
GROW 
YOUR BUSINESS 

FROM YOUR 
CANCELLED 

CLIENTS 



A PATH WELL 
TRODDEN (SADLY)
You gave your clients the best advice, and signed 
them up to a 5 Star Defaqto Rated Home Insurance 
policy that meets their needs.

But 12 months later, your client has been tempted 
a TV advert promising to save them money.  This 
leads them to switch providers based on price alone 
without really understanding the risks and you’ve lost 
the income from the policy.
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THEY DIG YOU
The good news is they took your 
advice once so the chances are 
they will do again.

What’s more we’ve brought together a 
range of tools to help you win back your 
clients and make sure got the right cover 
to protect their home and belongings 
going forwards. 



tools
IN YOUR SHED

THE



MY GI BOOK
You can access all the information about your 
cancelled clients from the ‘Cancelled Book’ tab 
in your Advisor 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.

ADVISER HUB
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http://www.paymentshieldadvisers.co.uk/adviser-hub


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 customers understand that all insurance 
is not made equally.

DEFAQTO 
COMPARE
TOOL
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Simply select which insurance 
providers/products you'd like to 
compare against Paymentshield
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QUICK QUOTE

Don't forget Premium 
Flex if you want to 
make the price even 
more appealing.

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. 



3 months 
payment holiday
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NEW

There’s now the option in Adviser Hub to enable your clients 
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.
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You might also find 
it useful to prepare 
a simple pipeline 
spreadsheet for 
capturing the details 
of clients who might 
be interested but 
‘not right now’ to 
help create a leads 
pipeline for you to 
follow up with in the 
future.

Name Policy name Premium Teelphone Email
Renewal 
date - 4 
weeks

Mr A M Not 
covered

No frills gold £254 1414442222 amnotcovered@warmmail.co.uk 01//03/2020



To help your GI knowledge blossom, 
we've lovingly arranged our most thought-
provoking resources for you to stop and 
smell (and by that, we mean read).

Whether you want to know how to take on 
the comparison sites (and win!), the 7 steps 
to supercharge your GI remortgage sales, 
the 3 things you should be doing in this 
uncertain time 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 totaling 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. 
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paymentshieldadvisers.co.uk/support
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HANDS
DIRTY

TIME TO GET YOUR



POLLENATE THE 
RIGHT RELATIONSHIP
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Don’t overlook the ‘soft facts’ for 
example if your client tells you they 
enjoy gardening, relate back to our 
plants and shrubs cover as standard, 
or if they’ve got a child 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 what time of the 
year it is and relate some of our 
policy highlights to the time of year. 
For example, if they have a young 
family, they may be interested in 
Home Emergency cover for boiler 

breakdown in the winter months 
(no one wants to have to bathe a 
child in cold water!). Or if they’re 
looking forward to celebrating a 
religious festival such as Christmas, 
Easter, Hanukkah and Ramadan 
they might be interested to know 
with Paymentshield they’ll actually 
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.

Using your expertise 
to ensure the client 
feels they’ve received a 
personalised service is a 
powerful tool.
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What’s 
important to you 
and your family to 
be covered by your 
Home Insurance?

What kind of 
things are most 
important to you. 
Jewellery? Sports 
equipment? Bicycles?

Why did you 
swtich providers?

What are the 
3 most expensive 
things in your home?

DON'T  
FORGET  

The clients are not experts. They may not have a 
policy that fits their needs. They might...

•   have bought a low quality product 
•   have a policy that may not be adequate due to a recent single    
     article purchase
•   be overpaying for a sub standard policy
•   have bought a watch or article of jewellery over £2,500

ASK LOTS OF QUESTIONS
On your initial call with your client think about questions to open the 
GI conversation up. It’s a great idea to ask, lots of “what?” and “why?” 
questions.

When's the 
last time you added 
up the value of all 
the contents in your 
house?
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optional 
extras
Here are some of the ways 
our optional-extras could 
help your clients.

LEGAL EXPENSES   
A self-employed customer 
could claim back lost 
earnings for Jury Service 
under our optional legal 
expenses cover.

PERSONAL 
POSSESSIONS 
To protect items normally 
worn or carried from loss 
or damage while away 
from the home your client 
will need our optional 
personal possessions 
cover which even covers 
those items while on 
holiday abroad for up to 
60 days. 

HOME EMERGENCY 
Help with lost keys, 
under our optional Home 
Emergency cover, has 
always been a favourite with 
those who enjoy a night 
out and like the peace of 
mind that even if they get 
home late at night to find 
themselves locked out they 
have access to a helpline 
24 hours a day to get them 
back in. 

SKIING GEAR  
is covered for loss, theft 
and accidental damage 
under optional personal 
possessions cover.

HOME EMERGENCY
If your client's boiler breaks 
down and has been serviced, 
we will give you £500 towards 
a new one. 

MOBILE PHONE
Mobile Phones are 
covered for Accidental 
Damage in the home 
under the optional level of 
cover. Including Personal 
Possessions cover means 
they're covered for loss or 
damage while away from 
the home.
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HERE ARE SOME OF 
THE WAYS YOU CAN 
BRING THE POLICY 

AND OPTIONAL 
EXTRAS TO LIFE

Additional cycle 
cover of over £500, for 
children and families 
who love their bike 
rides or use a bike to 
get to work

Kids school bags, 
can be expensive 
enough on their 
own but once you 
factor in 
expensive PE kits, 
branded trainers,
their coat, and any 
gadgets they've 
got stashed in their, 
they could be quite 
costly to replace. 

Travel – customers 
who like to travel 
can cover luggage 
under personal 
possessions. Making 
lost or damaged 
bags at the airport a 
little less stressful. 

Clothes in the 
wardrobe, if your client 
likes their clothes, shoes 
and other similar items. 
These alone can be 
quite costly to replace. 
Ask them how much it 
would cost to buy them 
all again new!

Broken windows are 
covered as standard
by Paymentshield 
buildings cover. So, if 
they have kids that are 
into practicing sports 
in the garden at least 
they wouldn't have to 
worry if a ball ends up 
through the window.

Blocked drains are covered as
standard by Paymentshield which 
is not the case with all policies. This 
often proves a key selling point with 
first-time buyers who 
don't want to get 
their hands dirty 
sorting out this 
kind of issue!



Use the information you’ve gathered from the 
client information form or your conversations 
with them to do some research into their 
current provider

Review the findings of Defaqto report and/or 
their policy documents and look out for things 
like:

• A lower Defaqto Star Rating than that 
offered by Paymentshield

• What's not covered by the policy
• Any hidden compulsory excesses
• An assumed level of contents cover that 

may be below what the client actually needs
• No trace and access cover
• No  alternative accommodation cover
• Drains not covered by the policy
• No cover for their garden
• No cover for their outbuildings 
• Mid term adjustment or cancellation fees
• No cover for loss of metered water or oil

Make a note of what they might not be covered 
for that would be beneficial based on what 
you’ve learned about them.
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Next 
make sure 
you know 
your 
onions

Remember 
Paymentshield 
offer New for old 
where items cannot 
be economically 
repaired 
2 years no claims 
discount for first 
time buyers
No hidden excesses
No mid term 
adjustment fees
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Here’s an overview of the benefits 
of a Paymentshield policy

CONTENTS INSURANCE STANDARD PLUS
Maximum contents cover £50,000 £75,000
Alternative accommodation Up to 20% contents sum insured
Items replaced on a new for 
old basis

4 4

Total valuables limit £15,000 £22,500
Accidental damage to fixed glass, 
ceramic hobs, televisions, video and 
audio installations,
computer equipment and games 
consoles

4 4

Business equipment 4 4

Electronic data downloads up to £2,000 4 4

Theft from outbuilding up to £3,000 4 4

Automatic 10% uplift for wedding or civil 
ceremony gifts, birthdays and religious 
festivals

4 4



Take them through the 
findings of Defaqto 
report – pointing out 
any gaps in their current 
policy compared to a 
Paymentshield policy.

Link the benefits of the 
policy you’re offering to 
the things you know about 
them.

Provide them with the 
price for an annual policy 
and assume the sale, 
“shall I get this sorted out 
for you”?

If they’re happy to go 
ahead complete the 
application and remind 
them to cancel their 
existing policy.
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Steps 
when 
talking 
to your 
client
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Unfortunately you wont win them 
all, but if they’re not interested 
in switching at this time enter 
their details on to your pipeline 
spreadsheet (which we mentioned 
in the tools section p11) and call 
back four weeks prior to their 
renewal date and re-provide a 
quote against their current renewal 
price. 

Thanks to Adviser Hub, re-quoting 
is quick and easy. Once that month 
comes, all you need to do is refresh 
the quote as the quote will stored 
in your expired quotes tab, all you 
have to do is click refresh. and 
contact the client to see if you can 
help them switch.

SOW THE 
SEEDS FOR 
NEXT YEAR



your gi TOOLKIT
Our online GI toolkit provides a grow bag full of tools to help you reach out to your clients. This 
includes:

Email and letter 
templates to 
help reach out 
to your clients

A customer information form to help you capture 
the information you need to prepare a quote for 
your client – even if your client sends you through 
their insurance documents it’s worth reconfirming 
the client’s personal and home details in case 
anything has changed.
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A guide on how to get 
the best results from your 
email sends 

http://www.paymentshieldadvisers.co.uk/toolkit
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thank you
Visit the GI toolkit section of our website

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

paymentshieldadvisers.co.uk/toolkit




