
INTRODUCTION 
Thank you all for attending our January Conference and making it such a 
special event.   
 
The feedback has been tremendous, and we’d like to congratulate all of the 
award winners.

COMPLIANCE UPDATES
CN 18/19 – ADVERSE CREDIT.  A reminder to please answer “yes” to the fact 
find question “have you ever had any adverse credit issues or mortgage/loan 
refused?” where your client has any form of adverse credit which had to be 
considered as part of the new mortgage application.  

CN 01/20 – DEBT CONSOLIDATION.  A refresher of the rules around debt 
consolidation and the introduction of a new disclaimer which can be used 
where creditors are unable to provide a client with a statement.

CN 02/20 – CPD.  In this communication we introduced our new Online CPD 
system on which you are now required to record your CPD.  It’s a really quick 
and easy way for you to evidence your ongoing development and the system 
can be found on the Knowledge Hub website in the “tools” section.

THE GDPR / DATA PROTECTION FORM
As a reminder, we require your clients to sign this form at each new sale.  

In the first instance of dealing with a new client, the signing is very much  
twofold; for GDPR purposes and also for Express Consent purposes.  For 
subsequent sales it is more Express Consent.

The GDPR reason is self explanatory as this new data protection law has 
been quite high profile for the last couple of years.  

Regarding the Express Consent rule, which applies to new and subsequent 
sales, it has been around for many years as the rule has always been in the 
FCA’s MCOB rulebook where they require all firms to evidence that we have 
an individual’s express consent to deal with them for that mortgage purpose 
and then to contact them again in the future.  This is because there is no cold 
calling allowed for mortgages and so in the past we evidenced this with the 
old Express Consent Form, before we changed that form to incorporate the 
new GDPR law too.C
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PROTECTION NEWS ISSUED ON 7TH DECEMBER 
We provided an update on the B&C incentive, which was won by Scott  
Sutton.  We then reminded you that a greater level of income can be 
achieved by taking your commission on a non-indemnity (on-the-drip) 
basis.  We provided sales aids or sales ideas concerning a Royal London 
calculator for the self-employed, information on the total claims paid-out 
by insurers in 2018, LV joint clients needing to be individuals in their Fastway 
system if IP is being sold, and an Aegon BMI guide for potential ratings.  We 
also mentioned that whilst the L&G clawback period used to be 38 months, 
it is 48 months for all policies written since April 2016.

PROTECTION NEWS ISSUED ON 27TH JANUARY 
We confirmed the 2019 winners for protection applications and GI  
applications, who were Paul Gent and Scott Sutton, respectively – well done 
to you both.  We also provided a reminder about using Underwrite Me when a 
client has medical disclosures which might ordinarily cause a medical rating.  
Regarding the Guardian products, these are issued on a single life basis, but 
under the one plan number, meaning that these policies do not need to be 
written in trust.  A spreadsheet showing some work around Income 
Protection and Career Breaks has been created by Richard.  We explained 
how the B&C cover offered by the new L&G system, Smart Quote is  
superior to that provided by the traditional L&G HIC policy, and you can 
sacrifice commission should you wish  although we’d only really recommend 
this when doing your own cover (you can sacrifice the full 50% initial  
commission to exactly halve the cost of cover).  And finally, as a sales  
organisation you’d expect us to have targets and for 2019 we ended up 103% 
of our life target and 97% of our B&C target.  In 2020 our target is to increase 
life sales, over 2019 figures, by 10% and B&C by 13%.

AIG – For those of you with a Business Protection licence, you need to be  
evidencing CPD in this specific area, and attending one or both of the two 
AIG webinars will contribute towards achieving this.

L&G – Have initiated a huge project of client contact on the back of a FCA 
communication (FG16/8) which was issued in late 2016.  The FCA  
communication concerned the contacting of long-standing customers to 
check they are aware of product options, features and benefits so they can 
ensure their products are still fit for purpose.  L&G are therefore writing to 
their entire back-book of policyholders on a phased basis, with oldest 
 products being prioritised as L&G have not otherwise contacted them 
for many years.  L&G are not able to provide us with a listing of our clients 
contacted already, or to be contacted, but all existing policyholders will get 
a letter from L&G by 2021.  Please ensure you maintain contact with your 
existing clients to remind them of your role and contact details, as I’m sure 
L&G won’t be the only insurer following this FCA guidance of policyholder 
contact.  An example of the client letter that L&G are sending out can be 
provided if required.

LV – Have improved their Life & Critical Illness product to now include 87 
conditions, 49 for full payment and 38 for additional payments, plus many 
more new client benefits.

SCOTTISH WIDOWS – Have also improved their CIC offering by reducing 
their illnesses covered from 49 to 40, but improving on the scope of those  
illnesses covered – a similar approach to that made by L&G a few months PR
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back.  Again, there are many other new and exciting features of their new 
product which you should familiarise yourself with.

INSURERS SHARING MEDICAL INFORMATION  
One cause of frustration for Advisers is the situation where an insurer  
requests additional medical information from a client by way of a GP report, 
telemedical or nurse screening appointment, then declines or heavily rates 
the case. This can take quite a lot of time, and Advisers can be left trying to 
place the case elsewhere.  We have been asked under these circumstances 
whether the information gained by the initial insurer can be passed on to the 
new one in order to speed up underwriting.

We’ve asked the insurers on panel to let us know their stance on this point, 
and whilst there are some variations the answer to sharing GP reports is “no”.  
The reason given for this are that there is an arrangement in place with the 
ABI and the GMC that they should not do so, and technically, although the 
insurer has requested and paid for the report, it remains the property of the 
GP.  Customers can tick the box to receive a copy of the report when the 
application to the insurer is submitted, and if a case has to be placed  
elsewhere, there is nothing to prevent this being forwarded to the new  
insurer.  However, the insurer is under no obligation to accept this due to the 
possibility of new medical information having come to light after the report 
was issued.

The situation is different with nurse screenings etc as these can be shared, 
although not all insurers will accept them for the same reasons.

Finally, an Adviser having sight of a medical report to assist with identifying 
the right insurer to recommend is akin to a credit report helping to identify a 
lender.  Therefore, where a client does present a lot of medical information 
as part of their protection application, it might be prudent for the client to 
tick the box asking to be sent a copy of their GP report.  Whilst the next 
insurer might not accept the report from you, if you do need to go to a  
second insurer you can at least review the content of their GP report first.

PROTECTION CONFERENCE
We are looking forward to seeing you at our next Conference – our  
Protection Event – at the AMEX on 3rd March.  The Event will be our biggest 
and best Protection Event yet, with all Protection providers having been 
invited to attend.
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LENDER UPDATES
Without going through all of the lender criteria changes, we’d thought you’d 
instead like reminding of some recent BDM changes:

TSB – Our BDM is now Natasha Jackson on 07483 426668 or Natasha.jack-
son@tsb.co.uk 

CLYDESDALE – Our BDM to cover this lender and Virgin is Alistair Mackay 
using his same contact details.

2ND CHARGE LENDING – CSC Loans

It’s that time of year – TAX BILLS!  And the CSC lender panel are very  
happy to consider this and all other legal purposes.  They can raise 6 x  
income (sometimes more) and below is an example on the benefits of being 
able to keep an interest only mortgage.

 

 

Please contact CSC for further information. M
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5 MLD

Our interpretation of the 5th Money Laundering Directive is that it requires 
more emphasis on the online checking of an individual to meet AML  
(anti-money laundering) checks.  This is especially relevant for any new 
clients where you have not physically met with them as part of your sales 
process.  

Whilst our Advice Standards already require you to obtain an Equifax AML 
report (from either Lynn or Pete) where you don’t actually see the clients, 
moving forwards these rules are unchanged, BUT it will now be a regulatory 
breach where you do not obtain such a report.

COMPLAINTS
You will hopefully recall us discussing the ambulance chasers who are now 
going after interest only mortgages, in the recent Competency  
Re-Validation Workshops.  Well, we have recently received a letter from one 
such firm (Pure Legal) who are claiming over £30,000 for a client who we 
advised to go interest only back in 2007.  At the time we were ARs of L&G and 
so it is L&G’s own PI Insurers who are dealing with this complaint, and  
others.  The L&G stance is for these complaints to all be refuted, initially on 
the grounds of them being time-barred.  But only time will tell who comes 
out on top of this new line of complaints – but let’s hope it’s not the  
claimants as it was with PPI.

Meanwhile, our advice is where you do recommend an interest only  
residential mortgage, that you use as much personalisation as possible in 
your RWL to help prevent any potential complaints in the future.  This stance 
should apply to remortgages and product transfers where you keep them on 
interest only, too.

AMI ECONOMIC UPDATE 
Here are the highlights from AMI’s most recent economic update.  You can 
log in to the AMI website to view the full report.

AMI believes that gross lending in the residential purchase and remortgage 
markets will be steady, at £270billion for 2019. 
 
Product transfers for 2019 look set to be more than £160billion, and pose a 
bigger risk to broker revenue than a decline in remortgages, given the lower 
level of procuration fee.

AMI is predicting that gross lending on residential purchase and remortgage 
in 2020 will be £250billion while product transfers will see a big uptick, to 
£180billion

It now looks likely that the base rate will be cut in the next 12 months,  
reversing the direction of travel expected by economists over the past 18 to 
24 months.

The delivery of new homes, and the stated achievement of building 240,000 
over the past 12 months, falls short of the government’s original 300,000 
target within the house building figures is buried a success story however – M
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the number of commercial to residential redevelopments, driven by  
permitted development current government policy is to extend permitted 
development rights, which is welcome and necessary for improving the  
supply of new residential units to the market. But, where these homes are 
developed raises questions relating to resale and secondary market 
 valuations that should be considered by both lender and borrower

The remortgage market remains resilient, even considering the shift towards 
favouring five-year fixed rates; Help to Buy is likely to further support this 
market in 2020.

Sourcing systems and new technology which is developed to use algorithms 
to recommend regulated products needs to be reviewed to ensure the  
veracity of outputs. AMI considers all system manufacturers should be able 
to demonstrate their approach to and results of their due diligence. These 
are questions that must be asked and answered to ensure that best advice 
is delivered to consumers every time.
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MORTGAGES – DECEMBER & JANUARY
Well done to Rob Chart for topping the final mortgage league table of 2019 
with a superb 24 mortgages in December.  

And well done also to Phil Smith for taking the January 2020 league table by 
storm with his record number of 27 mortgages for the month – great stuff 
Phil.

Rob Chart  24  Philip Smith  27
Dan Fletcher 22  Dan Fletcher  24
Paul Gent  19  Paul Gent   22
Colin Mckay  17  Rob Chart   19
Jon Butler  16  Jon Butler   15
Paul Ripley  15  Paul Ripley   15
Chris Williams 12  Scott Sutton  15
Daniel Walsh 10  Karen Looker  14
     Colin Mackay  13
     Carrie Millin   12

     Daniel Grant  11

PROTECTION  
Here is the life protection league table for the past two months.  Well done to 
Rob Chart for his life sales.

Rob Chart  36
Andy Poustie 25
Paul Gent  22
Charlotte Haddow 14
Jane Hutchinson 14
Martin Ecroyd 14
Matt Stephens 14
Scott Sutton 12
Colin Mackay 11
Wilma Morton 11
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And regarding Buildings &  
Contents over the same 
period, we have Scott  
Sutton and Syd Martin 
sharing top spot with 12 
sales each – well done to 
you both.

BUILDINGS &
CONTENTS



 

WELL DONE AND WELCOME
Welcome to Dave Relfe who has joined Finance Planning as a new Mortgage 
& Protection Adviser.  

And well done to Lewis Jones at Elysian, and Sophie James (who’ll be  
working with her dad, Phil James), who have now successfully completed 
their full mortgage qualification.

CPD   

As with previous months, please can you now electronically sign this  
document to confirm that you have read and understood these important 
messages – thank you.  

This “Monthly CPD” document can be downloaded and saved to your  
computer by accessing the separate email which you have been sent.

And you can now login to our new online CPD system to record this CPD, and 
any other CPD that you have completed.

THE FINANCE PLANNING MANAGEMENT TEAM.
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