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CPD MARCH 2020

I hope you and your families are keeping  
safe and well. In these unprecedented  
circumstances, the most important priority 
is to ensure everyone’s safety by staying at 
home.
Working from home is not unusual for most of us. However, it is the  
interaction with our clients, which usually generates the income and this in 
the past has often involved face-to-face meetings. However, in addition to 
the telephone, we are now using all sorts of modern forms of  
communication such as Zoom, FaceTime, Teams and even Houseparty to 
advise and reassure our clients.  By whatever means, our philosophy has 
always been about keeping in touch!

As always, we are here to support you and hopefully we have helped by  
getting everyone together for the daily Hang Out sessions, where we have  
included Lender and Insurance BDMs, or the invaluable Masterclasses 
(Keeping in Touch and Social Media so far) or even just for one to ones or a 
chat.  In addition, there is plenty of valuable information on the FPG 
Knowledge Hub.  If there is anything else you would like us to do, please ask.

By all accounts, we will be in for another three weeks of lockdown.  However, 
when it’s safe to do so and the government allows businesses to re-open, it 
looks like the Housing Market may well be one of the first industries to start 
up again.

In the meantime, stay safe, keep in contact and I look forward to seeing you 
all again soon.

Terry

https://knowledgehub.website/
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EMAIL  

The biggest step forward was the protection led email. You can access a 
copy of this here. The email was opened by 2,085 unique people, with a total 
of 8,053 views to date! That’s your name appearing on your clients radar 
with a 75% open rate which is fantastic. 
 
The feedback was overwhelming with clients contacting brokers and  
subsequent sales converted. Even if you didnt’t get a response, your client 
will still appreciate you thinking of them, it’s a win-win.

Next up with be an email to the mortgage database, this is going to generate 
communication back and forth. Even if all you get is a thank-you, you can  
respond asking “how are you?”. Once engaged, let’s strike up a dialogue on 
how we can help them during this time of uncertainty.

SOCIAL MEDIA

One thing is for sure, people have more time on their hands than ever. You 
won’t be surprised that they are spending it online. Now is our time to get 
‘Social Media Fit’ and we did our first Masterclass recently where we took 
the first steps on the Facebook ladder. Don’t worry if you missed it as I will 
be putting  a recording of it on the KnowledgeHub. Also, you can contact me 
anytime mark.ninnim@financeplanning.co.uk

https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=4849D50206A2DA4B2540EF23F30FEDED&temp=False&tx=0&source=Report
mailto:mark.ninnim%40financeplanning.co.uk%20?subject=
https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=4849D50206A2DA4B2540EF23F30FEDED&temp=False&tx=0&source=Report
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SOCIAL MEDIA CONTENT

Here is a summary of all the content that I have been sending out. All you 
need to is follow the link which opens a copy of the email.

 

https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=768DFD2DAC9EB0142540EF23F30FEDED&temp=False&tx=0&source=Report
https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=EDE27E1E9253E5572540EF23F30FEDED&temp=False&tx=0&source=Report
https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=125B01D22942CA9D2540EF23F30FEDED&temp=False&tx=0&source=Report
https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=F6B19A5BE41A532E2540EF23F30FEDED&temp=False&tx=0&source=Report
https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=10E3E1E36F7D09052540EF23F30FEDED&temp=False&tx=0&source=Report
https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=5252941D459348272540EF23F30FEDED&temp=False&tx=0&source=Report
https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=A71381CC2DB285F72540EF23F30FEDED&temp=False&tx=0&source=Report
https://newhomesmortgages.createsend.com/campaigns/reports/viewCampaign.aspx?d=i&c=2038CC48346A2044&ID=5A3CA0F7C63356C12540EF23F30FEDED&temp=False&tx=0&source=Report
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OTHER MARKETING

We have a  couple of new documents for you to use.

 

Ask if you would like a personalised A5 flyer pdf.

Statutory Sick Pay (SSP) is £94.25 per week for  

28 weeks. That’s £408.41 per month, which is less than a 

typical mortgage. 

Have you ever considered what would happen to you, or your loved ones if you couldn’t work due to a 

long-term illness or injury which results in a loss of earnings? How would you pay your mortgage, rent, 

utility and food bills? 

 
The news is dominated with cases of sickness which has no doubt affected people with no means of 

support. As no-one can ever say that we will never be off work, now is the time to ask ourselves how will I 

manage if my income stops?

Income Protection 

• You’ll receive a regular monthly benefit if you can’t work due to incapacity caused by an illness, or 

an injury which results in a loss of earnings. 

• Pays out until you return to work, retire, die or your plan ends, whichever happens first. 

• Guaranteed premiums unless you make any changes to your plan or if you choose our Increasing  

Income Protection Benefit Plan. 

• Support with various return to work Rehabilitation Support Services. 

• Flexibility to make changes such as the benefit amount (eligibility criteria applies). 

What can you do to protect yourself and your family?

 
Speak to an adviser on our selection of income protection products. We can tailor each solution to 

match your personal circumstances and budget.

FINANCE PLANNING

mortgages & protection

Are you worried 

about your income 

if you are off work 

due to sickness?

Finance Planning Mortgage & Protection Services is a trading name of The Finance Planning Group Limited, which is authorised 

and regulated by the Financial Conduct Authority.

Are you paying too much 

for your Mortgage 

 & Insurance?

Speak to Daniel today...It’s free  

and could save you money.

07951 579 909

FINANCE PLANNING 

M O R TG AG E S  A N D  P R OT E C T I O N



COMPLIANCE & CORONA 
 
Regarding the Corona Virus, we are all fortunate enough to be able to work 
from home and service our clients’ needs still.  However, should any of you 
actually contract the illness, or simply find yourself ill from something else 
and therefore unable to work, please can you notify your Sales Manager as 
soon as possible and we will then put plans into place to ensure that your 
client enquiries are dealt with until your return to work.

It’s good to note though that we are not aware of any Advisers having  
contracted the illness to date.

Also, because of the lack of purchase enquiries, I’m sure that most of you will 
have a little more time on your hands currently, or you soon will do perhaps.  
Therefore, please can I remind you of the following matters of importance: 

RECORD KEEPING 
 
Please take the opportunity to ensure that The Key is completely up-to-date 
to reflect the mortgage and protection sales that you have made. 

CONTINUED PROFESSIONAL DEVELOPMENT 
 
There is a Regulatory requirement to do CPD and so please do ensure that 
you logon to our CPD system https://knowledgehub.website/cpd/register/ 
and add any CPD that you have undertaken.  It takes about one minute to 
record each event, and after adding one event you can easily add another by 
clicking the refresh button next to the web address.  

WEBINARS 
 
Lenders and Insurers are currently lining up lots of different product and 
market webinars that you can attend.  These are generally a maximum of 30 
minutes each, and so please do make use of this time to refresh/enhance 
your knowledge as much as possible.  And then record it on your CPD Log! 

ID AND PROOF OF RESIDENCY FOR LENDERS.  

It’s worth checking with each lender what their current requirements are 
with ID being verified.  We have seen a number of lenders now accepting 
photocopies of documents.

Our rules remain the same however, whereby all new clients that you have 
never seen will still necessitate an AML check which we can do via Equifax.  
This should satisfy all lenders’ requirements in this respect.  These reports 
can be requested by emailing Pete.
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https://knowledgehub.website/cpd/register/ 


INSURER MEDICAL LIMITS.

We understand the urgency of protection being in force once a client has 
agreed to take it out.  Therefore, you might want to consider splitting the 
client’s cover between a number of insurers so that you can sail under an 
insurer’s automatic medical limits.  For full details of the underwriting limits 
for all 12 insurers, please refer to the Compliance news 03/20 issued on 25th 

March 2020.  We have added a paragraph to the PRWL which you should tick 
where you have selected this method of application.

PRWL – GUARDIAN WORDING.

We have added a reminder in the Multi Protection RWL that you should  
delete the paragraph on Waiver when recommending a Guardian product, as 
this is free of charge.

B&C INCENTIVE

We are running another B&C and Landlords Insurance incentive for all  
Advisers, again based on applications.  This incentive period is from 4th 
March to 30th June 2020.  The incentive will be based on your growth of GI 
applications over your average of 2019 applications.  

Prizes are 1st place £200, 2nd place £150, 3rd place £100 and 4th place £50.

Good luck all, and don’t forget to get in contact with your B&C clients a 
month or so before they are due to renew!

FAKE NEWS ALERT

LV 3 month Payment Holiday for Covid-19 financial difficulties.

Sorry ladies and gents, but this was fake news!  

We are not currently aware of any insurers advertising this facility, however, 
the good news is that we are currently experiencing fewer lapses than usual 
– perhaps because clients currently understand the importance of  
protection, now more than ever!

For those individuals insistent on canceling though, it helps your  
cash-flow if they cancel their DDM rather than contact the insurer, as 
you’ll then delay any reclaim by a few months. 

AEGON NEW 2 YEAR INCOME PROTECTION PRODUCT

Aegon have just introduced a new 2 year Income Protection product.  It 
looks pretty standard, but for clients earning under £20k p.a. they will cover 
65% of income.
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ZURICH CLAIMS STATS 

Zurich have produced a sales aid showing how they paid out 97% of all 
claims last year.

Included in their pay-outs was over £1.2 million in successful Fracture Cover 
claims!  Fracture Cover is a really handy feature which can be added to any 
of their products (and many other insurers’ IP products) and with Zurich it 
can be removed at any time in the future too.  It costs about £4 per month 
on average.

VITALITY MEDICAL LIMITS

If you have an application in with Vitality that is stuck because of automatic 
medical limits requiring a GPR or NSE, you can now reduce the cover to the 
point where medical evidence is not required and place it in force (some 
cover being better than none!).

ROYAL LONDON HAND OFF PROCESS.

It is now an option as part of the Royal London quote and apply system to 
hand-off the medical questions to the client.  If you select this feature, you 
can track where the client is along the way and it can work well with a remote 
sales process, such as we are currently experiencing.  It also removes the risk 
of advisers accidentally keying or interpreting something incorrectly.  Here is 
a two minute video on how it works   https://vimeo.com/264047105?ref=em-
share

PROTECTION GURU WEBSITE.

For insurer and industry updates on the corona virus situation you can  
always refer to this website for information https://protectionguru.co.uk/
coronavirus-microsite/

UNEMPLOYMENT COVER.

Both L&G and PaymentShield have temporarily removed themselves from 
this market.

GUARDIAN (CIC PAY-OUT FOR COVID-19 COMA)

You may or may not know that CIC policies can pay out where a client goes 
into a Coma, subject to certain definitions. 

Well, with the corona virus, when patients are at their most ill and require 
ventilation to their organs through the insertion of a tube, the sedation is 
so heavy that they are effectively placed into a medically induced coma.  
Guardian, our preferred CIC provider, are one of the few insurers whose defi-
nition doesn’t exclude “medically induced comas” nor “requires permanent 
neurological symptoms”.   
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https://vimeo.com/264047105?ref=em-share
https://vimeo.com/264047105?ref=em-share
https://protectionguru.co.uk/coronavirus-microsite/
https://protectionguru.co.uk/coronavirus-microsite/
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A client surviving corona virus and ventilation in intensive care could there-
fore qualify for a CIC pay-out.  AIG and Vitality are the other two insurers 
without these exclusions. 

VITALITY

They are currently offering policyholders who may be experiencing financial 
difficulties the opportunity to reduce the premiums they pay each month, 
with a proportional reduction in cover.  This will assist those in financial need 
to afford cover in the time that they need it most.  Clients can choose to 
reduce their premiums by 25%, 50% or 75% and their cover will reduce by the 
same percentage.  (Vitality do still recommend that any clients who contact 
them directly should speak to their Adviser, to ensure that the cover still 
meets their individual needs, as they are unable to give advice.)

The reduction in premium will be effective for three months following which 
Vitality will revert to their previous premium and cover amounts without the 
need for further underwriting. There will also be no commission impact to 
you where clients utilise this facility. 

ZURICH

Similar to Vitality, as where a client is struggling financially and they have a 
decreasing policy, they can temporarily reduce the “assumed interest rate” 
to as low as 2% to reduce their premium, whilst maintaining their full cover.  
Their policy should then be increased to the original “assumed interest rate” 
when the world settles down again.  It is important to please inform Pete 
Burgess of any involvement you have in such cases, so that we can make 
checks to ensure this action is reversed in the future, on all cases. 

LV

LV have increased their automatic medical limits by 10%, thus ensuring more 
cases are auto-accepted without the need for tele-medicals and personal 
screenings (formerly NSEs when nurses could go out to take these bloods). 

 AIG

They have introduced virtual medical screenings on new applications which 
will help ease applications through, previously stuck because of NSEs or 
possibly even GPRs.  These new screenings involve a nurse video-calling the 
client to gather information to help with the underwriting process.  We ex-
pect other insurers to follow suit if they have not done so already.



This month we are trying to avoid being too specific on mortgages, because 
otherwise the information is likely to be out-of-date by the time you read it – 
such is the market currently.

L&G MORTGAGE CLUB WEBSITE  

The L&G mortgage Club has produced a page dedicated to Covid-19 and 
how they and the lenders are reacting, including how each lender treats 
payment holidays, etc.  Please click here to visit the page…   https://www.
legalandgeneral.com/adviser/mortgage-club/news-and-insight/corona-up-
date/

PROCESSING YOUR BROKER ADVICE FEES

Confirmation that we can continue to collect any of your Broker Fees by 
BACS, Credit Card or Cheque payable to Finance Planning.  

BACS

This is our preferred method if clients can send us payment direct.

Account Name:  The Finance Planning Group 
Sort Code:   40-15-16 
Account Number:  21367005 
Reference:   Please can client please add the adviser name 

Please send Fee Agreement to Kirstin. kirstin.richardson@financeplanning.
co.uk  

Card Collection:

Please email kirstin.richardson@financeplanning.co.uk with fee agreement 
and she will attempt to call the client. 

By Post:

Cheques (no cash) can be sent to the office and we will pick these up and 
advise you.

LIFETIME MORTGAGES

After an initial scare, this market is back in full swing with  with a number of 
lenders now re-entering this space with an application to completion  
process (including desktops valuations and legals).  Please continue to keep 
an eye out for these lucrative leads and refer your clients over to your  
trusted Equity Release expert.
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https://www.legalandgeneral.com/adviser/mortgage-club/news-and-insight/corona-update/
https://www.legalandgeneral.com/adviser/mortgage-club/news-and-insight/corona-update/
https://www.legalandgeneral.com/adviser/mortgage-club/news-and-insight/corona-update/
mailto:kirstin.richardson@financeplanning.co.uk
mailto:kirstin.richardson@financeplanning.co.uk
mailto:kirstin.richardson@financeplanning.co.uk
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WORKING DURING COVID-19 
 
There is no doubt that the world has changed, maybe forever and our  
survival will depend on how we change with it. We asked Dan Maskell to share 
his message  which makes great reading. 
 
DAN, WITH A REDUCTION IN OPPORTUNITIES, WHAT IS THE FIRST THING 
YOU WOULD DO IF YOU WERE STILL ADVISING? 
 
Everything starts with a plan. How do you know if you have got there, if you 
don’t know where you are going? Set yourself an achievable goal and work 
backwards. 
 
PLEASE GIVE AN EXAMPLE... 
 
Well, let’s accept that we are in a tough time. We need to set a goal based on 
what we need. Let’s say that’s £4,000 per month. You need to decide what 
you need to bank this figure. In my case, that might be:

Dan Maskell personal target
 
 
1x PT    £200,000 .20%   £400 
1x PT     £200,000 .20%   £400 
1x Remortgage    £200,000 .35%  £700
1x Protection Policy  £47 pm   £1096 
1x Income Protection  £28 pm   £653
1x Income Protection  £28 pm   £653
1x F.I.B    £15 pm   £291
1x G.I    £35 pm   £210
1x G.I    £35 pm   £210

         £4,613

The above is a SMART plan (Specific, Measurable, Achievable, Realistic & 
Timebound). Once we have this we can work backwards to see how we can 
achieve these goals.
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HOW WILL YOU ACHIEVE THIS?
 
Ok, let’s tackle my PT’s & remortgage, I get two out of three mortgage  
renewals (66%) so I need to phone a minimum of 5 mortgage renewals as I 
know I will close 3 cases. I will get these from The Key and my Excel sheet.  
 
My one life/CI policy will result from quoting all three mortgages above. I  
expect to get 1 in 3 and hope this is going to be relatively simple.

I want to sell 2 income protection policies. Again, if I make a saving for the 
client I will be quoting them all for income protection, I hope to sell 1 policy.

I am going to proactively ‘mine’ my data for the remaining sales; 
 
If I have G.I data to call, I will call them first and expect to call 20 people 
throughout the month (1 call per day).

From these 20 calls I expect to easily sell my two G.I’s. While adding value to 
these people, I am going to quote for Income protection and where  
appropriate FIB where I  expect to see the missing 1 IP policy and 1 FIB. 
 
If I do not have enough G.I, I am going to hit my database. Firstly, I will  
segment my data into order of propensity to buy. If I know I completed say 12 
mortgages in May 2019 then these 12 clients will be top of my list as they will 
have GI with someone and their renewal date is likely to be the same as their 
mortgage renewal date. If I haven’t got twelve, I will go back May 2018 and so 
on. 
 
I will make 2 calls per day, Thats 40 calls in total.

From 40 calls prepared calls, where I make a really nice call that goes  
something like this:

Is that Karen?  
 
It’s Dan Maskell, your Mortgage Broker, is now a good time to talk?  
Nothing to be worried about, I just wanted to catch up.  

How have you been? [pause to allow conversation]  

Oh, before I forget, can I confirm your email address hasn’t changed, 
[read address] ah, that’s great. [update key with new address - worth the 
call alone]  

How has home schooling been going for child? [great ice breaker - do 



B
U

SI
N

ES
S 

TA
LK

...
your homework before calling] 
 
Karen, I wanted to give you a call to see if you had any questions about 
how this is affecting you financially and in particular to discuss what you 
may have read about payment holidays.   

Also, a number of my clients have been approached by scammers who 
are suggesting they cancel their insurance policies in favour of new 
ones. Can you believe it?   
 
On a positive, I’ve had a number of people who have wanted to review 
their protection in light of the current pandemic and if you share their  
concerns, I would love to give you some figures, if this is you.

How is this affecting you from a financial perspective? [Soft facts] 

Summary 
 
The perfect time to call people is on the anniversary of completion. You can 
discuss G.I which will be up for renewal and makes perfect sense for a call. At 
the same time, you can use this as an opportunity to re-address needs and 
quote. 
 
So, in my case, three mortgages from existing clients and upto 3 phone 
calls per day, should earn me £4,613 (gross). That’s my plan...

WHAT ADVICE CAN YOU GIVE OUR BROKERS? 
 
Plan your day!

Don’t plan a day that you couldn’t keep up if it was the same every day, it 
must be sustainable.

Our brains work in 90-120 minutes cycles. After 120 minutes we become 
less effective. Take a break!

Avoid disruption during your power times, it takes your brain 23 minutes to 
refocus after an interuption! 
 
Ask yourself this, when are you most powerful? When do you give  
Maximum Effort? If you know this, dont waste it on replying to emails or 
something mundane, use it to do your best work.

8 hours in 90-120 minutes chunks is more effective than 10 hours straight, 
work smarter not longer.
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ANYTHING ELSE? 
 
Yes, please take us up on new things, Mark’s working really hard behind the 
scenes to give you an edge with CRM and marketing, use it where you can. 
Come to the Masterclasses, you never know what you will pick up. 
 
 An example was from the first Social Media Masterclass on the 15th was one 
tip which saw a broker increase their pages likes massively!

Make a plan like mine with your Sales Manager, we can only help you reach 
your goals if we know what they are. 

THANK YOU DAN

Ta



Despite the obvious reduction in purchase applications, we’re pleased to 
report on the following amazing figures!  Well done to everyone below for 
featuring in the March mortgage league table, but in particular to Paul and 
Rob (equal 1st) and to Paul Ripley in 3rd.  Fantastic numbers!  

Paul Gent   28

Rob Chart   28

Paul Ripley   22

Dan Fletcher   20

Marion Hunnisett  15

Scott Sutton   14

Daniel Walsh   13

Philip Smith   13

Cathy Rafferty  12

Karen Looker   11

Eddie Rozario  10

Paul Goodey   10

Peter Stickley  10

Terry Mills   10

The table below includes both Protection policies and Buildings & Contents 
policies, for the month of March.  Well done to everyone who has featured in 
the top ten, but in particular to Paul and Janie for their incredible numbers – 
wow!

Paul Gent   28

Jane Hutchinson  23

Rob Chart   17

Andy Poustie   14

Roy Hewitt   13

Carrie Millin   11

Giulia Riccato  10

Joe Maskell   9

Paul Ripley   9

Philip Smith   8PE
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NEW ENTRY CONGRATULATIONS JOE!



CONTINUAL PROFESSIONAL DEVELOPMENT (CPD)

If it hasn’t quietened down for you yet, the chances are that it will do so soon.  
Even if you maintain the same volume of cases, I’m sure you’ll be doing more 
Product Transfers and fewer purchases, thus freeing up some time.  You are 
therefore reminded of the requirement to complete both Insurance CPD 
(minimum of 15 hours per annum) and Mortgage CPD too.  

1  Please review your diary and add anything that counts towards your CPD 
hours (training, conferences, meetings, webinars, reading, etc)

2  Please attend a number of the webinars which both lenders and insurers 
put on to help maintain your knowledge. 
 
And remember, the FPG meetings and Masterclasses can count as CPD too!

Your CPD can be updated here https://knowledgehub.website/cpd/register/

RECORD KEEPING (THE KEY)

With the lack of purchase enquiries currently, please make the most of the 
quieter time by ensuring that all your records on The Key are up-to-date.  
You can find a list of our Record Keeping Checklists on the Knowledge Hub 
website, and you can also ask your Sales Manager for a listing of your pipeline 
(as currently recorded on The Key) if needed too.

WILLS & LASTING POWERS OF ATTORNEY

We all know a lot of people have either not got a will or haven’t updated it for 
ages.  At Finance Planning we have our own In House “Will and Estate  
planning experts” and I can’t think of a better time where this is more  
appropriate.  Please read the info below advising how Syd & Roz are now 
dealing with clients through the Corona period….

Syd and Roz are still able to act for clients who require Wills and Lasting  
Powers of Attorney. The current pandemic has meant an adjustment to how 
we work, and we will be working remotely in almost all cases other than for 
very urgent matters. 

We will be using video conferencing rather than face to face meetings to 
take instructions and assess capacity, and documents will then be posted to 
clients for signing. The video conferencing facility should be available from 
next week via Zoom. 

We have had several enquiries from people about Health and Welfare LPA’s 
this week.  Clients who have been considering LPA’s to ensure they are  
properly represented are now coming back and asking for us to draft them, 
no doubt prompted by concerns about how the NHS will cope with the  
impending crisis. So we are quite busy drafting at the moment and  
coronavirus has prompted lots of new enquiries. Roz has just arranged to 
skype a client in a care home which is in lockdown in Bearsted and we are 
taking outline instructions over the telephone to start the ball rolling for  
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several others.

For LPA’s the usual timescale is about 2 weeks for us to see the clients and 
draft the LPA’s and then 10 weeks for the LPA’s to be registered, so about 3 
months in total and then the LPA’s can be used by relatives. So quite a  
substantial lead in time.

However, where a vulnerable client needs urgent drafting of either LPA’s or 
Wills, then we will prioritise them. 

Any enquiries from FPG advisers or their relatives will be dealt with as quickly 
as possible. Initial enquiries by email please to help us manage the flow and if 
the enquiry relates to an especially urgent need please flag this up.

The usual FPG discount will apply for FPG clients.  

Syd Martin Dip PFS Cert CII (MP & ER)

Advanced Estate Planning Limited

syd.martin@financeplanning.co.uk

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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