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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 September edition of The Right Focus!

This edition is full of sales ideas and tips to help you switch on your business.

With the year drawing to a close, what better time to reflect on 2019 and take advantage of the opportunities 
the remainder of the year has to offer.

Have you thought about what would happen if your client suddenly lost their income due to an accident or 
long-term illness? What would be the impact on their daily lives? 

Income protection could help your clients maintain their lifestyle should an illness or accident keep them 
from working, but it is unlikely to be something they have budgeted for in their regular outgoings. It is up 
to you to point out how protecting their income should be prioritised in with the rest of their financial plan 
to protect them against loss of income due to illness or injury. Turn to page 4, where Amanda explains how 
you can place income protection right at the forefront of your protection conversations.

One of your goals for 2019 may have been to improve your marketing strategy. On page 8, our marketing 
team provide you with their top six easy to use marketing tools which could help to save you time and 
transform your business.

Don't forget, our expanding marketing suite is available for you to use. As all of our templates are pre-
approved by our Financial Promotions Department, and subject to the applicable contact details and 
personalisation to regulatory statements, they do not require financial promotion approval, unless you 
make changes to the content. Visit rightmortgageadviser.com/your-business to start using our templates 
today!

Perhaps you're hoping to cram in some more CPD before the end of the year. If so, turn to page 22 for a 
full list of events for the last quarter.

As always, we’d be delighted to hear your feedback on our magazines, particularly if there’s anything you’d 
like to see covered in future editions.

I look forward to seeing you all at our flagship roadshow event on 28th November.

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 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
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Amanda Wilson | Director | The Right Mortgage & Protection Network

Income replacement 
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Research by Mintel, Rostrum and 
Legal & General shows:

• 2.5 million people in the UK are 
living with cancer, 900,000 are 
still working;

• Nearly 2.3 million people in the 
UK suffer heart disease, with 
240,000 still working;

• Over 1.2 million in the UK have 
had strokes, 130,000 are still 
working;

• 300,000 suffer multiple sclerosis.

When we looked at the Drewberry 
Survey 2014*, we found that taking 
time off work for illness or injury, 
unfortunately, isn’t rare:

• 1 in 5 workers need to take over 
3 months off work due to illness 
or injury during their working life;

• 24% of workers receive no sick 
pay above Statutory Sick Pay;

• £92.05 per week is the amount 
paid for Statutory Sick Pay for up 
to 28 weeks and is only available 
to employees;

• The self-employed may be eligible 
for Employment and Support 
Allowance, worth just £73.10 a 
week if you’re aged 25+ for the 
first 13 weeks, potentially rising 
to £110.75 thereafter depending 
on how severe your disability is.

While your client deals with an awful 
situation, or maybe just an annoying 
one that takes them out of work, the 
last thing they need to worry about 
is the financial pressures. Helping 
them safeguard their future is up to 
you, because many people out of the 
financial services industry may not be 
aware of, or even thought of income 
protection.

The people who can afford to live 
comfortably after critical illness 
shouldn’t just be the lucky ones. 
Helping people understand the costs, 
and find the most suitable deal, can 
ensure them to continue with their 
life, and their families are looked 
after.

My real question is – Do you have 
income replacement? If you don’t, 
why would your clients?

Every client you see ask “how would 
you pay your bills if you lost your 
income due to accident or illness?”

*www.drewberryinsurance.co.uk/knowledge/
income-protection-insurance/is-income-
protection-worth-it-the-facts

Everything in life is about priorities. 
And, what you prioritise will dictate 
what your life looks like.

   Healthy food shop – £100
   Too expensive

   Dinner date – £100
   Reasonable

   Months supplements – £100 
   Can’t afford that

   A night out drinking – £100 
   A weekly occurrence

   Personal growth seminar – £280
   Crazy chat

   Gucci belt – £280
   Need to have it

   Start a business – £1000
   I can’t justify that

   iPhone XR – £1000
   This is a necessity

   60 mins at the gym
   I wish I had time

   60 mins watching Netflix 
   Time flies, watch another one!

I have seen this doing the rounds by 
positive thinking influencers on social 
media, my answer naturally was, 
“how much do you prioritise to spend 
on your income replacement?”

After looking at the Legal and 
General Deadline-to-Breadline stats, 

I can’t stop thinking about income 
protection. Their shocking research 
from last year showed that the 
average UK employee could maintain 
their lifestyle for just over a month – 
only thirty-two days – if their income 
stopped and they had to rely on 
savings. How often do you highlight 
that to your clients?

Then I had a conversation with a friend 
after her son, Chris, was looking for 
a mortgage. She had remembered 
me saying how important income 
replacement insurance was, and yet 
the broker hadn’t mentioned it to 
Chris.

Can you imagine what situation Chris 
would be in after getting a mortgage 
with his fiancé? He would be spending 
his entire savings, and signing up 
for debt for the next 30 years. His 
income from his engineering career 
would be completely tied up to his 
home and building a life together 
with his family. This pressure would 
only grow once they start adding 
precious little people into their life.

And, even though Chris may be the 
breadwinner, if something were to 
happen to his fiancé, this position 
would be compromised. He may have 
to go part-time or hire childcare. 
Income protection and critical illness 
cover are essential for both parties.

I know this isn’t the most positive 
spin on this exciting time, but it is so 
important to plan for the future while 
at the same time you’re committing 
to the future. Protecting your income 
should be budgeted in with the rest 
of your financial plan to protect you 
against loss of income due to illness 
or injury.

Now, this is the conversation 
you should be having with your 
clients. Whoever saw Chris wasn’t 
a mortgage broker we know, but 
don’t let his negligent actions mirror 
your practice. Just think to yourself, 
this should be the first thing you 
sell when helping people take out a 
mortgage … it comes down to being 
a waste of the deposit if they can’t 
afford repayments.

You know all this, we all talk about 
this all the time – however, why do 
we only think about replacing the 
mortgage payments? Imagine if, 
while they had saved and were in 
the process of looking for a house, 
something happened and one of 
them couldn’t work.

The landlord won’t be sympathetic at 
the end of the month.

You have just lost a mortgage sale – 
they have lost their income until they 
are better, let’s hope it’s less than 32 
days!



All life cover pays out if you die, so 
just recommend on price. Right?

If only life was that black and white. 
Real life throws things at us that 
typical life policies aren’t designed 
for which can leave policyholders in 
unfair, often vulnerable situations. 

Life cover is the foundation of 
every protection strategy, so we’ve 
focussed on solving these problems.

Where the problems lie: 

Terminal illness

Problem 

20% of cancers are diagnosed at 
stage 41. Although they’re terminal, 
it’s difficult to predict life expectancy 
so doctors are reluctant to do so. But 
terminal illness cover typically pays 
out only if someone is given less than 
12 months to live.

Solved 

Our Life Protection goes further. It 
guarantees to pay out if your clients 
are diagnosed with stage 4 cancer, 

motor neurone disease, Creutzfeldt-
Jacob disease or Parkinson-plus 
syndromes, even if they’re expected 
to survive longer than 12 months.

Children’s critical illness cover

Problem 

4,500 children and young people 
are diagnosed with cancer every 
year in the UK. That’s ten every 
day2. Yet typically, children’s cover 
is only available with adult critical 
illness cover. Meaning people who 
can’t get, can’t afford or don’t need 
it themselves can’t protect their 
children. 

Solved 

Our approach is much more flexible 
– your clients can add children’s 
critical illness cover to their life cover. 
They can add or remove it anytime, 
and can choose any amount from 
£10,000 to £100,000 (up to their 
own sum assured). 

Waiver of premium

Problem 

1 in 4 adults have no savings at all3. 
So, if things get tough financially, 
people can be tempted to stop paying 
life insurance premiums. Typically, 
you can choose to add waiver of 
premium, but as an extra cost, it’s 
often overlooked.

Solved 

We think waiver of premium is 
a must-have. So, it’s included as 
standard. And we don’t just waive 
premiums if a client’s too ill to work; 
we also waive them for up to 6 
months after they’ve had a baby, or 
if they lose their job.

Joint life

Problem

Typically, couples buy joint life cover. 
Mainly because they’re incentivised 
by the discount. But joint cover 
comes at a price; the policy ends 
after the first claim leaving the 
surviving partner without any cover.

Solved

We offer dual life. As with joint life, 
the couple still get the benefit of a 
discount, but we keep their policies 
separate so the surviving partner’s 
cover stays in place. 

Discover more and register at 
adviser.guardian1821.co.uk 

Sources: 
1Cancer incidence by stage at diagnosis, Cancer 
Research UK, 15 February 2017
2Children with Cancer UK, Childhood Cancer 
Info, July 2019 
3A quarter of British adults have no savings, 
The Independent, 20 March 2018
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There’s lots of reasons why you might only recommend life 
cover to a client – for example they can’t get, can’t afford 
or just don’t need critical illness cover.

IF YOUR CLIENTS NEED LIFE 
COVER, RECOMMEND COVER 
THAT’S RIGHT FOR LIFE

Jacqui Gillies 

Marketing Director 

Guardian

"If only life was that black and 
white. Real life throws things at 
us that typical life policies aren’t 
designed for which can leave 
policyholders in unfair, often 
vulnerable situations"

HOW CAN YOU BOOST 
YOUR CLIENT’S MORTGAGE 
PROTECTION?

You know the drill. £300,000 
repayment mortgage = £300,000 
level or decreasing life cover. Job 
done. Mortgage protected. Move on. 
Many people taking a new mortgage 
these days won’t have protection 
raised at all.

You may be an adviser who sells a 
bit of life cover on a mortgage and 
thinks that’s OK, or more likely you’re 
an adviser who has picked up new 
clients where this has been done 
before they met you.

Life cover is cheap for a reason – a 
claim is a less likely to happen than 
the other insurable events such as 
serious illness or not being able to 
work. And even if that life cover pays 
out, what was the point paying off 
the mortgage if the client can’t then 
afford to live in the house?

Founder of Masons Financial Planning, 
Dean Mason, agrees: “It's very easy 
in the excitement of moving to a new 
home to think that so long as your 
mortgage is paid should you die, you 
and your loved ones are OK. This is 
where the mortgage broker has, I 
believe, a duty of care to discuss the 
full consequences of losing an income 
or a breadwinner in any relationship.

“Monthly household bills still need to 
be paid and life needs to be lived for 
those still around or incapacitated. 

Using a comprehensive but relevant 
and bespoke budget planner is a vital 
part of the adviser role and whilst 
the additional premiums needs to be 
kept in mind, it is small fry compared 
to the implications of not being able 
to pay essential bills or provide food 
and wellbeing.”

Modern protection is about taking 
appropriate steps to ensure financial 
security whatever happens in the 
future. The ongoing and positive 
development of partial payments 
and severity-based cover across the 
market for serious and critical illnesses 
means that for some conditions, 
such as certain early stage cancers, 
a lower severity payout is possible.

Protection propositions today need 
to flex with life’s changes, including 
the potential for multiple pay-outs 
for different conditions or returning 
illnesses. It should also offer more 
than just insurance because today’s 
customers want more. Consumers 
want to be rewarded for loyalty and 
favour receiving something tangible 
rather than just waiting for a cheque 

they hope they’ll never need.

Mr Mason added: “The Vitality range 
is particularly useful to the broker 
community, not just because of 
the additional conditions covered 
and wide range of partial payments 
on their serious illness cover, but 
because it puts a really positive spin 
on protection. Clients who don't want 
to face the reality of death or illness, 
and there are many, much prefer the 
prospect of being rewarded for being 
healthy via premium savings or treats 
in the rewards programme. It can 
help to open their eyes that they are 
getting something tangible for their 
money, as well as the insurance.”

"Modern protection is about taking 
appropriate steps to ensure financial 
security whatever happens in the 
future"

Andy Philo

Director of Strategic Partnerships 
and Employed Distribution 

Vitality



6 TOOLS
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Top marketing

So now you’ve figured out your 
marketing strategy, business goals 
and how to get there, you wonder 
which tools are out there to help you 
deliver them. Well, we are going to 
bring you our top six marketing tools 
and some handy tips on how to get 
the best out of them.

Remember, unless you are using 
a template from our pre-approved 
marketing suite, you must send all 
of your marketing to our financial 
promotions team for sign off before 
distributing to your clients: 
fp@therightmortgage.co.uk

Canva

Unless you are lucky enough to be 
able to employ your own graphic 
designer, the chances are it is up to 
you to create visually appealing and 
engaging content that will generate 
enquiries. 

If you don’t have access to Adobe 
design software, then Canva provides 
a great, easy to use alternative. Simply 
set up your free account by visiting 
canva.com and enjoy thousands of 
ready to use customisable marketing 
templates, with hundreds of fonts 
and stock images to choose from. 
Looking to use your own images and 
logo? Not a problem. Canva allows 
you to upload your images and logo, 
helping you bring your personal brand 
to the design.

Remember our expanding marketing 
suite is available for you to use. As all 
of our templates are pre-approved by 
our Financial Promotions Department, 
and subject to the applicable contact 

details and personalisation to 
regulatory statements, they do not 
require financial promotion approval, 
unless you make changes to the 
content. Visit rightmortgageadviser.
com/your-business to start using our 
templates today!

Bitly

Now you’ve designed your imagery, 
you will want to think about the 
written content to go with it, to give 
it some context. 

Try to keep it short and sweet, with a 
catchy punchline and a call to action. 
This is normally a phone number or a 
link to your website. 

bitly.com allows you to customise your 
links and shorten them to encourage 
more clicks (for free!). Bitly is also able 
to provide comprehensive metrics on 
every link and campaign—like clicks, 
geographic data, and top referring 
channels, taking the guesswork out 
of your link performance so you can 
share more of what your audience 
wants.

Hootsuite

Once you’ve created your show 
stopping artwork, written some great 
content to go with it, and set up your 
links, you will need to look at how 
you are going to share it with both 
existing and potential clients. One 
great way to get your message out 
there is via social media. Hootsuite 
is our social media management 
system of choice and will enable you 
to streamline your strategy. 

Hootsuite allows you to manage 
multiple social media accounts, 
including LinkedIn, Twitter, Facebook 
and YouTube from one platform. If 
you've had trouble keeping up with 
your social media accounts in the 
past, Hootsuite can help. Instead of 
logging into multiple accounts and 
updating multiple pages, you can 
log into the Hootsuite dashboard to 
schedule posts and updates. This 
saves you time, so you can spend 
more time advising.

Once you have gone to all that effort 
of designing and scheduling your 
social media posts, you will want to 
track how well they are performing. 
Hootsuite can help you monitor 
such things as page views, likes, 
followers, comments, referrers and 
link popularity, so you can review and 
alter your strategy accordingly. 

There are several versions of 
Hootsuite available, starting with the 
basic free version, right through to 
the pro version which allows you to 
manage up to 50 profiles and offers 
more features. Visit hootsuite.com to 
sign up and discover the best option 
for your business.

Hootsuite offer a free comprehensive 
learning suite which is aimed at 
giving you the tools to use Hootsuite 
and social media effectively. Visit 
education.hootsuite.com to find out 
more.

Mailchimp

Although social media is a powerful 
platform, it is unlikely to generate 
enquiries on its own. Sending regular 
emails to both existing and potential 
clients is a brilliant way to remind 
them of your services and remain at 
the forefront of their mind. 

If you’re new to email marketing, 
Mailchimp is a great way to get 
started. It allows you to create 
automated campaigns, which send 
targeted emails or other messages 
when triggered by a specific 
event, date, or subscriber activity. 
So instead of creating a one-off 
campaign every time you need to 
talk to your customers—via emails or 
your social media channels—you can 
set up automations, and never have 
to worry about customers slipping 
through the net.

Remember newsletters can be a 
great way of generating leads and 
building brand awareness. Visit bit.ly/
trmnewsletter to find out more.

Docmail

Now your social media activity is more 
streamlined and you are marketing 
to your clients via email on a regular 
basis, it might be a good idea to look 
at other marketing channels. 
Providing you have permission to 
contact them via post, sending out 

letters is an additional way to stay in 
touch with your clients.

With Docmail, you can send letters 
and documents directly from your 
computer or device. Their simple 
online system lets you mail out your 
documents from letters, invoices, 
mail shots, recall letters, newsletters, 
postcards and greetings cards with 
the click of a button.

You will find several greeting card 
templates in our marketing suite. 
Visit rightmortgageadviser.com/your-
business

Google GSuite

Google offer a comprehensive 
business service called GSuite. With 
GSuite you can choose to store your 
files and data, including emails, 
calendars, presentations and more in 
Google's secure cloud. All you need 
is internet access, and the best thing 
is it works across devices including: 
computers, iPhones, Android phones 
and tablets.

One of the biggest advantages of 
GSuite is their business email and 
website services. You won’t need any 
technical experience and will be able 
to create your own business email 
and website with ease.

With Googles business email, you 
will use the same platform as gmail, 

except instead of having an @gmail.
com email address you will have @
yourbusiness.com email instead, 
giving you a professional, trustworthy 
identity to get in touch with your 
clients.

Google's business website service, 
Google Sites, uses an effortless drag 
and drop interface that gives you an 
online presence for little cost.

The GSuite service starts from as 
little as £4.60 per month per user. 
For this you will have access to all of 
the GSuite features, simply pick and 
choose to use as much or as little 
of them as you like. In order to set 
up a business email and website you 
will need to purchase a domain. This 
can be done during setup and can 
cost anything from 99p upwards per 
year. For more information on GSuite 
and all available features visit gsuite.
google.co.uk.

Don’t forget you can also use one of 
our website marketing services on 
our Your Business area of the adviser 
site. Visit rightmortgageadviser.
com/your-bus ines s /bui ld -a -
website.



How are we different?

With secured loan rates starting from 
2.97% your clients may be better 
off with a secured loan rather than 
remortgaging or a further advance. 
That’s why we have halved the 
average master broker fee to 5% of 
the loan amount with a minimum fee 
of £1,495 and a maximum of £2,995. 
There are no upfront costs to the 
client and we cover the valuation and 
complete the legal work.

Even more good news, we really do 
see ourselves as an extension to your 
business and there is no better way 
to see that than what we pay you. 
Most other master brokers will pay 
you a share of “either” the broker fee 
or the proc fee. The Right Loan will 
pay you 50% of both (minus the costs 
of the case) and there is no network 
retention. You really do receive into 
your account half of the net profit of 
the case. 
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Greg Williams | Director & Second Charge Adviser | The Right Loan

Secured loans - 
but different

More opportunity and less cost than 
you may think

The Right Loan is owned by the 
network and run by advisers, for 
advisers. We understand why there 
may be a perception in the market 
that secured loans are inflexible, 
costly products that offer no real 
benefit to your clients. I dare say at 
some point in the past you would 
not have been wrong. That’s why we 

created The Right Loan, a secured 
loan master broker that cares for your 
client just as much as you do. 

As we are part of the network, we 
consider ourselves to be an extension 
of your business, having your own 
specialist lending arm offers a unique 
selling point for you to retain more 

clients. Even better, there is absolutely 
no risk of cross-selling as we are only 
authorised for secured loans (and 
soon bridging and commercial), so 
when your client needs a remortgage 
or more life insurance to cover the 
additional borrowing, there is no risk 
of you competing with us, unlike 
some other master brokers.

“I don’t come across secured loans”

This is probably one of the most 
common things that we hear from 
mortgage brokers, but is this really 
the case? 

If you have advised on a remortgage 
in the last 12 months then you have 
come across an opportunity for a 
secured loan. Sometimes it may be 
more cost effective for a client to take 
a secured loan than remortgaging. 
Lets consider some scenarios:

• Early repayment charges - Your 
client can still raise money 
without having to pay any early 
repayment charges for any legal 
purpose

• Adverse - Clients may have had 
some adverse since taking their 
mortgage but want to raise 
money. Rather than moving 
the whole mortgage balance to 
a lender with a higher rate you 
could offer a product transfer 
on their existing mortgage and 
raise the money using a secured 
loan. This will keep their existing 
mortgage at high street rates 
while also being able to raise the 
money they need

• Loan purpose - We know some 
first charge lenders can be very 
restrictive on what you can use 
the funds for. We can be more 
flexible by offering:

• 120% LTV for debt   
 consolidation (or any other  
 legal purpose);

• Tax bills;
• Business purposes, including  

 business start ups;
• 100% cash out, no proof  

 needed;
• Buy to let investment - no  

 proof of ongoing purchase;
• Buying property abroad.

• Affordability - Some lenders have 
no income caps, depending on 
the case your client may be able 
to borrow more than you think

• Speed - As The Right Loan 
completes most of the legal work 
in house, we can usually pay 
out very quickly. Our quickest 
completion to date is nine 
working days from receipt of 
application.

Who are The Right Loan - why 
should I trust them?

It's a fair question, as you’re trusting 
us with your clients you want to 

know they are dealing with advisers 
who know what they are doing.

We have over 20 years combined 
experience working within the 
specialist finance sector. Having 
previously worked at numerous master 
brokers and specialist packaging firms 
we have a unique mix of experience 
dealing with complex cases along 
with many years of providing advice 
directly to clients. We thrive on 
complex cases, we have probably 
seen most things over the years but 
sometimes clients still surprise us.

One final thing…

As the specialist lending arm of your 
business we are here to help. Talk to 
us (we won’t bite we promise), we 
understand that communication is 
everything so let us know what you 
need from us and we will do our best 
to help. We will be at a number of 
events over the next few months so 
please come and speak to us face to 
face.

Got a case you want to discuss? Call 
us on 01564 332 610 

"We have over 20 years combined 
experience working within the 

specialist finance sector"



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

Cheryl's top 
compliance tips
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Mortgage

Suitability Letter

When justifying the chosen lender/
product for your client, please 
remember to detail the reasons why 
and your reasons for discounting 
others that appear to be suitable from 
the comparison report. For example: 
client did not fit affordability, the 
client was debt consolidating or the 
client had adverse credit etc. Your 
suitability letter is your written record 
of the advice given to your client and 
the reasons why. Please ensure that 
this is presented to your clients in a 
very clear understanding way.

Case NO Longer Proceeding

If the case is no longer proceeding 
with for any reason, you need to 
update The Key accordingly. You can 

do this by amending the status to not 
proceeded with, declined by client 
or decline by lender before adding 
notes to The Key and ensuring that 
all documents up until the point 
the case is no longer proceeding 
have been uploaded. This will aid 
the compliance team to understand 
your case during a file check. Please 
remember declined/not proceeding 
cases may also be subject to a 
compliance check. 

Deposit Monies

Sometimes part or all of client’s 
deposit may come from outside the 
UK/European Union. If that is the case 
you will need to follow the overseas 
deposit process, by uploading the 
case onto The Key including the proof 
of deposit before sending an email to 
the compliance inbox (compliance@
therightmortgage.co.uk) to notify 

us that you have a case for pre-
submission check. We will then 
allocate the case for an urgent check 
and respond to you within 24-48 
hours. You must not submit this case 
to the lender without first seeking 
pre-approval from compliance 
department. 

Existing Properties 

When adding a client who has 
more than 4 properties to The Key, 
you don’t need to include them all 
on the Fact Find. All you need to 
do is complete the Fact Find and 
add a note to confirm how many 
properties they have before filling 
in and attaching a spreadsheet 
containing the information about all 
the properties including the address, 
mortgage amount, mortgage length 
as well as the rent.

PMI

Private medical insurance is a 
specialist product and requires 
extensive research as well as provider 
knowledge to find the right cover for 
your client. As part of our PMI advice 
process you will need to complete 
your research before submitting an 
application to a provider. Failure to 
do this may result in the client not 

obtaining the most suitable cover 
available to them.

The fact find for private medical 
insurance is different to other 
types of protection as it doesn’t all 
take place on The Key. All the PMI 
fact finds including individual and 
company can be found on the adviser 
website. These fact finds should be 
downloaded and completed in full 

before being attached to the product 
on The Key as they form part of your 
justification for the advice given to 
your client. 

Please remember you must obtain 
your clients consent before you start 
any research for your clients. 

Protection

When justifying the chosen provider/
product for your client please 
remember to detail the reasons why 
and your reasons for discounting 
others that appear to be suitable from 
the comparison report. Your demands 
and needs letter is your written record 
of the advice given to your client and 
the reasons why. Please ensure that 
this is presented to your clients in a 
very clear understanding way.

The Fact Find required for a protection 
product is minimal compared to a 
mortgage product, however there 
is one area commonly missed by 
advisers. Please remember to fill in 
the agreed monthly budget on the 
budget planner under the financials 

tab. This figure should be the agreed 
amount with the client that they can 
afford to spend on their cover. If the 
chosen product is under or over the 
amount listed in the agreed monthly 
budget you need to add a note to 
The Key confirming your reasons why 
and build this into your demands and 
needs letter. 

When advising on an income 
protection, you are required to obtain 
proof of income from the client. For 
employed clients we require one 
month’s payslip/bank statement 
showing income/copy of contract 
etc. and for self-employed clients we 
require one year’s accounts, SA302s 
or tax computation with associated 
tax overview. Where a client has 
recently gone self-employed, we will 

accept evidence of their projected 
income. 

Documentation is a key part of 
any protection product, especially 
buildings & contents. Once a 
buildings & contents product has 
been submitted you will be able to 
download the compliance pack from 
the provider which should contain the 
application form/statement of fact, 
demand & needs & demands letter, 
KFD, quote summary/statement of 
price, policy documents and quote 
comparison. If for any reason part of 
the pack is missing you are required to 
download and attach the documents 
to the product on The Key separately.  
Please remember to attach the terms 
of business and customer consent 
form.

Equity Release

When preparing the suitability letter 
for an equity release case you need 
to ensure that it is completed fully 
and to a satisfactory standard. A 
key part of the suitability letter is 
justifying the advice given including 
discounting other lenders and 
products not chosen in detail e.g the 
rates, overall cost etc. In the event 
of a complaint your suitability letter 
is your written record confirming the 
advice given. 

Part of sourcing for an equity release 
is referring to the Aviva Flex Tool as 
Aviva is currently unavailable on other 
sourcing systems. In order to ensure 
you have compared the panel you will 
need to use and attach a copy of the 
Aviva Flex Tool to the product on The 

Key. It is also important to remember 
to include medical information as 
they can influence the rates available 
to your client. 

With any financial product, attitude 
to risk is an essential part of the fact 
find. When providing advice on equity 
release you must ensure that you 
record and back up in your suitability 
letter the client’s attitude to risk. A 
client’s attitude to risk will ultimately 
affect the product chosen and needs 
to be documented throughout their 
file which can also include notes on 
The Key. 

As an adviser you can encounter 
vulnerable clients when advising on 
all products, however with equity 
release you may be more likely 
to come across a client who is 

vulnerable due to age, health issues 
or family situation. When dealing 
with a vulnerable client you need 
to ensure you follow the full equity 
release advice process and refer to 
the consumer vulnerability policy on 
the adviser website.  

When adding fees to an equity 
release product you need to follow 
the advice process. To do this you 
need to obtain as well as attach 
two illustrations (one with fees, one 
without), include the positive election 
of fees in the suitability letter and 
add notes to The Key confirming the 
discussion with the client. If you wish 
to follow best practice and cover all 
areas relating to the positive election 
of fees you can also fill in and attach 
a copy of the positive election of fees 
form from the adviser website. 

General

Call recording is a great way of utilising 
technology to conduct business with 
your clients. An important part of call 
recording is completing the GDPR 
statement with your client at the 
beginning of the advice process along 
with going through the customer 
consent form and terms of business. 
Please see phone prompts checklist, 
found on the adviser site.

As part of the trainee programme, 
you are required to have a completed 
pre-rec form on all your cases until 
you are signed off. Please ensure that 
the pre-rec document is attached to 
the product in The Key.
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We’re for the 
downsizers
and the high 
risers.
Lending for the
new normal.

Find out how we do things differently.
togethermoney.com

For professional intermediary use only.

When there’s no such thing as an ‘average’ borrower, why 
can’t lenders be more flexible with their criteria?

WHY MODERN LENDING NEEDS 
MORE COMMON SENSE 

Richard Tugwell

Group Intermediary 
Relationship Director

Together

Our world is changing at an 
incredible rate. We’re living longer, 
healthier lives, having multiple 
careers and enjoying opportunities 
previous generations could never 
have dreamed of.  And while all of 
this is great news for the individual, 
it’s rather challenging for lenders, 
many of whom are relying on the 
same lending criteria they’ve used for 
years. At Together, we think it’s time 
to rethink lending, and as a specialist 
lender, we’re proud to be leading the 
way. And when - as they say - the 
only constant is change, should all 
lenders be following suit?

It’s perhaps the world of work 
that’s changing the most, with the 
latest figures from the Institute of 
Employment Studies supporting some 
of the thinking behind Together’s 
most recent lending criteria. In the 
last three months, growth in self-
employment has outstripped growth 
in employment overall, with an 
extra 120,000 entrepreneurs now in 
business. Add to that the number of 
‘slashies’ (those of us with multiple 
income strands and ‘side hustles’) 
and you’ve got a growing number of 
people rejecting the 9-to-5 to carve 
their own unique career path.

Our ageing population is also a factor 
in our evolving economy. The same 
bank of stats show that the over-
65s are staying in work longer, with 
employment in this age group up by 

nearly 50 thousand to 1.33 million. 
And with uncertainty in the wider 
economy, this group are increasingly 
looking for different ways to 
supplement their income beyond 
statutory retirement age.

This growth in investments from the 
over-60s inspired us to change our 
first-charge residential mortgage 
lending criteria – our borrowers 
can now take out a loan that runs 
up to their 85th birthday. We also 
specialise in short-term lending such 
as bridging loans, which are often 
accessed by older customers to fund 
their property investment ambitions 
or bridge the gap in property chains 
as they move on to a new home for 
a new stage in their lives. We lend 
to customers approaching retirement 
age and even those drawing a 
pension, because we look at the 
whole picture, rather than relying 
on tickboxes to tell us whether a 
borrower is a safe bet.

In these changing times, nothing is 
certain. So it’s vital that lenders keep 
on the front foot and adapt their 
models to fit with how customers 
are living their lives. At Together, we 
call this ‘lending for the new normal’, 
because there is no such thing as 
‘normal’ these days. 

We’re a specialist lender because 
we don’t think one size fits all, and 
we’re experienced enough to make a 

pragmatic, human decision on every 
single case.

We pride ourselves on being able to 
lend to customers with complicated 
circumstances, often working with 
multiple complications at once, and 
work closely with brokers to find the 
right solution for their clients.

Modern life is complicated enough 
without lenders making life even 
more difficult. So, as our world 
continues to change, so will we.

Have a complicated case you need 
some help with? Get in touch with 
our broker sales team on 0371 705 
2919 or visit togethermoney.com/
partners/financial-intermediaries/

"We pride ourselves on being able to 
lend to customers with complicated 
circumstances, often working with 
multiple complications at once, and 
work closely with brokers to find 
the right solution for their clients"
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Trends in the buy to let marketplace and the NatWest 
approach

NATWEST AND THE BUY TO LET 
MARKET

David Hunter

Senior Corporate 
Account Manager

NatWest

It is clear to see in recent years that 
the buy to let market has undergone 
many changes and that the numerous 
regulatory requirements implemented 
have forced the market to adapt 
accordingly in order to continue to 
prosper.

Growth in the buy to let purchase 
market has slowed in recent years 
and this can be attributed to a 
multitude of reasons, including the 
implementation of the higher rates of 
Stamp Duty Land Tax amongst other 
changes to tax reliefs and also PRA 
underwriting requirements. However, 
since the implementation of these 
changes another story is unfolding in 
buy to let; this is the emergence of 
the buy to let remortgage market.

Buy to let remortgage activity has 
been increasing steadily for the past 
18 months. In the twelve months to 
November 2018 there were 171,000 
BTL re-mortgages, up 12% on the 
previous year.  BTL re-mortgage 
volumes in the three months up to 
November 2018 were 7% higher than 
the same period in 2017.  

As a result of the increase in 
activity the buy to let remortgage 
market has overtaken the market 
for BTL house purchase.  Buy to let 
remortgage volumes are now more 
than twice those of buy to let house 
purchases, whilst the value of these 
re-mortgages is almost three-times 
that of buy to let house purchase 
loans (£26 billion v £9 billion). (UK 
Finance)

So what can NatWest do for brokers 
and customers in these changing 
times for buy to let? In June, we 
introduced a simplified calculator 
for brokers to use with your buy to 
let customers. The main benefit of 
this is that the initial affordability 
discussions are now much quicker 
and simpler in the majority of cases, 
improving the whole buy to let 
experience with us.

The changes we have implemented 
mean that the amount of information 
required to complete the simplified 
calculator has been greatly reduced. 
In light of the aforementioned trends 
in the buy to let market it’s important 
to point out that those customers 
who are looking to remortgage 
like for like will qualify for the new 
simplified calculator.

Who qualifies for the new simplified 
calculation?

• Re-mortgaging ‘like for like’: 
customers looking to switch from 
another lender to us to repay their 
current outstanding mortgage, 
on a like for like basis, are eligible 
for the new simplified calculator. 
This is applicable to both small 
and portfolio landlords;

• Small landlords (not including 
limited companies or 
unencumbered properties) –
customers who have three or 
less buy to let or consent to let 
mortgaged properties, including 
the application in progress, are 
eligible for the new simplified 

calculator for their purchase and 
remortgage applications.

New improved research journey

With our new calculator it takes 
just less than two minutes requiring 
a maximum of nine pieces of 
information to see how much we 
will lend. In the past customers may 
have had to fill out up to 206 fields, 
and this revamp also means there 
are no repeated questions and better 
lending outcomes due to simplified 
criteria.

Where rental income does not meet 
our Interest Coverage Ratio criteria, 
you can continue based on our 
full affordability criteria to explore 
whether your clients income would 
enable them to borrow the amount 
they need and the amount we will 
lend will be based on the maximum of 
either our rental or fully affordability 
criteria.

Customers who are classified as 
‘Portfolio Landlords’ (those who have 
four or more buy to let or consent 
to let mortgaged properties – 
including the application in progress) 
will continue to be supported via 
our existing affordability process 
for purchases or remortgages with 
additional borrowing.



Amy Wilson | GI Development Manager | The Right Mortgage & Protection Network

How to earn more 
money by upselling, 
without turning off 
your client
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We have been looking into ways to 
help our members boost their income 
by selling more ancillary products.

We have come up with three back 
to basics ways ‘up selling’, without 
switching your clients off:

Assumption is the key

Assume that the customer will 
naturally want your suite of products. 
Begin the conversation with the 
benefit to them, then add something 
unique about what you're selling.

Worried about sounding pushy? If 
the upsell requires some elaboration, 
ask for the customer's permission to 
describe it.

Here is an example of the wrong way 
to upsell.

Imagine dining at a restaurant. You've 
just finished a big meal. The server 
asks, "Would you like a dessert?" If 
you say "Yes", you might give the 
impression of overindulging. So many 
customers refuse out of politeness. 
Result = no sale.

How to switch it around… The other 
server doesn't ask if the customer 
wants dessert: he assumes that they 
are treating themselves. 

So of course, they'll want a dessert. 
This server pulls up the dessert tray 
and says, [assumption] “To finish off 
your meal with something sweet, 
[that's the benefit], I brought the 
dessert tray over for you”. [Asks 
permission to proceed] “Would you 
like to hear the most popular ones?”.

When the customer agrees, the 
server doesn't just list them by 
name; he describes their benefits. So 
rather than saying, “This is chocolate 
mousse”. Instead he'd say something 
like, “If you like chocolate you'll love 
this. We've got a chocolate mousse 
that melts in your mouth and makes 
you wonder what the ordinary people 
are doing today”.

How can you apply this to your GI 
sales?

When you are advising on the 
mortgage, you are helping your 
client buy their home. So, apply 
the same rule to the protection. 

Firstly, assume the client will buy the 
protection off you. If not from you, 
where else would they get it?  “So, 
regarding the protection. Would you 
prefer me to discuss the protection 
for your new home now, or arrange 
another meeting, it should only take 
10 minutes?” 

Then describe the benefit; sell the 
protection of that new home by 
creating the love for the home, the 
emotion behind potentially losing 
their furniture and valuables and the 
vast costs of improving the home.

Imagine your client is your younger 
self

Sell the customer something you 
would buy if you were in their shoes. 
That perspective empowers you to 
upsell effectively and with integrity.

So, look at yourself, what protection 
have you got in place? Enable your 
clients the same level of cover you 
have yourself.

Last year the Department of Work 
and Pensions (DWP) confirmed that 
income from an insurance policy, 
specifically to cover mortgage 
payments, will not be counted when 
assessing entitlement to means-
tested benefits.

What does this mean to your 
customers?

People with mortgages can buy 
insurance and protect what is likely to 
be their largest financial commitment, 
without the fear that their benefits 
will be cut.

So, with DWP’s decision to make 
benefits exempt from their 
assessments – there really is no 
reason to hold back on talking about 
mortgage protection.

Hands on demonstration 

One of the most effective up-selling 
techniques is getting the customer to 
imagine using the product.

Give examples where the right policy 
has helped someone. For example, 
my aunty has recently had to use her 
policy, due to a flood that was caused 
by 2 hours of very heavy rain. Her 
house (the only one on their road), 
was submerged in 3 foot of water. 
The whole of the downstairs has 
had to be cleared out, dehumidified 
and then redone. To make things 
worse, an uninsured mini then drove 
into the supporting wall after the 
building work had been completed. 
Thankfully, her insurance paid for all 
the work and somewhere for her and 
her family to sleep while they did the 

work. What would your client do in 
this scenario?

P.S. This is a true story – give me a 
call if you want to hear the gory bits, 
because the part I lied about was that 
she had adequate cover!

"The other server doesn't ask if the 
customer wants dessert: he assumes 
that they are treating themselves. So of 
course, they'll want a dessert"



18 19

Why advice is still essential to ensure that your client does 
not leave behind confusion and pain to their loved ones.

WHY CLIENTS SHOULD AVOID 
‘DIY ONLINE WILLS’

James Moore

Estate Planning Consultant

The Right Will

In this technological age, clients 
are more willing to pursue essential 
services such as their Wills and Lasting 
Powers of Attorney (LPAs), online- 
often with the lure of a ‘cheaper’ and 
‘quicker’ service. However, the loss of 
advice can be absolutely catastrophic 
for documents as important as your 
Will and LPAs. 

What will inevitably appear on DIY 
Will-writing websites is that they 
are ‘taking instruction’, essentially 
shirking themselves of responsibility 
to any errors that may arise. This 
could leave a client in a situation 
where they believe that they are 
satisfied with their final Will, even 
though it may be unclear/vague 
or completely unworkable casting 
further doubt on the validity of the 
Will should it be challenged in court.

Unfortunately, by this time it is 
clearly too late for the client to be 
able to rectify anything or clarify their 
wishes. It can get particularly messy, 
with loved ones racking up huge 
costs and spending several months 
waiting, or debating, in court.

Will validity challenges are on the rise, 
with claims under the Inheritance Act 
1975 more than doubling since 2015. 
This is no surprise, with factors such 
as; blended families, the house price 
rises and the litigious society that we 
live in today. So why would client’s 

risk everything that they have worked 
hard for during their lifetime, for the 
sake of saving an hour or two?

Similarly, with LPAs, clients often 
set these up themselves online – 
unaware of the mistakes that they 
may have made and that the Office 
of the Public Guardian (OPG) will 
not accept. When this happens, the 
OPG will reject the application and 
the clients will have to pay again 
to register their documents. This 
is provided that they have even 
attempted to register them, as 
without the advice and guidance 
clients need, they may not lodge the 
LPAs with the OPG rendering them 
useless until they are.

If your client is to lose capacity without 
a registered LPA, the document they 
may have created is not valid until 
this has been done. Whilst the LPA is 
sent off for registration (for a period 
of around 2-3 months) the Attorneys 
they have attempted to appoint 
would not be able to act on their 

behalf in the interim. Furthermore, 
if there are any errors on the LPA, 
these cannot be corrected as the 
client will have lost capacity. This 
leaves the only alternative to be the 
pricey and time-consuming Court of 
Protection.

Without the advice of a professional, it 
is the clients who will suffer the most 
when their important documents are 
required. The knowledge of Estate 
Planners that work with The Right 
Will and Estate Planning Ltd has 
helped thousands of clients across 
the UK achieve their aims and provide 
them with the peace of mind that 
their Will and LPA documents have 
been correctly drafted, in place for 
when the worst happens.

If you would like more information 
as to how The Right Will and Estate 
Planning Ltd can offer great advice 
to you and your clients, please get 
in touch with us on 01564 732 740 
or admin@therightwill.co.uk.

As the market develops, it’s important to keep aware of 
the latest products and the tools to reach your customers.

THE ONLY CONSTANT IS 
CHANGE

Paul Carter

CEO

Pure Retirement

The later life lending sector has 
consistently shown unprecedented 
levels of growth of late, and 2019 
has been no different. Q1 proved to 
be the busiest on record, highlighted 
by a 10% year-on-year increase in 
total customer numbers in addition 
to similar increases in total equity 
released (8%) and number of new 
plans agreed (6%). With such growth, 
the opportunity is certainly there for 
you to grow your business as an 
adviser, and the first step is to ensure 
you have a really good understanding 
of the market.

The total value of housing wealth 
accessed in Q1 2019 has risen by 
187% from the same period in 
2015, with the number of new plans 
agreed increasing 122% over the 
same timeframe. While it’s true to 
say that, like the rest of the financial 
services sector, the market has 
been affected by ongoing political 
instability, Q2 nonetheless saw a rise 
of 2% compared to the same period 
in 2018.

While this growth has certainly 
been helped by a significant rise in 
products (up from 73 in 2016 to 233 
in Q1 2019), the greater degree of 
flexibility which these products offer 
has arguably been more important as 
customer numbers have risen. The 
second step in growing your business 

is therefore in understanding the 
needs and priorities of the market’s 
core demographic.

As a lender we’ve recognised this 
growing need for flexibility in 
later life lending plans. Last year’s 
Sovereign range aimed to open up 
equity release to as many people 
as possible through open lending 
criteria regarding both applicants and 
acceptable properties. This thinking 
also applied to our recent Heritage 
range, in which we’ve responded to 
customers seeking greater flexibility 
through whole-of-market ERC-
free partial repayments, allowing 
our customers the option to pay up 
to 10% of the initial advance per 
12 months and to make up to six 
payments over the same time period.
 

But while having an awareness of 
the available products is undoubtedly 
important, it’s also essential to make 
the most of the available resources 
aimed at helping you reach your 
customer base, and taking advantage 
of these is the third step in building 
your business. Several lenders offer 

assistance, and our own marketing 
toolkit (as part of our commitment 
to supporting the wider market) 
has expanded from its longstanding 
traditional collateral support and last 
year’s digital element, to include 
white label presentations and a 
quarterly news report to provide you 
with the key points and trends from 
the relentless news cycle.

In order for the market to grow 
sustainably it needs to continue 
considering the needs of the 
customer, and ensuring advisers have 
the tools to reach them with products 
tailored to their needs. As a sector 
it’s paramount we continue creating 
ranges which allow our customers 
to enjoy their later years while also 
giving them the flexibility should 
circumstances change. It’s something 
we’ve tried to incorporate in recent 
offerings, and we’re committed to 
continue seeking solutions that best 
meet both customer and adviser 
needs going forward.

"As a lender we’ve recognised this 
growing need for flexibility in later 
life lending plans"

"Similarly, with LPAs, clients often 
set these up themselves online – 
unaware of the mistakes that they 
may have made and that the Office 
of the Public Guardian (OPG) will 
not accept"



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

The bank of your 
loved ones, not just 
the bank of Mum and 
Dad 

20 21

Whether it is you helping your own 
children or grandchildren, or even 
your own Mum and Dad helping you 
and your children… somewhere across 
the ladder of Nans, Grandads, Mums, 
Dads, Nieces, Nephews, Brothers or 
Sisters nearly all of us would have 
benefited from the old family funding 
some way or another. 

As we see all the time with mortgages; 
first-time buyers are predominantly 
children who are leaning on their 
parents for help with deposits. Whilst 
this may be the case, not all parents 
are in quite the position to be able to 
offer their children as much as they 
need. Where do the potential buyers 
turn to next… the dreaded renting 
black hole? 

What solution do you offer your 
clients when they can’t get together 
enough of a deposit for house 
purchase?

Can grandparents be the superhero?
 
Parents seem to be the first choice 
for financial support with deposits, 
but nearly 1 in 10 people looking to 
buy their first home have asked their 
grandparents for financial help. L&G 
Home Finance research* shows that 
grandparents have contributed £657 
million to helping first time buyers 
in the UK. That’s around 27,200 
homes for their grandchildren.

If the generous grandparent is over 
55, with a small mortgage or without 
one, they may be able to step up to 
offer financial support as a form of 
‘living inheritance’ by releasing the 
equity in their home.

How does releasing equity solve the 
problem for lack of deposits?

The home of the grandparent 
can offer a solution via a lifetime 
mortgage. A lifetime mortgage is 

a loan secured against your client’s 
home and it only needs to be repaid 
back when the last surviving borrower 
dies or goes into long term care. Not 
only is equity release completely tax-
free but the gift will be exempt from 
inheritance tax after the usual seven-
year inheritance tax window! 

Equity release in a form of a 
lifetime mortgage can create an 
efficient opportunity to help future 
generations start their adult lives with 
the investment of their own home 
sooner. The average gap between 
renting and paying a mortgage is 
around £900 a year; so Nan and 
Grandad don’t have to wait until they 
die to see their grandkids using their 
inheritance to get onto the property 
ladder! 

Want to know more about how it 
all works? 

Thanks to the industry body for equity 
release, The Equity Release Council, 
it can guarantee your client will not 
be left in a negative equity situation 
upon repayment. You may think it all 
seems a bit complicated… however, 
being authorised isn’t as difficult as 
you may think! 

You can help your first-time buyers 
right through to your client who 
would like to take on their last 
mortgage with equity release. There 
are multiple ways that equity release 
can be more than life changing to 

your client bank! The only thing 
getting in your way to opening the 
opportunities to them is the equity 
release qualification, we will help you 
with the rest! 

Get in touch with us today to find 
out what you need to do to be able 
to bring this solution to the table 
for all your clients.

I don’t want to take the qualification

That is ok, don’t let it stop you from 
helping your clients in every way 
possible. Simply spot the need, refer 
to The Right Referral Desk and earn 
50% of the £££. Our average equity 

release proc fee is around £2,000. 
That is £1,000 paid straight to your 
bank for simply helping your clients 
live their best lives.

Call our referral desk on 
01564 791 116 or email refer@
therightmortgage.co.uk to find out 
more.

* w w w . l e g a l a n d g e n e r a l . c o m /
a d v i s e r / r e t i r e m e n t / h e l p i n g - y o u -
g r ow /c o n s i d e r i n g - f am i l i e s / b omad /

"The home of the 
grandparent can 
offer a solution via a 
lifetime mortgage"
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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?

SEPTEMBER 
Northern Cluster Meeting – Newcastle (9th)
Protection sales skills and marketing course – Manchester (12th)
Switch on your Business Workshop - Birmingham (19th) 
Switch on your Business Workshop – Brentwood (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 – Brentwood (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

A DATE FOR 
YOUR DIARY...

NOV

28
November National Training Event 
Our flagship roadshow 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. We also have an exceptional guest 
speaker confirmed.

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 70 
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...

22 23



Earn up to 
50% commission 
while you relax
If you have clients in need of any products that you don’t sell, you can refer 
them to us and earn up to 50% of the commission.

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

Want to know more?

Call the team on 01564 791 116 or email refer@therightmortgage.co.uk

theright
referralservice


