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� The avenues to market

� Broker remuneration packages 

� To charge, or not charge, that is the question..

� Product Mix

� Technology



There are four avenues for consumers to access 
the market in the UK:

market share
� Lender Direct 30%
� Footfall
� Consultancy 70%
� Internet



Avenues to market



� High Street Presence

� Shop fronted, more commonly desk within an 

Estate Agent or Letting Agent

� Primarily Purchase focused

� Focus more on “Consumer” than “Client”

Footfall



Footfall – The Players

Provides mortgage advice for Foxton’s,  
top end London Estate Agency

Approximately 100 brokers

£3.2BN Lending in 2006



� � Old School” Advice

� Face to Face

� Office meeting or client home

� “Client” rather than “Consumer” Approach

� Business mix is bias towards referral

Consultancy



Consultancy – The Players

Multi-site consultancy

50 Consultants

Growth through acquisition

Lending £1.2BN in 2006



� Fastest Growing advertising revenue
� Financial Services is the second largest advertising 

sector on internet at 16% of revenue*
� “Mortgage” generates 3.66M results for UK sites only 

(compared to 2M results if you type “porn”!!)
� 15.8% of UK has broadband (per cap)
� UK has 35,000,000 users**
� Italy 28,800,000 users**
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**source; Computer Industry Almanac January 2006

The Internet



The Internet – The Players

Exclusively Internet focused

10 sellers

Turnover increased over 600% in 3 years

Lending £500M in 2006



Broker remuneration



Self – Employed

� Lower management

� Better cash-flow

� Survival of the fittest creating 

stronger sales force
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Self-Employed v Employed



Client Fee – To charge or not to charge?



Client Fee – To charge or not to charge?
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� Small business start ups tend to be fee charging 
and commission only/self-employed moving 
towards a no fee and employed sales force 
environment as they grow.

� All the routes to market and both remuneration 
packages are proven to be successful.

So, what is best?



Product Mix



Massively competitive market
Very low margins

=
Added value
High volumes

=
Supermarket approach

Business Mix



Business Mix – Point of Sale

Purchase

Mortgage

Life cover

Critical illness cover

Income protection

Survey

Solicitor

Buildings insurance

Contents insurance

Remortgage

Mortgage

Life cover

Critical illness cover

Income protection

Buildings insurance

Contents insurance

Personal loans

Car finance

Utilities

Non conforming

Mortgage

Payment Protection

Life cover

Debt management

Utilities
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Product Mix – on going

Become the focal point for many services and retain 
control of your clients buying habits



Technology



The use of technology is proving to be paramount 
to the broker as much as the lender.

� Product sourcing and point of sale
� Fulfilment of the sale and information 

management
� Customer service and transparency

Technology



Technology







� Effective strategy for market avenues

� Deep client proposition

� Well applied technology

� A slice of luck

Summary


