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The Later Life Lending & Equity Release 
Network
We are proud to support our members to advise 
in this growing market with our specialist later 
life and equity release division.

The Right Mortgage & Protection Network is a trading style of The Right Mortgage Ltd, which is authorised and regulated by the Financial 
Conduct Authority. Registered in England and Wales. No. 08130498 

Registered Office: St Johns Court, 70 St Johns Close, Knowle, Solihull, B93 0NH

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

The Right Conveyancing
The Right Conveyancing gives you access to 
the UK’s leading conveyancing specialists, all 
in one place.

Poynton Law Limited
Poynton Law are legal experts, who specialise 
in equity release. All of our solicitors all have 
both technical and practical knowledge which 
reflects their many years of experience. 

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

to the April edition of The Right Focus!

This edition is full of sales ideas and tips to help your business succeed.

February marked the networks fourth birthday and our founding core values of Trust, Respect and 
Partnership are still to this day at the heart of everything we do. We are committed to growing with you 
and providing you with the support you need to achieve your business goals. Turn to page 10, where Cheryl 
Hughes our Compliance Team Leader, brings you the latest goings on from within compliance, as well as 
her top tips to help you stay compliant and keep your business safe.

This year, our theme is marketing, marketing, marketing! On page 14, Nicola Ventrella our Operations 
Director, provides you with her top tips to kick start your online marketing and take your business to the 
next level.

Do you fully utilise the opportunities the financial services industry brings us? Turn to page 4 where 
Amanda Wilson explores why we all need to learn the art and skill of selling protection and the duty of 
care we have to our clients.

There have been lots of recent exciting developments within training and technology. Take a look at page 
23, where Mortgage Brain introduce Criteria Hub and explain how it can benefit you and your business.

Finally, we run a wide range of events across the UK to help you maintain your product knowledge and 
keep you up to date with key industry and regulatory developments - ultimately, helping reinforce the 
value you offer clients and supporting your delivery of compliant advice.

By attending these events, you will earn valuable CPD hours and we'll also throw in complimentary 
breakfast and lunch, as well as free parking to ensure your day out of the office is even more worthwhile. 
Plus, you’ll have the chance to meet face to face with your peers, leading providers and network staff.

Turn to page 16 for our events calendar or visit rightmortgageadviser.com/events for more information.

We look forward to seeing you there!

Kind regards

Martin Wilson
CEO

Trust | Respect | Partnership

The Right Admin Service
We offer a full admin support service for 
advisers across mortgages, protection, general 
insurance, medical insurance and equity 
release so you can free up valuable time to 
spend more time advising.

The Right Loan
We find secured loans to fit your clients needs 
and will search the market to find the right 
deal for them, whilst you earn 50% of the 
commission & broker fee.

A date for your diary

Our National Training Event is taking place on Thursday 6th 
June.

As well as providing you with presentations, exhibitors, games 
and prizes, the event provides the perfect opportunity for you 
to come along and meet all of the Head Office staff for what 
will be a thought provoking, fun-filled day out of the office and 
worth 5 hours of CPD.

To book your place visit bit.ly/june19nte

JUNE
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Today sadly protection is the ugly sister to the mortgage, 
only a bi-product. Even though the death rate is the same 
(one per person) and it doesn’t matter where you live.

We need to learn the art and skill of selling protection. 
Surely in our duty of care, we should always leave our 
clients a summary of protection needs and costs, it's so 
simple to produce.

Every client is important, and it is essential if nothing 
else, you show the customer some form of protection 
quote.

Cost in time to you: ZERO

Value to the client?

Helping your clients make the most significant decisions 
of their lives is your professional duty. Why not use the 
“duty of care” document available on our website to show 
the total cost of loans, life cover, critical illness, ASU, 
income protection and B&C? Or, even provide them with 
a personal summary like this: 

We have heard recently that unprotected mortgage sales 
could become the target of the PPI complaints industry. 

Not giving protection advice could be classed as: 

Mis-selling,
OR
Missed Selling!

You can see the adverts now:

The ramifications of this for you and client are detrimental 
to both of you!

The first thing the ombudsman or PPI company will ask 
is... "Show me your documentation; did you advise on 
protection? Where is it documented?"

Spring is here with lots of new 
beginnings, and despite BREXIT, 
the housing and mortgage market 
doesn’t seem to be slowing. However, 
uncertainty concentrates people’s 
thoughts on protecting what they 
have, such as life assurance, critical 
illness, and redundancy cover.

Yet, what a great year it's turning out 
to be! Our figures are staggering, and 
turnover is looking considerably up 
from last year's quarter. We received 
another positive write up from Which 
Network: “The network with the 
greatest improvement in AR numbers 
is The Right Mortgage Network 
with 47 additional AR’s over the 
year". Looks like we must be doing 
something right!

However, one of the right things 
we always want to stay on top of is 
recruiting the right people from the 
beginning. We rejected over 100 
applications last year, and as such, 
lenders and providers regularly tell us 
we have the best compliance stats 
from all other networks - another 
great accolade. 
 
My interesting stat this month is: 
AIG alone paid out £92 million in 
claims. There must be a need for 
insurance. Don’t let your customers 
go unprotected.

What would your careers adviser 
have said if you told him the job you 
were looking for had the following 
criteria:
• A career where income doesn’t 

have a glass ceiling;
• Where you can work the hours 

you want to; 
• Work where you want to and 

choose how much time off you 
have.

On top of this, you want to be your 
own boss, chat all day and make new 
friends and acquaintances every day; 
while doing as much or as little as 
you like. Help people buy the home 
they want, and help them to make 
sure they keep it. 

They would have possibly told you to 
stop dreaming and get a proper job!
Isn’t this exactly where you are at 
the moment? Do you appreciate 
the fortunate position you have put 
yourself in? Do you wake up in the 

morning and think, "How lucky am 
I?"

However, do we fully utilise the 
opportunities our industry brings 
us? Individuals in our network earn 
between £25k and £300k per 
annum, but the possibilities are the 
same. Funnily people in Darlington 
buy more critical illness than in 
Oxford, according to our stats. More 
life assurance is sold in Northampton 
than in Birmingham! However, the 
mortality rates are the same, one 
death per person.

When I was selling in the 80s we 
used rate tables, we phoned for 
quotes, and waited by the fax. Now, 
we have everything to hand and 
technology like SolutionBuilder that 
actually helps us make sales. 

But, didn’t we sell more in the 80s 
– why? Maybe in the 80s we were 
taught to sell protection, we didn’t 
make much money from mortgages.

Amanda Wilson | Director | The Right Mortgage & Protection Network

Do you Fully Utilise 
the Opportunities our 
Industry Affords us?

"My interesting stat this month is: 
AIG alone paid out £92 million in 
claims. There must be a need for 
insurance. Don’t let your customers 
go unprotected"

Mortgage costs for Mr & Mrs Client
Prepared by Amanda Wilson

Tel: 07903 221 204
Email: amanda.wilson@therightmortgage.co.uk

"But, didn’t we sell more in the 
80’s – why? Maybe in the 80’s we 
were taught to sell protection, we 
didn’t make much money from 
mortgages"

What are your thoughts on that?!
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Meet the dynamic duo  
changing Critical Illness 

#dynamicduo

Our Critical Illness package covers even more thanks to our optional  
Total Disability add-on. It works by giving customers extra financial help  
if they fall ill, regardless of whether they’re in work or not.

To find out more visit www.aiglife.co.uk/intermediaries

For adviser use only.
AIG Life Limited. Telephone 0345 600 6820. If calling from outside the UK, please call +44 1737 441 820. Registered in England and Wales. Number 6367921. Registered address: 
The AIG Building, 58 Fenchurch Street, London EC3M 4AB. AIG Life Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and 
the Prudential Regulation Authority. The registration number is 473752.

1.MARKET-LEADING EARNINGS 
GUARANTEE*
VitalityLife will guarantee your 
clients benefit amount, up to £1,500 
per month. At the point of claim, 
your clients’ salary won’t be taken 
into account when calculating the 
maximum benefit amount payable of 
their plan start date.

If a higher level of cover between 
£1,500 and £8,000 per month is 
required we can also provide an 
Earnings Guarantee. We will require 
you to verify your earnings at outset 
or within the first six months of 
their plan. Once their earnings have 
been verified, the benefit will be 
guaranteed, regardless of any change 
in your clients’ salary. Continuing 
income, irrespective of the amount of 
benefit chosen, will always be taken 
into account.

2.DYNAMIC PROTECTION FOR 
PUBLIC SECTOR EMPLOYEES 
A solution specifically for employees 
who work within the NHS, UK local 
councils (market-first) as well as 
public sector teachers.

Dependent on their occupation 
and length of service, VitalityLife’s 
Primary and Comprehensive cover 
has been designed to align with their 
current employer’s sick pay scheme. 

3.THREE FLEXIBLE PRODUCT 
SOLUTIONS 
Short-Term cover protects 60% of 
your clients’ gross income for the 
first £5,000 per month and then 

covers 50% of earnings up to a cap 
of £10,000 per month.

A more affordable solution to protect 
your clients’ income. This solution 
provides a monthly income for up to 
two years if they’re unable to work 
because of illness or injury.

Primary cover protects 60% of your 
clients’ gross income for the first 
£5,000 per month and 50% above 
that, again capped at £10,000 per 
month.

Provides your client with the flexibility 
to choose when they will receive 
their monthly income from seven 
days to twelve months and highly 
competitive on price.

Available alongside selected life 
products including VitalityLife’s 
Mortgage Plan.

Comprehensive cover protects 60% 
of a client’s gross income for the 
first £5,000 per month and 50% of 
income above this, which is capped 
at £16,666.

VitalityLife’s Defaqto 5-star rated 
cover provides your clients with 
access to a number of market leading 
benefits and innovative features.

4.THE RECOVERY PATHWAY 
VitalityLife’s tele-claims service 
provides members who need to claim 
on their Income Protection with a 
process that removes the need to 
complete a claims form– and instead 

is facilitated by qualified nurses who 
have experience in managing claims.
To facilitate your clients’ road to 
recovery, VitalityLife’s Recovery 
Benefit provides up to £2,000 
of specialist care and support, 
dependant on the plan**.

Comprehensive cover provides access 
to both VitalityLife’s Hospitalisation 
Benefit and Permanent Disability 
Uplift. These are designed to help 
fund any additional costs in the 
event of a client being hospitalised 
and increase your clients’ benefit by 
10% to reflect the greater impact on 
their lifestyle, should they become 
permanently disabled.

5.RETURNING TO WORK
Upon returning to work Proportionate 
and Rehabilitation Benefits will 
provide your client with a proportion 
of their monthly benefit until their 
income returns to what it was before 
they had to claim. This can either 
be in the same occupation or new 
occupation with reduced earnings.

VitalityLife’s Back to Work benefit, 
provides clients with a cash bonus on 
top of their normal salary, after they 
start working again.

Find out more 
Visit adviser.vitality.co.uk for more 
information. 

*Sometimes referred to as benefit guarantee.
** Recovery Benefit - £1,000 with Primary cover and £2,000 
with Comprehensive cover

FIVE REASONS TO RECOMMEND 
VITALITYLIFE’S AWARD 
WINNING INCOME PROTECTION 
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Wherever it lands, your client
is better protected with us.

If your client gets divorced...

...our dual life approach means both parties can 
walk away with their cover still in place.

Joint life policies mean that protection is yet another thing 
to sort out on divorce, and never top of the priority list.

Dual life means life policies are separate from day one. 

Spin the Wheel of Life and discover how our policies 
protect your client no matter what the future holds at:

adviser.guardian1821.co.uk/wheelofl ife

Guardian Financial Services Limited is an appointed representative of Scottish Friendly Assurance Society Limited which is authorised by the 

Prudential Regulation Authority and regulated by the Financial Conduct Authority and Prudential Regulation Authority. Registered offi ce: 

Scottish Friendly House, 16 Blythswood Square, Glasgow G2 4HJ. Registration number 110002. Guardian Financial Services Limited is 

registered in England and Wales under number 11115769. Registered offi ce: 11 Strand, London WC2N 5HR.
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We’re proud of our new secure document upload portal and 
here we’ll run through how you can get the most out of it.

David Hunter

Senior Corporate Account Manager

NatWest

In June last year, NatWest 
Intermediary Solutions (NWIS) 
introduced two solutions that allowed 
brokers to feel confident about the 
security of documents that they send, 
in the form of TLS and Egress Switch. 
They also informed brokers at that 
time that they were working on a 
facility that would enable brokers to 
upload documentation securely to 
their website.

NatWest Intermediary Solutions is 
pleased to confirm that this facility 
went live in December, enabling  
brokers and their administrators to 
directly upload documents in support 
of any applications submitted through 
our website: 
www.intermediary.natwest.com

Prior to launch, NWIS  piloted the 
secure upload service for four weeks 
with a number of brokers, whom  all 
contributed to shaping the finished 
service.

In order  to take full advantage of this 
new service, if you have not done 
so already, please review the simple 
steps outlined below.

When you create your case on 
intermediary.natwest.com

Within four hours of the application 
being submitted, brokers will receive 
an email from NatWest confirming 
the mortgage reference number of 
their application and when you log 

into our website and select the case 
the mortgage reference number will 
be shown against your client details. 

Select ‘Packaging Requirements’ 
from the summary header and case 
specific packaging guidance will now 
be displayed.  An option ‘Proceed to 
Upload Documents’ will be available 
below the packaging text.  You will 
then be able to upload PDFs and 
Jpegs up to 10MB in size. 

Neither individual certification nor 
Certification Face sheet is required 
when using this method. 

Please ensure to click ‘Submit’ once 
you have uploaded the documents, 
you will see on screen confirmation 
that the documentation has been 
successfully submitted and the 
status will change to ‘Submitted’. If 
the status does not say ‘Submitted’ 
then we have not received the 
documents. Once the attached proofs 
have been recorded on our system 
(within four hours of submission) the 
status will change to ‘Received’.

There is no need to pick up the phone 
and verify receipt.  

Administrator access

Where you have an administrator to 
send us documents on your behalf, 
Natwest have created a separate 
Admin access specifically for 
document upload. 

Administration staff can complete 
the instant registration by clicking on 
‘Register with us’.

Administrators will be restricted to 
uploading documents and will not be 
able to key illustration requests, AIPs 
or FMAs. For data security they will 
only be able to view the documents 
they have uploaded.

Now that the system has been 
extended to enable different people 
to access the same case it is important 
that both advisors and administrators 
exit the website using ‘Log off’ to 
avoid a case being locked.

This is a further demonstration 
of our commitment to the broker 
market and an example of how we 
are constantly striving to offer the 
best service possible to brokers. We 
are confident this enhancement will 
reduce processing time by improving 
legibility of documents and removing 
the requirement for certification.

If you have any questions please do 
not hesitate to contact your BDM.

SECURE DOCUMENT UPLOAD 
FACILITY WITH NATWEST 
INTERMEDIARY SOLUTIONS



Cheryl Hughes | Compliance Team Leader | The Right Mortgage & Protection Network

GROWING WITH YOU…
WHAT’S HAPPENING 
IN COMPLIANCE

How to present a buildings 
and contents case on The Key

Budget Planner -  Agreed Monthly 
Budget 
When completing a Fact Find on The 
Key don’t forget to complete the 
affordability on the Budget Planner. 

To update this section of the Fact 
Find follow the steps below:

1. Click on the Fact Find Tab and 
open the sale;

2. Go to the Financials Tab and 
open the Budget Planner;

3. Fill in the Agreed Monthly Budget 
and close the Budget Planner. 

Attach All Documentation
As with many other products there 
are documents which are required to 
be attached to the product on The 
Key for Buildings & Contents. 

To help you ensure that all the correct 
documents are uploaded please refer 
to the Outstanding Documents Tab 
which is created when you start a 
new product. 

Remember when attaching the 
Compliance Pack please ensure 

that it contains the following 
documentation:

• Application/Statement of Fact;
• Needs & Demands;
• Key Features Document/Policy 

Summary;
• Quote Summary/Statement of 

Price;
• Policy Documents; 
• Quote Comparison.

Customer Consent Form & Terms of 
Business
There are several ways to get the 
client to sign the Customer Consent 
Form and Terms of Business signed.
 
If it is a Face to Face Sale the client 
can provide a wet signature and the 
signed copies need to be attached to 
The Key. 

If it is a Non Face to Face Sale we 
will accept either an email from the 
client confirming they have read and 
understood and agree to be bound 
by the terms  with a copy of the full 
blank documents attached to the 
product on The Key, a digital signature 
from the client using software such 
as Adobe EchoSign or send the full 
Customer Consent Form, Terms of 
Business and Fee Agreement through 
the Client Portal. (Please ensure that 
your client has logged into the Portal 
to evidence receipt of documents)

Whichever method you are using to 
get your Customer Consent Form 

and Terms of Business signed please 
remember that they are valid for 6 
months from the date of signing. 

Adding Notes to The Key 
When adding a case to The Key 
there can sometimes be issues or 
inconsistencies which can arise during 
the advice process with your clients. 

If you have a case where there are 
some issues with the documents or 
the case itself please let us know by 
adding notes to The Key so that the 
File Review Officer can see what has 
happened.

Complete the Commissions Tab
In order to get paid your commission 
on Buildings & Contents you need to 
complete the following steps below:

1. Create the Product on The Key 
and ensure the New Business 
Box is ticked;

2. Open the Product on The Key;
3. Complete the Commission Tab;
4. Go into the Insurance Tab and 

click on Other Details and fill in 
the Application Date, Start Date 
and Contract No;

5. Go into the Outstanding 
Documents Tab  and attach all 
required Documentation.

If you have referred the case to either 
a Provider or The Right Referral 
Service please follow the Referral 
Only Advice Process.

File review grading system 
and RPQ changes

We are pleased to confirm that we 
have taken the opportunity to review 
our File Review Grading System in 
addition to the Replacement Policy 
Questionnaire (RPQ).

So why the changes?
We listen, we act! 

As a network it is important to us that 
we listen to our members and work 
with you in order to ensure that the 
processes, policies and procedures we 
adopt are relevant to your business.

Over the last few months, we 
have undertaken a review and are 
delighted to confirm that we will be 
streamlining the following documents 
in support of our processes:

• Simplified Replacement Policy 
Questionnaire - now only two 
pages;

• File Review Grading System - 
More meaningful constructive 
feedback on your file reviews so 
that you can easily identify areas 
for training / fail points.

All of the above changes were 
implemented on 1st April 2019 and 
are live on the adviser website.

Stay compliant and keep your 
business safe by following my 
top ten tips

1. Unload the Client
Any time you have finished working 
on a client or have issued initial login 
details for the Client Portal, always 
ensure you unload the client.

2. Add Existing Products on The 
Key

When completing a Fact Find for 
a client, please ensure all current 
mortgages and protection plans are 
recorded in the Fact Find.

3. Create the Suitability Letter
After you have submitted any 
business you will need to complete 
the client on The Key with five days 
of application submission including 
the Suitability Letter. 

4. Fully Complete the Financials 
Section

As part of completing affordability 
on the Fact Find you will need to 
complete the income, expenditure 
and budget planner for all clients. 

5. Add Referral Only Cases on The 
Key

When you have completed a referral 
only case you will need to update 
The Key with basic details in order to 
be paid commission. 

6. Add Notes on The Key
Whilst completing a Fact Find, make 
sure to add soft facts to The Key 
to help justify or explain what has 
happened with a case. 

7. Which document? Let us Know
When attaching documents to a 
product in The Key, please ensure 
that you have selected the correct 
category for the document and that 
the final version box has been ticked 
if appropriate.

8. Save the Fact Find
A copy of the Fact Find is a required 
document that must be attached to a 
product in all cases.

9. Use the Outstanding 
Documents Tab

When attaching documents to the 
new product on The Key, please 
ensure you always refer to the 
‘Outstanding Documents’ section that 
will guide you as to what documents 
you need to attach.

10. Use the Client Portal
Take advantage of the Client Portal 
which can be used to securely 
message clients, collect documents 
from the client and allow the client 
to complete parts of the Fact Find.

If you have any queries please email: 
compliance@therightmortgage.
co.uk or call the main switchboard 
on 01564 732 744 and press option 
2.
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Since the Right Will launched and 
started offering services to advisers, 
we have noticed that the most 
common clientele are couples with a 
main residence whose gross estate is 
worth less than £650,000 (2 x NRB). 
We have worked closely with our 
legal team to create a specific estate 
plan to suit these ‘bread and butter’ 
clients that all financial advisers will 
come across. 

So, what do The Right Will and 
Estate Planning offer to these clients 
as a way of protecting their assets? 
Flexible Family Trusts.

As you will see from the image above, 
we recommend the clients ‘equalise’ 
their Estate and set up a Will which 
will direct their assets on death to 
a discretionary Trust (known as the 
Flexible Family Trust).

Ideally all clients should own their 
properties as tenants in common – 
meaning they own 50% each, rather 
than 100% together. If properties are 
owned solely or jointly then planning 
can be done to sever the tenancy for 
your clients.

Once assets have been equalised 
then each client can direct their half 
to Trust via their Will. The benefits 
of doing so include safeguarding 
their assets from future threats such 
as their surviving spouse/partner 
remarrying, the house being sold for 
care fees, adding to a potential IHT 
bill of their children and their future 
children’s inheritance being attacked 
by divorce proceedings.

Once the assets have been distributed 
to the Trust then your client’s 
appointed Trustees can manage 
and monitor the Trust to ensure the 
beneficiaries are looked after as per 
the client’s original requests.

Not only does putting an effective 
estate plan in place offer your clients 
the best protection possible but it 
also provides the average adviser 
with an extra income of £600.00 per 
case.

Why not get in touch with The Right 
Will and Estate Planning and have an 
additional income by adding Estate 
Planning to your financial offering?

12

What is the best way for couples to protect their Estate on 
death?

A DEATH PLANNING SOLUTION 
FOR COUPLES…

James Moore

Estate Planning Consultant

The Right Will
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We recently launched our in-house admin service, 
which offers a full admin support service for advisers 
across mortgages, protection, general insurance, medical 
insurance and now equity release, so you can free up 
valuable time to spend more time advising.

HAVE YOU USED OUR ADMIN 
SERVICE?

Our in-house Admin Service was 
launched with our members in mind 
to help you free up time spent on 
paperwork. Using your document 
fact find we input this into The Key, 
input your commission, upload your 
documents and finally generate your 
suitability letter. Simply send us 
across your client file and allow us to 
do the rest!

Our highly experienced team within 
The Right Mortgage are able to 
provide support across mortgages, 
protection, general insurance, 
medical insurance and equity release.

Support at a glance

Our admin support service for 
mortgages, protection and medical 
insurance is just £30+VAT per 
product, with each additional product 
for the same client priced at £15+VAT 
and includes:

Our admin support service for stand 
alone buildings and contents products 
is just £15+VAT.

We now provide equity release 
admin support

We are delighted to now be able to 
offer equity release admin support, 
priced at £50+VAT per product.

Why use our admin service?

• 72 hour turnaround on every 
case;

• Highly experienced team within 
The Right Mortgage;

• Free up valuable time to spend 
more time advising;

• Reduce time spent on paperwork;
• Eliminate the need to hire an 

admin internally;
• Support across mortgages, 

protection, general insurance, 
medical insurance and equity 
release.

Find out more

Call us on 01564 732 744 or email 
admin@therightmortgage.co.uk for 
full details of what is covered and 
how we can help you.

Testimonials 

"Thanks for getting this done so 
quickly. I can see this service really 
working for me"

"Very impressed by your service and 
will be using you for my cases from 
here on"

"Thank you Abigail, swift service as 
usual"



As a successful adviser, you’ll already 
know more than a thing or two 
about looking after your customers. 
But when was the last time you 
re-focused your attention to your 
marketing activity?

Marketing is key in helping you find 
new customers, keep existing ones, 
re-engage with those that may have 
lapsed and ultimately, increase your 
profitability.

Now who wouldn’t want that? Here 
are my top tips to help you kick start 
your online marketing activity.

Keep it real

I read an article recently that 
explained a survey by L&G showed 
just 9% of consumers associate 
the term “protection” with life or 
critical illness cover, whilst 40% of 
those surveyed thought “protection” 
referred to protection against physical 
harm or to protective clothing!* 

At times, industry terminology found 
within customer-facing websites 
and marketing collateral are dotted 
with financial jargon which could 
put off potential customers rather 
than attract them. Most customers 
don’t want to feel stupid; they want 
to discuss their financial needs in 
simple terms to avoid any potential 
confusion.  

Tip: Review your marketing collateral 
and website content with a fresh pair 
of eyes – your website and marketing 
should clearly explain the problems 
you will help your customers solve; 
uncomplicated and jargon free!

Be clear and concise

Readability will help your online 
conversion rates and boost your SEO 
(Search Engine Optimisation – how 
Google ranks you in its listings). The 
average reading age in the UK is 
9 years old. But writing for an age 
range isn’t the same as writing to 
that age. 

Most 9 year olds aren’t interested in 
mortgages or insurance. But someone 
aged 40 with little time, their head 
buried in a small phone screen or a 
life to live, will benefit from clear and 
concise writing.

Tip: Keep sentences & paragraphs 
short and concise, use bullets, omit 
needless words and use sub headings. 
Why not run a readability test online 
for instant feedback on your website?

Make a good first impression

Whatever your social media or digital 
prowess, like it or not, in 2019 your 
first impression is happening online. 
If potential customers are turning 
to your social accounts or website 
before responding to your email 
or answering your call, a mediocre 
online presence could hurt your odds 
of hearing back from them. 

Tip: Investing in your personal 
presence online is a great investment 
in your business. When was the last 
time you reviewed your website? 

Nicola Ventrella | Operations Director | The Right Mortgage & Protection Network

TOP TIPS TO KICK 
START YOUR ONLINE 
MARKETING
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"The average reading age in the UK 
is 9 years old. But writing for an 
age range isn’t the same as writing 
to that age"

Keep in your client’s minds

Newsletters are an easy way to keep 
at the forefront of your customers 
minds and remind them of all the 
product areas you can help them with. 
Plus, by signing up to the network’s 
member e-newsletter - we do all 
the hard work for you. Our member 
newsletter service means we manage 
your customer newsletter from start to 
finish, so you don’t have to. Although 
the initial aim of the newsletter was 
to help with firm brand awareness, 
we’ve had several member firms tell 
us they have received direct enquiries 
from their customers, straight from 
their newsletter.

A personalised newsletter, in either 
printed or pdf format, or both will:

• reassure the client that you’re the 
firm to turn to;

• remind clients of the wide range 
of services you can offer;

• assist client retention – thereby 
helping to hold onto the lifetime 
value of a client;

• deliver warm leads and business 
revenues if it’s the right time for 
the client.

Tip: Sign up to our member 
newsletter and keep connected 
with your customers – visit bit.ly/
clientnewsletters to find out more 

Finding the “best” marketing tip is 
relative; to your audience, resources, 
and marketing goals. Why not share 
what works for you with other advisers 
in the members forum on our adviser 
site here bit.ly/yourforum

Your Business area

Don't forget, our Your Business 
area of the adviser site provides 
some valuable marketing advice 
and resources to help you take your 
business to the next level. 

The section is split into two sub 
sections; Your Business Structure and 
Develop your Brand.

Your Business structure

This area is designed to help you 
structure your business and includes 
recruitment templates and brochures, 
along with a brand new client journey 
timeline, which is designed to help 
you move across the client journey 
step by step whilst giving you links to 
document templates we recommend.

Develop your brand

As the title depicts, this is where 
you'll find templates and support 
on developing your brand externally 
to clients. It incorporates a new and 
improved marketing library, marketing 
guides and other services to help 
keep in touch with your clients and 
develop an online presence.

Visit the adviser site today to kick 
start your online marketing.

*Source:www.covermagazine.co.uk/cover/
news/3072652/protection-industry-must-
simplify-language



With our workshops now covering Birmingham, Cardiff, Manchester and Greater London areas and with 
the launch of our brand-new technology masterclasses alongside our popular training academy courses, 
what better reason is there to come along to our events this year?

MAY
Equity Release Accreditation Course (16th)
CII Accredited Protection & Critical Illness Sales Skills Course – Brentwood (23rd)
TRM Scotland Cluster Meeting - Edinburgh (31st)
Induction Course (15th)

JUNE
National Training Event – Birmingham (6th)
Northern Cluster Meeting – Newcastle (10th)
TRM Scotland Cluster Meeting - Edinburgh (28th)
Induction Course (19th)

JULY 
Later Life Lending & Equity Release Workshop - Birmingham (11th)
Technology Masterclass – Cardiff (18th) 
TRM Scotland Cluster Meeting - Edinburgh (26th)
Induction Course (10th)

AUGUST 
Equity Release Accreditation Course (22nd)
TRM Scotland Cluster Meetings (30th)
Induction Course (21st)

SEPTEMBER 
Northern Cluster Meeting – Newcastle (9th)
Training Academy Course – Manchester (12th)
Switch on your Business Workshop - Birmingham (19th) 
Switch on your Business Workshop – Greater London (26th) 
TRM Scotland Cluster Meeting - Edinburgh (27th)
Induction Course (25th)

OCTOBER 
Later Life Lending & Equity Release Workshop – Birmingham (3rd)
Equity Release Accreditation Course (9th)
Technology Masterclass – Greater London (10th) 
TRM Scotland Cluster Meeting - Edinburgh (25th)
Induction Course (23rd)

NOVEMBER 
TRM Scotland Cluster Meeting - Edinburgh (22nd)
National Training Event – Birmingham (28th)
Induction Course (13th)

DECEMBER 
Equity Release Accreditation Course (3rd)
Training Academy Course – Birmingham (5th)
Northern Cluster Meeting - Newcastle (9th) 
TRM Scotland Cluster Meeting - Edinburgh (13th) 
Induction Course (4th)

Book your place today by visiting rightmortgageadviser.com/events

UPCOMING
EVENTS 2019
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A DATE FOR 
YOUR DIARY...

JUNE

06

National Training Event 
Our National Training Event is taking place on Thursday 6th June.

As well as providing you with presentations, exhibitors, games and prizes, the event provides the perfect 
opportunity for you to come along and meet all of the Head Office staff for what will be a thought 
provoking, fun-filled day out of the office and worth 5 hours of CPD.

To book your place visit bit.ly/june19nte

"Our first NTE and we almost 
missed it due to current workload 
but so glad we made the effort. 
Such a great team to be working 
with and really nice to meet 
them all and put faces to names. 
Looking forward to the next 
one!"

"Packed with more opportunities 
than can be learnt in one day, to 
be repeated"

"The fact that so many people 
attended the National Training 
Event in November is testimony 
to the spirit created by everyone 
at The Right Mortgage Network. 
Those that did attend looked to 
be really enjoying it"

Here's what our members 
had to say about our last 

National Training Event

Meet over 60 
exhibitors

Gain the 
competitive 
advantage

We have an 
exceptional 

guest speaker 
confirmed

Free breakfast 
and lunch

Attend our 
presentations

Earn valuable 
CPD

Six good reasons to attend...



Build a basic income for yourself 
using GI

Did you know that the average time 
to write general insurance is just 1 
hour? 

And in that hour, you can earn on 
average £82.50?

That means if you write eight general 
insurance policies a month, you could 
earn £8,000 per year.

What would you do with an extra 
£8,000 a year, every year?

Looking towards the future

By year four you could be earning 
£32,000 for just doing eight cases a 
month.

Buildings and contents insurance 

Why not introduce buildings and 
contents in your initial conversations?

Managing your clients 
expectations... 

When speaking to your client during 
the Factfind process, make sure they 
know that you're going to look after 
all their insurance needs, including 
buildings and contents insurance.

By doing this your customer knows 
that you will take care of the hard 
work of looking for the most suitable 
policy and then it creates an assumed 
sale.

They know not to worry about finding 
their own insurance quote from the 
start.

ASU 

Protection advice: Should it be a 
compulsory part of the mortgage 
sales process? 

Statistics say that your client has a 
very high chance of suffering from 
one of the following during their term 
of the mortgage:

• job loss due to redundancy;
• a sickness or accident;
• a critical illness;
• a long term illness; and 
• death.

Any of the above will result in 
preventing them from working and 
paying their mortgage. 

We have a regulatory responsibility 
and owe a duty of care to clients.

When we give mortgage advice 
we are recommending debt. The 
implication of not recommending 
protection alongside this is that on 
death, the client will pass debt to 
their beneficiaries as well as assets.

When you are discussing “affordability” 
with your client, remind them that 
affordability is based on the premise 
that their income continues without 
interruption for the term of the 
mortgage.

Take advantage of our duty of care 
customer leaflet to show your client 
their needs.

If your client still doesn't want to 
take your advice then get them to 
sign to say they don't want to accept 
the advice using our duty of care 
customer declaration form.

The FCA will take retrospective 
action… The first thing any regulator 
or claim handler will ask for is 
documentation. 

Be prepared to advise your client 
regarding protecting their mortgage 
and include the documentation of 
that advice as a part of your sales 
process, irrespective of the outcome 
of that advice.

Protect your client. Protect yourself. 

Whole of market quoting 
in record time

We’ve made your request for a quicker question set a reality! Over the past 12 
months, we’ve worked on the configuration of our platform to drastically reduce 
the time it takes you to complete a whole-of-market GI household quotation.

Our latest configuration

Redesigned to drastically reduce 
time taken to complete a standard 
household quotation without the 
need to run-through declarations 

relating to non-standard risks. 

Speed
Whilst the new changes will ensure 
ease and speed, there will be no 
sacrifice to the depth of cover 

available.

No Sacrifice
Presented in simple statements, the 
new configuration is easy to read 
and complete, making the process 

of quoting more seamless.

Simplicity 

Try the new question set today at: www.gi.thesource.co.uk
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You could earn an extra £16,000 per year. What would you 
do with your extra commission?

Amy Wilson 

GI and PMI Development Manager 

The Right Mortgage & Protection 
Network

MAKE GI THE BACKBONE OF 
YOUR BUSINESS

Go on a 
holiday of a 
life time?

Invest it back 
into your 
company?

Treat your 
loved ones?
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In spite of widespread uncertainty 
around Brexit and a housing market 
slowdown in parts of the country, 
the bridging loans market continues 
to grow significantly faster than the 
mainstream mortgage market.

It's one of the reasons we're delighted 
to now offer our range of bridging 
loans to members of The Right 
Mortgage & Protection Network.

We believe the bridging loan market's 
growth can partly be attributed to 
the growing range of circumstances 
in which they can be used – meaning 
more and more clients may find them 
a useful option.

For instance, they are now frequently 
used by property investors buying 
at auction to meet strict completion 
deadlines, and by those wanting to 
redevelop or refurbish a property 
before selling it on.

Businesses are also using these 
loans to invest in new staff, space 
or equipment that will expand 
capacity; to buy raw materials before 
accepting a large order; to build up 
stocks ahead of an expected rush on 
seasonal orders; or for buying shares 
in other businesses.

Here at Together, we'll look at a 
wide variety of bridging loan cases 
– including many that some others 
won’t. Such as those involving ex-
council properties and those in high-

rise blocks, as well as those of non-
standard construction. We’ll also 
look at clients with thin or imperfect 
credit, or where the applicant has 
little UK address history – perhaps 
because they live overseas and are 
investing in the UK for the first time.

We're able to consider these cases 
thanks to our common-sense 
approach. We remove unnecessary 
automation and computer-based 
decision making, and a human being 
makes the final decision to lend, 
every time.

And while your case is being 
underwritten, you'll have a direct 
line to an assigned underwriter so 
you can chat through documents and 
other supporting evidence in real-
time. This can speed up the process.

This approach creates opportunity 
for brokers, because it means you 
can help a whole new market of 
people who have historically been 
under-served. And by familiarising 
yourself with specialist lenders like 
us, you could develop a reputation as 
someone who can place any case.

One way to achieve this is to use 
a back-to-front working approach, 
which we advocate on more 
challenging cases and which we 
believe can improve the customer 
experience.

If you take a challenging case to a 
mainstream lender initially, you may 
have to disappoint your client by 
informing them they’ve been refused, 
and then having to go back to them 
with a higher rate.

By starting with a specialist lender – 
yes, they may have a higher rate, but 
your client has peace of mind that 
they can definitely borrow. If you 
can then secure a lower rate through 
another lender, your client will be 
even happier.

If you have such a case on your 
hands, call Together's Broker Sales 
team on 0371 454 2945 for more 
information.

Specialist lender Together's flexible underwriting approach 
is supporting brokers to help keep the bridging market 
buoyant.

THE BRIDGING MARKET IS 
OVER-PERFORMING – THANKS, 
IN PART, TO SPECIALIST 
LENDERS.

Richard Tugwell

Group Intermediary Relationship 
Director

Together

"This approach creates opportunity 
for brokers, because it means you 
can help a whole new market of 
people who have historically been 
under-served"
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The secured loan specialists

We are delighted to announce that we have 
developed our own secured loan master broker, 
The Right Loan. 

Our expert secured loans specialists are on hand 
to help guide your clients through the options 
available and will be able to answer any questions 
they have in plain and simple English.

We will take the time to understand your clients 
needs and will search the market to find the right 
deal for them, keeping both you and them updated 
throughout the process.

01564 332 610   www.therightloan.org    info@therightloan.org

The Right Loan is a trading style of The Right Mortgage Ltd, which is authorised and regulated by the Financial Conduct Authority. Registered in England and Wales no. 08130498. Registered Address: 
70 St. Johns Close, Knowle, Solihull, West Midlands, B93 0NH. 

Your home may be repossessed if you do not keep up repayments on a mortgage or other debt secured on it.

support 
the 
network

WHY CHOOSE US?
Owned by the Network with
profitable benefits going back to
the membership

Guaranteed payments, so no
issues getting paid

Customer focused to give your 
client the best deal 

Best interest rates in the 
marketplace 

Prime and adverse clients catered 
for 

Earn 50% of the commission 

Quick and efficient ser vice

"I've had some really good updates on the 
two cases submitted so far, best service I've 
ever received from a secure loan company, 
keep it up!" 

Mortgage Moves, A Network Member
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The Later Life Lending and Equity 
Release Network recognise that equity 
release is a fast-growing market, 
with more competitive products and 
increased customer confidence than 
ever before. Our dedicated specialist 
team are committed to helping you 
grow your business with your own 
name above the door.

Are you still deliberating whether 
adding equity release to your list of 
services for your clients is right for 
your business? Here’s how much 
opportunity is available: 

If you still need convincing of the 
opportunity, let’s take a look at a 
real-life example.

Let’s take your clients Mr and Mrs 
Average. Mr Average is 67 and Mrs 
Average is 72. They are looking at 
releasing £100,000 from their home. 

*All Rates are based on average commission rates
*Rates show are gross and will be subject to network retention 
as outlined in our Equity Release Manual which is available on 
our member’s site.

If you offer them the full value-added 
service as recommended by us, 
ensuring that all of their protection 
needs are satisfied, you could earn:

Do you want to find out more? 

If you want to get authorised, here’s 
how we can help you:

Our objective is to educate, train and 
help our members learn how to give 
appropriate advice in this exciting 
marketplace.

If you are CAS for mortgages and 
would like to get authorised, we 
have a dedicated equity release team 
focused solely on helping you to get 
started. 

If you would like to advise on equity 
release, please contact me on 01564 
732 744 or email victoria.wilson@
therightmortgage.co.uk

You have no desire yourself to 
advise on equity release?  

You are still able to help your clients, 
do none of the paperwork and earn 

a commission via The Right Referral 
Service.

Spotting the need for equity release 
in your clients is very important and 
as a network we pride ourselves 
on educating our members on all 
products. 

Knowing where to refer equity release 
can help add to your commission 
pot. Referring via The Right Referral 
Service couldn’t be easier. Simply 
email your client’s details to refer@
therightmortgage.co.uk and we will 
do the rest for you, whilst consistently 
giving you updates. 

By referring to us, you will receive 
50% of the proc fee, which will be 
paid by the network. This is double 
the amount you might receive by 
referring to another adviser, with the 
added security in knowing that you 
will be paid by the network in the 
next available payment run.

The Later Life Lending and Equity Release Network 
specialist team is committed to helping you grow your 
business, with your own name above the door.

WHEN OPPORTUNITY KNOCKS...

Victoria Wilson 

Equity Release Manager

The Later Life Lending and Equity 
Release Network

Life. It’s never simple. Have you 
noticed how your clients’ needs are 
becoming ever more complex and 
marginal? There’s the guy with the 
garden full of Japanese Knotweed. 
The client who was bankrupted three 
years ago. There are those cases that 
need to consider child maintenance 
or state benefits. Or maybe you have 
a client who has all those criteria to 
take into account meaning call after 
call to BDMs and sales lines to try and 
match those clients with Lenders. 
That takes time.

Have you ever wished there was a 
better way to do things? Well, there 
is. Criteria Hub. A game changer and 
a time saver.  

Put down the phone

Criteria Hub enables you to select 
criteria that reflect the needs of 
your clients and match that criteria 
to at least seventy Lenders. The 
Lender’s criteria is accurate, as it is 
entered and verified by the Lenders 
themselves. 

You can carry out single and unlimited 
criteria searches and an enhanced 
search capability enables you to 
select up to six criteria and flag those 
that are critical or deal breakers. 
Plus with over 30,000 pieces of 
criteria there’s no need to spend your 
valuable time on the phone with that 
seemingly endless cycle of checking 
Lender policy changes.

Criteria Hub is the ‘Google’ of 
mortgage criteria searches. Imagine 

all that information at your fingertips. 
It’s as good as it sounds with 
everything in one place. 

It is a solution that is quick and easy 
to use and accurate too with Lenders 
setting, managing and verifying their 
own product criteria. Just do your 
search and you’ll be presented with 
a list of Lenders that match your 
clients’ needs. Lenders are now using 
the information that they input into 
Criteria Hub to power their own 
websites – so you can’t get a greater 
confidence vote than that. 

All criteria are clear, easy to 
understand and standardised for each 
Lender, making comparisons easier. 
Any completed criteria searches 
can be downloaded for research 
and audit history, showing how 
and why a product was selected, 
so compliance isn’t an issue, all the 
information you require is there. 
There’s a comprehensive help section 
to get the most of your searches too. 

The perfect partner

Mortgage Brain bought Criteria Hub in 
March 2019 as we recognise the huge 
time-saving potential for advisers 
and see it is the perfect partner to 
include within our unique end-to-end 
mortgage proposition. 

Criteria Hub was originally developed 
by co-founders Jason Hegarty, who 
himself was a mortgage broker, 
together with lead developer James 
Powell. They had seen the problems 
mortgage brokers faced with more 

complex cases, and the time and 
effort it was taking to source Lenders. 

Today, over 3,000 advisers are 
actively using Criteria Hub, so you are 
in good company. 

We are now working on integrating 
this ground-breaking technology 
within The Key, MortgageBrain 
Classic and MortgageBrain Anywhere. 
Bringing Lender supplied and verified 
criteria sourcing alongside accurate 
mortgage sourcing will be a game 
changer. 

For more information about Mortgage 
Brain and Criteria Hub call: 0208 665 
3200 or go direct to 
www.criteriahub.co.uk/trm

With clients’ needs becoming ever more complex and 
marginal resulting in call after call with Lenders - Criteria 
Hub offers you a simple solution. 

MORTGAGE MATCHMAKING 
WITHOUT THE SMALL TALK – 
CRITERIA HUB

Sharon Marshall

Sales Director

Mortgage Brain



Roll into 
retirement
with The Right Mortgage

Our retirement package:

• 75% commission paid to you for existing business

• 50% commission paid to you for new business

• Guarantee your beneficiaries income when you are no longer 
around

Want to know more?
Call 01564 732 744 or email retirement@therightmortgage.co.uk

Are you thinking about your retirement plans but still wish to 
continue earning with the network? We can help!


