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MOOD FOR 

GI



Your relationship with your client can 
be a bit like a romantic relationship. It’s 
all about knowing when to make the 
first move and knowing what moves 
will get them in the mood for GI.

It can be a little daunting putting 
yourself out there in case you get shot 
down. Nobody likes rejection but at 
least if you go for it you won’t ever be 
left thinking what if…

This ebook will help you identify 
opportunities to introduce GI 
conversations to your client and 
provide you with a selection of sales 
processes and tools to support you. 
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SETTING THE SCENE
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The problem some of the 
time is, clients think they’d 
rather stay ‘single’ when 
it comes to their Home 
Insurance and sort it out by 
themselves. 

But what they forget to 
consider is how your help 
and advice can help to keep 
both their house and family 
protected, should the worst 
happen.

KNOWING 
WHEN 
TO MAKE  
THE  
FIRST  
MOVE
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1.WHEN THEY’VE FOUND THE ONE
They’ve found their perfect house! Your clients have 
the details and want to apply for a mortgage. At this 
point, you’ll have most of the information you'd need 
to start looking into their insurance.

2. THEY’VE SHOWN THEY’RE READY TO COMMIT
Following confirmation that the property’s valued at 
the price your client is paying, your client is probably 
feeling pretty happy about how things are going. 
With the valuation in hand, you'll now have a good 
understanding of the rebuild costs of their soon-to-
be home so it’s a perfect time to look into their home 
insurance in more detail if you haven’t already. 
Ahead of speaking with your client, consider taking 
a three step approach. Pre-prepare three different 
quotes which you can then use to generate a 
conversation with your clients about their exact 
needs.

TIP: 
Use Adviser Hub’s flexible quote results 
screen to quickly create three quotes to 
discuss with your clients. See page 8 For 
more about this. 
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SO 
WHEN 
IS THE 
RIGHT 
TIME?

Tip:  
Now is a great time to 
find out what your client 
might expect to pay and 
compare cover using our 
Quick Quote and Defaqto 
Compare tool.
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3. THEY’RE SENDING YOU 
ALL THE RIGHT SIGNALS 
Once the lender has issued the 
offer letter, it can be a great time 
to speak to your client again and 
go through the offer details.

If you get to offer stage and 
haven’t yet provided them with an 
idea of what they might be paying 
for their insurance… what are you 
waiting for?

Tip: Don’t be held back by 
any missing information. 
Paymentshield make it easy 
to submit applications even 
before you know the policy 
start date or payment details 
(when paying by direct 
debit).
You can then still send an 
intention of cover notice to the 
client’s solicitor, so they know they 
have their buildings cover lined 
up ahead of exchange.

4. DO THEY NEED TO SPELL  
IT OUT TO YOU? 
This is the fourth and last moment 
you’ll likely get to have a GI 
conversation with your client, 
so don’t mess it up. It’s worth 
reflecting that if you don’t help 
them with their needs then 
someone else will which might 
mean they go elsewhere for other 
financial services too.

Seize this opportunity to 
ringfence your clients, earn extra 
commission from GI and protect 
your future income.

It's amazing how many people 
get to the very last moment to 
get their insurance in place when 
buying a home, and it's only when 
their solicitor tells them they must 
have it in place before they can 
exchange, that they get it sorted.

Tip: 
If the client is particularly 
price sensitive our Premium 
Flex tool can help you 
to reduce the quote by 
sacrificing a small element 
of your commission in order 
to win the business you may 
otherwise have lost.
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GET TO KNOW YOUR CLIENT



How to 
show 
your 
clients 
you’re 
serious

Don’t overlook the ‘soft facts’ for 
example if your client tells you they 
have a rose garden they’re proud of, 
relate back to our plants and shrubs 
cover as standard. Another example 
might be, a child flying the nest, 
going off to university. Mention their 
contents are covered up to £5,000 
for loss or damage when moved 
from their home into any building 
where a member of their family 
is living while attending full-time 
education.
Also, think about the time of 
the year it is and relate some of 
our policy highlights to this. For 
example, if we're heading into the 
winter months they might want to 
consider home emergency cover 
for boiler breakdown. Or if they’re 
looking forward to celebrating 
a religious festival, with their 
significant other, such as Christmas, 
Easter, Hanukkah and Ramadan they 
might be interested to know with 
Paymentshield they’ll receive a 10% 
uplift in contents cover a month 
before and a month after the event 
to cover additional food and gifts 
that may be in the home. Relate your 
conversation back to as many of 
these ‘soft facts’ as you can.
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When having a conversation with your 
clients about GI, prepare these quotes 
ahead of your conversation to help 
save time.

KEEP IT SIMPLE
This is straightforward cover with no 
add-ons and excesses set to £150 
for contents and £250 for buildings, 
which is what they may find excesses 
automatically set to online. This will 
provide a quote that is lower in price, 
however, it may not provide the cover 
they require or need with no added 
extras. Plus, the excesses might be 
more than they’d be happy to pay in 
the event of a claim

A LITTLE EXTRA
Tweak the quote slightly, by adding on 
optional extras like accidental damage 
and home emergency cover and by 
dropping the excess to £100-£150. For 
a little extra on their premium, they’ll 
get more protection and won’t have to 
pay as much if they ever need to make 
a claim.

THE FULL SHEBANG
For the final quote, add everything 
on so they can see the most 
comprehensive cover available to 
them, again keep the excesses low 
and manageable. The beauty of this 
three-quote process is it gives them 
a choice and you’ll be able to discuss 
the benefits of each, matching the right 
level of cover to the individual.
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SPOIL 
THEM 
WITH 
OPTIONS

TRY THE 3-QUOTE PROCESS 
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With this approach you 
present a quote that 
includes a bit of everything 
which will help to start a 
conversation about what 
the client really needs from 
their home insurance.

Explain each of the 
following in addition to 
their standard buildings 
and contents:

• Full accidental damage 
for both buildings 
and contents. Giving 
examples of what that 
means. i.e. drop a glass 
of red wine on the 
carpet for contents or 
putting a nail through a 
pipe for buildings.

• Legal expenses and 
home emergency 
giving some cover 
details such as, costs 
incurred in the pursuit 
of civil proceedings 
against your employer 
for legal expenses and 
central heating failure 
for home emergency. 

• If required, discuss 
and include specified 
items both in the 
home and as personal 
possessions. For 
example, an expensive 
engagement ring?

• Look to add a minimum 
of £1500 to non-
specified personal 
possessions cover. 
Again, explain this 
covers your client and 
their family when they 
leave the home. For 
items such as: iPads, 
cameras, laptops etc. 
Another example is to 
use the average cost of 
a lady’s handbag and 
its contents (tailor to fit 
the client effectively).

• Set the excesses at 
a lower amount, for 
example, £100 for 
contents and £150 for 
buildings. Explain this 
means they’ll have less 
to contribute in the 
event of a claim, but it 
can make the premium 
a little higher. 

Present this quote to 
the client, if they feel it’s 
too expensive ask them, 
“Which of the features I’ve 
included in the quote do 
you think won’t be of use 
to you (and your family)?”

By asking this question, 
after explaining the 
benefits of each of the 
additions, the client should 
consider whether they’re 
willing to remove features 
that could be useful further 
down the line as well as 
giving thought on their 
own situation and what 
they think they may need 
cover for. If the options, 
discussed here, aren’t 
relevant to the client they 
can adjust to suit their 
needs and see how that 
affects the premium.  

As an 
alternative 
to the 
3 Quote 
Process 
why not 
try Skiing 
Downhill
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Something 
to sweeten 
your GI 
conversations

Adviser Hub
MY GI BOOK
You can access all the 
information about your 
cancelled clients from the 
‘Cancelled Book’ tab
in your Adviser Hub. Visit our 
website for useful information 
to help you find your way 
around Adviser Hub.

SEE YOUR CANCELLED 
POLICIES
We can also provide your 
cancelled client book which 
has full client information if 
you need it.
We’d simply need your 
business principal to 
get in touch with your 
Paymentshield Business 
Development Manager.
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Defaqto 
Compare 
Tool
MAKE SURE YOU’RE 
COMPARING APPLES WITH 
APPLES
To support your GI 
conversations we’ve partnered 
with Defaqto - the UK's leading
independent financial research 
company - and made it easier 
to demonstrate the value 
of our 5 Star Rated Home 
Insurance and help your clients 
understand that all insurance is 
not made equally.

Quick 
Quote
You can then use our Quick 
Quote tool to find out how the 
cost of a new Paymentshield 
policy stacks up against the 
client's current provider in a 
matter of seconds. 

Ahead of speaking with your 
client, try to make sure you’ve 
already had sight of their bank 
statements, or found out about 
their current home insurance 
details. That way, you’ll already 
know how much they’re paying 
for their building and contents 
cover and how a Paymentshield 
policy stacks up. If a client 
has been with their current 
provider for 2-3 years or more, 
you should find we’re pretty 
competitive.

Simply select which insurance
providers/products you'd like to
compare against Paymentshield
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3 Month  
Payment  
Holiday

CPD RESOURCES 
To help light up your 
GI knowledge, we’ve 
highlighted our most 
thought- provoking 
resources for you to take 
a look at. 

Whichever area you want 
to brush up on there’s 
something to support 
most knowledge gaps. 
From how to take on 
the comparison sites 
(and win!), through to, 
7 ways to supercharge 
your remortgage sales or 
something in between, 
we've an ebook for you.

Whilst our industry 
whitepapers provide an 
insightful analysis of the 
key issues and challenges 
of the GI market.

With more than 15 
resources totalling over 
7 hours of approximate 
reading time, you could 
prune a significant 
amount of time off your 
CPD requirement whilst 
gaining knowledge that 
could help support your 
business.

Through Adviser Hub you’re able to 
provide your clients with the option  to 
defer their Home Insurance payments 
for the first 3 months of their policy. 
Our new 3 month deferred payment 
option means the annual cost of the 
policy (including credit) is spread over 
the remaining 9 months.

As well as providing some clients 
who may be temporarily financially 
stretched with a much appreciated 
payment break at the start of their 
policy this payment option can be 
a great conversation starter for your 
cancelled clients. Being able to offer 
them a policy with nothing to pay 
for the first 3 months can help to 
compensate for any cancellation costs 
they might incur when switching from 
another provider.

Click here to boost your GI knowledge.
www.paymentshield.co.uk/support
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thank you
Visit the marketing toolkit section of our website

to download more tools to help you talk about GI every time:

paymentshieldadvisers.co.uk/toolkit


