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Mortgage Choices, Chester

7 have groun my Setoot & Frotect busiess to
inereditle £30,000 per anun’!

Just over four years ago, | joined as a new broker to Select & Protect working from my
business premises near to Chester. To be honest, | hadn't sold Buildings & Contents
insurance before, but | heard from a colleague that it was profitable, especially in the
long term, and prevented leakage of business to other financial organisations. | didn't

want to miss out so | registered my details.

I was given a dedicated Business Development Manager. After initial training, we
decided that we would target enough business to cover my overheads, in particular
the rent and costs of running the office.

In that four-year period, | have grown my Select & Protect business to an incredible
£30,000 per annum, and with it being 'as earned' business, it is never subject to
'clawback’. Clearly, this has not only taken care of the office, but also a P.A. and a

trainee salesperson to assist my Gl empire!

My ratio of Home Insurance to Mortgages is around 90%. When asked how | come to

have such a high ratio, | simply say that if people come to me for a mortgage, | expect
to write all the business associated with it, and only in this way could | have complete
control of all aspects. | can also sleep at night, knowing that | have provided my clients

superb products, and introduced them to a company that we both can rely on.
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Since we joined Select & Protect, we have steadily increased our submission levels and
now receive a steady income from our Gl business. It took us a little time to settle into
the routine of offering, selling and converting General Insurance with our clients, but
we have found the support from Select & Protect priceless.

Although many of our clients are initially cost driven, once you highlight the benefits
of good insurance, and equally show the pitfalls if inadequate insurance is provided,
clients quickly see the benefit of the name behind the underwriting.

With the Treating Customers Fairly’ initiatives so important in the current climate,
we're pleased to have the peace of mind that when we produce KFI documents, the
quality of the product, extra cover benefits and the claims philosophy all reinforce the
reason for the sale.

We have generated a monthly income that now covers certain office costs and | have
assigned a single person to do the policy input. This has increased the awareness
needed to capture the insurance business and not just assume the client will take care
of it themselves.

Select & Protect are our general insurance provider of choice and as a result of their

continued support and assistance; we look forward to a continued partnership.
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We started with Select & Protect a number of years ago with a very small team of
advisers. We now have nearly 10, all of whom use Select & Protect as their sole
provider for General Insurance. Because Select & Protect could offer me a range of
different insurances, all of which are flexible to meet a wide variety of customer needs,
| decided that for ease, simplicity and peace of mind for my client’s welfare, | would go

to sole provider and have thus changed my IDD to reflect this.

All my advisers quote clients with a Select & Protect policy in all cases, and clients are
often surprised at the value they are offered. My advisers help open their eyes that
home insurance is incredibly important - this is not a ‘on the whim' purchase, they are
covering their largest asset and their possessions. This is where my specialist advice

comes into its own, something they cannot get from a faceless Internet quote engine.
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In October 2005 | spoke to a Select & Protect representative about the possibility of
setting up a General Insurance account. | had been recommended to use them by
another locally based broker who had been using Select & Protect for many years and

was very happy with the service and proposition.

On the first meeting we went through an overview of the product range, had a
software demonstration and an opportunity to consider ways in which we could grow
my Gl business. | was surprised how easy it was to earn money from Gl, an important
consideration as this could have an impact on my own income and retirement
planning.

By the end of 2005, | was rapidly becoming a regular producer of Gl with Select &
Protect and my previous accounts with Higos and Paymentshield were rarely being
used. What | liked about Select & Protect was the opportunity to meet and update on

a regular basis with a specialist Gl sales team.

At the beginning of 2006, a Business Development Plan was set up and it was no real
surprise to see a huge amount of work and subsequent business come in. Within 5 to
6 months my team had smashed the annual target and were well on the way to
becoming the 2nd top producer for Select & Protect! Indeed, 2006 has been a pivotal
year in terms of building an excellent income stream and this has been rewarded with
enhanced commission rates, business plan bonuses and trips to the World Golf
Tournaments and VIP boxes at top Premiership football games!

The real success has been driven by one thing, a positive attitude to Gl and the
assumed sale approach (link to this please in the sales tips section) which has helped

me achieve a near on 78% closing ratio from Mortgage to Gl business.



