
Technology Masterclass
Thursday 13th December 2018



Welcome

AGENDA
 10.00 – Coffee and breakfast

 10.30 – Welcome from The Right Mortgage

 10.45 – Mortgage Brain Presentation

 11.25 – Ipipeline Presentation

 12.05 – Royal London Presentation

 12.45 – Coffee Break

 13.00 – Paymentshield

 13.40 – Art Design Graphics

 14.00 – Lunch 



Technology Update
Adam Stretton



How well do you know The Key?

 Reports available to help you analyse your business
 Task & email/text automation

 Product status changes
 Next review date
 Converting leads to clients, booking & cancelling appointments

 Adviser on the go – view your clients and contacts from your phone
 Are you using the integrations?

 Did you know Solution Builder is the better Assureweb?
 Using integrations will save you time on admin

 Training@therightmortgage.co.uk 

TRUST. RESPECT. PARTNERSHIP



Are you scared of the portal?
Don’t be, it’s great!

TRUST. RESPECT. PARTNERSHIP

 Send secure messages to your clients
 Give clients instant access to documents when you upload them
 Lets clients see how their cases are coming along

 If you’re updating The Key, you’re keeping your client in the loop without having to call them

 Keep your clients contact details up to date by letting them change them 
for you
 The client can fill out the fact find for you if you let them!



Looking Ahead

TRUST. RESPECT. PARTNERSHIP

Text Anywhere via The Key
- Automated texts
- Mass Texts

Paymentshield -> The 
Key
- B&C Sourcing Integration

Solution Builder 
Enhancements
- BMI Quoting

- Product Features
- Risk Reports

Automating Processes
- HMRC data re-use
- ID & Verification

Open Banking Standards

Lendex
- Next gen MTE

L&G - GI Connect
- SmartQuote

Customer Engagement
- Credit searched
- Enhanced Portal

Connecting Distributors 
with Lenders Royal London Streamlined

- Have you tried it?
Multiple Lender Decisions 

in Principle



Text Anywhere from The Key

TRUST. RESPECT. PARTNERSHIP

 Sign up for free, 20 free texts when you sign up
 160 characters per text
 Principals will be given access to Key integration upon request
 1 account per firm on The Key – very simple setup process
 Use the status actions section of the Key to automate your texts



Solution Builder –
The Better Assureweb

TRUST. RESPECT. PARTNERSHIP

 Source multiple protection requirements at once
 Add requirements once actually in Solution Builder
 Completely tailor the quote
 Looks at menu plans and using multiple providers to obtain your solution
 Go directly through to the provider websites/portals to apply
 Save time on administration



iPipeline Confidential ©2018

IN DEVELOPMENT – BMI QUOTING



iPipeline Confidential ©2018

IN DEVELOPMENT - PRODUCT FEATURES



iPipeline Confidential ©2018

• Mortgage & Protection Risk Report 
• Openwork mandated 
• 25% growth in Protection Sales 

in the two proceeding months

• Rental Risk Report
• In test and learn with several 

estate agencies 

• ReMortgage / Product Transfer Risk 
Report

• Self Employed Risk Report 

• Estate and Investment Risk Report

RISK REPORTS



iPipeline Confidential ©2018

• Engaging consumers 

• Asking simple questions to 
highlight protection need, and 
referring them back to an 
adviser

• Drive value from existing book 
of clients 

• Drive value from purchased 
leads

• Used as part of a referral 
service – introducing the third 
party partner

PREQUO



ANY QUESTIONS?
Training@therightmortgage.co.uk



A satisfied
customer is the
best business
strategy of all



Leading the
market through 
investment

99.9%
product
accuracy

100%
product

upload SLA

99.6%
customer
retention

458
training

sessions in
2017

40%
of expenditure

re-invested

100%
regulatory

delivery



Mortgage Brain
in numbers of calls

answered 
first time

customer
satisfaction

product
satisfaction22,000

active users

£150bn
completions
facilitated annually

123
skilled professionals

97%

94%

93%



End to end process



We understand from you…

 It’s tough out there

Customers expect to interact

We all need to keep up

 You want to be more efficient

Client Portal



Customers have changed



Satisfying the customer

Online fact find

 Encrypted messaging and document 
exchange

Case updates & 24/7 access for clients

Credit Report integration

 Save yourself an hour per case

 Brand the portal with your logo and colours

Client Portal



Single entry = Professional impression

Client Portal



Branded client portal screen



Now let’s take a look at the Client Portal …

Client Portal



The Key – the hub of business

 End to end process within one system / login

 Lead generation direct from websites & plugins

 Reports and templates

 Single data entry

 Importing data

Use it ‘out and about’ and offline

 Fully compliant



Partner integrations

Coming in 2019 – Lendex, digital mortgage submission



Help, training and support

 Training webinars or 1-2-1’s

Customer service

 Full sales support 

 Technical support

Data import



A satisfied
customer is the
best business
strategy of all



TECHNOLOGY 
MASTERCLASS 

STEPHANIE HYDON
HEAD OF NATIONAL ACCOUNTS



iPipeline Unrestricted ©2018

• Introducing iPipeline 

• Maximising SolutionBuilder

•Time is Money 

•Objection Handing 

•Growing case size 

•Diversifying your Sales 

•Improving your conversion 

• Support

• Questions

AGENDA 



iPipeline Unrestricted ©2018

• At iPipeline our sole focus is to 
make it easier and faster to sell 
protection, and therefore grow 
the market 

• It’s a professional and a 
personal passion for me

• My parents – the poster 
children for protection 

DRIVING 
PROTECTION 
SALES



iPipeline Unrestricted ©2018

CASE STUDY 

• So lets look at my best friends – Debbie and Irwyn

• “Classic Millennials”

• Last year they brought a house, got married and 
had a baby…

• In 12 months their financial footprint has changed 
dramatically 

• They need to protect their mortgage, their lives, 
their income and protect against critical illness...

• They think they just need life insurance, they have 
capacity for £60 budget, but don’t want to spend it



iPipeline Unrestricted ©2018

TIME IS MONEY 

• Launch 
SolutionBuilder from 
the Key 

• Reduce rekeying –
save time & less 
mistakes 



iPipeline Unrestricted ©2018

Objection Handling



iPipeline Unrestricted ©2018

OBJECTION HANDLING



iPipeline Unrestricted ©2018

SNEAK PREVIEW



iPipeline Unrestricted ©2018



iPipeline Unrestricted ©2018

GROW YOUR CASE SIZE



iPipeline Unrestricted ©2018

DIVERSIFY YOUR SALES 



iPipeline Unrestricted ©2018

TIME IS MONEY – INTEGRATION & APPLY



iPipeline Unrestricted ©2018

• Help Center in SolutionBuilder

• Live Chat in SolutionBuilder –
speak to a real person! 

• Call us – 0845 408 4022

• Email us –
uk.support@ipipeline.com

• 30 minute training sessions 

SUPPORT

mailto:uk.support@ipipeline.com


ANY QUESTIONS?



iPipeline Unrestricted ©2018

STEPHANIE HYDON

Head of National Accounts Business Development Consultant 

CLAIRE SHINE



WINNING MORE
PROTECTION BUSINESS



WINNING MORE PROTECTION BUSINESS

• Streamlined Underwriting

• Diabetes Life Cover

• Marketing Protection in your Business

• Protection Sales Ideas

AGENDA



STREAMLINED
UNDERWRITING



STREAMLINED UNDERWRITING

• No GP Reports

• Guaranteed Cost

• No waiting around

• Instant decisions

• Buy it now

• Put it on risk today

IMAGINE A WORLD…



STREAMLINED UNDERWRITING

• Streamlined underwriting is an integrated 
process with Mortgage Brain’s The Key, 
which allows you to incorporate the 
protection conversation and application into 
the mortgage fact find. 

• This new process aims to make mortgage-
related protection easier to sell and easier to 
buy.

A NEW UNDERWRITING PROCESS



STREAMLINED UNDERWRITING

• You will see a new set of questions available 
within the mortgage fact find on The Key.

A NEW UNDERWRITING PROCESS

Height?

Weight?

Smoker?

Lifestyle Medical Questions

overnight stays in hospital?

ongoing symptoms?

ever had: cancer; heart attack, heart 
condition or surgery on their heart; 
diabetes; stroke or mini-stroke?



STREAMLINED UNDERWRITING

Confirm protection needs:

• Amount of Cover

• Type of Life Cover – Level, Decreasing, 
Increasing, Family Income Benefit 

• Term of the plan

HOW IT WORKS



STREAMLINED UNDERWRITING

Eligible?

• The short, simple process and immediate decision 
within the Key means you will know whether your client 
is eligible for cover straight away.

• The simplified application means your clients spend less 
time answering health and lifestyle questions.

• Because there’s no need for medical tests, the whole 
process is less invasive for them. The immediate 
decision allows your clients to get the cover they need in 
just a few minutes.

HOW IT WORKS



STREAMLINED UNDERWRITING
HOW IT WORKS

Cover? Cost? Age? GIO’s? Sum 
Assured

Level, Decreasing, 
Increasing & 

Family Income 
Benefit Life Cover 
– Single or Joint

SAME premium 
cost as Royal 

London Life Cover
Age 55 or younger

Yes, all the 
Guaranteed 
Insurability 

Options will be 
included

Cover available up 
to £500,000

Trusts? Menu? Not eligible? Commission

Yes, can be written 
under Trust

Commission is 
30% less Lautro

Yes, other covers 
can be added to a 
menu plan using 
the conventional 
application route

Free to go down 
conventional 

application route 
– does not 

necessarily mean 
rating or decline



STREAMLINED UNDERWRITING
THE NEED FOR SPEED



DIABETES LIFE COVER



DIABETES LIFE COVER
INNOVATING THE PROTECTION MARKET

• As medical science improves, we’re getting better at 
recognising and diagnosing medical conditions.

• We’re also getting better at treating these conditions 
and it is predicted that life expectancy will increase 
over the next century.

• A big protection base of customers is those with 
Diabetes.



DIABETES LIFE COVER
INNOVATING THE PROTECTION MARKET

Did you know…
• In past 20 years number people in UK with Diabetes 

has doubled

• There are now almost 3.7 million people living with a 
diagnosis of the condition in the UK

• And its estimated there are a further 1 million people 
with diabetes in UK that have not been diagnosed

Source - https://www.diabetes.org.uk/about_us/news/diabetes-prevalence-statistics, February 2018 



DIABETES LIFE COVER
INNOVATING THE PROTECTION MARKET

Did you know…
• There are an estimated 12.3 million people at 

increased risk of Type 2 diabetes in the UK, and 
obesity is the leading cause in the majority of 
preventable cases.

Source - https://www.diabetes.org.uk/about_us/news/diabetes-prevalence-statistics, February 2018 



DIABETES LIFE COVER
INNOVATING THE PROTECTION MARKET

Source - Office for National Statistics - Overview of the UK population: July 2017

3.7 million people 
diagnosed with diabetes

1 million people estimated 
to be undiagnosed with 

diabetes

12.3 million people at 
increased risk of Type 2 

diabetes

There are    65.6  million people currently living in the UK65.6  million people currently living in the UK

and they need protection too!

This group is 25.9% of the UK population 



APPLICATION

Cover for Diabetics?
• Too Expensive 
• Difficult to obtain
• Harsh Underwriting
• Lengthy Application
• Ratings & Declined Outcome

TYPICAL PROBLEMS



DIABETES LIFE COVER
THE ROYAL LONDON SOLUTION

Royal London have designed cover 
specifically for people with Type 1 and type 2 
diabetes mellitus
• Competitive Pricing
• Shorter Application
• Immediate Decision
• ‘Buy Now’ – Immediate Cover
• Capped Reviewable Premiums



DIABETES LIFE COVER
THE ROYAL LONDON SOLUTION

• We’ve created a shorter, simpler application process 
that’s specifically tailored to people with diabetes – so 
we don’t need to ask any unnecessary questions.
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DIABETES LIFE COVER

• We may be able to reduce 
your client’s premiums by up 
to 40% over a number of 
years, provided their 
condition is improving.

• Technology can help clients 
get readings to us quickly 
and easily

PREMIUM MANAGEMENT



DIABETES LIFE COVER
PREMIUM MANAGEMENT

Your initial Result

Band % mmol / mol

1 Less than 7% Less than 53.0

2 7% to 7.99% 53.0 - 63.8

3 8% to 8.99% 63.9 - 74.8

4 9% to 9.99% 74.9 - 85.7

5 10% to 10.99% 85.8 - 96.6

6 11% or greater 96.7 or greater



DIABETES LIFE COVER
CAPPED REVIEWABLE PREMIUMS

• Premiums can change each year

• But these will never be more than the initial premium

• For a reduced premium, the plan holder should send 
us evidence of their HbA1c blood test result each year 
on or before the anniversary of their previous HbA1c 
blood test



HELPING HAND
SUPPORT SERVICE

• Diabetes Life Cover comes with Helping Hand*, this 
gives you access to a specialist diabetes nurse

• They can help your clients build a personal tailored 
plan to help them manage their condition including 
diet tips and lifestyle recommendations 

• Plus, access to a range of support including 
counselling, physiotherapy and complementary 
therapies, for as long as you need. 

*Helping Hand is a package of support services, provided by third parties that aren't regulated by the Financial 
Conduct Authority. These services aren't part of our terms & conditions, so can be amended or withdrawn at any time.



DIABETES LIFE COVER
COVER THAT PUTS YOU IN THE DRIVING SEAT



MARKETING YOUR
PROTECTION BUSINESS
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Personalised A3
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MARKETING STUDIO
RISK REPORTS – I DON’T THINK I NEED IT?

Risks faced by a male and 
female of working age*:
• both aged 30
• Non-smokers
• Planned retirement

age of 65 

*sample report  images show both  male & female risk analysis



MARKETING STUDIO
RISK REPORTS – I DON’T THINK I NEED IT?

Source: studio.royallondon.com

Risk Report CI Report IP Report



SALES IDEAS
SELL MORE PROTECTION



SALES IDEAS
SELLING THE NEED FOR PROTECTION

• The way I help my clients is this…

I’ll source and recommend the most suitable and 
affordable mortgage for you

‘My job is to also make sure that should the worst 
happen, you and your family are able to keep your home 

and maintain your lifestyle…’

and…



SALES IDEAS
TYPICAL MORTGAGE CLIENT, LIMITED BUDGET?

• Bob and Sue
• Both age 30
• Non Smokers
• New Mortgage £150,000
• 25 year term 

Royal London Mortgage 
Protection Joint life DTA

25 years, £150,000 sum assured
Includes Waiver of Premium

Includes Mortgage Repayment 
Guarantee

I could recommend:

Premium cost
£9.42

Quote produced 23rd Nov 2018 – Royal London Mortgage Decreasing Life Cover, £150,000 sum assured 25 year term.  
Includes Waiver of Premium D4 on both lives and Mortgage Repayment Guarantee



SELLING THE NEED FOR PROTECTION
CONFIRM THE REASON WHY

• Let me explain why this is so important

This plan will make sure that should the worst happen and either of 
you die during the mortgage term, the other will have sufficient 

funds to fully repay the mortgage



SELLING THE NEED FOR PROTECTION
ASSUMPTIVE CLOSE?

So that’s the mortgage debt taken care of… but HOW MUCH money 
would you need each month to pay your bills?  

What amount would you be happy with?

• Bob – “I think I’d be happy 
with around £1,000 a month”

• Sue – “I think I’d be happy 
with around £1,500 a month”



SELLING THE NEED FOR PROTECTION
PROTECTING HOME AND LIFESTYLE

I could recommend:
Family Income 
Benefit for Bob, 

25 years, £1,500 per 
month (indexed rpi)

Family Income 
Benefit for Sue, 

25 years, £1,000 per 
month (indexed rpi)

Royal London Mortgage 
Protection Joint life DTA
25 years, £150,000 s/a

Bob – Waiver of 
premium D4

Sue – Waiver of 
premium D4

Total Cost
£25.93

• Bob – “I think I’d be happy 
with around £1,000 a month”

• Sue – “I think I’d be happy 
with around £1,500 a month”

Quote produced 23rd Nov 2018 – Royal London Menu plan containing the following covers:   Mortgage Decreasing Life 
Cover, £150,000 sum assured 25 year term. Family Income Benefit on both lives 25 years, both plans index lined @ RPI –
Includes Waiver of Premium D4 on both lives and Mortgage Repayment Guarantee. 



SELLING THE NEED FOR PROTECTION
COMPARISON

Gross Commission Comparison:
• Joint Mortgage DTA, £150,000 25 years 

including Waiver of premium d4 & Mortgage 
Repayment Guarantee

• Joint Mortgage DTA (as above) plus 2x FIBs 
indexed RPI (Male £18k pa, 25 years) –
(Female £12k pa, 25 years) plan includes 
waiver of premium d4 & Mortgage 
Repayment Guarantee

£189.67

£552.63



SELLING THE NEED FOR PROTECTION
SELF EMPLOYED & INCOME PROTECTION

• Use our new Income Protection Sales tool



















Bob

45,000



Bob

45,000





THANK
YOU

adviser.royallondon.com

The Royal London Mutual Insurance Society Limited is authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the 
Prudential Regulation Authority.  The firm is on the Financial Services Register, registration number 117672.  It provides life assurance and pensions.  Registered in England 

and Wales number 99064. Registered office: 55 Gracechurch Street, London, EC3V 0RL.  Royal London Marketing Limited is authorised and regulated by the Financial 
Conduct Authority and introduces Royal London’s customers to other insurance companies. The firm is on the Financial Services Register, registration number 302391.  

Registered in England and Wales number 4414137. Registered office: 55 Gracechurch Street, London, EC3V 0RL. 

December 2018 PR P8 PN 0126



COFFEE BREAK
12.45 – 13.00



The Right 
Mortgage 
Technology

2018

Information classification - company



The Future



How long do we 
spend on the 

internet a day?

1000
hours a year 

on the internet

164
Minutes a day



Let’s take a look at 
family life

115
hours a year of 

quality time with 
the kids, just 19 
minutes a day!

Source: Office of National Statistics



Credit: www.ericpickersgill.com/removed

Is romance dead?

19 
hours of
‘quality’ 

time in the 
bedroom!

Source: Office of National Statistics



1000
hours a year 

on the internet

115
hours a year of quality time with the 

kids

19 
hours of
‘quality’ 

time in the bedroom!





ADVISER HUB
Our latest release of Adviser Hub is now live, offering a unique 
adviser experience.

MI Dashboard
Improved quote journeys
Re-quote on an expired quote option
My GI Book







IMPROVING 
QUOTATION 
EXPERIENCE



https://youtu.be/McZO8Kx_dXo


You can compete with 
an existing deal

What % of people 
would change from 

their current provider if 
they had a good reason 

to do so?



of people would 
change from their 
current provider if 
they had a good 
reason to do so. 
You have plenty…







https://youtu.be/jaJLizY9GZc






We are here to help you

Product knowledge
Objection handling
How to position GI
Share best practice
Claims stories
Competitor insight
Workshops
What your peers are doing

Call  Danielle Goodwin  on Tel: 01704 518 588



The Future



Integration

Information classification – company
Paymentshield and the Shield logo are registered trademarks of Paymentshield Limited (registered number 02728936) which is a company registered in England and Wales at
Paymentshield House, Southport Business Park, Wight Moss Way Southport PR8 4HQ. Authorised and regulated by the Financial Conduct Authority. Telephone calls to Paymentshield may be
recorded for training and quality. © Paymentshield Limited, 2018





















LUNCH
14.00 – 14.30



THANK YOU FOR ATTENDING
We look forward to seeing you again soon
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