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YOUR HOME MAY BE REPOSSESSED IF YOU DO NOT KEEP UP REPAYMENTS ON A
MORTGAGE OR ANY OTHER DEBT SECURED ON IT. THINK CAREFULLY BEFORE SECURING
OTHER DEBTS AGAINST YOUR HOME.
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INTRODUCTION

A bit about 4

We chose to be part
of Quilter Financial
Planning, a network
of more than 3,300
financial advisers
looking after their
clients’ interests
throughout the UK.

Quilter Financial Planning is
one of the leading financial
advice networks in the UK,
with a strong frack record

of delivering great customer
solutions.

Quilter Financial Planning itself
is part of Quilter, a company
with real financial strength that
offers longterm security for all
its customers.

You can read more about

Quilter Financial Planning and
Quilter on the website: www.
quilterfinancialplanning.co.uk

The purpose of this
document is to:

B Give you information about our
mortgage and protfection services
so that you know what to expect
when working with us

m Reassure you about how we are
regulated, and what security and
peace of mind you can expect
to receive

m link to our Terms of Business
document, where more specific
information can be found
regarding our fees and services.

We aim to do this by
helping you understand:

® The types of property finance
and insurance in which we can
advise you

B The value we add to you now
and the future

® The marketplace we will visit
in order to deliver our advice,
research and recommendations

® The proven process we use fo
deliver the solutions you need

B The imporfance of protfecting you
and your assets

B How to preserve your estate.

Other useful documents
that will help you:

® Terms of Business —
this sefs out your adviser’s areas
of advice, services and fees

® Suitability Report -
a summary of our
recommendations for you

= Mortgage lllustration -
gives you all the information
you need fo know about your
recommended loan

u Authority to Proceed -
confirms the service we will
provide to you now and in the
future, as well as the agreed level
of any associated fees

= Factsheets — io help you
understand more about the
process and terminology when
remortgaging your property,
buying a new home or borrowing
fo invest in rental property.
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THE STAGES OF

YOUR FINANC

Wheye we can /ze/p yod..

AL LIFE

GUARANTOR
REMORTGAGE

REMORTGAGE @

FIRST TIME
BUYER

FIRST TIME BUYER

BUYING TO LET

B
(=]
»
(3}
[0
o

You want to get on the property ladder, and own your
own home.

You want fo invest in property and become
a landlord.

MOVING HOUSE

You need a bigger house, have to relocate or
downsize to a smaller property.

REMORTGAGE

You don't want to wasfe money by paying more than
you should for your current or future borrowing.

LETTING TO BUY

You want fo use your current home to generafe
an income.

You need a home for holidays, a split job location or
for your child to live in while in further education.

—

—
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You want to help someone else buy their own home
by guaranteeing their loan repayments.

EQUITY RELEASE

You need to use the value in your property fo help
provide income.

PRESERVING WEALTH

You want fo preserve the value of your esfate for the
benefit of your family.

You need to protect your, and your family's, standard
of living against the unexpected.

PROTECTING ASSETS

You need to protect your property and belongings
against the unexpected.

Our Terms of Business will clarify the areas of
advice covered by your specific adviser.
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THE CHANGING
VWORLD OF
MORTGAGE ADVICE

The mortgage market
changes all the time, not
just in terms of mortgage
deals and regulation but
also in the way lenders
assess loan applications.

Some of the changes have been in
the way mortgage lenders assess
the suitability of all clients for the
different types of loan on offer. They
base this decision on a variety of
factors, primarily:

1. The property — fype,

condition, access and location

2. Employment status -
amount and frequency of
income (and time in your
current role)

3. Financial commitments
— current and future {and your
history of managing credit).

There is now more focus on
affordability and expenditure.

This is very different to the
fraditional approach of simply
multiplying your annual personal (or
renfal) income by a pre-set multiple
fo obtain a maximum lending
amount.

We pride ourselves on being up to
date with regulation, legislation and
the economic market.

We understand your needs,

match that to the requirements of
lenders, and protect you and your
dependants once you have bought

your property.
This way, we help you save time

and money in the new world of
mortgage advice.
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HOW WE
ADD VALUE

/la(a(/mg value for you

WE HELP YOU SAVE
TIME AND MONEY

Besides providing mortgage and insurance solutions, BY FOCUSING ON
our services add value by helping you: LENDERS AND

B Save money by not paying too much for your mortgage PROVIDERS WHOSE
m Pay the correct deposit to get the best inferest rafe UCT!?]'EEI;‘::RwlTE

m Avoid paying hefty early redemption penalties or administration SUIT YOU

costs if you make partial loan repayments during the mortgage term

® Decide how best to structure the term of your borrowing taking into
account your age, objectives and retirement plans

® Understand the risks associated with repayment or interest-only
mortgages

® Save time and money by focusing on lenders and providers
whose underwriting criteria will suit you

B Review how best to use your existing provisions while
recommending any suitable and necessary new solutions

B Save money by ensuring you don't pay too much to profect
your assets

B Place your insurance in the right name, ownership and
trust, so that your beneficiaries do not pay too much tax
when they inherit your estate.
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THE F

NANCIAL
WORLD CAN

BE

EXTREMELY COMPLEX

It is not as simple as
looking for the lender
with the cheapest rate,
or insurer with the
cheapest premium.

Yes, the inferest rate or premium is
key as a starting point. However,
how might that change in the short,
medium or long ferm?

We undertake a comprehensive
review of other key factors that
affect the real cost to you.

For example, some lenders charge
arrangement fees that can be
large enough to make the overall
cost of lending unaftractive, when
compared fo others.

Other GOWS

Other key features of mortgages that you need to
consider are:

m Early repayment charges — if you wish fo partially or fully
repay your mortgage during its term:

u Portability of the loan - if you move, you may wish to keep
your current mortgage

m Fixed rate — would you benefit by fixing the inferest rate with the
lender for a set period?

= Annual percentage rate (APR) — what is the real cost of
borrowing, not just the interest rate charged?

m Flexibility — the ability to overpay, take payment holidays, or
swifch repayment types

= Frequency of interest additions — how often the lender
calculates and adds inferest fo your loan, for example daily,
monthly, or annually, can affect the cost of your borrowing.

Insurance is very similar — we will advise you so that if you ever need
to make a claim, you or your dependants, will receive what you were
expecting.

This is why analysing and monitoring the enormous range
of products is important. This ensures you get the
best solution.
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YOUR PEACE
OF MIND &
PROTECTION

We subscribe to, and abide by, a number Our advice promise
of laws and regulations that exist for your and charter
protection, confidentiality, and security. We will
® Deliver a high-quality advice
THESE INCLUDE: service
® The Financial Conduct Authority (FCA) - our regulator. ® Confinually improve the
We will fell you if any product or service recommended professionalism of all our people

is nof regulated by the FCA

B Welcome and acknowledge any
® The Financial Services Compensation Scheme (FSCS) feedback, recommendations and

— for your financial security referrals you give fo us.

= The Data Protection Act (DPA) - to profect your confidentiality

® The Financial Ombudsman Service — an independent
and impartial body to help resolve complaints between financial
businesses and their customers

® Law - all our agreements follow the laws of England and Wales.
The laws conceming property, conveyancing, trusts and power of
afforney can differ if you live in Scofland or Northern Ireland

= Financial crime — we support the Proceeds of Crime Act,and
all efforts o eliminate money laundering

m Other interests — we pride ourselves on being impartial.
To avoid doubt we tell you if any conlflicts of interest exist

® Loans and ownership - we want you to know who owns us.

You can find more information in our Terms of Business document,
which you should read with this guide.
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H's all about you
K__—\/\-)

This is the process we follow
to make sure you get the
quality of advice you need.
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1. UNDERSTANDING YOU

By gathering information from you,
we will get to fully understand your
needs. We will also get to know
what provisions you already have
in place that you can use to secure
your desired finance or protection.

At this stage you will find out what
fo expect from us and how you will
benefit from using us.

We'll explore and research various
scenarios to make the best use of
your existing provisions.

We'll then recommend how you
can best secure your finance and
protection. We build upon your
current plans, to help maximise

the chances of you achieving your
objectives, both present and future.

R PROCESS
PROVI

DING
ADVICE

3. IMPLEMENTATION

Here's where your vision
becomes reality.

Like most of our clients, you will
probably prefer us to do the
necessary work fo put your plan
into action. This will save you a lot
of time and effort and ensure your
plans are set up correctly. We will
charge you a fee for doing this,
which we will explain fo you.

Alternatively, you may decide to
implement our recommendations
yourself, in which case we just
charge you for our time and advice.

Nothing stands still, so it makes
sense fo check your financial
circumstances regularly.

We suggest you do this annually.
This way you will find out if

your plans are affected by any
government announcements or
interest rate changes.

You will also hear from us if we
have something that we feel will
inferest you.

You will receive clear details
on what the total fee is,

the advice or service it relates
to, how we've calculated it,
and when you need to pay.

You are not obliged fo
implement any of our
recommendations. However,
we may still charge a fee
for our advice.
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THE MARKETPLACE
WE REVIEW ON
YOUR BEHALF

MORTGAGES:

m \We offer a morfgage review
service that is representative
of the whole of the market.
We do not provide advice
on 2nd charge mortgages
or bridging loans. Where
customers have a need for
these types of loan we will
refer you to a specialist
broker.

m After we have assessed
your needs, we will advise
and make recommendations
for you.

® Our recommendations
will be made following
a comprehensive and
fair analysis of the
mortgage market.

A lender will make its
decision by considering
these three areas:

1. Whether they will lend to you,
2. How much they will lend to you

3. That your proposed method of
repaying the loan by the end of
the term is reasonable.

We save you time by researching
the market and only approaching
the lenders that suit your needs.
This also avoids unnecessary
credit checks that can leave

an unnecessary record on your
credit hisfory.

Our extensive lender panel
represents the whole of the market
and we work hard to ensure that
we add new lenders fo that panel
when they appear. So, if one lender
changes its underwriting criteria, we
can quickly approach other lenders
who will consider your situation.

As part of Quilter Financial
Planning, we have access to market-
leading exclusive and semi-exclusive
rates for both residential and buy-
torlet lending. This is because of
Quilter Financial Planning’s size and
negotiating power.

If you require more specialist advice
in areas such as complex prime,
seltbuild, and overseas lending,

we can help you. In areas such as
commercial loans, secured loans,
bridging finance and assef finance,
we have access to a panel of
specialist brokers we can refer you fo.

Qur role is to help you:

B save money by not paying
more than you need to for
your morfgage

B save time and effort by
recommending the most
appropriate solution for
your needs

B not miss out on the most
costeffective way of
arranging your loan.
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TYPES OF
MORTGAGE

There are two ways Interest rate options The problem is in deciding which
e -
for onu 1‘0. repay your The simplest form of loan is one option is best for yous
mor gage. Wh|Ch SeTS ”S interest FOTe OCCOdeg [ ] D|$Counted rOte or h’ocker
1. Repayment: you pay interest to the lender’s standard variable mortgage?
and part of the capital with rate, or SVR. - . ,
each payment vou make B Fixed rate or capped rates
Pey y With a loan like this, your inferest
2. Interest only: you only pay payments are likely to rise or fall m Offset morigage, current account
the interest on the money you every fime there is a change in mortgage or flexible mortgage?
the Bank of England’s b fe.
have borrowed. e Bank of England’s base rate = Whot about a droplock
. . However, lenders don't always T o
You mfoy OIST benefit from p|OCIngd pass on the change in base rafe. mortgages
Fi]cm Oh your loan as repoyn;enf and  This can be to your disadvantage As you can see, deciding is
fhe ofher part as inferest only. if the base rate falls but your SVR not easy.

We will advise you of your best does not.

course of action. There are a wide range of different

interest rate options to match
your needs and every one has ifs
advantages and disadvantages.

By understanding your needs
and obijectives, we will advise
you of the best options to
ensure you:

® do not waste money initially
by paying a higher monthly
amount than you need fo

B save time by considering
only appropriate mortgage
products

B choose the mortgage that
gives you the flexibility you

BY UNDERSTANDING need now and in the future.
YOUR NEEDS AND

OBJECTIVES, WE WILL
ADVISE YOU OF THE
BEST OPTIONS
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PROTECTING
YOUR ASSETS

You will most probably
be familiar with how you
protect your property,
using buildings and home
contents insurance.

Are you as familiar with protecting
your greatest asset — YOU?2

A mortgage is likely to be the
greatest financial commitment
most people make. Your home
(or buy-fo-let investment) relies on
your income to repay the loan.

Events that could stop you eaming
enough fo repay your morigage are:

® Shortterm or longterm illness
B Redundancy
® An accident

B A serious illness — such as cancer,
stroke or heart attack

® Death (yours or a partner)

® Any of the above happening to
a tenant in your buy-tolet.

How we can help:

How long will your current
provisions last?

You may have plans in place
already but are they sufficient
and how long will they laste The
first step we take is to check what
you have already and how that
contributes to the solufion.

Should you need to build on your
existing plans we will always
consider your overall objectives
and budget.

So, is protection only about
your mortgage?

The first aim of profection is to help
you keep your home (or property).
The second aim is to maintain your,
and your family's, standard of living
should something terrible happen.

B \We want to help you get the right cover for your needs

within your budget.

m After we have assessed your needs, we will advise and

make recommendations for you.

m Our Terms of Business will confirm the marketplace

we will visit on your behalf.
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MAKING SURE YOUR

MONEY

ENDS UP

IN THE RIGHT HANDS

If any of the following
areas are of concern, we
can ensure a specialist
helps you. We will
advise you whether that
specialist is part of Quilter
Financial Planning or not
(for example will writing
services are not provided
by Quilter Financial
Planning).

Why you need a will

leaving a will is the only way you
can be sure the right people will
inherit your esfate. Don't assume
all of your estate will automatically
pass to your spouse.

If you do not leave a will, intestacy
laws, which vary between
countries, will dictate who inherits
your estate. This can take a long
time fo resolve.

Key considerations that influence the
law's decision on who inherits your
esfate if you don't leave a will are:

1. The value of your estate
2. Whether you have children
3. If you are married.

leaving a will ensures that children
or dependents are looked after in
accordance with your wishes.

Inheritance tax isn’t only ® |f you do not have a will the
for the rich State decides who benefits from
your estate. Because a frust
places your life cover outside
your estate this cannot happen

Your home is likely to be the biggest
asset in your financial estate. As

a result it can affect how much of
your estate is passed on to your B The money is not available fo
beneficiaries when you die. any of your creditors who only

' . have access fo your estate.
Inheritance fax is payable on death. Y you

We strongly urge all our clients

Each year the UK Government o consider this option.

reviews the tax rafes payable,

the reliefs available, the amounts Lasting and enduring

over which it becomes payable, power of attorney

and how it freafs gifts during .

your lifetime. This allows you fo grant som'e.body
else the power to make decisions

It is imporfant fo plan each year on your behalf, if you're no longer

and check that your estate will able to. There are different types

pass legally and ethically to your depending on where you live, what

beneficiaries, without them having types of decisions you want fo use

fo pay a large tax bill. it for, and when you want to use it.

For example, some cover property
and financial decisions, and others
A frust is a legal deed that ensures  cover your health and medical

the asset placed inside it is treated ~ Wellbeing.

in a specific way for taxation and
access. By using a frust any life
cover sfays outside your esfate.
This benefits you because:

Using a trust

Please note that advice on
taxation, trusts, power of
attorney, wills, and will writing
® |t avoids any inheritance tax is not regulated by the FCA.

B The money goes quickly fo the
right person because it is outside
your estate and avoids any
probate delays
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OTH
RELATE
AND F

Arranging any type of
finance comes with fees
and costs. Here are some
examples that may apply,
depending on whether
you are buying a new
property or remortgaging
an existing one:

Stamp duty

This is a fax you pay when you
buy a property, based on the
property’s value.

Legal fees

You will pay fees to your solicitor
for doing the legal work associated
with your purchase. This work is
known as conveyancing.

Land registry

A fee for registering your ownership
of a property.

Estate agent

Payable to your agent if you are
selling through one. Typically this is
a percentage of the final sale price.

Removal company

Fees vary depending on how far
and how much you're moving. You
will typically pay 50% as a deposit
and the rest on the day you move.
It's best to get several quotations
before deciding which firm to use.

Mortgage valuation

This is for the lender’s benefit not
yours. It satisfies them that the
property is worth what you say it is.

Property valuation /
survey

This is for your benefit and satisfies
you that there are no issues with the
property you're buying. You may
pay for a full structural survey or a
less comprehensive homebuyer's
survey.

Mortgage lender’s
arrangement fee

You pay this fo the lender for
arranging your mortgage, either
up front or by adding it to your
loan. Arrangement fees can vary
significantly depending on the
mortgage product you choose.

R MORTGAGE
D COSTS
ES

Early repayment charges

If you repay your mortgage in
full, or in part but exceed the
agreed partial repayment level,
before the end of your mortgage
term you can expect to pay a
fee. This can range from a simple
administration fee to significant
early-redemption charges.

Higher lending charge

Where you are borrowing a high
proportion of your property’s value
your lender will insure itself against
you defaulting and property values
falling. The lender will usually pass
this cost to you by adding it to

the loan.
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-OR LIFE

SINANCIAL
- REGU

MEETINGS

You do not have to choose
an ongoing service with
us, although we believe
you should review your
mortgage and protection
plans regularly.

You decide the style

of service you need and
how often you need it.
In most cases this will
depend on what life
stage you are at and
how much your personal
circumstances change.

Most of our clients like to have
planning meetings once a year, or
near the end of a special term on
their mortgage because:

B Profection products change, new
products become available, and
the cost of protection can change

B Property prices change, which
can affect your equity, and
mortgage products come and go
almost daily. Regularly reviewing
your mortgage ensures you have
the best deal for you af the time

m Changes in your income and
outgoings, notf to mention
inflation, can affect the real
value of your profection.

PARTNERS
AR

Having a regular planning meeting
means you don't miss out:

1. Keeping you informed:

We will only send you information
which we feel is useful to you.

2. Plan review and
valuation milestone:

A milestone check ensures your
mortgage and protection plans
are still on track fo meet your
requirements.

3. Personal safety net:

This is to make sure that your
existing morfgage and protection
plans are not adversely affected by
changes in government legislation.

We deliver this part via your next
planning meeting, in the format that
suits your lifestyle the best, such

as facetoface, by phone or using
screen share technology.

We will confirm your options in our
Terms of Business and Authority To
Proceed documents.
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HOW TO PAY
-OR OUR SERVICES

We want to be_clear..

It is important that you understand how you will pay us for our services

B Choice — you choose how you

pay us, whether you use our
ongoing service or just use Us
for a one-off financial need

® Options — we will explain your

payment options fo you and
answer any guestions you
may have

Here we set out the
various ways in which we
might receive payment for
our advice and services.

Paying us directly

We may charge you a fee for
advice. We may also receive
commission from an insurance
company or mortgage lender.

We explain our fees in our
Terms of Business document.

® Agreed advice fees — we will
not charge you until we have
agreed with you how we will

be paid

B Transparent — you will receive
a clear explanation of our fofal
fee, the advice or service to
which it relates, how we've
calculated it, and when you
need fo pay it

If we charge a fee we will
agree it with you in advance
and set this out in our Authority
fo Proceed document.

You may pay us by cheque or
bank transfer.

Provider payments to us

We may receive commission from
an insurance provider.

We may receive commission from
a mortgage lender (known as a
procuration fee).

m VAT — because we provide an
intermediation service, no VAT
is due. However, there may be
other occasions when VAT is
due. If so, we will tell you

® Client money — we never
handle cash.

You are not obliged to implement
any of our recommendations.
However, we may sfill charge

a fee for our advice.

Should we receive any commission,
we will disclose this amount to you,
by way of a mortgage illustration
or quotation.

Introducer payments

We may also receive an infroducer
fee, should we pass your specific
enquiry on fo a specialist
professional adviser. If this
happens we will tell you.
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Stellar Financial Planning

34 Penallta Road
Ystrad Mynach
CF82 7AN

Email: helen@stellarfp.co.uk
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