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There’s lots of people 
worried about their financial 
situation and the reality is 
they’ll be thinking about 
reviewing their outgoings  
to see where they can  
save money. This could 
leave them is a worrying 
situation because, without 
advice customers may buy 
policies that don't meet 
their needs.

This is why it’s a good idea to start 
reaching out to customers now to 
offer your services as a financial 
expert. Why not offer to provide 
them with a review of their financial 
situation and see where you can 
help. The likelihood is, they may 
appreciate you pointing out where 
they could improve their financial 
situation, or their circumstances 
may have changed, for example, 
more children, new valuables, 
extended home etc. Plus,they may 
have existing financial products 
which would benefit from a review 
to check they still meet the client's 
needs.

PROTECTING YOUR EXISTING INCOME 
SHOULD BE YOUR PRIORITY  

PROTECTING YOUR EXISTING INCOME

Confusion over mortgage payment holidays announced by 
government gives you a great reason to contact your clients 
and offer advice
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Some of your general insurance 
clients may be thinking about 
turning to comparison sites to save 
money on their insurance, so it’s a 
good idea to help them understand 
that cheaper isn’t always better. 
For example a 5 Star Defaqto rated 
product covers things such as 
broken or blocked sewage pipes, 
and any damage caused by trace 
and access is included as standard 
whereas these common events 
aren’t always covered by lower  
rated polices.

Even if the client is lucky enough 
to find a quality insurance product 
of their own, they might not 
understand all the details such 
as the eligibility criteria or how to 
choose an excess that's appropriate 
(and avoid being stung by 
compulsory excesses) so they could 
still do with your help to arrange a 
policy that's fit for purpose.

PROTECTING YOUR EXISTING INCOME

DON’T FORGET  
you can use our Defaqto compare 
tool to compare the features 
and benefits of other policies to 
Paymentshield’s 5 star rated policy

https://www.paymentshieldad-
visers.co.uk/compare

http://www.paymentshieldadvisers.co.uk/compare


To do’s

PROTECTING YOUR EXISTING INCOME

Access existing client list from  

Paymentshield’s Adviser Hub.

Proactively reach out to clients – offer support 

and remind them of the benefits of the financial 

products they have - for example their 5 Star 

Defaqto rated Home Insurance policy!

Offer a review of their existing cover and make 

sure the things most important to them are 

properly protected. Have their circumstances 

changed since their last review?

i.e. Check if the client has the following items 

and if they’re properly covered on their home 

insurance policy:

Also, with us all spending more time at home 

and the potential chance of more accidents as 

the kids go stir crazy, it might be a good time to 

discuss accidental damage cover!
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THE REMORTGAGE OPPORTUNITY
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So, now’s the time to proactively 
reach out to your past mortgage 
clients and see if you can help them 
with their remortgage or product 
transfer arrangements.

Even though some lenders aren’t 
proceeding with remortgages at 
the moment you can still start the 
conversation and prepare a pipeline 
of business for when things start to 
get back to normal.

 

At the same time as reaching out 
to customers to help with their 
remortgage needs you’ll also have 
an opportunity to review the clients 
existing GI as well.

In fact, now, more than ever, you 
should be having a conversation 
with these clients about their 
Home Insurance and Mortgage 
Protection needs. We know this 
is a conversation that's often 
overlooked.

SEIZE THE REMORTAGE OPPORTUNITY
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With people unable to 
go out house hunting at 
the moment and lenders 
starting to withdraw 
products you can’t rely 
on new house purchases 
to keep the business 
coming in.

With longer term fixed rates 
becoming the norm, Home 
Insurance becomes a key benefit to 
your customer contact strategy as 
perhaps one of the one of the only 
products needing an annual review 
which is at your disposal

DON'T  
FORGET
General insurance 
can help top up your 
income not just now 
but provide you with 
a recurring income 
stream for the future.



BACK BOOK
WORK YOUR
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WORK YOUR BACK BOOK

If you’ve got customers who you haven’t 
already sold GI to now’s the time to reach 
out to them to see if you can help.

A conversation about their up coming 
home insurance renewal could lead to a 
wider review of their financial situation 
and even a referral to friends and family.

On the subject of insurance, explain to 
your clients how switching to a 5 Star 
Defaqto rated policy could offer them 
improved benefits over their exiting 
cover and use our Defaqto Compare tool 
to back up your advice. 

The chances are if your client hasn’t 
reviewed their insurance cover in a while 
you might even be able to find them 
cover that more effectively meets their 
needs as well as potentially saving them 
a little money which would cover the cost 
of any cancellation fees incurred when 
switching from their existing policy.
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WORK YOUR BACK BOOK

1. GET DRESSED
It will psychologically prepare you to start your 
day. Plus, if you're planning on video calling 
your clients, its absolutely essential!

2. ESTABLISH BOUNDARIES
We know your job isn't a typical 9-5, but try to 
start your day at the same time as you would 
normally arrive in your office or workplace, 
and finish your day at the same time.

3. GO FOR A WALK  
(IF YOU'RE NOT ISOLATING)
Take advantage of the ability to exercise 
outdoors each day. A bit of fresh air can give 
you a different perspective and will help undo 
mental blocks, giving you a fresh pair of eyes 
for any tasks you're struggling with.

4.  PICK UP THE PHONE
Pick up the phone and have a real 
conversation, rather than relying on email and 
instant messaging. More and more people are 
also braving video calling to help bring a bit 
more of a human element to our interaction 
with each other at the moment.

5.  TAKE REGULAR BREAKS
It's important to take regular screen breaks 
and get up from your desk and move around 
just as you would in an office.

TOP TIPS WHEN 
WORKING FROM HOME  



USE ADVISER HUB

Use our 
unique 
Adviser Hub 
to its full 
potential



USE ADVISER HUB

ADVISER HUB IS 
AN EXTREMELY 
POWERFUL TOOL AT 
YOUR DISPOSAL

HELP WITH YOUR PREP
If you’re reviewing your client’s finances, 
ahead of speaking with them, try to make 
sure you've already had sight of their 
bank statements, or found out about their 
current home insurance details as part of 
any fact find you email over to them. That 
way, you'll already know how much they're 
paying for their building and contents cover. 
You can then use our Quick Quote tool to 
find out how the cost of a Paymentshield 
policy stacks up against the client's current 
provider in a matter of seconds.

BACK UP FOR  
YOUR ADVICE
Use the result of the Quick Quote alongside 
our Defaqto Compare tool, to compare the 
benefits of your client's current provider or 
alternative quote. This can be particularly 
effective if the client is focused on price, 
rather than benefits, and doesn't realise 
a cheaper price might not give them 
everything they need.

REFRESH QUOTES AT THE 
CLICK OF A BUTTON
Even if the client doesn't want to switch 
before their renewal date, you can still do a 
quick quote and comparison of their current 
provider with Paymentshield then, add a 
follow up to your diary for a month before 
their renewal date? Once that month comes, 
all you need to do is refresh the quote and 
contact the client to see if you can help them 
switch.

PUT PENDING POLICIES 
ON RISK DIRECTLY FROM 
ADVISER HUB
Now you don’t have to wait for every piece 
of info to get your clients Home Insurance 
ready to go on Adviser Hub. You can still 
get their policy ready, and then enter the 
missing info online when your client is ready 
to go. Once you have all the info, pending 
policies can be places on risk without a fuss.
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USE ADVISER HUB

WIN BACK ANY  
LOST BUSINESS
Use the Expired Quote tool to get a second 
chance with clients that might have gone 
elsewhere for their insurance in the past. 
Even though it was initially a 'no', now you 
can instantly obtain an updated quote and 
go back to that client ahead of their renewal 
to see if you can win back the business. This 
approach can work wonderfully well with 
those policy providers who heavily discount 
in year one, because if the client's renewal 
price has shot up in year two, you can 
potentially save them the job of shopping 
around for alternative cover.

EXPORT INFORMATION 
TO SUPPORT CUSTOMER 
REVIEWS
Use Adviser Hub to help you keep a record of 
annual reviews by exporting the information 
of all those clients who will soon be coming 
up for renewal. Conducting an annual review 
of not just your clients' insurance needs, 
but also their wider financial situation, helps 
to keep you at the forefront when it comes 
to your clients financial affairs; which may 
open up opportunities due to changes in 
circumstances that they might not otherwise 
get in touch about.

TRACK CANCELLATIONS
Use Adviser Hub to keep an eye on your 
policies, so you can track any cancellations 
that happen and the reasons why. Contact 
your clients as soon as they’ve cancelled 
their policy and if they’ve told us what other 
provider they’re planning to move to you 
can use the Defaqto compare tool to check 
if their new policy is still likely to meets their 
needs.
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thank you
Visit the marketing toolkit section of our website to download

more tools to help you talk about general insurance every time:

paymentshieldadvisers.co.uk/toolkit


