
CPD JULY 2020
Where has this year gone? August already...

To kick off, AUTO-CRM is now fully operational with your clients receiving 
carefully scheduled content throughout the year and some really nice  
reminders as their deal end approaches.

If you want to refresh yourself on how this works please visit my blog here 
https://knowledgehub.website/customer-relationship-management-crm/

The database is nearly 7000 strong which is fantastic. Thank you to all of you 
who are taking the time to enter email addresses for both partners and doing 
it correctly.  
 
 
 
 
 
 
A direct result of great data is that we can ask clients to leave a review for you 
and so far we have had 903 amazing reviews and hold a 5 star status! Are you 
telling everyone that you are part of a trusted business with nearly a  
thousand 5 star reviews? If not, build it into your sales process.  
 
Let me know if you need logo’s or certificates, share the word. It could be 
what separates you from the noise. 
 
STOP PRESS - I am hoping that soon I will be able to provide feeds with just 
your leads so please keep those email addresses coming in.

BACK TO CRM 
 
It’s not happened yet, but if you are dealing with a client and they get a 6 
month reminder, you may wish to remove them from further updates i.e. the 
5,4,3,2 and 1. I have made this extra easy with a new tool on the  
knowledgehub.website. All you have to do is input their email address and 
turn the countdown off.

The same can be said for anyone who has died, please go to the opt-out  
tool , enter their email address and Opt-Out.

You can find the tool at https://knowledgehub.website/opt-out/M
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NEW 2020 BROCHURE 
Over the last few months we have held some really successful zoom events. 
At one, we asked our top performing protection adviser to talk to us about 
his sales process.

It was interesting to learn that he relies on a 16 page brochure with a  
combination of useful information, as well as some pages that are an  
excellent sales aid. 
 
Naturally it didn’t make any sense for Paul to be the only one to have it and 
I have made a Finance Planning version for general distribution. We do not 
plan to put this into print until there is a need, but for now it is in a zoom 
friendly format where you can use it during your presentations.

 

Please download your copy today!

https://knowledgehub.website/product/guide-to-mortgages/

ONLINE FEE TOOL 
 
Finally from me, if you want to take control of taking fees, we have made this 
possible with a secure payment system. It has been designed for use by 
either you, or your client. All you need to do is visit:

https://fee.financeplanning.co.uk/ 
 
Type a little bit of info so we can identify you and the payment and hit pay. 
Try it yourself for £1, I promise to refund you!

When the payments go through, the client gets a professional receipt. 
 
Please give it a try! 
 
That’s all from Marketing but lot’s of good things coming up. 

https://knowledgehub.website/product/guide-to-mortgages/
https://fee.financeplanning.co.uk/
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AN UPDATE ON THE FCA’S “CHEAPEST 
RULE” ON MORTGAGE ADVICE
This latest rule change from the FCA has now been implemented and it 
shouldn’t feel like anything new to us as it very much follows our own  
existing “justification of lender” rules where we need you to  
recommended the most appropriate deal, and explain why similar  
cheaper deals were discounted.

The FCA’s “cheapest rule” applies where there is more than one product 
available to meet the customer needs, so that’s pretty much all the time 
then.  If the cheapest of these products is not recommended, then we 
must ensure that the reasons for this have been explained to the  
customer and a record of this must be retained on file.

There is an important aspect of the FCA’s “cheapest rule” for you to be 
aware of, which is that their calculation doesn’t include the cost of  
valuation fees, legal fees and cashback.  Because of this we require you to 
continue to source by “total to pay over x period including fees excluding 
ERC” as we feel this is the true cheapest cost.

You will see from your sourcing results that there is now a column headed 
up “FCA cost x years x months”.  We are currently liaising with Mortgage 
Brain to make some slight amendments to our sourcing results to reflect 
what we feel are the most appropriate pieces of information.  You will see 
these changes during the week commencing 3rd August.

We are also amending the “Reason for Lender” paragraphs in your MRWLs, 
and these changes will also take effect from the week commencing 3rd 
August.

We are preparing a Compliance News to provide further information on 
this matter.  The Compliance News will be issued to you before the  
aforementioned Mortgage Brain and MRWL changes go live.  Because of 
the importance of this particular Compliance News, we will require all  
Advisers to e-sign the document to confirm you understand these  
changes, in much the same way as you do this Monthly CPD Round-up 
document.

ID AND PROOF OF RESIDENCY CHECKS FOR 
CLIENTS YOU HAVE NEVER MET  
An ongoing reminder here that if you have never met a new mortgage 
client, so that will be most of your new client referrals and introducer leads, 
then you will require an AML check, which we can do via Equifax.  These 
reports can once again be requested by emailing Lynn.
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REVIEWING CIC POLICIES.  OUTDATED CI 
POLICY LEAVES LADY UNABLE TO CLAIM  
 
Anne’s story

(shortened version of article in Cover – 28th July 2020). 

A lady was struck down by the neurological autoimmune disease,  
Guillain-Barre syndrome. This condition is not covered in old CIC policies, 
so no claim possible. Aviva added it to theirs in November 2016 and since 
then Canada Life, L&G and LV from our panel of providers have it in their CIC 
policy.

As with all CIC policies wordings may differ but generally pay out would be 
£25,000 or the policy sum assured if lower.

The point of highlighting this article is to urge you to review the critical illness 
cover that your clients have, and that’s why we have CI Expert. It’s a great 
reason to contact people and they without doubt will be appreciative of the 
service you would be offering. 

LV=.  NEW FAMILY INCOME BENEFIT  
CONTRACT
They have launched a FIB contract which should now feature quite  
competitively in our protection sourcing results.  Whilst you’ll all be familiar 
with how this policy pays out a monthly benefit (if the life assured dies) until 
the end of the term, have you considered that it can be used in the following 
circumstances:

 To pay for private school fees, or university fees,

 To cover rental payments for those without a mortgage,

 To cover childcare costs,

 To effectively underwrite the receipt of any agreed regular  
 maintenance costs, or a regular payment as part of a divorce  
 settlement,

 And obviously, simply to replace an income to maintain a lifestyle,   
 which is especially effective where the clients have children.

L&G.  INCOME PROTECTION WEBINARS
L&G continue to support us with product refresher webinars.  For all you 
need to know about the L&G income protection offering, there will be a 
webinar every Friday, at 10am, throughout August and September.  (you only 
need to attend once!)



2019 CIC CLAIMS.  LEAGUE TABLE
Obviously, insurers look to pay out claims wherever possible, but you might 
find this of interest in respect of the recent CIC claims paid by a number of 
our panel insurers:

   Claims Paid  Claims declined Due to non-disclosure Outside definition Year

AIG  96.00%  4.00%  3.00%  1.00%  2019

Aegon   94.00%  6.00%  1.70%  4.30%  2019

Scottish Widows 93.00%  7.00%  2.00%  5.00%  2019

Vitality Life  92.90%  7.10%        2019

Aviva  92.60%  7.40%  1.80%  5.60%  2019

Royal London 92.60%  7.40%        2019

Legal & General 91.90%  8.10%        2019

Zurich  90.00%  10.00%  3.70%  6.30%  2019

LV=  87.40%  12.60%  3.60%  6.20%  2019

COVID-19.  INDUCED COMAS AND CIC
This is just worth mentioning again.  A medically induced coma, perhaps  
because of Covid-19 as it’s topical, should meet a valid CIC claim definition 
for the following insurers – AIG, Guardian and Vitality.

L&G.  NEW NSE PROVIDER
L&G have changed their preferred provider for Nurse Screening and  
Examinations to provide a better service.  The new provider is Medical 
Screening Solutions.

ROYAL LONDON.  CLIENT PACKS ONLINE
This means that applicants can now view and confirm the accuracy of our 
input applications online, rather than being sent a copy of the application 
through the post.

AVIVA.  CHILDREN’S COVER
Aviva paid out over £5m in Children’s CIC claims in 2018 alone. Goodness 
knows how much is paid out across all insurers?!  It feels like it’s something 
that’s not often spoken about because we don’t want to discuss children 
dying or becoming critically ill, perhaps because it feels so wrong.  But, it 
does unfortunately happen, and when it does, the provision of a pay-out can 
make all the difference.  Aviva have therefore launched a customer facing 
“guide to children’s benefit”, plus a video to help Advisers understand the 
benefits a little more.PR
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LV=.  ENHANCED CHILDREN’S COVER
And it’s not just Aviva who recognise the importance of Children’s cover, LV 
do too.  And LV have just launched their “enhanced children’s cover” which 
provides all the same benefits as their standard children’s cover, plus… 
cover for 10 child-specific conditions, an increased claim payment of £35k, 
for enhanced payment definitions they’ll double the cover to £70k, and 
they’ll also pay out £5k for pregnancy complications.  And whilst we’ve 
touched on children dying it’s worth remembering that 55% of all infant 
deaths occur in the first week of their life, and LV are the only insurer who will 
guarantee to pay these claims, with their “0 day survival period” feature.

That’s it, no more talk of children dying or become critically ill 

PROTECTION CPD 
All insurers are providing webinars on their products and services.  Please 
refer to your emails or our weekly listing of forthcoming live or pre-recorded 
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.  The IPTF and Protection Guru websites are 
great for topping up your CPD too.  

PR
O

TE
C

TI
O

N



With a daily flurry of changing interest rates, withdrawn and introduced  
lending bands, and ever changing lender criteria, here are just a few snippets 
of lender and market updates for you.

UNITED TRUST BANK.   
NEW LENDER TO OUR PANEL
This is a new lender which is now available to you.  More details on their 
unique selling points to follow very soon.

BANK OF IRELAND.  90% PRODUCTS
(as of 30th July) 

BofI have 90% products available, but these do not source because they are 
limiting application numbers from just a small number of intermediary firms.  
We are one such firm with access to these products.  If you have a 90% deal, 
then please speak to our BofI BDM, Jo Morrey on 07717 680931.

NATWEST.  SELF EMPLOYED APPLICATIONS
For all self-employed individuals, NatWest now require a separate  
Submission Sheet to be uploaded with all applications.  This form will give 
you the opportunity to explain how the client’s income has or hasn’t been 
affected by Covid-19. 

NATWEST.  VALUATION FEES
Where a client pays for a NatWest valuation fee with their application, and 
the type of valuation conducted is a ‘desktop valuation’ then the client will 
receive all but £207 of their fee back.

And as Valuation Fees are a cost which sits outside of the FCA ‘cheapest 
rule’ it’s possible that more lenders might start charging for these. 

BARCLAYS.  FUNDS BOOKING
Barclays have now introduced a limit on the number of cases they receive 
each day, to help them with their processing times and capacity.  This new 
process applies to their entire LTV range.  You won’t need to do anything  
differently, but when progressing through to application stage, the system 
will tell you if there is capacity to receive that application – you then either 
carry on, or re-commence the following day, depending on the system  
outcome.
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SANTANDER.  “HOW TO” GUIDES
For a step-by-step guide on how to compete any application type, for  
instance porting or shared ownership, then please go to their intermediary 
website where you can select Literature and then Introducer Guide to  
Submitting Applications.

NATWEST.  “SERVICE SUPPORT TEAM”
We have a dedicated mailbox and telephone line for cases once they have 
been submitted, for instance queries or escalations.  The phone number is 
0345 600 0205 and the mailbox is NWISBDMSupport@NatWest.com 
 

STAMP DUTY.  TEMPORARILY REDUCED 
RATES
I’m sure we’re all by now aware of the Stamp Duty rates which have been 
temporarily reduced until 31st March 2020, but for more information you 
can visit the HMRC website https://www.gov.uk/guidance/stamp-duty-land-
tax-temporary-reduced-rates 

MORTGAGE CPD 
And like with protection, we require you to also record your mortgage  
learning and development.  Please therefore ensure that you remember to 
include on your CPD Log any lender learning, such as lender webinars, BDM 
conversations, and of course any industry updates – whether they be  
webinars, meetings, reading or even discussions with colleagues.
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https://www.gov.uk/guidance/stamp-duty-land-tax-temporary-reduced-rates  
https://www.gov.uk/guidance/stamp-duty-land-tax-temporary-reduced-rates  
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MORTGAGES – ADVISER LEAGUE TABLE  
 
Congratulations to Rob Chart for leading the way in July with an incredible 32 
applications.  

Adviser   Applications

Rob Chart   32

Dan Fletcher  25

Paul Goodey  22

Philip Smith   20

Peter Stickley  19

Paul Ripley   18

Paul Gent   18

Scott Sutton   15

Cathy Rafferty  14

Daniel Walsh   14

Karen Looker   13

Phil James   12

Karen O’Brien  11

Jim Maye   10

PROTECTION – ADVISER LEAGUE TABLE
Well done to Scott Sutton for topping the protection and B&C league table 
last month.

Adviser   Total

Scott Sutton  22

Rob Chart   19

Matt Stephens  18

Phoebe Shepherd  16

Jane Hutchinson  9

Syd Martin   9

Paul Gent   8

Jon Butler   7

Karen Mills   7

Tim Dock   7 

And well done to everyone who has featured in these league tables for the 
month of July.PE
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FPG HEAD OFFICE – ACCESS AND USE OF 
THE PREMISES
The office continues to be open to FPG staff and advisers but closed to 
everyone else. 

The Government guidelines have relaxed a little in respect of going into the 
office to work, but it is still prudent to work from home where possible so, in 
the main, most of us will be continuing to do this. The office opening times 
will be flexible but Lynn, plus one other member of the admin team, will be 
there from 9am. If you would like to use the office can you please contact 
Lynn on the office number or lynn.strange@financeplanning.co.uk 

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 (Compliance 
News 09/20) and please keep abreast of any changes to Government rules 
on social distancing.   

  

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.  You 
can then record any learning using our CPD Register on the Knowledge Hub 
website.

The Finance Planning Management Team.
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