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Nationwide has hailed its fair, open and honest approach to
lending as the key to its award success after being crowned
asMortgage Lender of the Year.
With about 13mmembers, 20m accounts and employing

19,000 people across theUK, the building society proudly
embraces the achievement.
Jackie Lawrence (pictured), media relationsmanager for

Nationwide, said: “It is important to us that the values we
stand for - such as fairness and transparency - are recog-
nised by themedia and consumers. Awards such as these
give third party endorsement to the values that we have set
out to achieve.We are amutual organisation and as such
focus on providing long-term good value to ourmembers.
We offer long-term good value and focus on prudent and
sustainable lending practices.We do not have any hidden
fees and charges and do not charge a higher lending charge
unlike some others.”

Ms Lawrence explains how they differentiate themselves
from the competition and added: “Our basemortgage rate
is 50 basis points lower thanmost of our competitors, we
do not charge a higher lending charge andwe do not use
incomemultiples but rather focus on affordability to ensure
that our customers are in the best position to repay their
loan.”
Nationwide aims to continue its recognised triumph, in

offering products which provide long term good value to
all borrower groups in the current challengingmarket and
to support first-time buyers and those coming to the end of
their current deals.
In addition,Ms Lawrence added that it strives to

continue its transparent approach tomortgages and
excel as one of the only lenders to offer a 25-year fixed rate
mortgage with the option to change with no penalties after
10 years.

Lender of the Year
Nationwide

The successful recipe of understanding and education has
propelled offset bank Intelligent Finance to the top of its
field, being recognisedOffset Lender of the Year.
Intelligent Finance has delivered a number of key cam-

paigns to raise the levels of understanding in offset, with its
One in Four campaign, illustrating that a quarter of con-
sumers would be better off with an offset with as little as an
8 per cent saving as part of their mortgage.
In addition, it has also workedwith Trigold to deliver an

new offset online calculator which shows both brokers and
customers the benefits of each option.
CammyAmaira (pictured), director of sales for

Intelligent Finance, believes this has championed the
benefits of offsetting and has taken the lead educator status
on offset in themarket.
He said: “The continued focus for Intelligent Finance is

education – this is paramount and key to the brokers’

understanding of the offset concept.Most brokers agree
that offset is an interesting concept, althoughwhat is clear
is that the challenge is around education. Only by increas-
ing knowledge and awareness of this concept can providers
truly hope to drive themarket forward.”
Launched in 2000 as part of theHBoS group, the bank

has noted that the offset market has continued to grow and
develop at a rapid pace, largely aided by developments in
technology.
“Some of the biggest changes of technological innovation

in the last seven years have included its online decision in
principle, online case tracking, online application, advance-
ments inmortgage sourcing and point of sale offers.
Adding to its other successful key changes last year, the

bank included a newmortgage payment option which
enabled its customers to select how they want their offset-
ting to benefit them.

Offset Provider of the Year
Intelligent Finance

Despite a prediction of subdued house price growth this
year, Buy-to-Let Provider of the Year, and joint first Sub-
Prime Lender of the Year, BMSolutions believes strong
tenant demand from higher immigration levels and hous-
ing affordability underpins the fact that the sector is still
going strong.
As theUK’s leading specialist lender providing products

in the buy-to-let, self-cert and sub-prime sectors, Phil
Rickards (pictured), head of sales for BMSolutions,
explained its foreseeable approach to the current fluctuat-
ingmarket.
He said: “The fundamentals underpinning the buy-to-let

sector are sound. Althoughwe expect subdued house price
growth in 2008, there remains strong tenant demand from
higher immigration levels and housing affordability con-
cerns for first-time buyers.”
As the specialist lending brand ofHBoS, the firm aims to

support intermediaries with its forward-thinking technolo-
gy. Delivered through the comprehensive OneMinute
Mortgage online application system, it allows consumers to
submit all their applications online, providing an online
decision in 60 seconds. The system is available 24 hours a
day and seven days a week, giving customers the time and
flexibility to submit business with flexibility.
MrRickardshas backed its commitment in all areas of

business andhailed theBuy-to-LetProvider of theYear award
as a symbol for its overall consistent drive anddedication.
He said: “We are dedicated to providing intermediaries

with outstanding levels of service. These awards allow us to
receive feedback from brokers, and it is always great to be
nominated and recognised for this commitment.
“This recognises our commitment to providing brokers

withmarket leading products and outstanding service in
this sector.”

Buy-to-Let Provider of the Year
BM Solutions

Just Retirement has used its candid attitude and customer
focus to keep ahead of its competitors tomake its mark in
the Financial AdviserMortgage Awards, according to its
head of retirement and income solutions.
Crowned Equity Release Provider of the Year, the Surrey-

based firm has drawn on a simplistic view to business.
Nigel Barlow (pictured), head of retirement and income

solutions for Just Retirement, said: “It is a focus onwhat
consumers’ needs are and aboutmaking sure that the con-
sumers get the solution that is appropriate to them.We
have a very candid attitude - we aim to solve the problem,
and do this very well by giving them the appropriate infor-
mation they want.
“We did have a very good reputation for our customer

service. People do expect that andwe are keeping focused
on that. You cannot be complacent and youmust never lose

sight for the consumer is themost important thing. The
range of needs are growing all the time andmore people
are becoming aware of the benefits of equity release in that
it is an emerging supplement income in retirement.”
Mr Barlow believes attention to detail is paramount and

an important basis for its success. He continued: “We have
put a lot of research into our products andwewant tomake
sure that people are comfortable with using us.Wewant to
branch outmore to consumers rather than just advisers.
We are always working on product changes and
improvements.More people are becoming comfortable
with equity release, in drawingmoney from their house to
provide for their needs and retirement.”
Mike Fuller, chief executive of Just Retirement, backed

the awards and proudly stated that its “aim is not to be the
biggest provider of retirement solutions – just the best.”

Equity Release Provider of the Year
Just Retirement
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The crucial role of pensions in everyone’s lives and the
need to ‘fight for the cause’ to get thatmessage across to
clients is an integral motivator forMitchHopkinson, IFA
forM2 Financial (whosemanaging director,MarkHoward,
is pictured collecting the award for Group Pensions IFA of
the Year on his behalf at the Awards).
Fortunately forMrHopkinson he subscribes to the learn

something new every day philosophy, so keeping track of
the legislative changes to theUK pensions landscape, as
well as the regulatory changes inherent with being a profes-
sional financial adviser, certainly keep him on his toes.
This is one of the biggest challenges in his role, he said, as

well as “fighting the publicmisconception that pensions are
not an essential part of everyone’s life”.He said: “I have a real
fear that the pensions crisiswill suddenly arrive and everyone
will kick themselves for not having done enough to fight for
the cause. Far fromgetting easier, the advisory landscape

continues to becomemore complex and it is crucial that a
good adviser has a firmgrasp of changing legislation.”
One such significant shift has been from defined benefit

schemes to defined contribution, which will undoubtedly
have a huge impact on the pension provision for future gen-
erations of employees. He said: “Beyond honesty, it is cru-
cial that you are sensitive to the requirements of the
corporate but do not lose sight of the fact that the employee
on the shop floormust understandwhat you are doing, as
well as the senior executives.”
Personally fired up by the complexities of pensions,Mr

Hopkinson is careful to keep things simple when it comes
to client comprehension. He said: “Inmy experience, most,
if not all, recipients of advice are grateful for explanations
that are easy to understand and lack jargon. The complex
and often intangible aspects of pensions are best explained
using simple language.”

Group Pensions IFA of the Year
Mitch Hopkinson, M2 Financial

Kevin Carr (pictured), head of protection strategy for
LifeSearch, is a recognised industry name. His knowledge
of protection products and themarket he operates within
makes it no surprise that he has achieved themuch coveted
title of Protection Adviser of the Year.
He said: “It fascinatesme that different awards have such

different judging criteria and the Financial Adviser awards
are one of themost genuine around.
“It is all about the advice you give on the day - there is no

hiding place.
“These awards are based purely on the quality of the

advice and how it is delivered on the day and as such they
are very highly regarded.”
LifeSearch has been very active over the last 12months,

opening a third office in Leeds; linking upwith Asda super-
markets to take financial advice to the high street; and
being involved in championing financial advice during the
FSA review of insurance regulation – Icob –whichMr Carr

heralds as a great breakthrough because “it now favours
independent advicemore than ever”.
Even the downward direction of the stockmarket has a

silver lining for LifeSearch’s protection propositions, as,
according toMr Carr, “historically, protection sales boom
when the FTSE falls” as consumers feel their exposure to
unemployment or struggling without critical illness or
life cover.
AlthoughMr Carr is not a full-time adviser as his role

encompasses advice, strategy, communications and
technical research, he is adamant that advice of protection
products be taken as seriously as investments and savings,
rather than being perceived as the poorer relation.
He said: “Protection is the foundation of financial plan-

ning and ismore important than savings and investments
for themajority of people. The financial and emotional con-
sequences ofmaking amistake with protection are often far
more serious thanwith other areas of financial advice.”

Protection IFA of the Year
Kevin Carr, LifeSearch

Being the daughter of Nigel Speirs, chief executive of suc-
cessful Buckles Investment Services, it may not be too
much of a surprise that 24-year old SarahWaring
(pictured) has taken to the IFA life like a duck to water.
Qualifying inMarch 2006,MrsWaring has recently

also received certified accreditation and is enjoying
the challenge of putting her theoretical knowledge into
practice.
She said: “The thought of being an adviser is very nerve-

wracking, but when you begin actually advising clients your
confidence increases enormously and you find that you are
able to deal with challenging situations.
“Dealing with very successful high net-worth clients can

be a little daunting but is also very rewarding. I thoroughly
enjoy advising and do not envisage a change in career.”
Unsurprisingly, she credits the support ofWelsh-based

Buckles Investment Services for some of her success and
her swift rise through the IFA ranks.

She said: “They have excellent exam support and skills
training, and it is committed to the success of its graduate
training programmewhich incorporatesmany training ses-
sions including role plays, exam tips and soft fact gathering
techniques. It covers all aspects needed to help you succeed
in your career.”
While the thought of appearing before the Financial

Adviser judges was intimidating,MrsWaring found the
realitymuchmore appealing.
She said that she is pleased to have secured the award

because “it differentiates you from the rest.” She continued:
“It is great to be recognised for all your hard work in this
industry and reassures clients that they are dealing with a
quality adviser.”
With dad at the awards ceremony taking snaps of his

daughter’s proudmoment,MrsWaring looks set to follow
in his footsteps. She concluded: “It is a lot of hard work but
well worth it.”

Newly Qualified IFA of the Year
Sarah Waring, Buckles Investment Services
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Legal &General puts the intermediary and the end user
firmly at the centre of its propositions, JoeWiggins
(pictured), PRmanager for protection, claims.
He said its approach to these three areas is characterised

by “providing value formoney products backed by a com-
mitment to excellent customer service”. He said: “Wework
hard tomake life easy for advisers and their clients, for
example by turning applications around quickly and paying
claims promptly.We aim tomake advisers’ businessesmore
profitable by consistently offering competitive pricing and
good procuration fees. Our sales teamswork hard to sup-
port advisers andwe educate them on our products and
services so that they can give expert advice to their clients.”
Inparticular, Legal&General supports advisers in target-

ingnew income-producingbusiness such as family andbusi-
ness protection, andoffers products that “providewhat clients
need andnothing that theydonot,”MrWiggins insisted.

Developments by the insurer include evolving technology
tomake it easier for advisers to submit andmanage appli-
cations, and it has also set up an underwriting academy in
conjunction with Cardiff University. This academy pro-
duces a tailored, accredited course to develop specialist
underwriters, which in turn helps Legal &General to offer
a better service on complex cases,MrWiggins said.
Legal&General swept the board in theLifeAssurance,

TermAssurance andProtectionProvider of the Year cate-
gories at this year’s awards.MrWiggins said: “It is very
important to us becausewe rely verymuch on intermediaries
to sell our products to clients. To achieve the recognition of
advisers is a real accolade and confirmation thatwe are pro-
vidingwhat themarketwants. Essentially, the reward is
being theUK’s number one protection provider and being in
a position to improve the industry. The challenge is
maintaining this position and staying ahead of the pack.”

Protection, Life Assurance& Term
AssuranceProvider Legal & General

Just as the pensionsmarket is undergoing a phase of struc-
tural change so annuities both remain an important com-
ponent of the retirement process and are equally feeling the
winds of change, according to Prudential.
Now in its fourth consecutive year as Annuity Provider of

the Year, Prudential said it is best placed to take advantage
of such changes. AstonGoodey (pictured), director of
retirement income for Prudential, said: “We place a large
emphasis onmaintaining ourmarket-leading position for
annuities and that ambitionmeans that we cannot stand
still. Product innovation plus the sheer breadth of our prod-
uct proposition is evidence of the importance we place on
thismarket.”
Recently, he said, there has been a “shift in the annuity

advice process and a recognition that things have to
change”. Prudential has actively encouraged adviser and
consumer education so that all customers consider the

range of their options rather than simply settling on the
best rate of an annuity and this attitudinal sea-change is
starting to filter through,MrGoodey said.
He said: “Themarket is evolving quickly and it is crucial

that the adviser community keeps up. If anything, the role
of the adviser has never been so important in the world of
retirement income,” he said.
MrGoodey continued: “We are always keeping an eye on

consumer need and innovating accordingly. Prudential is
the only provider to offer protected rights within a with
profits annuity.We are looking at the increasing demand
for guarantees around income and capital. Making sure the
product is not overtly complex and excellent implementa-
tion is critical. The importance we place on the annuity
marketmeans that, as a business, we are aligned to being
innovative, yet measured when it comes tomeeting the
needs of thatmarket.”

Annuity Provider of the Year
Prudential

In the individual pensionsmarket, flexibility and diverse
solutions are key, according to ScottishWidows.
The company claims that it differentiates itself from

competitors throughmarket-led propositions - such as the
advent of its retirement account which tacklesmany of the
shortcomings of Sipps; through strong and enduring rela-
tionships with intermediaries initiated by its business-to-
business salesforce; and through transactional
simplification such as developing an efficient extranet sys-
tem to showcase its individual and corporate products, sup-
ported by direct contact with its salesforce.
IainMcGowan, head of retirement income and planning

for ScottishWidows, said: “We recognise there is no single
way tomeet customers’ needs andwe have developed a
broad variety of solutions.We see a place for stakeholder
pensions, personal pensions and the new generation of
more flexible solutions, at least in themedium term.”

He believes that ScottishWidows has optimised the
changes introduced on A-Day, unlike other product
providers who have been “slow to deal with the issues,” he
said. Persistency of existing business has been and contin-
ues to be themost pressing challenge for individual pen-
sions business, he said.
However, the new generation of flexible pension prod-

ucts is “muchmore resilient to future persistency”Mr
McGowan said, which is why its retirement account is its
flagship product as a response tomarket innovations and
adviser demand. ScottishWidows is also turning attention
to the ‘at retirement’ market, noting the potential for future
growth and the value of innovation.
MrMcGowan said: “ScottishWidows has been amarket

leader in pensions formany years. The fact that it is award-
ed based on IFA voting is themost powerful validation and
the strongest possible endorsement of our pension offer.”

Individual Provider of the Year
Scottish Widows

Standard Life swept the board at this year’s awards, claim-
ing four awards for the Best ASP, IncomeDrawdown,
Sipp/SASS andGroup Pensions provider.
The bedrock of its success, according to Paul Keeble, PR

manager for pensions for Standard Life, is ensuring the
three P’s - people, processes and platforms - are working in
harmony. This consistent theme is woven into the fabric of
the business andmoulded to deliver in eachmarket that
Standard Life operates in, he said.
“Our partners and customers have access to a world class,

award-winning investmentmanagement house in Stan-
dard Life Investments. This is a great value proposition for
customers at a very competitive price. Our people look to
add value whenever they are dealing with our partners and
customers, andwork with them to deliver solutions that
meet their business or personal needs. Our open architec-

ture does of course give customers choice from other UK
leading fundmanagers.”
Standard Life’s insured and non-insured business has

continued to grow and its Sipp business has also blossomed
in a short space of time and in a competitivemarket. It also
continued to be amarket-leader in flexible solutions for
group pensions and an ongoing commitment to employer
and employee education.
While ASPs have largely fallen from favour,Mr Keeble

believes “it clearly has a role to play in retirement planning
for some customers. Standard Life’s enhancements are like-
ly to be on the investment options available.”
He added: “Themarket is very competitive and high

standards are expected. The awards are evidence that we
are achieving high standards but we acknowledge that we
cannot sit back and rest on our laurels.”

ASP, IncomeDrawdown, Sipp/SSAS and
Group Pensions Provider Standard Life
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