
For Intermediary Use Only

The Right News
Edition 11: June 2019Trust | Respect | Partnership

The Key: Top 10 tips

Cheryl Hughes, Compliance Team 
Leader provides you with her top 10 
tips when using The Key to ensure 
your business is compliant and help 
save you time.

Hints and tips on selling buildings 
& contents insurance
Amy Wilson, GI Development Manager 
gives advice on how to bring buildings & 
contents insurance into your proposition

Marketing campaigns built on solid 
foundations
It’s a competitive market with many firms 
vying for the attention of consumers 
looking for financial advice.  But how can 
you make your business stand out and 
achieve cut-through?  
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WELCOME...

to the June edition of 
The Right News!

This edition looks at some 
of the many ways our lender 
and provider partners are 
able to support you through 
marketing and cutting edge 
technology.

From apps to sourcing 
systems, personalised 
marketing material and 
everything else in between, 
they are on hand to help 
you make the most of the 
opportunities our industry 
has to offer.

Don't forget, our members 
website now holds a vast 
range of pre-approved 
marketing templates, so you 
can simply brand and send 
out to your clients. 

We have had some excellent 
feedback already and will be 
adding additional areas to 
this section over the coming 
months, so watch this space.

Pop along to our dedicated 
marketing & technology zone 
at our National Training Event 
to discover how you can 
utilise what's on offer.

Martin Wilson | CEO

PSST...

It is increasingly important 
that you remain up to date 
with the latest technology. 
Turn to page 6, where Mark 
Lee asks "are you letting your 
tools do the work for you?"

As well as making ongoing 
enhancements to The Key, 
we launched its client portal 
to help make business 
submission slicker for our 
members. Turn to page 16 for 
Cheryl Hughe's top ten time 
saving tips.

We are thrilled to be able 
to provide access for our 
members to Smart Criteria, 
the ground breaking 
technology mortgage criteria 
sourcing solution.  Turn to 
page 11 to find out more.

Your clients too can benefit 
from recent technology. Turn 
to page 4, where LV= explain 
how your clients can use 
the LV= app on their mobile 
or tablet to access mental 
health support.

Be sure to visit our dedicated 
technology zone at our 
National Training Event to 
learn how these exciting 
developments can transform 
your business.

Adam Stretton | MD

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
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.

The Right Admin Service
We offer a full admin support service for 
advisers across mortgages, protection, 
general insurance, private 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.

Trust | Respect | Partnership
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The stigma surrounding mental 
health has rapidly evolved, and for 
the better in recent times. This year’s 
Mental Health Awareness Week from 
13-17 May helped to raise awareness 
and inspire action to promote the 
message of good mental health for 
all. More and more people feel able 
to talk about their own experiences, 
including high profile celebrities from 
entertainment, politics, sports, as 
well as friends and family sharing 
their own struggles and experiences. 

The most recent figures show that 
one in four of us will deal with a 
mental health illness each year. This 
might not mean we take time off, 
but the strains and pressures remain. 
And when it comes to protection, 
disclosure, underwriting, product 
design or claims – mental health is 
the subject of many misconceptions, 
several shortcomings and some 
challenges. 

We’re doing all we can to support 
clients facing mental health 
challenges…

One of the ways we can help is by 
offering advisers access to specially 
trained underwriters, who can 
take over their client’s application. 
Our underwriting team are fully 
experienced in asking questions and 
talking to clients with professional 
and personable empathy.

As mental health is a leading reason 
for income protection (IP) claims, IP 
providers are more likely to apply an 
exclusion to reduce the underwriting 
risk. We however, are the only 
provider currently offering automatic 
reviewable exclusion periods. This 
means if your client has a history of 
mental health problems, but has no 
further issues after taking out their 
LV= policy, we can look to remove 
that exclusion after 1, 2 or 3 years at 
the client’s request. 

…and LV= Doctor Services provides 
even more valuable support

Not only can we help those who 
have a pre-existing condition at 
application, we can help support 
them throughout the life of their 
policy, should they need it, through 
LV= Doctor Services. 

As well as providing five other benefits, 
LV= Doctor Services now includes 
Remote Psychological Services, at 
no added cost to your client. There’s 
no need to claim on their policy, all 
they need to do is use the LV= app 
on their mobile or tablet to access 
up to five remote consultations with 
a mental health professional each 
year. Following a consultation, they 
may be recommended one or more 
approved consultative behavioural 
therapy programmes. 

There’s more we can do to 
acknowledge and support those with 
mental health issues, which is why 
we include LV= Doctor Services for 
all protection policyholders at no 
added cost from the day their policy 
starts with us.

If you would like to know more about 
our Protection cover or LV= Doctor 
Services, contact your usual LV= 
Account Manager, call 0800 032 
4219 or visit LV.com/adviser. 

Mental health issues in the UK and how LV= will support 
clients.

1 IN 4 OF US WILL FACE MENTAL 
HEALTH ISSUES IN OUR LIVES LV= 
DOCTOR SERVICES PROVIDES 
MUCH NEEDED SUPPORT

Carl Heard 

National Account Manager 

LV=
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Mark Lee | Systems & IT Manager | The Right Mortgage & Protection Network

ARE YOU LETTING 
YOUR TOOLS DO THE 
WORK FOR YOU?

I would wager to anyone that my dad 
is the King of DIY. 

When I was very young, he built me 
and my brother a ‘den’. It was during 
the construction of this towering 
7-foot shed of magnificence that I did 
what every kid does when he sees his 
dad sawing wood at a workbench; I 
ask if I can have a go. 

To my surprise he agrees and hands 
me the saw.

Before I can begin, he stops me and 
amongst a few pearls of wisdom, 
mainly so that I don’t lose a digit, he 
tells me “let the saw do the work 
for you”.

I proceed to completely ignore his 
advice and immediately go mad with 
it, thinking the more energy I put into 
the task the quicker I can do it, but 
periodically the saw would get stuck, 
or I would start to mess up the cut. 

Eventually I get through this first 
piece of timber, my arm is aching and 
I’m wondering how my dad could do 
this all afternoon. He chuckles and 
asks me if it felt like the saw was 
doing the work as he clamps another 
piece of timber into the bench.

He reminds me “let the saw do the 
work for you”. This time I listen, and 
he was absolutely right. I complete 
the cut with little effort. 

The first time I still got to the end 
result, but it was tiresome and messy. 
The second time I let the tool do the 
work and it took a lot less effort, and 
the cut was a lot neater.

So, I pose this question to you as 
advisers: 

Are you letting your tools do the 
work for you?

Keeping your tools sharp

In 2018 we started hosting 
technology masterclasses local to 
our head office, with presentations 
and demonstrations from The Key, 
sourcing providers and more. We’ve 
had fantastic feedback from all of 
these and we’re pleased to say we 
have begun and will continue to take 
these nation-wide this year. 

They’re designed to help you keep 
up to speed with changes and 
advancements in the systems you 
have access to, so come along and 
learn something new!

Stop repeating yourself – use 
sourcing integrations

Data entry is a pain and for the 
most part there’s no escaping it. The 
information you need to use has to 
go somewhere but duplication in this 
area is simply mad. Do you really 
need to go through it as many times 
as you normally do?

Well here at The Right Mortgage 
& Protection Network we are 
committed to providing you with 
systems that limit the amount of data 
entry you need to duplicate.

By using the integrations between 
The Key and sourcing systems such as 
Mortgage Brain and Solution Builder, 
you use the information already filled 
out in The Key’s fact find to populate 
your searches, saving you time, effort 
and also minimising the possibility of 
creating an inconsistency between 
the fact find on The Key, and the 
information you’ve put into a search.

Lost time is never found again – 
use the client portal

Keeping with the topic of data entry, 
you can also decrease the amount of 
data input you actually have to do 
yourself!

By using The Key’s Client Portal, 
you can provide your client with the 
opportunity to complete their own 
fact find. You will even get an email 
when the client has done work on it.
Once you’re happy with the 
information given, you can then 
lock it down so it can only then be 
changed further by yourself as the 
adviser.

To top things off, the Client Portal 
provides you with a totally secure 
way of communicating and getting 
documents to your clients.

Simply put, use it. It will save you 
time and give you piece of mind in 
passing sensitive information back 
and forth between you and your 
client.

Do you have an eidetic memory?

Can you remember 31,000 criteria 
and which lenders will place a case 
with each combination of them? 
I thought not, but don’t worry you 
don’t need to remember. That’s what 
Criteria Hub is for.

We have recently launched our 
Criteria Hub free trial to all of our 
mortgage advisers so you can try 
before you buy.

Looking towards the endgame – 
Lendex by Mortgage Brain

As I’ve mentioned, we want to 
provide systems that limit the amount 
of repetitive and tiresome data entry 
required by our advisers. Our goal is 
to have The Key as a single point of 
entry.

This is where Lendex by Mortgage 
Brain comes into play. Described 
by our MD Adam Stretton as “MTE 
on speed”. Lendex will allow you 
to submit your applications using 

data pre-populated from The Key, 
with minimal additional information 
required.

Mortgage Brain have nine confirmed 
lenders with another 19 in the 
pipeline, and are aiming for a Q3 
2019 launch. Watch this space!

Understand the tools you have 
for the job and keep them sharp. 
Remember: Let the saw do the work 
for you.
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With our events now covering Birmingham, Cardiff, Manchester and Greater London areas and with the 
launch of our brand-new technology masterclasses alongside our popular sales skills courses, what better 
reason is there to come along to our events this year?

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 Meeting (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...

NOV

28

November National Training Event 
Our next National Training Event is taking place on Thursday 28th November.

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/ntenovember19

"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 is testimony to the spirit 
created by everyone at The Right 
Mortgage. 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...
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It may not be the first thought 
when it comes to people’s financial 
protection, but home insurance is 
absolutely fundamental. After all, 
there can’t be many things that are 
more important than safeguarding 
the roof over someone’s head and 
the belongings inside. That’s why 
we’re launching SmartQuote for 
intermediaries, to redefine the rules 
of how advisers and their customers 
get a home insurance quote.  

We’ve heard all the objections 
to selling general insurance: 
intermediaries don’t have the time 
and may not see the benefit of 
participating in a market where many 
potential customers immediately turn 
to price comparison sites. Yet at 
the same time, we have a duty of 
care to the customer, and it’s hard 
to see how we can meet it without 
considering their fundamental needs. 

Arranging cover has to be made easier. 
With SmartQuote, we’re not only 
aiming to do this, but are challenging 
any lingering misconceptions about 
the application process.

By using big data and innovative 
technology, SmartQuote enables 
advisers to get a quote for their clients’ 
buildings and contents insurance in 
as little as one question*, making it 
simpler and quicker than ever before 
to get a quote. Gone are the days of 

complex forms and endless questions 
– which customers may not know the 
answers to. 

Other key benefits for intermediaries 
include:

• Access to our latest product 
offerings Home Insurance Plus 
and Home Insurance with 
enhanced features and benefits 
such as a buildings sum insured 
up to £1.5 million and Home 
Emergency Cover included as 
standard up to £1,000;

• Reduced disclosure risk – 
customers no longer have to 
answer a lot of complicated 
questions; 

• A much quicker and slicker 
quote and apply journey with 
fully digital document option for 
advisers’ customers.

SmartQuote for intermediaries cuts 
the paperwork and time involved in 
doing home insurance business and 
gives intermediaries an opportunity 
to re-engage with this market. And 
they should take it. First, because 
they owe it to their customers to 
look after their key insurance needs 
and second, because it could be a 
fantastic opportunity to take on more 
business. 

You can find out more about 
SmartQuote for intermediaries here: 
www.legalandgeneral.com/adviser/
general-insurance. 

*Assuming an intermediary knows their 
customer’s name, address and date of birth. 

The digital answer to simpler and quicker home insurance.

SMARTQUOTE FOR 
INTERMEDIARIES

Guy Whittaker

Key Account Manager – 
Intermediary GI

Legal & General

theright
referralservice

Mortgages

Medical Insurance

Commercial Lending

Life Assurance

Second Charges

Buildings & Contents

Bridging

Personal Protection

Funeral Plans

Equity Release

%

Business Protection

ASU

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 networks adviser site:

rightmortgageadviser.com/refer

therightreferralservice

Earn up to 50% commission while you relax
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Amy Wilson | GI Development Manager | The Right Mortgage & Protection Network

HINTS AND TIPS ON 
SELLING BUILDINGS & 
CONTENTS INSURANCE

A piece of feedback I hear regularly 
from advisers is not having the 
knowledge about buildings and 
contents insurance to confidently 
advise, so … I have put together a 
handy guide to help fill in some of the 
gaps, to ensure you have everything 
covered and know your client will be 
able to claim when they need to.

Definitions 

There are some terms which we 
all know what they mean… until 
someone asks you to explain. Don’t 
let this put you off selling! I have 
highlighted some below:

What is trace and access? 

The ombudsmen say one of the most 
common complaints from buildings & 
contents insurance is that the insured 
were covered for loss or damage 
caused by "escape of water", but 
they were not covered for "trace 
and access" - the cost of finding and 
repairing the source of the damage.
So, trace and access is the bit of 
insurance that covers the costs to fix 
the initial source of the leak, such as 
a broken pipe or equipment.

Our panel of providers all include 
policies which have trace and 
access as standard, so you can 
have the confidence that you are 
recommending a product that will 
cover your client. 

What is classed as buildings and 
what is classed as contents? 

This is the simplest explanation, 
but is clear for both you and your 
customers. If you were to tip the 
house upside down, the contents 
will drop and the buildings won’t 
move. So, when it comes to valuing 
the contents, just simply ask this 
question. 

Excess

Sometimes there is no benefit in 
increasing a client’s excess, as the 
premium may not reduce significantly 
as a result. With our panel of 
providers it is easy to fluctuate the 
excess in order to look at the pricing. 

Excess is an easy way to talk around 
a client if they have another quote. 
Often price comparison sites ask 
what excess you'd like, then use 
that as the voluntary excess amount, 
sometimes adding hidden excess 
amounts. This means it is not always 
clear to clients what the total excess 
is, when a quote is obtained online.

Endorsements 

There are certain things excluded 
from some policies or higher excess 
amounts detailed in the policy terms 
and conditions (T&Cs). For example, 
clients may need to agree to certain 
things in order to comply with an 
endorsement e.g. Flat roof inspected 
or use of door and window locks.

The comparison sites often ‘hide’ 
endorsements (you often need to 
click), whereas with providers like 
Paymentshield, L&G and Uinsure, 
due to the nature of the one policy 
wording you can familiarise yourself 
with all the T&Cs if it makes you 
more comfortable with the sale. The 
Source also provide a very useful 
comparison chart- with key features 
of the policy explained simply if your 
client asks. 

Did you know?

31% of people who said they skim 
read or don’t read their home 

insurance policy said it's because it’s 
too complicated

CHALLENGE YOUR 
CLIENTS
The other key obstacle that advisers 
sometimes face is challenging 
objections such as a “no” or “I’ve 
found it cheaper”. A side from the 
fact that you would take this answer 
if they were talking about pure 
protection, here I share a few ways 
to keep the objections at bay.

Don’t get to no

Advisers who submit regular general 
insurance business tend to pitch 
general insurance as part of their 
overall service. They offer their 
clients GI upfront, rather than it being 
an afterthought.

It’s important to manage the client’s 
expectations so they know they don’t 
need to worry about finding their own 
insurance quotes right from the start. 
If you leave it to the last minute, 
then the chances are the client has 
already shopped around and made 
their mind up to go elsewhere. Giving 
yourself the hard battle to compete 
against the comparison sites. 

“It’s too expensive” 

With our list of providers, you know 
what you are getting. Worst case 
scenario, you can ask your BDM 
to walk into the complaints team 
and help. AND whilst they can get 
cheaper cover elsewhere, the quality 
might not be as good. 

Remember that old saying, you get 
what you pay for? Make sure your 
clients don’t compromise on quality 
for price. It might also be worth using 
the Premium Flex tool if it’s available 
to you. This tool will allow you to flex 
your commission in order to reduce 
the client’s premium. Providers such 
as Uinsure also offer a Defaqto 
compare tool, where you can 
compare up to three products – this 
can help in the quality conversation. 

“My dad’s uncle’s best friend says I 
can get a better deal online”

Their relative or friend is probably 
saying this to help them find the 
cheapest price but focus on finding 
them the policy with the best cover 
for them, with a better chance of 
success should they need to make a 
claim. 

Would they take mortgage or life 
insurance advice off this person? 

“I’d rather do it myself”

Get them to consider exactly what 
they need from their insurance. 
When buying home insurance, it’s 
not just about what cover limit they 
can get but also the exclusions, 
terms and conditions and who the 
underwriter is. Also, comparison sites 
make a lot of assumptions so they 
have to be sure to check every last 
bit of information, which is where 
your services can be of use. 

Top Tip

A stand-alone household insurance quote could end up being three 
or four leads for other products each year or a friendly chat for an 

update in their circumstances

Thanks for reading, please give me 
a call if you need anything general 
insurance related.
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 Managing the new normal in buy-to-let

Buy-to-let has changed, but there’s still business to be had if 
you’re willing to change too, says Sarah Green, Director of 
Intermediary Sales at Virgin Money. 

Buy-to-let purchase lending fell 11.1% between November 2017 and 
November 2018, according to UK Finance.

The sector has been challenged by measures designed to make 
investing in property to let less attractive, giving first-time buyers a 
better opportunity to purchase a home. 

Measures that have arguably done their job.

The most widely known are the 3% stamp duty surcharge and the tax 
relief changes, but there have been plenty of others, from tweaks to 
the wear and tear allowance to new HMO rules, to name but a few.

At the same time, regulators have tightened buy-to-let lending 
criteria to protect landlords from overborrowing. Combined with tax 
changes the new lending rules have had quite an impact on some 
landlords.

Virgin Money’s Mortgage Director, Andrew Asaam, suggested the  
buy-to-let sector is settling into its new normal. If that’s the case,  
then intermediaries need to adapt. But how? 

Focus on remortgaging
Lending to landlords for purchases may be down, but lending to 
landlords for remortgaging is actually up in the year to November 
2018 (the latest figures from UK Finance), 9.5% by volume and 9.1% 
by value.

And there are around 118,000 buy-to-let mortgages maturing in 
the first half of 2019, according to Virgin Money’s analysis of CACI’s 
mortgage market data.

This presents a rich potential source of business, some of which could 
be sitting in your back book.

If you haven’t already, go through your existing landlord clients 
and see which of them have a mortgage set to renew in the next six 
months, so you can build a timetable of when to get in touch.

Highlight the savings
Remember, in January, landlords had their first taste of paying a tax  
bill since the start of the phased removal of mortgage interest tax 
relief. Even if they hadn’t quite understood the impact of not being 
able to offset all of their mortgage interest against their income for  
tax purposes, it will have certainly become clear now. 

Your clients may therefore be more open to exploring ways of 
mitigating any extra costs they have incurred as a result of the tax 
– and refinancing is one such way to cut their outgoings. In fact, the 
average five-year fixed buy-to-let rate fell to its lowest-ever level in 
October 2018, 3.4%, according to Moneyfacts, so landlords could 
make significant savings.

Stay up to date
As the rules have changed for landlords, so too has the buy-to-let 
lending market. Lenders have adapted quickly to the regulatory and 
tax shifts of recent years, so it’s worth reminding yourself of the wide 
array of options for landlords.

Personal Income. Lending rules make it harder for some landlords 
to get the numbers to stack up on buy-to-let, if the expected rental 
income isn’t sufficient to meet rental income ratios or affordability 
stress testing. However, some lenders, including Virgin Money, will 
allow landlords to put their own income towards the buy-to-let 
property – known as top-slicing or using personal income. This 
enables landlords who have the ability to service the mortgage to buy 
a property, or remortgage to a new deal. Five-year fixed rates are also 
subject to different affordability rules, so are increasingly popular with 
landlords who are have less headroom on rental income.

Specialist lending. There are far more specialist buy-to-let lending 
options, as experienced landlords increasingly move into niche sub-
sectors of the market. This includes short-term lettings, HMOs, and 
multi-unit blocks. Of course, not all intermediaries are experts in 
these areas, and nor do you have to be. Remember there are specialist 
businesses offering referral options, so you don’t have to turn away a 
client just because you don’t have the relevant expertise.

Portfolio landlord mortgages. Portfolio lending rules will almost 
certainly affect some of your landlord clients. Next time they 
remortgage your support will be invaluable. There will be differences 
in the availability of mortgage deals and the information they need to 
provide, such as cashflow statements and business forecasts. Ensure 
you know what is involved and can confidently explain it to them. 
Also, beware of extended processing times on portfolio mortgages. 
Virgin Money has maintained its 10-day service promise, but there 
have been reports of longer app to offer times in the wider portfolio 
landlord mortgage market.

Know the sector
Your landlord clients trust you primarily for your expertise in buy-
to-let mortgages, but the significant changes in the private rented 
sector may have left them understandably worried. The many new 
rules could affect the profitability and potentially even the viability 
of their investments in some cases.

To retain their trust – and business – you need to have a good 
knowledge of these changes, how they impact landlords and 
what they can do to mitigate the higher costs of being a landlord, 
including signposting them to appropriate tax advice specialists.

Help your landlord clients find the right mortgage for their 
needs, visit virginmoneyforintermediaries.com or speak to 
your dedicated BDM.

VM26782V1 A4.indd   1 14/03/2019   15:00

Buy-to-let? 
You bet.

For professional intermediary use only. This is not a financial promotion and should not be displayed or used as such. Please refer to our website for full details. 
Details correct at time of distribution. Virgin Money plc - Registered in England and Wales (Company No. 6952311). Registered Office - Jubilee House, Gosforth, Newcastle upon Tyne NE3 4PL. 

Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority. VM26577v1 (Valid from 04.03.19)

Whether your client is a seasoned pro or a newbie dipping their toe,  
we’ve got buy-to-let covered. Superb service, a broad lending policy  

and a wide range of top products.

Visit virginmoneyforintermediaries.com 
or call your dedicated BDM to find out more
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1. Unload the client

When you have finished updating a 
client on The Key or are due to send 
a client’s log in details for the Client 
Portal please ensure that you unload 
the client on The Key. 

You can do this by either clicking on 
the ‘Start Page’ tab or going back 
to the ‘Client’ tab and then clicking 
‘Unload Client’ at the bottom of the 
page.   

This will save your work in The Key 
and allow the client to log into the 
Client Portal. 

2. Add existing products on The 
Key

When completing a Fact Find for 
a client you may need to add an 
existing mortgage or protection 
product to The Key. When you 
complete the ‘Current Mortgage’ or 
‘Existing Plans’ tab on the Fact Find 
it will automatically create a current 
business product in the ‘Products’ 
tab. This will reflect the existing 
products that the client currently has 
in place but not the new business 
that will be submitted. You will still 
need to create a new product for any 
business you have submitted for the 
client. 

3. Create the suitability/
demands and needs letter

After you have submitted any 
business you will need to complete 
the client on The Key within five 
days of application submission, 
including the Suitability/Demands 
and Needs Letter. To generate the 
Suitability Letter through The Key 
open up the ‘Product Details’ and go 
to the ‘Documents’ tab, then click 
the ‘Create Reason Why Letter’. 
Next select the relevant template: 
Mortgage (Default) or RMC Protection 
RWL June 2016, then choose all the 
paragraphs required to start building 
your Suitability/Demands and Needs 
Letter. Once you have chosen all 
your paragraphs then click ‘Preview’ 
and this will then open up a copy 
of the letter in ‘Word Viewer’. Next 
press ‘Edit in Word’, this will open 
up a copy of your Suitability Letter/
Demands and Needs word document. 
Please note that when the Suitability 
Letter/Demands and Needs is open in 
the word document you will need to 
close it before minimising the open 
boxes or moving around on The Key.

4. Add the total annual income

As part of completing affordability 
on the Fact Find you will need to 
complete the Total Annual Income 
under the ‘Financials’ tab. Go to the 
‘Financials’ tab on The Key and under 
the ‘Total Annual Income’ section 
click ‘More’. This will then open up 
the ‘Income Details’ section where 
you can add any employed, self-
employed or any other income that 
the client receives. 

5. Duty of care

Please remember we all have to take 
reasonable care to cover all angles 
when dealing with our clients and 
making suitable recommendations. If 
you have made recommendations to 
your clients and they have rejected 
your advice please remember to 
take advantage of our ‘Duty of Care 
Customer Declaration Form’ and 
'Duty of Care Customer Leaflet' and 
attach both to the product in The 
Key. These templates can be found 
on our members website.  
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Cheryl Hughes | Compliance Team Leader | The Right Mortgage & Protection Network

THE KEY: TOP 10 TIPS

6. Add notes on The Key

Whilst completing a Fact Find you 
may need to add soft/hard facts to 
The Key to help justify or explain 
what has happened with a case. 
Notes can be added to The Key at 
various points including the ‘Contact’ 
tab, throughout the Fact Find as well 
as under the ‘Product Details’. To add 
a note simply type in the box and 
then click ‘Add Note’.

Please be aware that once a note 
is added it cannot be deleted or 
amended and a client can ask for a 
copy of the information you hold on 
them under a Data Subject Access at 
any time. 

7. Relabel documents

After using integration to source 
a product it will create a product 
on The Key with either the Quote 
Comparison, ESIS/KFI+ or Quote 
Comparison, Illustration attached. 
However, they may default under 
the categorisation to ‘Integration 
Documents’, In order to be paid 
commission you need to ensure that 
all documentation is attached and 
categorised correctly. To relabel a 
document on The Key click on the 
document and right click which will 
bring up a menu saying ‘Copy, Paste, 
Properties’. Next click on ‘Properties’ 
and then under the ‘Edit Document’ 
box untick ‘Integration Document’ 
and tick the correct document 
category before selecting whether 
the document is for one or both of 
the applicants. Finally press ‘OK’ to 
close the ‘Edit Document’ box. 

8. Save the fact find

One of the required documents 
which needs to be attached to the 
product on The Key in order to get 
paid commission is a copy of the Fact 
Find. Go into the Fact Find and click 
the ‘Print Fact Find’ button at the 
bottom of the page, this will bring up 
the Fact Find in ‘Word Viewer’. Next, 
press the ‘Save’ button at the top of 
the page and close the ‘Word Viewer’ 
before going into the ‘Documents’ 

9. Use the outstanding 
documents tab

When attaching documents to the 
new product on The Key, refer to the 
‘Outstanding Documents’ tab which 
will list all the required documentation 
for a product. To view the 
‘Outstanding Documents’ tab create 
the product on The Key, complete 
the basic information including 
‘Product Type’, ‘Sub Type’, ‘Status’, 
‘Provider’ and ‘Clients’ before clicking 
‘Close’ at the bottom of the ‘Product 
Details’, which will save the product. 
Then, reopen the product by either 
double clicking on the product line 
or clicking the product to highlight it 
and then pressing the ‘Open’ button. 
Once the ‘Product Details’ is open go 
to the ‘Outstanding Documents’ tab 
and add documents by clicking the 
‘Add’ button in the right hand corner. 
Please note that if ‘Outstanding 
Documents’ tab says ‘Checks not 
configured for this product’ that 
document will still be required to 
be attached to the product. Please 
refer to the relevant product process 
on our members website to see 
what documentation is required for 
a product.

tab where the word document copy 
of the Fact Find has been saved. 
You can then move the Fact Find to 
the correct product on The Key by 
either copying & pasting it onto the 
product or using the ‘Move’ button. 
Please note you can alternatively 
open a copy of the Fact Find in ‘Word 
Viewer’ and save it as a document in 
your client file before attaching it to 
the product on The Key. 

10. Use the client portal

To help you meet GDPR requirements 
The Key have created 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. To 
find out more about using The Client 
Portal, including a brief video which 
demonstrates how to add a client to 
The Client Portal, please visit The 
Key page on members website.
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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, private 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, 
private 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.

Don't just take our word for it, 
here's what some of our members 
say:

"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"

"Swift service as usual"

Despite rising prices and largely 
stagnant incomes over the last 
decade, home ownership remains 
the cornerstone on which millions of 
people’s lives are built. Often making 
extraordinary financial efforts simply 
to get on the property ladder, it now 
takes over eight years for the average 
UK first-time buyer to save a 20% 
deposit towards their own home2.

For many, the precarious long-term 
financial balancing act in search of the 
property-owning dream doesn’t end 
there. Assuming you do buy a home, 
43% of workers don’t have anyone 
in their household they could depend 
on to support them financially in the 
event of hardship3, such as an illness 
or injury. As if that wasn’t enough, 
there’s also a 57% chance that the 
average 30 year old mortgage holder 
will need to take at least a month off 
work before the age of 65 during the 
loan term for the same reasons4.

Therefore, having gone to such 
extreme efforts, it’s frankly mind-
boggling how few first-time buyers 
in particular take out any form of 
mortgage protection. Why work so 
hard for so long to own your own 
home, only to have it taken away 
in a relative flash, just because of a 
single stroke of bad luck? 

It could be that the need for 
mortgage cover is somewhat lost in 
the highly stressful buying process – 
arranging the mortgage, solicitors, 

moving and the rest. It could be it’s 
not considered necessary, but then 
no-one bats an eyelid at insuring 
buildings and contents, mobile 
phones or even pets, so why not your 
mortgage? What it certainly can’t be 
for is reasons of cost or simplicity, as 
even the best mortgage protection 
costs less than a daily caffeine hit and 
takes just five minutes to arrange.

Take the example of the new 
VitalityLife Mortgage Plan. It always 
includes life cover. You can choose 
to add either Serious Illness Cover 
Protector – which protects against 
145 different conditions, including 77 
conditions paid out at 100% of the 
plan amount – or Income Protection – 
or both. It’s also very quick to arrange: 
with just 5 medical questions, clients 
can be fully protected in minutes. 

So how would that work for, let’s 
say, Dave (33) and Katy (31) with 
a £250,000 five-year fixed-rate 
mortgage costing just under £800 a 
month5? With our mortgage plan, for 
£56.66 per month, they could get life 
cover on a decreasing basis to pay 
off the mortgage, £25,000 worth 
of serious illness cover on the same 
basis to provide a lump sum in the 
event of a serious illness, and income 
protection of £800 per month on a 
three-month deferred period. All in 
one plan. All for £1.90 a day.

As the insurer that rewards its 
members for healthy habits, the plan 

also includes access to a whole range 
of deals and discounts that could save 
hundreds of pounds a year. These 
include up to 40% off monthly gym 
membership, which on its own could 
almost save the equivalent cost of 
the entire plan; a weekly handcrafted 
drink at Starbucks; a fortnightly 
cinema ticket at Cineworld or Vue; a 
monthly Amazon Prime membership 
and many more6.

For the cost of a daily coffee, it seems 
a small price to pay, when it comes 
to protecting what’s probably your 
client’s biggest investment in life – 
not to mention their family’s future. 

Find out more about the new all-
in-one VitalityLife Mortgage Plan at 
vitality.co.uk

1Based on cost of Starbucks Cappuccino 
(Grande) of £2.60 uk.menuwithprice.com/
starbucks-menu/Jan 2019. Premiums are 
charged on a monthly basis
2www.bbc.co.uk/news/business-42565427 
Jan 2018
3www.theguardian .com/money/2018/
jan/25/uk-workers-chronically-broke-study-
economic-insecurity Jan 2018
4Based on a male 30 year old, non-smoker 
vitalityriskcalculator.co.uk/ 
5Mortgage rate, Nationwide, 5 year fixed, 80% 
LTV, £250,000 2.54%
6T&C apply. Visit adviser.vitality.co.uk/rewards/
partners/  for more information

For less than the price of a daily cappuccino1, protecting 
your clients, their home and their family’s future is now 
quick, easy and even more affordable.    

HOW DRINKING (A LITTLE) LESS 
COFFEE CAN BE GOOD FOR 
FINANCIAL HEALTH

Andy Philo

Director of Strategic Partnerships 
and Employed Distribution

VitalityLife



1. No Will? Talk through the 
intestacy flow chart

Send a copy of our intestacy flow 
chart to your client bank with the 
offer of a free Will and Estate Planning 
Consultation. The flow chart shows 
your client exactly what will happen 
if they die without a Will. We offer 
a free Estate Planning review for 
your clients which details the threats 
their assets are exposed to and the 
products required to mitigate these.

2. Will in place? Offer a free Will 
review

We offer a free Will review for clients. 
Simply send us a copy of their Will 
and a one-page form detailing their 
assets. Our legal team will review 
it and send back a detailed report 
explaining any issues with their Will 
and how their planning could be 
improved.

3. Identify their need

Is your client:
• Separated? They will want to 

make a new Will to ensure their 
estranged spouse cannot inherit;

• Remarried? Marriage invalidates 
a Will and so they will need to 
create a new one. They may also 
wish to ensure that their children 
from previous relationships aren’t 
disinherited;

• High net worth? Estate 
Planning can significantly 

reduce inheritance tax payable, 
particularly through the 
generations.

4. Use our sales aids

We have several sales aids including:

• Cartoons describing the threats 
to your client’s Estate and how 
Trusts protect against them;

• Technical sheets with diagrams 
showing threats and solutions;

• Fact sheets explaining important 
topics such as ‘what is the role 
of an executor’, ‘probate’ and 
‘how can I protect my children’s 
inheritance?’

5. Prepare clients for your visit

Once your clients have agreed to a 
meeting to discuss Estate Planning, 
send them our useful one-page 
document of information to prepare. 
This talks them through decisions they 
will need to make such as who they 
want as their beneficiaries, executors 
and trustees. These are important 
choices and pre-empting your clients 
saves time in the meeting. 

Attend our training course

We run a two-day training course 
each month to help get you up and 
running with your Estate Planning 
business. Day 1 covers the technicality 
of Estate Planning and Day 2 focuses 
on sales advice and how to use our 
software.

Next dates: June 13th/14th, July 
18th/19th, September 26th/27th, 
October 24th/25th

Call us on 01564 732 740 to book.

‘Having the course spread out over 
2 days was extremely helpful, so 
that we could have time dedicated 
to the processing side of things. The 
course was extremely informative, 
the presenters were very patient, 
the responses were very clear, and 
overall it was exactly what I needed 
to help me forge the way forward 
with my new Will & Estate Planning 
business.’

(Event attendee, April 2019)
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Our approach is to provide flexible 
support to help you promote funeral 
plans and boost your business

Naturally, clients who have 
experienced your service first-hand 
know you. So it makes perfect sense 
for you to offer them the opportunity 
to secure a future funeral for 
themselves or a loved one.

We have a range of support available 
that allows you to introduce the 
subject of a funeral plan. We can 
also help you follow up on your 
conversation if your client is thinking 
about buying a funeral plan.

A trusted brand, with a trusted 
local provider

Golden Charter is one of the UK’s 
largest and most well-known 
providers of funeral plans.* Combined 
with your unique position as a trusted 
adviser, this is a powerful motivator 
when customers are making a 
decision to purchase a plan.

What support is available?

Our aim is to help you deliver an 
excellent service to your clients, and 
create a valuable additional income 
stream for you. But we know it 
can sometimes be challenging to 
find time to focus on funeral plans. 
That’s why we provide lots of tools 
and support to help you sell plans to 
existing clients, attract new clients to 
your business, and develop a long-
term marketing strategy for plan 
sales.

This support is provided by your 
Regional Account Manager, the 
marketing team at Golden Charter, 
and through our easy-to-access 
online portal.

Support from your Regional Account 
Manager

Your Regional Account Manager is 
on hand to provide information and 
training on all aspects of selling Golden 
Charter Funeral Plans, including detail 
on our plans and payment options, 
funeral director services, The Golden 
Charter Trust and best practice. They 
can also assist with marketing and 
promotional material including digital 
marketing and website content.

Marketing toolkit & personalised 
items

Our marketing toolkit is designed to 
help you promote Golden Charter 
Funeral Plans to your clients in a way 
that complements your business. 
The kit includes a range of items, 
including: leaflets, posters, advert 
templates, desktop sales presenters 
and expression of wishes forms. 
We can also provide free artwork 
for bespoke marketing items which 
are branded and tailored to your 
business. 

Direct mail support

Personalised direct mail is an easy, 
effective way to introduce funeral 
plans to your clients. We can help 
with all aspects of creating and 
managing a funeral plan mailing 

campaign:

Letters and leaflets for direct mail 
– funeral plan leaflets and sample 
letters which you can use to print on 
your own letterhead.
Mail merge support & data training 
– to ensure your direct mail is as 
effective as it can be, we can help 
you organise your mailing data. Your 
Regional Account Manager can also 
tell you about the database training 
we offer.
Mailing support – to help get you 
started with direct mail, we can 
provide:

• Suitable and effective content 
for the mailing letter;

• Training on how to follow up 
enquiries, including objection 
handling;

• Product and process training; 
• Advice and support on how to 

do a mail merge with your client 
data.

For further information on becoming 
a Golden Charter Intermediary, please 
contact our Sales Support Team on 
0800 145 6520.

*Based on recent market share of funeral plans 
sold. For details please see Funeral
Planning Authority statistics 2018 and Golden 
Charter Annual Review 2017/18. Independent 
research by James Law Associates, July 2018 
(sample size 502).

Golden Charter can offer you a wide range of support to 
help you market funeral plans to your clients.

HOW GOLDEN CHARTER CAN 
HELP YOU MARKET FUNERAL 
PLANS EFFECTIVELY

Mike Jones

Senior Development Manager

Golden Charter

Follow these five sales tips to learn how to position Estate 
Planning to your clients. 

TOP FIVE ESTATE PLANNING 
SALES TIPS

Adam Stretton

Managing Director 

The Right Will & Estate Planning



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!
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As the equity release market 
continues its period of seemingly 
relentless growth, it’s more important 
than ever to understand the sector’s 
core demographic and their changing 
needs. To give an idea of the kind of 
power British retirees currently hold, 
over-55s represent a third of the 
population in Britain, yet hold 80% of 
national consumer wealth, while their 
combined housing equity totals over 
£1tn – a figure that’s only marginally 
less than the GDP of Mexico. 

Yet there continue to be 
misconceptions about them. For 
instance, the stereotype that older 
age groups suffer from unhappiness 
and isolation has been disproved by 
the results of The Centre For Ageing 
Better’s 2019 report, The State Of 
Ageing In 2019, which has shown that 
those aged 70-74 have the highest 
levels of life satisfaction of any 
age group in Britain at present and 
loneliness among over-65s currently 
sits lower than those aged 25-34.

Similarly, there’s the erroneous 
stereotype of those aged over 50 
being technophobes who struggle 
to turn on the most basic of modern 
technology, when the reality is that 
grandparents are the fastest-growing 
demographic on Twitter, while as a 
whole those over 65 represent the 
fastest-growing social media engagers 
(but conversely are targeted by only 

1% of total ad spend). With 70% 
investigating online before making a 
purchasing decision there remains a 
strong need to be connecting digitally 
with this potential customer base but 
at the same time those aged 80+ 
continue to prefer tangible materials 
such as brochures and leaflets, 
meaning there remains a need for 
more traditional marketing formats 
when attempting to connect with 
those in later life.

But as important as identifying 
customer needs and behavioural 
patterns undoubtedly is, it’s of little 
value if you don’t then have ready 
access to resources to help you best 
reach your target audience. 

As part of a wider commitment to 
develop the equity release market by 
offering tools to registered advisers, 
we’ve created a bespoke marketing 
toolkit for use by advisers. As well as 
featuring a wealth of offline mediums 
(banners, brochures, leaflets, 
advertorial content etc) which can 
be tailored to your own branding 
and needs, last year we also added 
a digital element which combines 
theory-based guiding documents on 
how to get the most out of digital 
avenues with further bespoke support 
via bespoke HTML e-mail builds from 
our in-house web team. Additionally, 
earlier this year we’ve also added a 
new quarterly report which brings 

together market trends and customer 
behaviours in a convenient single-
point news resource for advisers.

All of our marketing toolkit materials 
remain free to registered advisers, 
because at Pure Retirement we 
believe that offering advisers the 
resources and tools to make the 
most of the opportunities currently 
afforded by the later life lending 
sector will help grow the market for 
the benefit of everyone. To enquire 
about our marketing toolkit and 
how we could help you, contact 
marketing@pureretirement.co.uk 

Advisers need to reach customers in the growing market, 
but what resources are there to aid them?

THE IMPORTANCE OF 
EFFECTIVELY REACHING 
CUSTOMERS

Paul Carter

CEO

Pure Retirement
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Victoria Wilson | Equity Release Manager | The Later Life Lending & Equity Release Network

IS EQUITY RELEASE 
RIGHT FOR YOUR 
BUSINESS? 

How to change the lives of your 
clients 

With all the fuss and industry hype 
that equity release has bought, have 
you ever thought about how it can 
actually benefit your clients, your 
family or even you? Other than the 
obvious TAX-FREE CASH slogan 
plastered everywhere…

To give you an overview, equity 
release is a product for people aged 
55 and over. Equity release allows 
someone to release some of the 
cash ‘equity’ tied up in the value of 
their home. How the money is spent 
is completely at the leisure of the 
person releasing the equity. 

Here’s just a few ways how our 
silver surfers can spend the money: 
 
ONE
Interest only time bomb. This is 
one of the less luxurious reasons 
why people need equity release, 
however a very important one. There 
are so many cases where people 
are forced out of their home as they 
are expected to pluck money out of 
the air to pay off their interest only 
mortgage. With equity release they 
can simply ‘pluck’ the money from 
their home and pay what they need. 

TWO
Clearing outstanding debts. Clearing 
the debt can supply more money into 
the household so that the normal 
day-to-day necessities are less of a 
challenge.

THREE
Home improvements. A client could 
have, over time, become severely 
disabled and no longer able to get 
around the house easily. The client 
can take out an equity release plan 
to help fund the improvements. 

However, home improvements can 
be an aspiration of the client, for 
aesthetic reasons. Such as, a new 
pool and home gym.

FOUR
Gifting the money. Many 
grandparents or parents would love 
to help their children or grandchildren 
get on the property ladder, but whilst 
they are still around to see it. The 
client can release money from their 
home as an ‘early inheritance’. 

FIVE
Go on holiday. A lot of people have 
worked hard their wholes lives with 
maybe one holiday a couple of years. 
By getting an equity release you can 
help your client go on that cruise 
they always dreamed of. The money 
raised can be enough for them to do 
it more than once a year if they wish 
to!

SIX
A very common unknown reason for 
equity release is to purchase a new 
home…

Beatrice (85) currently lives alone 
in the house she bought with her 
late husband in Solihull back in the 
1950s. They always wanted to move 
to Sandbanks but with Beatrice’s 
husband being so ill the last few 
years, they weren’t able to make that 
move. Her son, who flew the nest 
some time ago, lives in Salisbury with 
his wife and children. All Beatrice 
wants is to be closer to her family 
and achieve the lost dream of living 
by the seaside. 

A house big enough for the whole 
family to stay down in Sandbanks is 
around £750,000. How can retired 
Beatrice achieve such an expensive 
house on her own?

With the help of an equity release 
financial adviser, Beatrice found she 
can sell her home and rather than 
taking out such a big mortgage she 
needs to be repaying each month, 
she can take out an equity release 
on her expensive dream home with 

an interest roll up (no monthly 
repayments). 

The valuation on her home is worth 
way more than what is was when 
Beatrice and her husband bought 
it and is actually now £400,000! 
All she needs now is to release 
£350,000 from the fabulous house 
in Sandbanks. Beatrice is now able to 
live the rest of her life with her family 
in her dream home. 

Remember, thanks to The Equity 
Release Council, your clients will 
never owe more than what their 
house is worth. There is a no 

negative equity guarantee on all 
Equity Release Council products

Taking Beatrice’s story, lets look 
at this as an example of what the 
earning potential is like with equity 
release.

Her £350,000 release with a proc 
fee of 2.85% (L&G Home Finance) 
would give you a commission total of 
£9,975. This isn’t even including your 
broker fee. 

If this case was referred to The Right 
Referral Service rather than you 
completing it yourself, you can earn 
50% of the total received. Meaning 
the total paid to you could be 
£4,987.50 - simply for spotting the 
need and passing over the contact 
details. 

If you would like to know more about equity release or how you can refer and earn, please contact me:
Victoria Wilson 

Equity Release Manager 
01564 732744

Victoria.wilson@therightmortgage.co.uk 
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Find out more at

Introducing

HealthWise connects members with medical 
experts at their convenience, so they feel  
better faster.

We’ve tailored HealthWise to the needs of  
our members and the type of cover they  
have, so they get the most from the service.

Benefits include:

   GP on demand
   Second medical opinion
   Physiotherapy
   Mental health support
   Lifestyle coaching
   Nutritional advice

HealthWise is available to all members  
of The Exeter and their immediate family, 
without the need to make a claim.

Simply download to a smartphone or tablet.  
Members will need their policy details in 
order to activate their HealthWise account.

Call our sales team on 0300 123 3207 or 
email sales@the-exeter.com

The new members app that gives 
you free, direct access to medical 
experts whenever you need them.

The Exeter is a trading name of Exeter Friendly Society Limited, which is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation 
Authority (Register number 205309) and is incorporated under the Friendly Societies Act 1992 Register No. 91F with its registered office at Lakeside House, Emperor Way, Exeter, England EX1 3FD.

App Store is a service mark of Apple Inc. Google Play and  
the Google Play logo are trademarks of Google LLC.

TEX_005_HealthWise_A4 launch ad_AW.indd   1 12/02/2019   16:01

Aidan Boyles, Intermediary Marketing 
Manager at AXA PPP Healthcare 
discusses how planning your 
campaigns can reap rewards for your 
business.

With so many different ways to 
market your services it can be 
bewildering.  It may sound common 
sense but knowing what you want 
to achieve from your marketing 
campaigns from the outset can help 
you measure if it’s been a success.  
For example, it could be as simple 
as “generate 10% more enquiries 
for healthcare insurance from clients 
with young families before the end 
of the year".

Once you know what you want to 
achieve – and that it’s realistic - you 
can look at the marketing channels 
that would best support this.  Getting 
to know your target audience is key to 
a successful campaign. Knowing their 
likes, dislikes and how they prefer 
to be communicated with are all 
questions to ask when constructing a 
marketing campaign.

Once you’ve run a campaign its good 
practice to evaluate the results to see 
why they were successful or what you 
could have done differently. Don’t 
be afraid to test new approaches for 
different customers to see what has 
the most impact, for example the 

timing of your communications. It 
could be as simple as using different 
subject lines in your emails or 
shortening the copy in your Facebook 
posts and leading with images.  By 
testing different approaches you can 
fine tune your marketing campaigns 
for maximum success.

Above all when you’re marketing 
to new or existing clients and in 
whatever format you must make sure 
your communications are clear, fair 
and not misleading.

Giving your marketing a helping 
hand

It can be hard to know what to spend 
your precious marketing budget on. 
 
At AXA PPP Healthcare we’ve 
developed YourHQ, an innovative 
and dynamic marketing portal which 
provides you with a wide range of 
editable marketing materials.  In a 
few simple steps you can add your 
logo, contact details and the all-
important call to action.  

We think YourHQ is a brilliant way 
to offer marketing support to our 
intermediaries, so much so we’re 
offering it for free when you sign up 
for terms of business.

Find out more

If you want to find out more about 
YourHQ you’ll find all the information 
on our intermediary website, Amplify 
or talk to your dedicated account 
manager.  

It’s a competitive market with many firms vying for the 
attention of consumers looking for financial advice. But 
how can you make your business stand out and achieve 
cut-through?  

MARKETING CAMPAIGNS BUILT 
ON SOLID FOUNDATIONS

Aidan Boyles

Intermediary Marketing Manager

AXA PPP Healthcare



For not always  
needing to see 
your GP first*

For Bupa health insurance

 0808 256 4019
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. If your cover excludes 
conditions you had before your policy started, we’ll ask you to provide evidence from your GP that your symptoms are not 
pre-existing for a period of up to two years from policy start date (or five years in the case of mental health) before we can refer 
you to a consultant or therapist through the Direct Access service. For rolling moratorium underwritten members we will ask you 
for evidence each time you claim for a condition not claimed for before. Always call us first to check your eligibility.
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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Physical and mental wellbeing matter to 
everyone, whatever their age, gender, 
race and, to a large extent, current state 
of health. The problem of inactivity is 
now a huge global issue, contributing to 
a significant upward trend of so-called 
non-communicable diseases (NCDs) 
- more commonly known as lifestyle 
related diseases. Add to that the fact 
that physical and mental wellbeing is 
interrelated and the only thing standing 
in the way of a totally inclusive wellbeing 
strategy must be cost. 

Even here though, there’s a potentially 
strong counter-argument, in terms of 
the cost of relevant benefits and services 
perhaps being outweighed by the impact 
of medical trend on insurance claims 
costs: the drivers of which include 
medical technology, new drugs, ageing 
populations, patient demand and changes 
in physician treatment patterns. 

Underlying these drivers is the fact that 
upwards of 40% of individuals in many 
countries are failing to do even moderate 
activity, defined as just 150 minutes per 
week1. Sedentary lifestyles, combined 
with problems such as being overweight, 
binge drinking, smoking and stress have 
all contributed to the rise in NCDs. 

All of this translates into annual - and 
somewhat unsustainable - double-digit 
medical trend increases facing healthcare 
ecosystems, including health insurers, 
reinsurers, captives and, consequently 
you - the employer. 

Estimates can vary dramatically from 
country to country, but most surveys 
conducted by brokers / consultants 
such as Aon2, Mercer-Marsh3 and Willis 
Towers Watson4 have placed global 
medical trend at just under 10%. This is 
more than three times general inflation 
(i.e. the consumer price index), which 

means that healthcare costs are growing 
disproportionately to other costs within 
companies. 

Managing and mitigating healthcare risk 
is no mean feat but there are a number 
of low to no cost ways of helping. 

Top 5 tips to help make physical and 
mental wellbeing all-inclusive 

• Firstly, don’t try to tackle this alone. 
Get your consultants and providers 
involved – they have a vested interest 
in helping you out. All-inclusive and 
relevant support requires integrated 
thinking and partnership working, 
across your suppliers and across 
internal business departments;

• Find out your employees’ needs and 
key healthcare risk drivers. Again, 
work with your existing suppliers 
to help out. Employee mood 
surveys are in common use across 
organisations. Integrate the results 
of these with healthcare claims data 
and analysis, plus absence data to 
ensure as meaningful a picture as 
possible: helping you better target 
appropriate interventions;

• Look at maximising your existing 
benefits to ensure wellbeing and 
manage absence. For example, 
work with your providers and 
consultants to make the most 
of all the added value wellbeing 
benefits and services included with 
your group health and risk policies. 
For example, VitalityHealth has 
just launched Essentials – the first 
initiative of its kind to extend key 
preventative healthcare benefits 
to the wider employee base of its 
small to medium sized PMI clients. 
There is no additional cost for 
Essentials, which provides access 
to a key set of lifestyle health and 
primary care benefits, irrespective 

of whether individuals are covered 
by PMI. By providing all-employee 
support, as opposed to only those 
lucky enough to be insured, you can 
better manage absence and improve 
productivity. Evidence shows that 
healthy organisations are 25 days a 
year more productive per employee 
than unhealthy organisations5;

• Ensure your duty of care 
responsibilities are extended to 
contractors as well as employees. 
Consider leveraging your scale and 
buying power to offer competitive 
voluntary and self-pay benefits;

• Inclusivity applies to the support your 
suppliers should be providing to you 
- the employer - too. For example, 
as mentioned earlier, group PMI 
providers should be looking at ways 
to extend their key preventative 
healthcare benefits to the whole 
of your workforce, whether insured 
under the plan or not, allowing for 
whole of workforce diagnostics and 
reporting.

1https://www.who.int/news-room/fact-
sheets/detail/physical-activity, May 2019
2http://www.aon.com/russia/files/2018-
global-medical-trends-reprt.pdf 
3https://www.mercer.com/our-thinking/
health/mercer-marsh-benefits-medical-
trends-survey-2018-digital.html/ 
4https://www.willistowerswatson.com/-/
media/WTW/PDF/Insights/2017/12/2018-
global-medical-trends-pulse-survey-report-
wtw.pdf
5Britain’s Healthiest Workplace, Vitality, 2017

All-inclusive isn’t just about holidays! It should apply to 
business and benefits too. Pippa Andrews of VitalityHealth 
explains the advantages of being all-inclusive, to both you 
and your employees.  

HOW TO MEET THE WELLBEING 
NEEDS OF A DISPARATE 
WORKFORCE

Pippa Andrews

Director of Corporate Business 

VitalityHealth
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Amy Wilson | PMI Development Manager | The Right PMI & Healthcare

WHAT DOES THE PMI 
MARKET LOOK LIKE?

I have recently attended the 
Association of Medical Insurers and 
Intermediaries (AMII) AGM meeting 
where the presenters all gave a 
positive and insightful overview of 
the market. 

One presentation stood out in 
particular for me and that was Ted 
Townsend’s LaingBuisson overview 
of the market. 

Here I show some of the key 
takeaways.

Have you noticed on the TV and radio, 
more and more adverts for PMI? 
Sausage dogs and Jonny Wilkinson 
are just two things being used to sell 
health insurance to consumers.

But shouldn’t buying health insurance 
be more than just which brand you 
prefer? 

There are many ways of buying private 
medical insurance: your clients might 
see that cute dog on the telly and 
think; I'll get my insurance from him! 
Then go directly to the insurer. They 
could use a price comparison site, or 
they might use a broker. 

In theory – 10% of your client bank 
have PMI … where are they going 
to buy it?  

A good healthcare broker will 
conduct a rewarding market appraisal 
tailored to their client’s situation. 
They will shop around and use their 
relationships with insurers to secure a 
product that suits their clients’ needs 
and budget. 
 
The complexity of private medical 
insurance is proven clearly in the small 
print of each healthcare product. For 
your customers, understanding the 
products available can be difficult 
and therefore small influences will 
affect premium costs, and can easily 
be overlooked or misinterpreted.

PMI brokers will understand every 
detail and help your clients make 
informed decisions. Ensuring that 
your clients are able to see clearly 
what they are paying for and it 
ensures you retain control of your 
clients. 

We value good health

However, good health can’t be 
guaranteed – one in three will suffer 
from cancer at some point during 
their lives1. 

Private medical insurance is a great 
way to help protect good health. It 
gives clients fast, stress-free access 
to high-quality medical facilities 
and the very latest treatments, at 
a time and place that suits them. It 
also plays an equally important role 
in helping fund the cost of early 
diagnosis and treatment of acute 
conditions – anything from a few 
sessions of physiotherapy to complex 
major heart surgery or the latest in 
chemotherapy treatments for cancer.

PMI addresses the immediate need 
for consultation, diagnosis, treatment 
and recovery quickly and cost-
effectively. 

All of which presents advisers like 
you with a profitable new business 
opportunity from your existing client 
bank. 

The ABI assessed their client bank 
and they found that2: 

Analysis of personal business by age

Upskill and sell yourself

Fancy doing it for yourself?

Give me a call and we can look at 
how PMI fits into your business.

As a specialist PMI network, we can 
supply you with all the tools and 
knowledge to help add the string to 
your bow. 

Refer and earn 

If you aren't authorised yourself then 
simply refer it.

All you need to do is:

• Tell your client you will arrange 
for a specialist healthcare adviser 
to give them a call;

• Pass their contact details to our 
referral service;

• Earn 50% of the commission on 
completion;

• Ring fence your clients.

1info.cancerresearchuk.org/cancerstats/
keyfacts/Allcancerscombined/index.htm 
2ABI 2014

11.9%  20-29 year olds

9.8%  30-39 year olds

15.1%  40-49 year olds

9.2%  50-54 year olds

9.5%  55-59 year olds

10.6%  60-64 year olds

11.9%  65-69 year olds

8.3%  70-74 year olds

5.9%  75-79 year olds

7.8%  80+ year olds

10.4% of the UK population have a PMI policy (6.9m people) 

Total paid premium £4,810million 

77% company paid

23% individually paid

£1,998

£966

Average company 
premium per year 

per person

Average individual 
paid premium per 
year per person Total claims - £3,550million

Percentage of PMI policies taken out by:

70%   An intermediary

57.3%   A company

12.7%   An individual



The secured loan specialists

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

Ben, Greg and our expert team of 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?

"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

Earn 50% of all income

Quick completion timescales of 
2-3 weeks 

Lowest rate available: 2.74%

Quickest application to offer: 7 
working days

Experienced helpdesk with  
regular updates 

No network retention for The 
Right Mortgage members

Average commission 
paid to advisers is 

£1700*

*Based on cases completed in May 2019


