income protection 
also includes: LV= Doctor Services, 
Fracture Cover, Death Benefi t, 
Unemployment Payment Holiday, and 
LV= Member Benefi ts.  

Due to the challenges and 
uncertainties we face today, having 
an income protection policy that pays 
can help your clients to be better 
prepared if they were to lose an 
income. 

If you would like to fi nd out more 
about Parent and Child cover and 
the other extended videos, watch our 
Protection Consultant, Dan Edmunds, 
explain the changes in more detail by 
visiting LV.com/extendedip
 

To fi nd out more about LV= income 
protection, contact your usual LV= 
Account Manager or call 0800 032 
4219.

LV= income protection 
exteeeended to help you reach 
more clients 

Carl Heard | National Account Manager | LV=

LV= income protection has been exteeeended to help you reach even more clients.  

"To help you recommend income 
protection to more clients, we’ve 
extended our income protection 
proposition. The changes mean 
more benefi ts, as well as wider 
eligibility!"
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As the equity release market continues 
its recent stratospheric growth and its 
customer base has grown, we’ve seen 
an ever broader - and ever changing 
- series of priorities and needs come 
to the fore. 

While usual standards such as home 
improvements, debt consolidation 
and holidays continue to be leading 
the reasons for applying for later life 
lending, there’s also been a 5% year-
on-year increase in applicants gifting 
released funds to family (and with one 
in fi ve over-55s putting themselves 
in a position of fi nancial insecurity 
to help put a family member on the 
property ladder, equity release could 
be an avenue that could become 
increasingly prevalent).

As the market continues to develop, 
and customer demographics and 
habits evolve, it’s important to both 
keep abreast of these changes and 
to proactively react accordingly. From 
an adviser point of view, this could 
take the form of revising the ways 
you connect with customers and 
ensuring you’re up to date with the 
industry trends to make sure you’re 
aware of the latest products to best 
meet their needs. From a lender’s 
perspective, this means constantly 
reviewing products and innovating 
either through developments to 
existing products or developing 
entirely new ones to best serve 
consumers’ desires.

At Pure Retirement, we’ve long 
recognised the need to adapt and 
innovate and have developed our 
products to ensure that they contain 
the fl exibility and features that 
customers increasingly look for when 

seeking new avenues and options to 
fund their later years. Our Sovereign 
range provides customers with a new 
level of fl exibility, especially when 
it comes to ERCs. A fi xed % based 
on initial borrowing amount, and 
with some products ceasing ERCs 
altogether after eight years, the range 
incorporates options for downsizing, 
porting and long-term care. 

The Sovereign range also features 
greater fl exibility when it comes to 
acceptable properties, with minimum 
values now starting at £70k and 
a raft of other concessions such 
as fl at roofs and solar panels also 
being included. With all standard 
construction properties accepted 
and with no restricted LTVs for fl ats, 
maisonettes or ex-local authority 
properties, we’ve worked hard to 
ensure that we’ve built on the fl uidity 
that underpins our existing products 
and developed further to create a 
range that’s as open and presents a 
viable option to as many people as 
possible.

We’ve long recognised that fee 
packages present a barrier to entry 
for some customers, potentially 
depriving them of an option to enjoy 
their retirement in a manner which 
they desire and deserve. As such, 
we’ve built more options and freedom 
into our plans and as a result are 
able to offer the same fee-free and 
cashback options that headline our 
other products, removing a potential 
concern and hurdle for applicants 
and opening up later life lending as a 
possibility to more people.

Irrespective of which of our products 
you and your customers choose, 

you’re always guaranteed to receive 
the same 5-star, award-winning 
service that we remain passionately 
committed to providing, whether 
you’re an adviser or a customer. We’ve 
invested heavily in ensuring advisers 
have the best tools at their disposal 
throughout the application process, 
whether that’s through our continued 
sponsorship of the AIRSourcing 
platform or the development of 
our interactive online portal, and 
have redoubled our high-end broker 
support through an expanded team of 
BDMs (and offi  ce-based relationship 
managers) to make sure advisers get 
unparalleled levels of support. 

Additionally, we also provide bespoke 
marketing services alongside 
roadshows and webinars to help both 
grow the market and assist advisers 
in getting the most out of it.

Staying in touch with customers and 
simultaneously fulfi lling and adapting 
to their needs is a cornerstone of 
any business sector, but especially 
so experiencing the levels of growth 
that later life lending is currently 
undergoing. Whether it’s through our 
ranges or our support network, we 
listen to advisers and customers and 
continually strive to provide products 
and services that work for the many, 
not for the few.

The changing customer and the 
need to adapt

Paul Carter | CEO | Pure Retirement

As the market grows our customers’ needs are changing, and its paramount we 
adapt to keep meeting them.
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With the end of the year rapidly 
approaching, it’s usually a time to 
refl ect on the last 12 months.  What’s 
worked well? What have you learned? 
What do you wish you’d known back 
in January?  Most of all it’s about 
looking to the future and planning 
what you can do to build on 2018.

You’ll most likely be starting to look at 
what new opportunities may emerge 
from changing customer needs.
If you’ve not considered talking to 
your clients about private healthcare 
cover before, here are three reasons 
2019 could be the right time for your 
business.

1. It gives you another reason to 
talk to your clients

Offering private healthcare cover 
gives you another excuse to get in 
touch with your clients and can help 
you deepen your existing relationships 
by showing that you understand their 
needs. Talking to your clients about 
protecting their health and wellbeing 
shows you’re in tune with their 
number one interest.

You’re in a great position to discuss 
investing in their health as you, more 
than most, will understand how it 
relates to their fi nancial situation.  
Jaz Dhillon, Intermediary Networks 
Director takes up the story:

“By adding a simple question around 
your clients’ health as part of your 
fact fi nd, you can open the door 
to a whole new opportunity.  For 
example, asking “Have you thought 
about the impact on your business or 
your family if you were to be off work 
sick for a long time?” can help you 

fi nd out what their primary concerns 
and motivations are. Alternatively, 
asking those who run a business 
what health and wellbeing support 
they have in place for employees can 
help them to think about how they 
attract and retain the best people.”

2. Let private healthcare cover help 
you stand out from the crowd

Making healthcare protection part of 
your broader offering can give you a 
key point of difference.

At times when client loyalty for your 
core products might be particularly 
sensitive to price increases, adding 
value to your client relationships by 
branching out into the healthcare 
insurance market could help make 
the difference between retention and 
lapse.  As Jaz explains:

“Other forms of protection cover 
material possessions, bricks and 
mortar but what about their most 
valuable asset...their health?    

By offering private health cover 
alongside fi nancial protection 
products and services you can help 
your clients protect more aspects 
of their lives.  It shows you take 
a holistic approach to fi nancial 
planning and above all demonstrates 
you understand their needs and the 
interdependency between health, 
wellbeing and fi nancial security.”

3. Healthcare cover complements 
the other protection products you 
sell

If your clients are already coming to 
you for help with their fi nancial and 

future planning needs, being able to 
consult on a wider range of products 
and services can help give them a 
reason to keep coming back, year 
after year.

If you want a better, all-round 
offering, consider adding healthcare 
cover to your portfolio. Because it is 
the perfect complement to everything 
from pensions and mortgages to 
personal or commercial insurance, 
it acts like a glue, bringing all your 
products together.  As Jaz suggests:

“If a client’s planning their retirement, 
it’s worth them thinking about how 
poor health could affect their lifestyle. 
And if they’ve had healthcare cover 
through work, it’s worth them staying 
protected by taking out personal 
cover.”

AXA PPP healthcare are on hand to 
help

It may feel daunting to offer another 
product to your clients.  However, 
we can offer you a wealth of support 
from health-related content for 
your regular newsletters through 
to YourHQ, our online marketing 
communications portal that enables 
you to personalise service literature 
and health and wellbeing materials, 
to add more value to your clients.

Also our team of account managers 
are available to give you advice and 
support about how you can start 
building healthcare insurance into 
your client conversations. 

Are you talking about what your 
clients are talking about?

Jaz Dhillon | Intermediary Networks Director | AXA PPP Healthcare

Three reasons building private healthcare cover into your 2019 offering makes 
business sense.

rr

There’s no denying that health topics 
continue to dominate both trade and 
national press, with people being 
more focused on improving their 
lifestyle and keeping tabs on their 
own health. 

Despite this, the number of people 
covered by traditional private medical 
policies has been in decline over 
recent years, so there appears to 
be a disconnect between customer 
need and the perceived value of the 
products designed to meet them.

Insurers now provide a range of 
products and services designed to 
capture the attention of a new breed 
of customers, encouraging a more 
active lifestyle in return for a variety 
of rewards.   

Conversations with many advisers 
across the country has shown 
me that whilst engaging, not all 
customers are feeling the full value 
from these propositions. There’s a 
good portion of the market that want 
richer benefi ts or fewer restrictions 
for their premium and that’s where 
casting your net a little wider can pay 
dividends.

International health insurance is 
becoming more commonplace in 
conversations up and down the 
country as the market is still growing, 
attracting more new clients unlike its 
domestic counterpart. There’s also a 
growing number of clients looking for 
access to private GPs or concerned 
with the likelihood of being affected 
by a chronic condition, not to mention 
those with restricted hospital lists in 
their locality.  

At Morgan Price, we believe that 
things should be as simple as 
possible for you and your clients, so 
conversations can focus on policy 
benefi ts rather than restrictions. We 
also pride ourselves at being on hand 
to provide training and support for you 
and your teams to ensure confi dence 
in conveying those benefi ts in your 
client meetings.

Our plans are designed to provide 
cover across the globe, as well as 
ensuring clients are protected and 
looked after in hospitals of their 
choice right here in the UK. Simply 
put, we deliver peace of mind at 
home and overseas.

 
A common objection that clients 
tend to raise is their existing travel 
insurance policy, and a misconception 
that it provides a broad range of 
cover in the medical space. It pays to 
take a short time to review this and 
help explain that whilst policies can 
provide cover for some emergency 
treatment, and total and permanent 
disability, their primary objective is 
to protect valuables and curtailment/
cancellations. iPMI goes far deeper 
into the realms of protection for your 
client and it’s worth having in tandem 
with a travel insurance product to 

ensure coverage for health and 
wealth.

One additional bonus of health 
insurance policies is that they’re 
annually renewable, presenting fi rm 
opportunities to contact and service 
your clients. A robust servicing and 
contact strategy can lead to a deeper 
relationship and increased potential 
for cross-sales across the range of 
products you offer.

I’ve seen the health insurance 
market place evolve over recent 
times, however client’s base needs 
haven’t really changed “Protect me 
and protect my family”. There are 
several different ways to deliver on 
this request and in these days, where 
people are truly globally mobile and 
have one eye on the landscape post-
March 2019, a conversation with  
Morgan Price could put you fi rmly in 
the picture.

Worldly wise conversations 
about health insurance 

Jon Whitworth | Business Development Manager | Morgan Price

Talking health insurance with your clients can both strengthen your relationship and 
give you more frequent opportunities for reviews.

"Our plans are designed to provide 
cover across the globe, as well as 
ensuring clients are protected and 
looked after in hospitals of their 
choice right here in the UK. Simply 
put, we deliver peace of mind at 
home and overseas"
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“Fewer choices, comprehensive cover 
and intelligent Optimiser Underwriting 
means your clients and their family 
can be fully covered in minutes. With 
the added benefi ts of the Vitality 
Programme, as well as substantial 
upfront premium discounts, your 
clients will be able to focus their 
time and money on what’s really 
important – turning their new house 
into a home.” 

Buying a house is a major life event, 
with surveys fi nding it to be the 
second most stressful life experience 
(second only to losing your job). 
There are a number of things to worry 
about: fi nding the perfect home, 
negotiating with the seller, arranging 
the mortgage and the rest. It is no 
wonder that personal insurance is the 
last thing that many people want to 
think about at this time.

“That is why VitalityLife has launched 
our new Mortgage Plan – the simplest 
and most comprehensive protection 
solution specifi cally designed for the 
mortgage market. It eliminates the 
choice and uncertainty in choosing 
protection alongside a mortgage, and 
serves as a one-stop-shop to protect 
homeowners and their families.” 

The product includes competitive Life 
Cover and comes with the option of 
adding the new, Serious Illness Cover 
Protector (SIC Protector) designed 
specifi cally for mortgages. SIC 
Protector Covers 77 serious illnesses 
at 100%, and 145 serious illnesses 
covered in total through severity-
based payments. 

With SIC Protector, lower severity 
claim payments do not reduce the 
sum assured, meaning that following 
a lower severity payment the full sum 
assured is still available to pay off the 
mortgage in the case of a Life or 
100% Serious Illness Cover claim. 

“As well as granting peace of mind, 
Mortgage Plan clients will benefi t 
from all of the benefi ts of Vitality 
Optimiser, clients will get upfront 
premium discounts and access 
to a fantastic range of partners 
and rewards through the Vitality 
programme” says Philo.

The product will also benefi t 
from VitalityLife’s new, intelligent 
Optimiser Underwriting with just fi ve 
questions for Life and Serious Illness 
Cover applications – a market-fi rst 
for SIC. For unrated lives, the medical 
underwriting process could take as 
little as fi ve minutes to complete. 
“Perfect when you’ve already been 
through reams of paperwork in your 
mortgage application,” says Philo.

Fully protected with VitalityLife’s 
brand new Mortgage Plan
“VitalityLife’s new, simple yet comprehensive Mortgage Plan means your clients 
have one less thing to worry about when they buy their new home,”says Andy Philo, 
Director of IFA Distribution at Vitality.

"As well as granting peace of mind, 
Mortgage Plan clients will benefi t 
from all of the benefi ts of Vitality 
Optimiser, clients will get upfront 
premium discounts and access 
to a fantastic range of partners 
and rewards through the Vitality 
programme"

For not always  
needing to see 
your GP first*

For Bupa health insurance

 0808 256 2934
bupa.co.uk/fast-access
Lines are open 8am to 8pm Monday to Friday,  
9am to 12.30pm on Saturday. We may record  
or monitor our calls. 

With Bupa, if you’re worried it’s cancer, 
you can speak to us directly without 
seeing your GP first. Depending on your 
cover and the nature of your symptoms, 
we could even refer you to a consultant 
there and then.* So you could soon be 
back doing the things you love, with  
those you love.

For Living

*Direct Access telephone services are available as long as the symptoms are covered under 
the policy. Direct Access services may not always be available for some underwriting 
methods, and you may need to provide evidence through a medical report that conditions 
are not pre-existing.  
Bupa health insurance is provided by Bupa Insurance Limited. Registered in England and Wales No. 3956433. Bupa Insurance Limited is authorised 
by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority. Arranged and 
administered by Bupa Insurance Services Limited, which is authorised and regulated by the Financial Conduct Authority. Registered in England and 
Wales No. 3829851. Registered office: 1 Angel Court, London EC2R 7HJ
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Second Charges
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Personal Protection
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Equity Release
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Business Protection
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Find out more         01564 791 116           rightmortgageadviser.com/refer

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.

When you refer, we will:

• Contact your client within 24 hours of the referral
• Provide you with a fortnightly progress report

Simply complete our online form, which you can find 
on the adviser site:

rightmortgageadviser.com/refer

therightreferralservice

Earn up to 50% commission while you relax


