
CPD MAY 2020
Welcome to our latest round-up of communications and messages for the 
month of May 2020.

BACK ON THE 6TH APRIL, we held our first MasterClass session on client  
calling where we discussed that sales happen when followed up, in fact only 
2% happen on the first call.

We asked, what is your follow up strategy?  
 
ON THE 15TH APRIL, we had a session on Social Media where we looked at 
setting up Facebook pages and how to post. Since then, we have seen  
increases in followers and sales, what have your experiences been?

Julie and Dean ‘shared the wealth’ on the 22ND APRIL where we got an insight 
into the many benefits of referring to our wealth colleagues. Have you tried 
it? M
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On the 29TH OF APRIL, we were joined by our top performing protection 
seller, Paul Gent. Paul shared some advice, and what works for him, which I 
think you will agree was very interesting and thought-provoking. Did you take 
something away? If so, has it worked? I liked the car analogy...

ON THE 6TH OF MAY, I showed you the mortgage mail-out and how it worked 
before we embarked on our biggest ever customer contact campaign. How 
did you get on afterwards? Were you one of the lucky ones that got a sale? 
I was delighted to hear from so many of you and I am sure your customers 
appreciated your contact.

Dan shared some LinkedIn figures and we discussed the importance of 
having a great professional profile. How is yours looking? Have you linked to 
FPG? Have you recommended a colleague? Thank you Charlotte & Tim!

We hit the technology on the 13Th where we looked at some of the tools  
available including the online fee tool and affordability hub amongst others. 
Have you tried them? What has your experience been?

On the 20TH OF MAY we had Zara Bray giving us an L&G club update which 
was very informative. Did you pick up anything new? 
 
We gave you a week off on the 27th before coming back to do a well  
deserved follow up. Follow ups are hugely important in our business and we 
spent some time talking through what we have been up-to. It was great to 
hear the success stories and news of fresh income from new activities.

Going forward... 

Our plan is to continue to run these successful events every Wednesday at 
10am on a wide range of subjects.

We will also be running the weekday #HangOuts on Mondays and Fridays 
which gives everyone a day break between. It’s on open invitation to  
everyone to come along and everyone is very welcome.

We email out every day before the session is due to start and all you need to 
do is hit the button to join.

However, If you are snowed with business and not having any issues  
getting cases across the line, I wouldn’t miss a client meeting over one of 
these sessions. But If you’d like to catch up on the latest lender news and 
get some fresh ideas on creating business, maybe it’s worth dropping by?

 
Finally,

If you haven’t signed up to your complimentary trial of Affordability Hub, you 
are missing out. This was announced at our technology session. The same 
can be said for the online fee collection tool which so far has helped our  
brokers collect their fees without any of the previous hassles. Try it out by 
clicking the link below. 
 
https://fee.financeplanning.co.uk/

https://fee.financeplanning.co.uk/ 
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ID AND PROOF OF RESIDENCY FOR LENDERS.  

Just a reminder that if you have never met a new mortgage client, then you 
will require an AML check, which we can do via Equifax.  These reports can be 
requested by emailing Pete.

OVER 50S LIFE POLICY FROM ONE FAMILY (COMPLIANCE NEWS 07/20)

For multi-tie Advisers One Family are our new insurer for the Over 50s life 
cover policy.  This product can be arranged without the need for any medical 
evidence or disclosures.  Please inform Pete if you wish to have a One Family 
agency to sell this product.

DECEASED CLIENTS (COMPLIANCE NEWS 08/20)

To help prevent us from inadvertently contacting any deceased clients, it’s 
important that The Key and our marketing database are kept up-to-date 
with this information.  Please continue to tell Pete Burgess when you  
become aware of any clients who have died.  

(for those of you who responded to the complinance news and informed us 
of a deceased client then we can confirm that our records have been  
updated)

WORKING SAFELY DURING COVID-19, IN THE OFFICE AND OTHER  
PEOPLE’S HOMES (COMPLIANCE NEWS 09/20)

Our office is still currently officially closed, but ad hoc entries can be  
granted if you first contact Dan.  In terms of client visits, we recommend that 
you continue to do these remotely.  However, where you have a client who 
insists on seeing you, and you are happy to meet up, then we have provided 
some guidance to help keep you safe.  Please familiarise yourself with this 
guidance and please keep abreast of any changes to Government rules on 
social distancing. 

PRODUCT TRANSFERS (COMPLIANCE NEWS 10/20)

Here we provided a reminder of the record keeping requirements for resi-
dential and BTL product transfer mortgages, and our stance on furloughed 
income. 

INTRODUCERS

We are encouraging you to contact your existing Introducers to remind them 
of the service you can still offer whilst working remotely.  Where you have an 
Introducer who is no longer providing leads then please inform Pete so that 
their contract can be cancelled. 
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FOS COMPLAINTS DATA

The Financial Ombudsman Service has published their results from the 
past year.  They received a total of 642,556 enquiries (potential complaints) 
during the year, of which 271,468 turned into actual complaints; of these….

Mortgages – 7,613 complaints (25% upheld)

Term Assurance – 2,107 (14% upheld)

Income Protection – 897 (21% upheld)

Critical Illness – 647 (17%)

Buildings Insurance – 4,604 (38%)

Contents Insurance – 1,559 (28%)

Oh, and for PPI there were a staggering 241,970 enquiries, turning into 122,153 
complaints and 17% of these were upheld.

The most effective way of us refuting any complaint is by having a  
well-documented record of your advice, so please do take the time to  
ensure your client record on The Key fully supports your advice, with a well 
written RWL and use of Notes.



PAUL GENT’S FINANCIAL PROTECTION QUESTIONNAIRE

Following the much talked about protection masterclass from Paul Gent on 
29th April, please Click Here to download the questionnaire that  
Paul completes with every client, to help him generate protection  
opportunities.

L&G – ONLINE TRUSTS

L&G have produced a digital online trust document which can now be  
completed without the need for a physical signature.

L&G – B&C RE-CYCLING USING SMARTQUOTE

First of all, when arranging B&C using the L&G SmartQuote system you 
have an option to sacrifice up to 50% commission.  Hopefully you’ll never 
encounter the need to sacrifice commission for a client’s B&C policy, but 
where you do, this is to explain how it works.  Your 50% commission is of the 
policy premium (either the annual premium or the monthly premium x12), so 
if the client premium is £25 per month or £300 per annum then your  
commission will be £150.  If you sacrifice at a level of 50% then that is in 
effect all of your commission gone.  If you want to earn half the normal 
amount, then you’d be sacrificing 25% commission (half of the 50% total 
commission you are due).  Hopefully this makes sense?!

And secondly, to cancel the direct debit of an existing L&G GI policy, as you 
replace it for a new one, first of all go to:   https://www.legalandgeneral.com/
insurance/    and at the far right on the banner is the Existing Customer drop 
down.  Select Insurance Support then scroll to the bottom for ‘Existing  
customer enquiries’ – Online form.  You will then get the ‘How can we help 
you with your Home Insurance’?  You simply complete it with the client  
details and submit.

PROTECTION PROVIDER UNDERWRITING (COVID-19 AND VAPING) - 
TWO VERY SEPARATE ISSUES!

In an email of 20th May we provided two useful documents to use when 
arranging protection.  One document is how each insurer treats those who 
have been exposed to, or has contracted covid-19, and the other concerns 
how insurers treat vapers.  

GUARDIAN – TERMINAL ILLNESS COVER

Terminal Illness Cover will be paid out, as we know, if someone is diagnosed 
that they will die within 12 months.  As well as that, Guardian will immediately 
pay out on TIC on diagnosis of Stage 4 Cancer, Motor Neurone Disease,  
Parkinson Plus Syndromes and Creutzfeldt-Jakob Disease.PR
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https://knowledgehub.website/wp-content/uploads/2020/06/Financial-Protection-of-Family-and-Mortgage-Questionnaire.docx
https://www.legalandgeneral.com/insurance/
https://www.legalandgeneral.com/insurance/


THE EXETER 

They have produced a report giving details of their 2019 claims pay-outs.

PROTECTION GURU WEBSITE – INCOME PROTECTION

We encourage you to visit this website which is packed with useful  
information concerning protection products and providers.

In particular, we are promoting the use of an income protection article which 
gives lots of really useful information.  Click Here for the link.  

AVIVA – GLOBAL TREATMENT

This is a fantastic benefit which can be added on to any Aviva+ contract (so 
that is either life cover, CIC or IP).  The product provides up to £2m of costs 
which could be incurred worldwide from specialist medical treatment, for 
example cancer treatment, which is sought beyond the provisions of the 
NHS.

PROTECTION CPD 

All insurers are providing webinars on their products and services.  Please 
refer to your emails or our weekly listing of forthcoming webinars for more 
details. Most webinars last just 30 minutes and so please ensure you  
maintain or refresh your knowledge by attending an array of these online 
training sessions.   
 
MEDICAL SCREENINGS.

Good news as most insurers have now confirmed that this element of the 
underwriting process has recommenced.  We are confident all insurers will 
be doing these soon.

PR
O

TE
C

TI
O

N

https://protectionguru.co.uk/2020/05/29/which-insurers-offer-the-highest-income-protection-benefit/



MORTGAGES – ADVISER LEAGUE TABLE  
 
Despite over two months in lockdown and the absence of purchase  
applications, we’re pleased to report on the following excellent figures.  Well 
done to everyone below for featuring in the May mortgage league table, but 
in particular to Rob Chart for leading the way again!

Rob Chart 16
Paul Ripley 13
Philip Smith 13
Dan Fletcher 12

Phil James 11

Matt Stephens 10

Paul Gent 10

Scott Sutton 10

Colin Mackay 8

Karen Looker 8

Lindsey Quirke 8

PROTECTION – ADVISER LEAGUE TABLE  
 
The table below includes both Protection policies and Buildings & Contents 
policies, for the month of May.  Well done to everyone who has featured in 
the top ten, but in particular to Paul Gent – incredible numbers whilst we’re 
all in lock-down – wow!

Paul Gent 30

Rob Chart 23

Jane Hutchinson 15

Andy Poustie 15

Paul Ripley 12

Richard Owen 12

Scott Sutton 11

Giulia Riccato 9

Trevor Farley 8

Wilma Morton 8PE
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This month we are again trying to avoid being too specific on mortgages, as 
many lenders are changing their maximum LTVs and criteria on a very  
regular basis.  Please ensure you utilise the many support services before 
placing a case.  Here are just a couple of updates for you. 

THE FAMILY BUILDING SOCIETY

We are now a key account of this lender meaning we now have access to a 
number of semi-exclusive products.  Family B/Soc might well be able to help 
you with your complex cases as they have a flexible-criteria and they can 
meet the needs of those in or nearing retirement, first time buyers and home 
movers, landlords, self-employed, expats, etc.  Please contact their BDM 
Michelle Bunter on 07387 040886. 

BARCLAYS

No longer need a bank statement for sub 75% LTV cases. 

PRINCIPALITY.

We have a new BDM – Chris Jeacott 07738 396469.

CONTINUAL PROFESSIONAL DEVELOPMENT (CPD)

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

RECORD KEEPING (THE KEY)

Please make the most of the lock down period time by ensuring that all your 
records on The Key are up-to-date.  

MAINTAIN CLIENT CONTACT

Set yourself a realistic target and then make those client calls each day, 
to keep in touch with your clients when they will welcome your reassuring 
words more than ever.

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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https://knowledgehub.website/cpd/register/

