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WELCOME...

to the November edition of 
The Right News!

We are a forward thinking 
network, always looking for 
ways to help you save time 
and work smarter, not harder.

Turn to page 10, where 
Amanda demonstrates how 
you can maximise your 
earning potential by making 
use of the many ancillary 
services we have to offer.

One of our more recent 
services we are proud to 
be able to provide is our 
retirement package, aimed 
at advisers who are thinking 
about their retirement plans 
but still wish to continue 
earning. You pass over your 
client book to the network 
and on retirement, 75% of 
commission is paid to you for 
existing business and 50% 
for all new business. Turn to 
page 5 to fi nd out more or 
contact us on 01564 732 744 
or by emailing retirement@
therightmortgage.co.uk

Hope you've all had a 
fantastic year and I wish you 
all the best for an even better 
2020!

Martin Wilson | CEO

Have you had a look at our 
new client journey on the 
adviser site yet? It's full of 
great tips on generating leads 
from your existing client bank 
with pre-approved marketing 
and letters all available on 
our adviser site.

Throughout 2020 we will 
be running marketing 
and technology courses, 
designed to support your 
ongoing learning through 
classroom style practical 
demonstrations. Take a look 
at our new events calendar 
on page 24.

I would use this time of year 
to sort out next year’s diary. 
Plan ahead for all mortgages 
coming out of redemption 
and look at all building & 
contents renewal dates. This 
will really take the pressure 
off as you start to see how 
many ready made potential 
sales you already have in 
advance.

I look forward to meeting you 
all at the National Training 
Event and hope you all 
achieve your goals this year 
and beyond.

Adam Stretton | Managing 
Director

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.

The Right Retirement Package
The Right Retirement offers an all-inclusive 
service meaning you can retire with peace 
of mind knowing that your clients and 
benefi ciaries will continue to be looked after.

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

The Right 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 fi nd secured loans to fi t your clients needs 
and will search the market to fi nd the right 
deal for them, whilst you earn 50% of the 
commission.

Trust | Respect | Partnership
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A lot of progress has been made 
professionalising the advice sector 
with qualifi cations, examinations and 
CPD. But we know that people don’t 
buy based on facts and logic, they 
buy through emotion – too often 
we forget that.  Selling is an integral 
ingredient to fi nancial planning, 
and an absolute essential when it 
comes to protection and the fi nancial 
resilience of your clients.

That’s why at LV= we concentrate 
on supporting advisers in drawing 
out the importance of income – 
introducing, framing and talking 
protection. Take our Risk Reality 
Calculator as an example. It’s great 
for starting conversations about 
protection without talking products. 
It triggers our innate human curiosity 
– everyone wants to know what their 
results will be. 

Our most valuable asset

Ultimately our aim is to help more 
families be fi nancially resilient, but our 
experience, and that of the advisers 
we speak to, tells us that clients 
often struggle to see the value of a 
regular income over a single lump-
sum payment. It’s one of the reasons 
why term and critical illness advised 
sales outstrip income protection by a 
ratio of around eight to one. 

So if you’re looking to help the client 
remember what their most valuable 
asset is, why not remind them that 
they probably insure their household 
appliances like a TV, defi nitely insure 
their car and their house, but for 
some reason they often don’t insure 
their most important and valuable 
asset – themselves and their (ability 
to earn) an income.

Adding value

We’re also seeing advisers use 
added value services to highlight the 
wider emotional, family, health and 
practical support services for life’s 
little bumps in the road. 

Mobile-based access to GPs, second 
opinion services, physiotherapy and 
counselling services are providing 
instant access to experts, and are far 
more relatable for clients than the 
big life shocks (that no-one wants to 
think about anyway). They are also 
proving an easier way to introduce 
the idea and a more tangible value 
of protection.

Selling is our business

This brings me back to the beginning. 
Sales skills are imperative in us 
fulfi lling our mutual ‘duty of care’ 
and principle of ‘acting in the best 
interests of our customers’.  And we 
shouldn’t be afraid to sell, but should 
sell the need not the product. The 
vast majority of people don’t wake up 
with a stonking urge to rush out and 
buy some protection, but we really 
should remind them of their most 
valuable asset, and that it needs to 
be protected. 

If you want to fi nd out more about 
LV= protection range, contact your 
LV= Account Manager, call us on 
0800 032 4219 or visit lv.com/
adviser/protection.

LV= are helping advisers paint a picture of their clients 
lives to show them the need for protection in order to build 
fi nancial resilience.

FINANCIAL RESILIENCE AND THE 
ART OF SELLING 

Carl Heard 

National Account Manager 

LV=

"We’re also seeing advisers use 
added value services to highlight 
the wider emotional, family, health 
and practical support services for 
life’s little bumps in the road"

Protecting clients, their families 
and assets is at the heart of what 
fi nancial advisers will always do. 
Throughout the years, advisers have 
had successful careers building up 
a loyal client base and serving their 
clients to the best of their ability.

A recent report published by 
Heath surveyed 249 adviser fi rms, 
representing 865 advisers. The report 
found that 5% of advisers, a total of 
1,650 have immediate plans to retire 
and another 5,280 advisers, hope to 
retire in the next fi ve years. 

The survey recorded the average 
age of an adviser was in their mid-
50s. Despite this, ‘just retiring’ is 
not as easy for advisers who own 
their businesses. If there is no clear 
succession plan, no family member 
ready to take on the business, simply 
retiring is not an option.

We have recently launched a 
retirement package aimed at all 
advisers, whether they are members 
of the network or not. With the 
retirement package, you pass over 
your client book to the network and 
on retirement, 75% of commission 
is paid to you for existing business 
and 50% for all new business. This 
provides peace of mind that your 
clients will continue to be looked 
after, as well as creating a great 
income stream for you. 

In total, the network have looked 
after over 54,000 satisfi ed clients 
since its inception so advisers can rest 
assured their client’s best interests 
are always in mind. 

If you're thinking, "This sounds great 
- but I'm nowhere near the age of 
retirement," then don't turn the 
page too quickly. We are all guilty of 
believing that death is not inevitable, 
that it won’t happen to us (at least 
not for a very long time) and we 
actively avoid thinking about it. 
By simply signing up, you are safe 
guarding your clients should the 
worst happen to you and ensuring 
your benefi ciaries receive 50% of all 
income generated from your clients if 
you are no longer here. So, why not 
consider your options?

Our retirement package:

• 75% commission paid to you for 
existing business;

• 50% commission paid to you for 
new business; this includes any 
income from cross-selling;

• Guarantee your benefi ciaries 
income when you are no longer 
around. 

How does our retirement package 
work?

1. Sign and return our short contract 
and let us know when you plan 
to retire;

2. Prior to your retirement date, we 
provide you with simple letter 
templates to use to contact your 
client bank/lenders/providers;

3. Upon retirement, we will contact 
your client bank and ensure they 
continue to be looked after;

4. 75% of commission will be paid 
to you for existing business and 
50% for new business;

5. Should the worst happen to you 
and you’re no longer around, 
we will continue to service your 
client book with 50% passed to 
your benefi ciaries.

Relax and know that when you 
retire, your clients will continue to 
be looked after and you will have a 
great income stream.

The network also provides the 
option of 'phasing' into retirement by 
product.

Find out more

To fi nd out more, please contact 
me on 01564 732 744 or email 
retirement@therightmortgage.
co.uk

The Right Retirement Package is aimed at advisers who 
are thinking about their retirement plans but still wish to 
continue earning.

ARE YOU REALLY PROTECTING 
YOUR CLIENTS?

Roisin McGrath 

Development Manager

The Right Retirement Package



When we asked advisers what 
would make life even better, they 
said “Combine your life and critical 
illness covers in a single product 
for mortgage protection.” So, we 
listened. And we’ve now launched 
Combined Life and Critical Illness 
Protection, which will sit alongside 
our existing covers giving you another 
option for your clients. 

Often known as accelerated critical 
illness cover, Combined Life and 
Critical Illness Protection covers your 
clients for life and critical illness, and 
pays out once for whichever event 
happens fi rst. After a claim, the 
policy ends.

The ideal match for any mortgage 
conversation

For most people, a mortgage will be 
the biggest debt they’ll ever face. 
The average house price in the UK 
is £232,7101, with the general rule 
of thumb that monthly repayments 
should only account for around 35% 
of monthly salary2. Making sure that 
debt is protected is vital. Otherwise, 
if a mortgagee fell ill or died, 
their family could face devasting 
consequences and end up losing their 
home.  

Our new combined product is the 
perfect match for protecting the 
mortgage.  And if you choose 
decreasing cover, it comes with a 
mortgage guarantee as standard.  
Which means we guarantee to 
pay the full outstanding original 
mortgage amount, regardless of the 

interest rate, as long as the amount 
and term is the same as it was when 
the policy started and the policy isn’t 
in arrears when the claim’s made. If 
the mortgage changes, your client 
can apply to amend the policy and 
we’ll continue the guarantee.

Build a policy that protects the 
family too 

But of course, most people have more 
to protect than just the mortgage.  
Even if the mortgage is paid off, 
there are still bills, food and living 
expenses. It makes sense to create 
a policy for your clients that protects 
their mortgage and their family. 
You can mix and match Combined 
Life and Critical Illness Protection 
alongside our stand-alone covers, 
and optional Children’s Critical Illness 
Protection, to create a policy that fi ts 
your clients’ needs perfectly. So, for 
example, you could choose our new 
combined cover for the same amount 
as the mortgage, then choose our 
stand-alone Critical Illness Protection 
alongside it for family protection. 

And if you choose our stand-alone 
covers, you have the option of 
selecting Family Income Benefi t to 
pay out a monthly income to a client’s 
family if they died or couldn’t work. 

Whatever covers you choose can all 
be done in one single, quick and easy 
application. 

Quality cover as standard

As you’d expect with our new 

Combined Life and Critical Illness 
Protection, exceptional cover comes 
as standard. 

Cover upgrade promise: When we 
can give critical illness defi nition 
improvements for free, we’ll check 
a claim against the defi nitions your 
clients bought and our new customer 
defi nitions. We’ll pay out under 
whichever is better.

Crystal clear defi nitions: For 
the most claimed-for conditions, 
confi rmation from a UK Consultant is 
as well needed.

Dual life: This gives both partners 
individual cover, so if one claims, the 
other is still protected. And because 
they apply together, we give them a 
multi-life discount. 

Don’t think combined cover is the 
right fi t for your clients? Then choose 
separate Life Protection and Critical 
Illness Protection on the same policy 
and get a multi-product discount 
instead. 

Discover more about our new 
Combined Life and Critical Illness 
Protection and register at advisers.
guardian1821.co.uk

Sources: 1. landregistry.data.gov.uk, UK House Price Index, 
July 2019. 
Sources: 2. www.moneyunder30.com/percentage-income-
mortgage-payments

For too long, income protection 
has lived in the shadows of life and 
critical illness cover. This is despite 
a quarter of UK adults saying they 
couldn’t survive fi nancially if they 
were out of work for a month*.

The truth is there’s no better way 
of protecting your clients from the 
fi nancial impact of illness than 
with income protection. Here are 5 
reasons it’s worth fi ghting for: 

1. Income protection isn’t restricted 
by a list of illnesses

Income protection pays out on any 
physical and mental illness and injury 
which prevents your client from 
doing their specifi c job. So, unlike a 
critical illness policy, the cover is not 
restricted to a defi ned list of illnesses.

2. Income protection can pay out 
for as long as your client is ill

Policies with a long-term claim 
period will pay out for as long as 
your client is too ill to work or until 
the end of the policy. With regular 
monthly payments there’s less risk of 
the money running out.

3. Real advice makes income 
protection affordable

Your client has a choice of waiting 
periods and long-term or short-term 
claims periods so you can build a plan 

that’s right for their needs and their 
pocket – that’s real advice in action.

4. Clients can claim again and again

Critical illness policies only pay the 
full benefi t once. But with an income 
protection policy, your client can 
claim as many times as they need 
within the agreed term.

5. It highlights your clients’ biggest 
risk

Including income protection in your 
protection conversations ensures 
you’re prioritising the biggest risk to 
your clients’ fi nancial stability – being 
too ill to earn. 

At The Exeter, we can help you 
bring income protection out of the 
shadows.

Our income protection solutions offer 
core cover with optional benefi ts 
and policy choices to make it easy 
to create a policy to fi t your clients’ 
needs and pockets. 

To fi nd out more and to begin working 
with an award-winning insurer, why 
not organise a webinar or meeting 
with The Exeter sales team on 0300 
123 3207 or email us at sales@the-
exeter.com

*Drewberry Insurance Survey 2018
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For too long, income protection has lived in the shadows 
of life and critical illness cover. At The Exeter, we can 
help you bring income protection to the forefront of your 
clients’ minds.

INCOME PROTECTION: 
5 REASONS IT’S WORTH 
FIGHTING FOR

Steve Bryan 

Director of Distribution and 
Marketing 

The Exeter

"Including income protection in your 
protection conversations ensures 
you’re prioritising the biggest risk 
to your clients’ fi nancial stability – 
being too ill to earn"

TWO COVERS IN ONE AVAILABLE 
NOW

Jacqui Gillies

Marketing Director

Guardian 
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HOW IS TECHNOLOGY HELPING 
CLOSE THE MORTGAGE 
PROTECTION GAP?

Over the past few years there 
have been advances in technology 
designed to cut the cost of providing 
mortgage protection as well as the 
administrative burden that goes 
alongside it. 

Robert Harvey, head of protection 
advice at fi nancial advisers 
Drewberry, believes improvements 
in technology have helped advisers 
better integrate protection as part 
of the mortgage application process. 
“Any technology that can work 
alongside the mortgage application to 
encourage cover in the initial phases 
of the loan application is welcome. 
It's here cover is most needed and 
yet is perhaps most neglected given 
the complexities of applying for a 
mortgage deterring people from any 
additional administrative tasks on 
top.” 

Mortgage protection technology 
today 

Researching the various protection 
plans used to be a tedious task, 
leading many intermediaries to avoid 
discussing the subject. However, 
thanks to a number of technological 
improvements and the engagement 
of expert advisers, protection is 
becoming increasingly accessible for 
mortgage brokers. 

Mr Harvey explains: “There are a 
number of technological innovations 

in the sector that can be considered 
really useful additions to the 
protection conversation, including 
critical illness insurance comparison 
tools. These are designed to make 
it easier to compare critical illness 
propositions across the market based 
on conditions covered, defi nitions of 
those conditions and the likelihood of 
someone just like the applicant being 
able to make a successful claim on 
the policy.” 

However, Mr Yates believes technology 
on its own isn’t enough. He thinks the 
wrong people using it or placing it in 
the wrong environment can severely 
limit potential benefi ts. “How many 
of us travel on high speed trains 
that can’t go full speed because the 
tracks they operate on are old and 
limit the potential journey time?” he 
says. “Technology must help clients 
understand their needs and risks in a 
simple way – either with an adviser 
or before they speak to one.” 

The future of mortgage protection 
technology 

Mortgage protection is behind other 
sectors in the insurance industry, 
such as home insurance, where 
‘smart’ insurance quotes have been 
introduced. These quotes only ask a 
couple of basic questions and then 
use big data to fi ll in the blanks to 
create accurate pricing. 

The particular considerations related 
to the life sector mean that adapting 
this kind of technology will be more 
complicated, but the industry is 
already seeing the use of big data 
resulting in improved effi  ciency, client 
engagement, and the likelihood of 
higher conversion rates. Blockchain 
is also increasingly being used to 
facilitate a more simplifi ed process 
while at the same time building trust 
in the exchange of comprehensive 
medical records – often a huge 
obstacle for all parties involved. 

Mr Yates observes: “While the use 
of improved analytics, artifi cial 
intelligence and blockchain won’t 
close the mortgage protection gap on 
their own, in the right environment, 
technology can achieve better 
engagement and continue to remove 
barriers for consumers and advisers 
alike.”

Help your clients make Smart Health Choices 
To find out more visit aiglife.co.uk or call our Sales Team on 03456 006829

Helping your clients make smart health choices 
We offer your customers a convenient way to access tools

to manage their health and lifestyle.

365
DAYS A YEAR ADDITIONAL COST

NOUNLIMITED 
ACCESS

SmartSmart
Health

24/7 virtual GP Expert case management

Mental health support Health check

Nutrition consultation Fitness programme

Smart Health is provided to AIG Life Limited customers by Teladoc Health. These services are non-contractual, which means they don’t form part of the insurance contract with us. 
If our partnership with Teladoc Health ends, the service can be withdrawn at any time without notice.

AIG Life Limited. Registered in England and Wales. Company number 6367921. Registered Office: The AIG Building Fenchurch Street, London. EC3M 4AB, United Kingdom. 
AIG Life Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and Prudential Regulation Authority (FRN number 473752).  

EDCO 3207-0919 For adviser use only. 
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Just by adding a little checklist to 
your fact fi nd, you'll fi nd a whole host 
of ways to boost your business. All 
while doing a good deed and adding 
peace of mind for your clients. 

Top Tip

You could even get an administrator 
to ask the questions when they 
introduce themselves. The ideas are 
endless. 

If you fi nd yourself without enough 
time? Use our in-house admin 
services! 

We offer a full admin support service 
for advisers across mortgages, 
protection, general insurance, medical 

insurance and equity release. Sign up 
today to spend more time advising 
and let us help you get paid quicker!

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

Your job is to ask about insurances 
don’t let your clients make it your job 
talk to their family about why you 
didn’t have any!

If you want or need any details 
of anything, please speak to your 
account managers, Martin or me, and 
we will explain in more detail.

Amanda Wilson | Director | The Right Mortgage & Protection Network

Maximising your 
earning potential

Hi everyone!

I've been working and thinking really 
hard this month on how we can 
increase your income. Preferably 
without you working harder and 
needing lots of clients! Oh yes, I hear 
you say, really?

Mortgage advisers — you could earn 
£150 per mortgage by coordinating 
the survey and conveyancing! 

PMI advisers — you could have a 
whole new sale by looking at your 
older client base and introducing 
equity release. How many clients 
seek PMI when they retire? 

Equity release advisers — how many 
older clients have PMI? Obviously, 
lots of them are the “baby boomers” 
who had it all; including the jobs 
with private medical insurance, what 
about PMI?

The list could go on and on. 

My advice in today's world of 
technology — have a quarterly 
newsletter sent to your clients, and 
then, add extra "call to arms" articles.

Top Tip

Why not try sending the newsletters 
to coincide with their birthday, using 
the new feature on the key with 
birthday/renewal reminders? You've 
heard about this special feature, 
haven't you?

60% of UK adults don't have a Will, 
according to research from Unbiased.
co.uk. These fi gures are at an all-
time high, passing the previous peak 
in 2011. Over 31 million people 
now run the risk of dying intestate 
and having their estate distributed 
solely according to intestacy law, 21 
Feb 2018. Do you understand about 
lasting powers of attorney? 

On another point: everyone should be 
talking about building and contents 
insurance — 1 in 4 homes don't have 
any, and £1.8 million is paid out each 
day for water claims! Are your clients 
adequately covered? You could set 
yourself up with income for life? 
How? ask us about our “retirement 
package".

If you really want to drum up 
business, you could always send 
everyone a personalised risk report 
off solution builder and attach it to 
your newsletters

"If you really want to drum up 
business, you could always send 
everyone a personalised risk report 
off solution builder and attach it to 
your newsletters"

"Your job is to ask 
about insurances 
don’t let your clients 
make it your job talk 
to their family about 
why you didn’t have 
any!"
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Some real life examples of how we've changed lives...

Call 01564 332 610, email info@therightloan.org or visit therightloan.org/intermediaries to find out more information.

Bryony Davies | Senior Second Charge Adviser | The Right Loan

Your secured loan- 
we deliver before 
Christmas! 

As we fast approach that time of 
year, where the coats come out and 
the mad dash for the shops to stock 
up on all the festive goodies begin- 
we are reminded of that magical day, 
Christmas! However, it doesn’t spark 
that warm and festive glow for all, 
this time of year in fact can bring 
about the highest levels of stress and 
anxiety – and that’s not because of 
the dread you face being locked in 
with your in laws for three festive 
days- it's money. 

Last year’s Christmas spending 
reached just shy of £80 billion, so 
there is no wonder that money is at 
the forefront of everyone’s mind. 

For us at The Right Loan, a quiet 
Christmas is a thing of the past – 
and I wish I was referring to Greg’s 
Christmas playlist! We typically see an 
increase in applications both before 

and after Christmas with a focality 
on debt consolidation. Whilst it's one 
of the most common loan purposes 
all year round, it tops the charts in 
winter months for this exact reason, 
and why shouldn’t it. We can release 
capital from your clients’ property 
in as quick as 7 days. This means 
that your clients could be debt free 
BEFORE Christmas has even began 
all with rates that rival some first 
charges, starting from 2.97%.

In addition, with our winter 
months becoming more and more 
unseasonable, more people are 
grabbing their passports for a more 
traditionally festive holiday but for 
some this is something that remains 
on the bucket list long after the kids 
have moved out and the trip to Santa 
is a missed opportunity. A Secured 
loan can make this dream come 
true for your clients; holidays, new 

cars, are all something we can help 
with in the fraction of the time for 
a competitive fee. It’s not all tinsel 
and baubles for the clients - this 
competitive fee is shared 50/50 
with our brokers all within a NO 
NETWORK RETENTION COSTS bow, 
meaning your trip to Santa could be 
back on the cards too! 

Before you set your out of office, 
use this as a touchpoint as many of 
your clients will need extra money 
this Christmas. As a reminder any 
legal purpose is generally acceptable 
including business purposes and tax 
bills on either Residential or BTL 
properties. To show you some of the 
weird and wonderful, read our three 
case studies on the page opposite 
which we have funded in the last 
three months, my gift to you! 

1312

Case study 1

Italian national with a BTL in London on an Airbnb basis. He 
was looking to raise £81,000 for home improvements on the 
London security. However he was a contractor who received 
invoices and as he didn’t pay tax here, had no other income 
documents. We obtained an accountant’s certificate to verify 
his income, as well as the short term tenancy agreement and 

it funded within a month. 

Case study 2

Mr and Mrs recently separated- with Mr vacating the marital 
home although remaining on the mortgage. Mrs was hoping 
to raise £20,000 to only clear her debts. Our lender was able 
to raise the money despite Mr not living permanently at the 
security and cleared all her debts. Mr needed independent 
legal advice as it benefitted only her. We received offer 

within 48 hours of submission. 

Case study 3

Mr and Mrs bought their property 12 months ago and before 
moving in started a full renovation. They paid for the works 
via unsecured credit and once moved in needed to clear the 
debt, but this meant raising £90,000 up to 95% LTV. We 
completed the case saving the client a massive £1697 pcm 

from clearing their debt. 



We know you’re committed to supporting your clients in every area of life. 
That’s why we’re so proud to keep on supporting you. Together, we can 
o�er comprehensive protection that prepares them for whatever  
tomorrow brings – and fits with the life they have today.

Find out more at aviva-for-advisers.co.uk

For financial adviser use only. Not approved for use with customers.

It’s always planning
for whatever’s next
And protecting what
matters right now

Protection. It’s our lives
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No landlord wants a delay on their 
mortgage application and a decline is 
even worse, but there are ways you can 
avoid the most common errors to ensure 
a faster, smoother path to an offer for 
your client.

As a Senior Underwriter with over 21 
years’ experience, my best piece of 
advice to brokers is to input all your 
data accurately at DIP stage and provide 
the documents upfront where possible. 
The last thing you want is an invalid 
acceptance that later turns into a decline. 
It wastes both your time and that of your 
client.

Always familiarise yourself with the 
lender’s buy-to-let criteria. Check out our 
online A-Z Lending Policy or Buy-to-Let 
Zone first, which has all the information 
you need, or call us for help. Getting 
everything right on day one has a huge 
impact on the speed with which we can 
move to offer.

Here are the five things that most 
commonly lead to a delay or even a 
decline on buy-to-let applications:

1. Minimum income requirement
At Virgin Money we require the client 
to have a personal income of £25,000, 
excluding any income from rental 
properties.

What we accept for income purposes may 
vary from other lenders and it can lead 
to cases being declined. We don’t take 
dividends into account, for example, if a 
broker looks at a self-employed client’s 
accounts and gives us the bottom-
line figure, or uses the SA302, it won’t 
necessarily be correct if they’re a limited 
company and have taken a dividend. 

Instead, we ask for the share of post-
tax profits and remuneration. Different 
lenders have slightly different ways of 

assessing income and brokers need to 
check the lending policy if unsure.

If top-slicing is required (landlords using 
their personal income to top up a rental 
shortfall), your landlord client needs a 
minimum income of £50,000 with Virgin 
Money.

2. Is the property readily lettable?
We expect the property to be in a 
readily lettable condition but sometimes 
brokers and landlords confuse that with 
habitable. They are different: habitable 
means there’s a kitchen and bathroom, 
but in order to be lettable it needs to be 
in a decent condition elsewhere.

We expect the property to be tenanted 
as soon as possible. Of course, we allow 
for decoration and a property doesn’t 
have to be in perfect condition, but it 
must be quickly ready to be marketed.

3. Packaging portfolios
Due to their complexity, there is more 
scope for a portfolio landlord application 
to be declined, especially when it 
involves a new purchase or a remortgage 
with capital raise. We look at the overall 
LTV and Interest Coverage Ratio (ICR) of 
the portfolio, and brokers should also be 
aware we have a limit on the maximum 
number of properties accepted in any 
postcode area, capped at five. 

As long as the broker inputs all of the 
required information accurately, including 
the wider portfolio, they will have greater 
certainty in our lending decision. This will 
result in a better overall experience for 
the broker and their client. 

4. Debt-to-income ratio
In addition to our minimum income 
requirement of £25,000, we also have a 
specific debt-to-income policy ratio.

The total secured debt of a landlord 

cannot be more than 30 times their 
personal income. A client with a personal 
income of £25,000 therefore couldn’t 
have a total secured debt of over 
£750,000. This can lead to applications 
being declined and can be an issue with 
larger portfolio landlords.

With that requirement in mind, it’s really 
important to get accurate information 
from your client on all of their properties 
at the DIP stage.

5. Waiting for documentation
A senior underwriter will assess your 
application on the day it’s submitted, and 
if all the information and documentation 
is there – i.e. it’s fully packaged – we can 
give a day one decision. 

If the documents arrive in stages, 
however, this is likely to lead to delays.

Income verification usually arrives 
quickly, but other documents such as the 
Property Schedule for portfolio business 
is one that is often delayed. 

The Property Schedule needs to be 
input to a template and uploaded to the 
E-Tech Hub. This is a new system but 
once brokers are registered and familiar 
with the process it’s really straightforward 
to use. 

There are full details about how to 
complete the Property Schedule on our 
BTL Portfolio Landlord page and our BDM 
team is on hand to answer any questions 
if help is needed.

Help at hand
For help and support with submitting your 
BTL applications, speak to your dedicated 
Business Development Manager or 
Dedicated Regional Service Team.

Senior Underwriter at Virgin Money, Janis Thompson, 
reveals how brokers can avoid unnecessary delays when 
submitting BTL applications.

ASK THE UNDERWRITER - FIVE 
STEPS TO SUCCESSFUL BUY-
TO-LET APPLICATIONS 

Janis Thompson

Senior Underwriter

Virgin Money



Tailored 
for you.....

   ‘s     New
Remortgage 
Products

GOTO work closely with brokers to 
give them exactly the kind of product 
they feel works best for them and 
their clients. Here are some of the 
products our brokers have requested:

Cashback Plus - We want to 
make sure you are paid for the 
time you put in to your customers’ 
conveyancing cases.

Cashback Inclusive - a 
slightly lower introducer fee, 
giving you the chance to
offer your clients a fully
inclusive deal.

Traditional Cashback - our 
existing Cashback where we 
guarantee you earn more with 
GOTO than any other provider.

Why choose 
GOTO Conveyancing?

>>>>     Contact us about our new fast track purchase product >>>>>>>>>>>     STOP 
PRESS

We pay the most for cashback
 remortgage£

Single Price band We are the most
competitive 
conveyancing portal.

1

You choose.Decide your fee

Except for 
disbursements 

No completion
no fee£

We manage 
queries 7 days a 
week.

Add you local 
solicitor+

01844 873300To register: 
enquiries@gotogroup.co.uk
www.gotogroup.co.uk

Use our easy to use fact 
sheet on the laws of 
intestacy to highlight the 
importance of making a 
Will to your clients

therightwill
& estate planning

Offer your clients a free 
Will review - does it still 
meet their needs?

Although Wills are not 
regulated, your clients 
can be confi dent that we 
provide a professional 
service as we adhere to 
the STEP code of conduct

To fi nd out more on how 
we can help you provide 
this valuable service to 
your clients please call 
Louise to discuss whether 
you would prefer to refer 
or use our great point of 
sale software

Use our fact sheets or 
customer facing cartoons 
to highlight the benefi ts 
of having a valid LPA

Get in touch

Call us today on 01564 732 740 
or email admin@therightwill.co.uk 

for more information

The Right Will & Estate planning 
work with over 500 fi nancial 
advisers, IFAs and solicitors across 
the UK to help them offer their 
clients later life planning.

Here are some top sales tips to 
help you discuss Wills & LPAs with 
your clients:

Top Sales Tips

16 17
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It is in every newspaper and news 
outlet at the moment: how millions 
of people could be paying too much 
for their home insurance due to 
letting their policies renew year on 
year.

Could this be some of your clients?

Why not go back to your clients, and 
give them a review of their home 
insurance? While you are there, you 
don't know what other additional 
opportunities may arise.

The FCA said that more than one in 
ten people were paying very high 
prices for their insurance. One in 
three of them were vulnerable in 
some way, perhaps elderly or lower 
paid.

We have created a pre-approved 
letter for you to brand up and send 
to your clients via post or email:

"Are you a loyal customer? Could you 
have lost thousands of pounds?

Get home insurance quote today 
from The Right Mortgage"

Don't have the time? 

Don't have the time to do it, but want 
to see the size of the opportunity?

If you don't want to, we can do it for 
you! Let us know and we're happy 
to help.

We will send out a letter to all your 
clients on your behalf and write the 
business for you, providing you with 
50% of the commission. We promise 
not to cross sell so any additional 
sales that you would like, can be 
passed back to you.

More information

To fi nd out more on selling general 
insurance visit our GI hub on the 
members site, email amy.wilson@
therightmortgage.co.uk or call 01564 
732 744 and ask to speak to myself.

1 IN 10 PEOPLE ARE PAYING 
TOO MUCH FOR THEIR HOME 
INSURANCE

Amy Wilson

GI & PMI Development Manager

The Right Mortgage & Protection 
Network

Access to our latest home 
insurance products - Home 

Insurance and Home 
Insurance Plus.

Reduced disclosure risk - 
customers no longer have to 

answer a lot of complex 
questions where they may 
be unsure of the answers - 
which potentially means 
fewer claims declined.

Different to an indicative 
quick quote system- 

the quote we give your 
customer is guaranteed, 
assuming they can agree 
to our usual assumptions. 

*Customer’s name, DOB and address. 

Name DOB Address Cover Type
(Building, Contents or a 

combination) 

Claims History

What you already know What you need

This is not a consumer advertisement. It is intended for professional insurance intermediaries only and 
should not be relied upon by private individuals or any other persons.

Legal & General Insurance Limited 
Registered in England and Wales No. 00423930
Registered of�ce: One Coleman Street, London EC2R 5AA

Authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the 
Prudential Regulation Authority.

1 2 3 4 5

With SmartQuote you can get a Buildings and 
Contents quote in as little as one question.

For more information please visit www.legalandgeneral.com/SmartQuote

KNOW YOUR CUSTOMER?*

BENEFITS

SmartQuote for Intermediaries



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

How many times have 
you papered over the 
cracks for your older 
clients?
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When our clients reach a certain 
‘mature’ age, the likelihood is that 
their affordability has started to decay, 
they aren’t able to do everything they 
want to anymore and the ability to 
pay back their mortgage is becoming 
a little bit harder after each fi ve year 
‘sticking plaster’ solution.    

So, what do you do when that paper 
isn’t quite masking the problem 
anymore and the plaster just isn’t 
quite sticking? Is this the point where 
you have to let your clients down 
and say “it’s time to downsize to 
something you can afford”  or “I’m 
sorry your Interest Only Mortgage is 
coming to an end and you don’t have 
the funds you need".

What about if there was a way for 
your older clients to continue to live 
in their homes forever, make the 
home improvements they drastically 
need and maybe even go on holiday 
as well? Exactly right, they can win 

the National Lottery… although the 
odds are 1 in 45 million… maybe that’s 
not the best bet. Here’s something 
slightly similar, a lifetime mortgage 
- it’s a cash lump sum, that’s is tax-
free and can be used for any legal 
purpose. 

You can help your clients feel like 
they have won the lottery and be able 
to offer the right solution. However, 
getting qualifi ed to advise on equity 
release yourself might not be the 
right thing for you or your business 
just now, but that doesn’t mean you 
can’t get involved in the market. As 
the equity release market continues 
to grow, so does the opportunity for 
you to build equity release referrals 
into your business. 

What is a lifetime mortgage?

If you’d like to get involved with 
equity release and would like to 
know more about how it works, here 
is a quick overview:

A Lifetime Mortgage is a loan which is 
secured against the client’s property 
in exchange for tax-free cash sum or 
smaller amounts that they can take 
as and when they need. The client 
will remain the owner of the property 
for the rest of their lives and the loan 
will only need to be repaid via the 
sale of the property, once the client 
passes or goes into long term care. 
The client doesn’t have to pay any 
monthly payments if they do not wish 
too and they can use the money for 
whatever legal purpose they please. 
Not one part of the process is based 
on the client’s affordability, it is 
simply based on the age of the client 
and how much the property is worth. 

Some call it a referral, we call it a 
partnership! 

We understand that equity release 
may not be your speciality and it 
can be diffi  cult to stay on top of 
industry changes when you are not 
active in this market. However, it is 
still important to notice when equity 
release might be right for your client, 
just because you are unable to help, 
doesn’t mean there is no option. You 
can trust our referral desk team will 
treat your clients with respect during 
this partnership. 

Here are the three simple steps to a 
referral to The Right Referral Service: 

1. Refer your client via phone or 
email: 01564 791 116 or refer@
therightmortgage.co.uk;

2. Relax while we fi nd the best 
deal for your client & take them 
through the process, keeping you 
updated throughout;

3. Receive your commission: 
average commission per 
completed case is £1200*! 

Why choose to work in partnership 
with us?

• Become one of our referral 
partners and earn 50% of the 
total commission received - our 
average payaway to our referral 
partners is £1200*;

• No cross-sell guarantee – we 
promise to never cross sell any of 
our other services to your client, 
unless you want us to;

• Throughout the process, we will 
continue to keep you in the loop 
with your customers journey;

• Our referral desk will appoint 
your client with their most local 
equity release specialist – our 
advisers will treat your customers 
fairly and with the respect they 
deserve;

• Nationwide coverage;
• You can be as involved as you 

wish, you can even attend the 
appointments with your clients.

Get in touch if you would like to 
know more about how equity release 
can help your clients and what you 
need to do to get started. 

Please contact myself Victoria Wilson 
to discuss equity release on 01564 
732 744, if you have a client to refer 
please contact The Right Referral 
Desk or 01564 791 116
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Our customers’ lives don’t stand still, and neither should 
we. Understanding consumers is more crucial than ever.

THE IMPORTANCE OF KNOWING 
YOUR CLIENTS

Paul Carter

CEO

Pure Retirement

The equity release market has seen 
ongoing levels of growth, with a 
10% year-on-year increase in total 
customer numbers in Q1 (as part of 
the market having its best quarter 
on record) then being followed by a 
Q2 which, despite ongoing political 
uncertainty affecting the wider 
financial services market, still grew 
by 2%.

With the later life lending market 
having spent 2019 both building on its 
breakout 2018 with comprehensive 
growth and then holding its own 
in the face of external factors, it's 
perhaps more important than ever 
to develop an understanding of our 
core customer base and their habits 
in order to continue this upward 
trajectory going forward. 

Something that’s increasingly 
becoming apparent is that the 
longstanding stereotype of the 
technophobe, pipe-and-slippers 
retiree has unquestionably become 
a thing of the past, with data from 
Strava showing that over-60s are 
among the keenest users of their app. 
In addition, athletics and activities 
aimed at those in the later stages of 
life have both seen considerable rises 
in interest, culminating in walking 
football becoming the fastest-
growing sport in the UK. 

There are similar stereotype-defying 
trends regarding the tech usage 
among over-50s, with those aged 
over 55 now Facebook’s fastest-
growing demographic (and second-
largest overall). According to Ofcom 
from just 1% in 2011, the proportion 
of over-50s owning tablets has now 
reached 50%, and in the 50-60 age 
group 73% use a smartphone, 92% 
shop online, and 70% watch videos 
online.

Understanding our customers not 
only allows us the chance to better 
reach them through an appreciation 
of their preferred media formats, 
but can also help the wider market 
to continue creating and developing 
products that best suit their needs. 
For instance, recent market data has 
demonstrated both a rising interest in 
equity release among the higher end 
of the property market and a growing 
reluctance among older homeowners 
to follow the standard retirement 
route of downsizing.

Having noticed this trend, we 
recently enhanced our Sovereign 
range to bring a new Elite series 
of products on-stream, which are 
aimed specifically at those wishing 
to borrow over £725,000, with no 
limit on maximum property or loan 
values. With the current crop of 
retirees increasingly entering their 

later years with insufficient savings, 
and with a rise in pensioner poverty, 
the new Sovereign products fit in 
with our wider strategy of opening 
up equity release to as many people 
as possible, including introducing 
whole of market ERC-free partial 
repayment options on our Heritage 
range and developing wide-ranging 
lending criteria across our breadth of 
products.

At Pure Retirement we’re dedicated 
to understanding our customers’ 
needs, and reacting to them to 
continue providing later life lending 
solutions that enable them to live out 
the retirement they both desire and 
deserve. We believe the market can 
only continue to grow by doing so, 
and we’re relishing the challenge. We 
hope the rest of the industry will join 
us on our journey.

How The Right Will best protects your client’s wishes.

DOES YOUR CLIENT HAVE 
THE BEST PROTECTION TO 
POTENTIAL CLAIMS TO THEIR 
WILLS?

James Moore

Estate Planning Consultant

The Right Will

There can be no disputing that 
contentious probate is on the rise, 
in this increasingly litigious society 
where more Wills are subject 
to challenge from disgruntled 
beneficiaries. In fact, there has been a 
reported 700% increase over the last 
five years in the number of cases the 
High Court in London has overseen 
where there has been a challenge to 
the validity of a Will. Additionally, a 
recent survey by Direct Line showed 
that one in four people would mount 
a legal challenge against a loved 
one’s Will if they were unhappy with 
it.

So, what can clients do to best protect 
their Estate, to ensure that their voice 
can be heard even after they have 
passed away? (Which admittedly is 
a sinister and scary thought!)  Wills 
are simple documents which list the 
testamentary wishes of a client, but 
rarely specify the client’s reasoning 
behind potentially contentious 
choices made.

As Estate Planners, looking to 2020, 
we must ask what innovation can we 
provide to our clients to ensure that 
we are staying one step ahead of the 
potential challengers to our clients 
Wills, which is where the Will Clarity 
Statement comes in.

The Right Will & Estate Planning 
Ltd will now only produce Wills for 
clients, with the accompaniment 
of an Inheritance Act Statement, 
which we refer to as a Will Clarity 
Statement. 

A Will Clarity Statement simply sets 
out the wishes for the distribution 
of the estate upon the death of 
the client, and more importantly 
provides the reasoning behind the 
client’s decision and surrounding 
circumstances. Its purpose is to 
provide additional guidance to the 
Executors of the Will, as well as 
explanations to loved ones who may 
not understand their wishes.

The Will Clarity Statement allows 
our advisers to be able to reassure 
clients that as much as possible is 
done to best protect their wishes, 
whilst accurately recording crucial 
information, such as the client’s 
mental state at the time instructions 
were given and any reasoning behind 
alterations made from previous Wills.

Some solicitor firms are even offering 
no win: no fee services to clients that 
wish to challenge Wills- the number 
of claims will continue to rise. The 
Right Will and Estate Planning 
can offer your client an additional 
safeguard- why not contact us to see 
how we can help your clients?

Call us today on 01564 732 740 or 
email admin@therightwill.co.uk for 
more information.

"So, what can clients do to best 
protect their Estate, to ensure that 
their voice can be heard even after 
they have passed away?"



r

We are delighted to announce our events calendar for 2020! 

We have listened to your feedback and are bringing you the events that benefit your business the most, 
with new venues across the country.

JANUARY
Induction Course (7th & 8th) 
Sales and Development Peer Group Meeting – Birmingham (15th)
Sales and Development Peer Group Meeting - Southampton (16th)
Sales and Development Peer Group Meeting – Brentwood (22nd) 
Sales and Development Peer Group Meeting – Reigate (23rd)
Technology & Marketing Masterclass – Cardiff (30th)
TRM Scotland Cluster Meeting – Edinburgh (31st)

FEBRUARY 
Roundtable Workshop – Birmingham (6th) 
Induction Course (11th & 12th) 
Roundtable Workshop – Brentwood (13th) 
Northern Cluster Meeting – Newcastle (17th)
Roundtable Workshop - Edinburgh (28th) 

MARCH
Induction Course (3rd & 4th) 
Later Life Lending & Equity Release Workshop - South (12th) 
Training Academy Sales Skills Course - Manchester (19th)
Supervisor Course (5th) 
ER Accreditation Course (24th) 
Roundtable Workshop - Cardiff (26th) 
TRM Scotland Cluster Meeting – Edinburgh (27th)

APRIL
Induction Course (31st & 1st)
Roundtable Workshop - Birmingham (2nd) 
TRM Scotland Cluster Meeting – Edinburgh (24th)
Technology & Marketing Masterclass – Brentwood (30th) 

MAY
Sales and Development Peer Group Meeting – Birmingham (5th)
Sales and Development Peer Group Meeting – Southampton (6th)
Sales and Development Peer Group Meeting – Reigate (12th)
Induction Course (12th & 13th) 
Sales and Development Peer Group Meeting – Brentwood (14th)
Technology & Marketing Masterclass – Birmingham (21st) 
TRM Scotland Cluster Meeting – Edinburgh (29th)

JUNE
Supervisor Course (3rd) 
ER Accreditation Course (3rd) 
National Training Event – Birmingham (4th)
Northern Cluster Meeting – Newcastle (15th)
Induction Course (23rd & 24th) 
TRM Scotland Cluster Meeting – Edinburgh (26th)

View all of our events by visiting rightmortgageadviser.com/events

UPCOMING
EVENTS 2020
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Here at The Right Mortgage, we like to do our bit for charity.

This year the team have been busy with bake sales, coffee mornings and The Wolf Run to raise money for 
Macmillan and The Buddy Bag Foundation. Thank you for your support and if you would like to donate 
please visit www.justgiving.com/fundraising/the-right-mortgage

CHARITY
FUNDRAISING

£1254.34



Protect your 
clients.

Protect their 
business.

healthassured.org

Health Assured is the UK and Ireland’s 
largest award-winning employee 
assistance programme (EAP) provider.

We help over 10 million people overcome 
physical, mental, social and financial 
challenges through a range of dedicated 
online and telephone services, available  
24/7, 365.

We have an established network of 
intermediaries, working together to support 
businesses and their employees every day.

Variable commission is available on our EAP 
quotes—just speak to one of our experienced 
consultants to find out more.

Contact our experts to discuss how we could extend 
our support to you and your clients:

 0161 836 9832
 intermediaries@healthassured.co.uk

We o�er the following services, that you can introduce 
to your clients:

 EAPs

 Whistleblowing 
  helplines

  Specialist  
helplines

Wellbeing workshops

On-site  
trauma support

Mental Health First Aid 
(MHFA) training
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When it comes to your clients, 
insuring their home or car is a no-
brainer, but some people aren’t sure 
why Private Medical Insurance (PMI) 
can be a good idea. You are there 
to help educate them on the support 
PMI can provide in a time when they 
need it the most. 

We have lots of training materials 
available for you to use to promote 
PMI to your clients. Have a look in 
the Your Business section on the 
adviser website for our marketing 
material ready to brand up with your 
logo.

If you don’t fancy writing PMI 
yourself, you can always refer it to 
our referral desk and earn 50% of the 
commission, knowing your clients are 
being spoken to by an adviser who 
shares your principles and will not 
cross sell any other products. 

Why get health insurance? 

PMI is designed to ensure that if you 
need medical treatment in future, 
you won’t need to worry about NHS 
waiting lists or paying for the cost of 
the treatment. 

If you’re treated privately, PMI will pay 
all or some of your bills. It should get 
you diagnosed and treated quickly, as 
well as offer you a prompt referral 
to a consultant and admission to a 
private hospital at a time and place 
that is convenient for you. 

How does it work? 

Your journey will look something like 
this: 

With PMI you’ll have a choice of 
private hospital from an agreed list 
provided by your insurer - most 
hospitals offer a private en-suite 
room, TV and a choice of food, which 
you wouldn’t necessarily get as a 
normal patient. 

In short, the main benefi ts of Private 
Medical Insurance are:

Shorter waiting times for treatment 
on the NHS

Better facilities 

Faster diagnosis 

Choose from a range of private 
facilities 

Choose a convenient time for 
appointments and treatments 

It's affordable, long gone are the 
days where it was only affordable 
for the rich and famous

THE BENEFITS OF PRIVATE 
MEDICAL INSURANCE FOR YOUR 
CLIENTS

Amy Wilson

GI & PMI Development Manager

The Right Mortgage & Protection 
Network



It is a fact that private medical 
insurance (PMI) premiums have a 
tendency to increase year on year. 
And there are valid reasons why this 
may be so, including the increasing 
cost of new and expensive medical 
treatments and technology.

But this is little consolation for the 
client whose renewal premium has 
just risen again.

Reassurance for your clients

Freedom Health Insurance has 
introduced an offer which allows new 
individual clients the option to fi x 
their premium for two years* when 
they take out a new Freedom Elite 
or Freedom Essentials policy. The 
guarantee of a fi xed premium for the 
second year gives your clients the 
reassurance their premium won’t rise 
at the end of the fi rst year regardless 
of claims made. 

The second year’s premium will only 
change if:

• your client makes changes to the 
policy which result in a change in 
premium;

• your client changes their payment 
frequency from annually to 
monthly between the two policy 
years (meaning the 6% annual 
payment discount would be lost 
in the second year); and/or;

• the rate of Insurance Premium 
Tax (IPT) changes.

There is no additional charge to take 
advantage of this option.

What happens to premiums at the 
end of the two-year period? 

We will apply our standard single 
year increase to renewals at the end 
of the second year according to the 
pricing structure effective at the 
time. For more information about our 
pricing structure, please contact your 
Freedom account manager.

We have updated our quote system 
to make it easy for you to select the 
two-year fi xed premium option*. 

The terms and conditions attached to 
the offer are detailed below. 

If you have any questions, please 
feel free to call me on 07879 
461520 or email r.smith@
freedomhealthinsurance.co.uk.

*Terms & Conditions for the 2-year 
fi xed premium option 

• The 2-year fi xed premium option 
is available for new individual 

Freedom Elite and Freedom 
Essentials policies;

• If any changes are made to the 
policy which result in a change 
to the premium, the amended 
premium will be held for the 
remainder of the fi xed price 
period;

• A 6% discount will apply to each 
year if the full annual premium 
is paid in advance. If the client 
changes their payment frequency 
from annually to monthly 
between the two policy years, 
the 6% annual payment discount 
will be lost in the second year;

• Any change to the rate of 
Insurance Premium Tax (IPT) 
will be included in the renewal 
premium following the change;

• This option is based on two 
separate, consecutive 12-month 
contracts;

• We reserve the right to withdraw 
this option for new business at 
any time and without notice;

• Excludes company policies.

Freedom Health Insurance is a trading name of Freedom 
Healthnet Limited which is authorised and regulated by the 
Financial Conduct Authority, registration no. 312282.

Visit axappphealthcare.co.uk/therightnetwork to find out more 
about how we can help you build a stronger, healthier business 
for your clients with our small business healthcare cover.

Offering healthcare cover can make it easier for your clients to 
attract the right people for their growing business. 

Our cover helps your clients support their employees’ health 
and makes them feel valued.  

Helping your 
clients build 

a stronger, 
healthier business

AXA PPP healthcare Limited. Registered Office: 5 Old Broad Street, London EC2N 1AD, United Kingdom. Registered in England and Wales No. 3148119. 
AXA PPP healthcare Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority. Services purchased separately 
to your insurance cover are not regulated either by the Financial Conduct Authority or the Prudential Regulation Authority. Write to us at: AXA PPP healthcare, Phillips House, Crescent Road, Tunbridge 
Wells, Kent TN1 2PL. We may record and/or monitor calls for quality assurance, training and as a record of our conversation. PB73333/10.19
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Freedom Health Insurance introduces 2-year fi xed 
premiums* for Freedom Elite and Freedom Essentials 
individual clients.

HELPING YOUR CLIENTS 
PROTECT THEMSELVES AGAINST 
RISING PMI PREMIUMS

Robert Smith

Sales Director

Freedom Health Insurance 

"But this is little consolation for the 
client whose renewal premium has 
just risen again"
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WORKPLACE MENTAL 
WELLBEING AND THE COST OF 
SUCCESS

Pippa Andrews

Director Corporate Business 

VitalityHealth

On a scale of one to 10, what are 
your stress levels on an average day 
at work? Chances are they often hit 
at least a fi ve. Figures from Deloitte1 

indicate that work-related stress 
accounts for up to 45% of absences 
due to ill health.

Stress is just one unwelcome 
consequence of striving to have a 
successful career and can cause 
problems at home. According to 
the Law Society2, overwork is the 
number one cause of divorce in 
Ireland. Millions of people also put 
their health at risk by missing out on 
vital sleep, or turning to vices such as 
drinking or smoking.

So how can you encourage 
employees to perform to the best 
of their abilities, without pushing 
them into unhealthy lifestyle 
choices?

For psychologist Fiona Murden, “it’s 
about knowing what’s your comfort 
zone, what’s your stretch zone and 
what’s your panic zone,” she said 
during a recent Vitality At Work 
podcast.

“If an athlete spends too long in their 
panic zone, they’ll tear a ligament or 
break something. It’s the same for 
mental health.”

Employers can also prevent 
people reaching breaking point by 
introducing wellbeing initiatives. 
“It is important to support health 
and wellbeing at every level,” said 
Simon Blake OBE, Chief Executive of 

training organisation Mental Health 
First Aid England.

“In my organisation, for example, 
we provide resources to encourage 
self-care, and promote health and 
fi tness.”

Creating a culture of acceptance

Mental health charity Mind’s 
research3 shows that almost 48% of 
employees have experienced poor 
mental health while at their current 
organisation. However, many people 
feel uncomfortable admitting they 
are struggling with mental health 
problems, particularly at work.

Francesca Baker of the Lord Mayor’s 
Appeal, said: “Recent fi gures from 
the BBC show that only about 16% 
of workers feel they could disclose 
a mental health issue to their line 
managers.”

“Schemes that can help create a more 
supportive environment include the 
Green Ribbon campaign, with which 
people show their support for people 
struggling with poor mental health.”

As some people will never want 
to show what they perceive as 
weakness in front of their colleagues, 
anonymous support services such as 
online community Big White Wall 
also have a crucial role to play.

Helping employees make healthier 
choices

Exercise can have such a positive 

impact on mental health. Vitality’s 
annual Britain’s Healthiest Workplace 
study suggests people with the 
highest and lowest Body Mass Indexes 
(BMIs) are more likely to have mental 
health issues.

Programmes such as Vitality’s Active 
Rewards can help to encourage 
people to become more active by 
allowing them to measure their 
performance using tech. According 
to a recent study by RAND Europe4

for Vitality, UK adults with a high BMI 
who signed up to the Active Rewards/
Apple Watch scheme upped their 
activity levels by a massive 160%.

Apps that promote mindfulness have 
also proved successful in helping 
to prevent mental health problems 
becoming unmanageable. And 
wearable technology can be useful 
for spotting potentially damaging 
patterns, such as over-exercising.

Sources:
1 At a tipping point? Workplace mental health and wellbeing, 
Deloitte, March 2017 www2.deloitte.com/content/dam/
Deloitte/uk/Documents/public-sector/deloitte-uk-workplace-
mental-health-n-wellbeing.pdf 
2 Revealed: Ireland’s main cause for divorce as marriage 
splits reach boom year levels, Irish News, Sept 2019 
www.independent.ie/irish-news/revealed-irelands-main-
cause-for-divorce-as-marriage-splits-reach-boom-year-
levels-36130513.html 
3 Half of workers have experienced poor mental health in 
current job, Mind, Sept 2018 www.mind.org.uk/news-
campaigns/news/half-of-workers-have-experienced-poor-
mental-health-in-current-job/
4 Assessing the role of incentives in promoting physical 
activity, RAND Corporation, Nov 2018 www.rand.org/
randeurope/research/projects/assessment-of-incentives-and-
physical-activity.html

Try our in-house admin service

Did you know we offer a full admin support service for 

advisers across mortgages, protection, general insurance, 

medical insurance and equity release? Sign up today to spend 

more time advising and let us help you get paid quicker!

01564 732 744 

admin@therightmortgage.co.uk



Earn up to 50% commission 
while you relax, with our in-
house referral service

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


