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CPD FOR 2021 – THE FINAL PUSH!

As the year nears an end, please can you all ensure that you have recorded 
the required number of CPD hours.  In case you need reminding, this will 
now be a minimum of 16 hours for both mortgages and protection.  If you’re 
struggling for your Q4 hours, then there are loads of useful lender and 
insurer webinars recorded on the Hangouts section of the Knowledge Hub 
website.  Most insurers also have many webinars saved on their learning 
hubs too (L&G alone have over 30 different recordings).  Also, you can claim 
3 hours for attending the three elements of the recent Competency Re-
validation Workshops (you can split this time 50/50% between mortgage 
and protection is you wish).

FRAUD – BE AWARE!

We have been reminded by a number of different lenders recently to stay 
vigilant, not just when assessing our client’s paperwork, but in our everyday 
lives too.  In a busy world, it’s  so easy to accidentally click a link or open an 
attachment, or worse still make a payment to someone purporting to be 
someone they are not!  If you need a refresher of some of the more obvious 
scams, then please have a read of our Take Five flyer (which is in flyer format 
in our office, or downloadable from the Knowledge Hub as a PDF).  Please do 
share this flyer with your clients too.

And, a reminder of a type of crime that is not too common, but definitely 
does happen – Property Theft.  This is quite literally, as the name implies, the 
actual theft of someone’s property.  It normally happens on unencumbered 
properties being let out, but it could happen on any property.  There is a really 
effective way that can help combat this fraud.  It is the Property Alert service 
provided by the Land Registry.  It is a free, automated, service where you log 
on and register your property/ies.  Then, whenever any organisation does a 
search on your property, for instance for a lender re-mortgage, you are then 
sent a text and email alerting you.  Ideally,  we should all be registering our 
own properties, and then you can advise your clients to do the same.  But this 
is essential advice for anyone not living in one of their properties, more so.  
Here’s the link  https://propertyalert.landregistry.gov.uk/

CRYPTO DEPOSITS

Where a client has their deposit in the form of a crypto-currency, for instance 
the likes of Bitcoin, then please can you inform Pete Burgess who will provide 
you with the documentation that we’ll need to assist our due diligence on 
anti-money laundering.  Essentially, we can accept crypto as a deposit, but 
only if the client can provide evidence of their transactions.  You’ll also need 
to have a solicitor on board with this type of deposit too.
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COMPETENCY RE-CERTIFICATION WORKSHOPS

Thank you to those of you who attended our 3 online workshops.  If you 
missed any of the Workshops, please can you watch the recording(s) which 
are on the Knowledge Hub website, by Monday 13th December.  From our 
website, go to the Compliance Support heading, then click 2021 Revalidation, 
then scroll down through the 3 recordings.  Once you have watched the 
missing webinar(s), you can then access the tests on the Knowledge Hub too.  
Go to the Compliance Support heading, then Online Tests, then Revalidation 
21, then click on Session 1, 2 or 3.  

PROVIDING AN EXCELLENT SERVICE TO CLIENTS, ALL OF THE TIME

For periods when you are not around to service your clients, for instance 
when on holiday or if you are too ill to work, please ensure that you have a 
colleague or administrator who can deputise and look after any clients for 
you.  Furthermore, where you are unable to provide an acceptable level of 
service to any new enquiries, then please do look to refer these leads off to 
a colleague – as taking a split on a case is better than losing a potential client 
altogether, and maybe getting a complaint in the process too!
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OUR PROTECTION TARGET – HOW WE HAVE IMPROVED…   THANK YOU.

In 2016 we submitted 1,400 life applications. In 2020 it was 2,231. Not content 
with that, we went for an 11.5% increase for this year’s target. 

The first 6 months of this year were great, and at the end of H1 we were 126% 
of target.  Q3 wasn’t as good, and October was a poor month, but at the 
end of November we were still 106% of our target.  In fact, we need just 69 
applications in December to hit this target.  If achieved, the total applications 
for this year would be 2488.  Think about that compared to the 1,400 in 2016!

On B&C applications we are already 117% of this year’s target. Looking back 
on this one, in 2016 we did 369 applications, whereas so far this year we have 
submitted 860!

Well done everybody, and thanks in advance as we know we are going to hit 
our 2021 life target!!!

PROTECTION SALES PROCESS

We’ve all been there, you go through protection illustrations and the client 
accepts your recommendations, then you complete an application and find 
some health issues that may cause acceptance issues.  The chances are that 
you go ahead and submit the case on a wing and a prayer. This could be a 
waste of time and more importantly end up with a poor customer experience.

You ask all the questions around finances, and then source for a mortgage to 
suit.  Why would you not ask some basic health questions and do the same 
on protection?  For example, “have you smoked in the last 5 years”, “are you 
taking any medication on a regular basis?”,  “have you been to see the doctor 
in the last couple years”, “have you ever had to spend any time in hospital”.  
All simple quick closed questions that depending on the answer, you can 
then elaborate on.  You may think it appropriate to ask for height and weight 
in some cases too.

Don’t forget if any potential health issues come up you need the D’s: dates, 
diagnosis, drugs.

Now you are in a position to better source for protection and be able to 
recommend a provider best suited to the client.

One idea has been to send one email to all the providers with relevant 
information, and ask how they are likely to underwrite the case.  We had a 
distribution list for that and based on comments from an adviser, (thanks 
Simon Maskell for raising), this has been tested and a few things needed to be 
updated.

This is an updated email distribution list that you can ‘copy and paste’ into 
your outlook.

Paul.Morgan@aiglife.co.uk; emma.wood@aegon.co.uk; rebecca.
gabriel@vitality.co.uk; mutal@landg.com; preunderwriting@LV.com; 
ipp.underwriting@canadalife.co.uk; advisers@guardianfs.co.uk; 
SWPClientTeam5@scottishwidows.co.uk; underwriting@the-exeter.com; 
underwriting@royallondon.com
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We have 10 providers that will respond back by email with a likely underwriting 
outcome.

Missing from above are:

• Aviva – pre app u/w enquiries are by telephone 0800 533 5192

• Zurich – you will need to go to their pre-app tool  digital pre-app tool

Alternatively, you could consider using the Underwrite Me system for these 
cases where you know there to be some underwriting baggage.  For those of 
you yet to try the Underwrite Me system, you first go through the application 
questions, and then 8 of our 12 insurers will provide a premium based on the 
medical disclosures, and/or inform you of the further information needed, 
for instance a GPR, etc.  Some advisers swear by using this system to source 
for their protection, so why not give it a try.  But first please let’s think about 
the protection process we are following, and not simply be submitting 
applications on a wing and a prayer.

INSURER UNDERWRITING – FEEDBACK NEEDED PLEASE

Action:  We’d like to know if you have submitted any protection applications 
where your client has suffered detriment due to a GP report delay.  For 
example, where a GPR has been submitted for a customer and whilst it is 
outstanding they’ve unfortunately suffered an illness that has left them not 
only unable to claim but also uninsurable.   The plan is to raise these case 
studies with the BMA as evidence of the impact GPR delays have.  If you have 
any such cases, please can you inform Dave Riley.

ASSOCIATION OF MORTGAGE INTERMEDIARIES - PROTECTION 
VIEWPOINT 2021

AMI have launched their Viewpoint 2021 – Protection: Moving forward”.  
Extensive research was undertaken with Advisers and consumers and the 
results are summarised in a 25 minute webinar which is well worth watching.  
At the end of the webinar, you’ll then find the link to download the full report if 
you so wish.  Please do take the time to watch the webinar recording though, 
a link for which can be found on the Knowledge Hub website.

PROTECTION GURU – MEDICAL UNDERWRITING LIMITS FOR FIB

This fantastic website for Protection Advisers (please sign up to access 
this free website if you have not done so already) has a new article which 
highlights the methods used by insurers to calculate the non-medical 
underwriting limits for FIB policies.  The article is well worth a read, and AIG 
are the stand-out insurer for having the highest limits before which medical 
evidence will be requested.

B&C COMMISSION SACRIFICE

From 1st January 2022 you are no longer permitted to provide the client with 
a discount on their B&C policy, even if the systems still allow it.  This is an 
importance aspect of the FCA GI Fair Pricing rules to which we must comply.
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L&G

A final reminder that Legal & General have changed their protection 
commission payment system.  From December L&G will be paying us 
commission only after a new client has made their first premium payment.  

When you submit a life application to L&G using OLP you’ll now be asked 
about a client’s smoker status from 1 to 5 years ago.  Please note that L&G 
are only asking this data for statistical purposes and your client’s answer to 
this question will not affect the price.  (In December we will provide you with 
a communication showing the smoker and ex-smoker stance for all of our 
insurers.)

And, regarding L&G B&C, you’ll note that your illustrations are currently 
only guaranteed until 28th February 2022.  This is the date from which LV/
Fairmead can no longer use the L&G brand on the B&C policies and so LV/
Fairmead will be communicating what will happen on these pipeline cases 
early in January 2022.

 

AVIVA

This insurer has updated two of its key sales aids “the importance of income 
protection” and “the value of protection”.  These can be found on the 
insurer’s website or their emails.

VITALITY

All clients are being emailed by Vitality about how to log in to their Vitality 
online account moving forwards.  Their online account will then give them 
access to everything Vitality related.

This insurer has also updated its rewards proposition and further information 
can be found by watching their promotional video provided via email.

LV=

On Wednesday 8th December, the vote takes place by LV= members as to 
whether to accept the sale to the leading global investment firm, Bain Capital.  
Irrespective of the outcome, LV= are committed to providing great products 
and service, and we should continue to recommend LV= products where 
they are most suitable for the client.
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In this mortgage update we are minimising the number of product or specific 
criteria changes as you can review these from the vast array of emails you 
receive from lenders each day.

HELP TO BUILD

On the back of Help To Buy, the Government have now announced their Help 
To Build scheme, for those adventurous enough to want to build their own 
home, with a 20% Government loan injection. Please CLICK HERE to view 
their prospectus on how the scheme works.

L&G MORTGAGE CLUB PROC FEES

Moving forwards, to claim your mortgage proc fees on exchange, this will need 
to be done via the L&G Mortgage Club “Club Hub” rather than the usual link 
on the L&G website.  You can either acquaint yourself with this new system 
now, or if you don’t currently have a login for the “Club Hub” please can you 
register asap. 

NATWEST

NatWest have switched some of their sales support team around and we 
have lost Sarah.  We are still looked after by Rachel Plane though, on her usual 
contact points.  Rachel doesn’t work on Mondays but her phone and email is 
monitored by another member of the NatWest BDM team.

NatWest have also reminded us that if we upload documents on their portal 
then the document status needs to be shown as “submitted” and not “ready 
to submit” – quite obvious really, but apparently it’s causing a problem.

TMW

In their latest Landlord Reports, this lender brings us their new “rental 
income analysis report” and their “tenant demand report”.  The first of these 
reports takes a closer look at rental trends, landlords’ future rental intentions 
and more, whilst the second of these reports looks at the extent to which 
landlords perceive rental demand is increasing, decreasing or staying the 
same.

ACCORD – GROWTH SERIES

In the most recent of their “growth series” communications, which can all be 
accessed through their website, Accord are promoting “be the best broker” 
and “be wise to fraud”.

 

https://assets.publishing.service.gov.uk/government/uploads/system/uploads/attachment_data/file/1035681/Help_to_Build_Prospectus.pdf


Protection – Adviser League Table for November.
Well done to Jack Savory for his first top spot on the protection league 
table with a fantastic 37 cases, helped with his 5 FIB cases, in the month of 
November! 

Mortgages – Adviser League Table for November.
It is an extra special well done to our record-breaking Dan Fletcher on 
hitting the milestone of 50 (fifty!) mortgage applications in a single month!  
Amazing stuff.  And well done also to Rob Chart with his excellent 41 
applications, and to Carl Thorne with his 33 applications (of which 26 were 
introduced from just one estate agency branch!). 

  

 

Congratulations to everyone who has featured in either of these league 
tables for November – a tremendous effort all round.  As a reminder, please 
do ensure that you get your cases loaded on to your Point of Sale system 
as soon as possible – thank you.PE
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Dan Fletcher 50

Rob Chart  41

Carl Thorne  33

Paul Gent  26

Paul Ripley  20

Philip Smith  19

Dan Mules  18

Andy Poustie 18

Daniel Walsh 17

David Wise  15

Colin Mackay 15

Joanne Pope 15

Toby Quanstrom 14

Jim Maye  14

Cathy Rafferty 13

Scott Sutton 13

Charlotte Haddow 12

Karen Looker 12

Matt Stephens 12

Paul Goodey  12

Chris Herrett 11

David Little  11

Claire Lipscomb 11

Karen Mills  11

Karen O’Brien 11

Peter Stickley 11

Carrie Millin  10

Daniel Grant  10

Phil James  10

Protection  Apps
 
Jack Savory  37

Paul Gent  33

Scott Sutton 25

Rob Chart  20

Karen Mills  13

Lucy Diton  11

Matt Stephens 11

Carrie Millin  10
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Mortgage Apps 
 
Dan Mules  £6,650,000

Paul Goodey £5,907,609

Paul Goodey £5,760,815

Paul Goodey  £3,964,061

Paul Goodey  £2,296,999

Craig Thomas £3,750,000

David Wise  £3,750,000

David Wise  £2,850,000

Colin Mackay  £2,500,000

Paul Goodey  £2,400,995

Jim Cox  £2,063,495

David Wise  £1,949, 987   

Lindsey Quirke  £1,875,000

Eddie Rozario £1,860,641

David Brown  £1,787,500

Rob Chart  £1,616,214

Jim Maye  £1,160,999

David Brown  £1,585,179

David Wise  £1,580,011

David Wise  £1,522,500

David Brown  £1,500,000

Jim Maye  £1,147,500

Lindsey Quirke £1,440,000

Dan Mules  £1,438,116

David Little  £1,400,000

Paul Goodey  £1,390,222

Paul Goodey  £1,375,878

Dan Mules  £1,375,680

Lindsey Quirke £1,368,749

Paul Goodey  £1,290,999

Lindsey Quirke £1,268,495

David Brown  £1,235,000  

Carrie Millin   £1,115,000

Craig Thomas £1,087,500

Karen Looker  £1,050,000

David Wise  £1,012,500

Matthew Holloway £1,088,000

Daniel Grant £1,002,000

Paul Goodey  £1,000,999

Nigel Urban   £1,000,000

Joe Maskell   £1,000,000

Wilma Morton £1,000,000

Wilma Morton £1,000,000

David Wise  £1,000,000

Protection  Apps 
 
Phil Thomas   £2,151,800
Richard Lucy  £1,760,100
Phil Thomas   £1,427,883
Joe Maskell  £1000,000

Investment Apps
Sarah Hope   £3,600,000
Sarah Hope   £2,200,000

The Millionaire Club 
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FPG ZOOM MEETINGS

We continue to provide these weekly meetings, at 4pm on a Monday, 
to help bring you up-to-speed with latest industry developments and 
lender/insurer presentations.  They’re a great way to also help with 
your CPD requirements, and if you cannot attend a meeting, then 
you can always watch it at your convenience on our Knowledge Hub 
#Hangouts.

FPG CONFERENCE – SAVE THE DATE

We are looking forward to seeing so many of you  at the Grand Hotel in 
Brighton on Friday 14th January 2022.  We will take all the Covid-related 
precautionary measures necessary to keep you safe, and we will have 
an excellent array of speakers and exhibitors for you.

EXAM SUCCESSES

Well done to Nicki Hart on passing her Mortgage Qualifications, and 
also to Dave Relfe for passing 9 exams to attain his Diploma status.  

COVID UPDATE – GOVERNMENT GUIDELINES

Please ensure you are  familiar with the most recent Government 
guidelines on Covid, especially in light of the changes effective from 
30th November (CLICK HERE) whereby you must wear a mask in 
an estate agency office, amongst many other retail outlets and 
environments.  In view of this please consider wearing a mask in any 
client meeting, and we also recommend you take regular LFTs if you 
are seeing clients.  

And just a reminder for anyone wishing to use the FPG office, please 
only come in if you have taken a negative LFT in the preceding day or 
two.  Also, if you do not come in regularly then please contact Lynn in 
advance to check that there is room, given the reduced numbers we 
are currently accommodating.  You will be allocated a desk when you 
arrive and please ensure you also check-in online.

Thank you all for your co-operation in keeping your colleagues and 
clients safe.   

FINALLY,

We’d like to take this opportunity to wish you and your family a Happy 
Christmas and New Year. Thank you for your hard work during 2021 and 
we look forward to working with you in 22.

Have a great break.

https://www.gov.uk/government/publications/face-coverings-when-to-wear-one-and-how-to-make-your-own/face-coverings-when-to-wear-one-and-how-to-make-your-own?utm_campaign=Connect&utm_medium=email&utm_content=189325711&utm_source=hs_email
https://lnkd.in/eDJHYju 

