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Work with us for the right result.

Since then, although the credit
markets remain uncertain, the story
has moved on. Banks are back in the
business pages, and the media is
splashing wider economic woes,
deficits in public funds, and a few
entertaining weeks of MPs’ expenses.

But the credit crunch has had a
profound affect on the premium
finance arena. In 2008 Close Premium
Finance changed the structure of the
industry by acquiring Kaupthing
Singer and Friedlander and Amber
Credit, and administering the run-off
of insolvent provider Aascent. All of
these deals involved fire sales of
books of business where historic
under-pricing and poor practices had
led to losses, and where lack of
access to funding signaled the end of
the road for these companies.

Successful premium financing
requires a committed parent company
with a strong balance sheet and the
ability to provide certainty of funding. 
It requires size and scale (it’s a game
of big volumes and small margins)
and first class processing systems.
But if the business is to survive, it also

needs the self discipline to price
according to the realities of the
market. So perhaps consolidation of
the sector was overdue.

Premium finance has certainly
become more expensive than
previously. In the past, there was a
fairly constant relationship between
base rate, and LIBOR (the inter-bank
lending rate). Movement in premium
finance rates was generally gradual
and predictable – but the credit
crunch has changed all that. A much
larger gap has opened between
current artificially low base rates and
LIBOR, and the real cost of long-term
funding is actually at a significant
premium to LIBOR – assuming the
financer can get the funds at all. So
premium financers have had to do a
lot of explaining to sceptical brokers
about why our rates have not
dropped in line with base rate.

Some premium financers have
become more sophisticated in the
way they price. Brokers often beef
about fees, but a modest fee to reflect
the cost of transaction in areas such
as client defaults means that the

overall rate can be kept low, to the
benefit of the broker and the vast
majority of clients.

Brokers will also have noticed that
financers ask a lot more questions
about the financial position of larger
clients’, and on “unsecured” business,
where the premium is minimum and
deposit, and a refund will not be
available if the client defaults on their
payments and the policy has to be
cancelled.  

Premium finance is effectively secured
lending, and the still comparatively low
pricing reflects that. There is little “risk
premium” built in for bad debt losses.
However, in current economic
circumstances, we are noticing a sharp
decline in credit quality, particularly
where clients are in exposed sectors
such as construction, property, retail,
logistics and the like. In addition, some
insurers are more reluctant than
previously to provide refunds, even if
the claims experience has been good. 
So premium financers have to credit
underwrite clients which would have
been automatically accepted a couple
of years ago, and may impose non

standard terms and even decline some
very poor risks. Frankly, if we didn’t, we
simply wouldn’t stay in business. 
My strong message to brokers is 
to engage with us on credit
underwriting, even if it involves
some additional work. We will
generally try to structure some
form of deal for the client, but we
do need your help to assess the
risk, just as any insurer does. And
please do come to us early on a
case likely to be difficult, rather
than two weeks into cover!

There remains a lot of upsides for
brokers in current conditions. Clients’
have never had a greater need for
short-term credit, and premium
finance is economical, easy to arrange
and readily available. So an easy tick
there then. As ever, it can be a
material source of revenue to the
broker; offers guaranteed payment
and bad debt protection, and shows
some real added value to the client.

The credit crunch may have changed
some of the dynamics of the market,
but it has underlined like never before
the value of our product.

Six months ago, we couldn’t open a newspaper or turn on the radio without wall to wall coverage of the
global banking crisis and resultant credit crunch. Previously little known individuals such as Robert Peston
and Vince Cable became household names.

Introducing Donal
Conroy, recently
appointed IT Director
at Close.
Donal Conroy returned to Close in
July, having been with us previously
on a contract basis. He has
worked in the insurance industry
for more than 10 years, and brings
a wealth of experience and a
rounded perspective gained from
previous roles at brokers, 
insurers and suppliers.  

According to Donal, the 
decision to return to Close 
was easy – in view of its 
strong customer focus, 
stability, and strong position 
in the market. He is looking 
forward to strengthening 
further Close’s IT service
proposition, and relishes 
the strategic challenge of 
improving our systems
performance and broker 
service.

When he is not thinking about IT
strategy, Donal enjoys walking,
going to the theatre and socialising
with friends, and is an avid rugby
supporter.

Our new sales aids.
In support of our objective to help 
you maximise your premium finance
products, we have recently launched
a new series of information cards, all
wrapped in a handy wallet. These
are designed to help you to sell
premium finance, and to underline
the benefits to clients and also to

you, the broker. If you would like
some sales wallets please email
marketing@closepf.com or
download them from our website
www.closepf.com – and 
then go to the document library.
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Spotlight on Trevor Kippax,
Head of Credit.

Trevor Kippax has been part of the Close family for almost ten years, joining us when
we first moved out of the City of London to our home in Tolworth Tower. Trevor leads
the team that brokers come to when they need a big deal, i.e. a loan above their self
approval limit, or on a case where less than 80% of the premium is refundable.
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When he first joined, he was one of
three credit analysts. Now, nine years
down the road, he leads a team of 16!

Trevor’s career started at Barclays
Bank where he stayed for 34 years,
leaving a Senior Corporate Manager
position behind to join up at Close
Premium Finance. He has vast
experience of what happens to credit
quality over a range of economic
conditions and business sectors,
deploying this experience to ensure
that Close responds quickly and
rationally when brokers need us to
underwrite large or unsecured deals.

Trevor’s passion for Close is still very
much alive and kicking, and his key
challenge is to work with brokers to
help them provide a top service to
their clients. This is a big ask when

many companies are stressed
financially, and there is some
reduction in the level of refunds
insurers are prepared to provide
following client default and
subsequent cancellation of a loan.

Inevitably in these conditions, the
process of obtaining credit approval
can appear on occasion a bit more
convoluted. But Trevor states “Our
philosophy is that we will always try to
find some way of offering a loan, even
if it means asking the broker to obtain
better security (i.e. a guarantee of
refund from an insurer), or reducing
the number of instalments. We don’t
decline many, but when we do, the
broker needs to ask real questions on
the client’s financial position.”

In Trevor’s view, the key to getting a
bespoke deal agreed is to help us to
get the information to quote. “We do
ask brokers to engage actively with us –
we’re both on the same side! This may
mean obtaining additional financial data,
or letting us talk directly to the client.”

Above all, he encourages brokers to
approach us early, and not leave an
application to the last minute. Most
problems arise when both broker and
Close are under pressure to confirm a
quote against an unrealistic deadline
and with inadequate information.

As Trevor says though “yes, it’s yet
another thing for a broker to do in an
already busy life, but brokers can add
great value to clients by securing
another line of credit in current
conditions.”

In a fragile economy, and with the
growth Close has seen in recent
years, the number of quotes provided
by the team has risen from around
150 a week to 500! As Close strives
to provide a top class service this
does cause him some challenges, but
with a smile on his face he continues
to service our brokers in a first class
manner.

When Trevor’s not working at Tolworth
Tower he is most often at home with
his wife Jan in Marlow,and enjoys
nothing more than spending time with
his family – especially his 2 year old
grandson. At weekends he enjoys
travelling, music, dining out, DIY and
gardening.

Trevor’s tips:
Self-approval
limits.

Despite the tough economic conditions, 99% of 
loan applications to Close will be accepted without
underwriting. Provided that a deal is within your 
self-approval limit, it will receive automatic approval,
unless it is:

- Less than 80% secured,
(i.e. 20% or more of the deal is
M&D/non refundable), or

- The borrower has had 2 or
more prior defaults or is in a state
of insolvency, or

- You are aware of a
previous adverse credit history.

Any loan that is outside of your
self approval criteria will be
underwritten by us, and should
be referred to our credit team
for checking.

Help us to help you…
- Get CPF involved early

(preferably at least 4 weeks before
the inception date of the policies).
This will avoid last minute panics,
and ‘catch up’ payments being
necessary once the loan has
been approved

- If you think that there is competition
from an insurer direct debit deal, tell
us straight away and we will try to do
something to help

- Your payment clock to the insurer
starts to tick from inception of the
policy – so the day we receive all the
information and documentation that
we need from you (or the client) will
affect this

- Make sure the loan and the
insurance policy is arranged in the
same company name (particularly
where groups of companies or
associated businesses are involved).
This ensures that the loan can be
enforced

- The longer you can wait for
payment, the better we can make
the rate

- Please read the full details of our
quote, and not just the rate

- Even if you only have an indication

of the deal size we can still get to
work on your quote

- Please let us know If you expect
that the policies conventionally could
be cancelled and offered a refund 

- Communication is a two way
process, we can only act on what
you tell us.

We will:
- Try to keep our information requests

to a minimum
- Not ask you for superfluous

information we do not need and use
- Try to identify at the outset our total

information requirement. Remember
though, the answer to one question
CAN sometimes provoke another

- Genuinely try to offer some form of
terms, even if amended/caveated. A
“no” benefits neither partner

- Treat your customers courteously –
we may sometimes need to speak

to the FD/MD directly
- Refer upwards any ‘marginal’

deals likely to cause a problem
- Offer ‘reduced terms’ (P6 instead

of P10) if we see something that
worries us, where normally the
response would be a NO.

And finally…
- Our objective is to quote on as

much business as possible, so
that you can give your clients the
right solution

- We request underwriting
information to find a reason to do
the deal and not decline it

- Please engage with us in a
difficult economy, even if it
produces a bit more work

- We cannot accept all business,
but 99% goes through under 
self-approval, and a straight
decline is quite rare.

At Close Premium Finance our staff
culture is very important to us. Clear
core values for our staff translates to
the highest service possible to our
brokers and clients. In September we
re-launched new core values to our
staff – “Think Customer and Take
Ownership” – and all employees are
now working towards goals and

service level agreements to ensure
that they always deliver on our
company values and ethos. 
A reward scheme is in place for
outstanding employees at Close,
which should in turn benefit all
stakeholders through greater
motivation and efficiency in your
dealings with us.

Think
Customer,
Take
Ownership.



Focus on Personal Lines.
Close has always had a sizeable book
of personal lines loans, but has perhaps
been historically perceived as
predominantly focused on commercial
lines. The acquisitions we made in
2008 actually made us a very significant
player in the personal lines market.

We’re conscious that many of our
commercial brokers may have books
of personal lines business which we’re
not seeing. So may we spend a few
lines in telling you why you may want
to deal with us. 

Our personal lines finance products are
flexible – you choose the product
profile and the payment dates, and
whether you select a recourse or 
non-recourse facility. 

Our product profiles cater for collecting
deposits and can accommodate
interest free loans and a range of
monthly instalment numbers.

Our bordereaux system makes
personal lines finance even easier to

manage. Loan payments are credited
and cancellations debited to your
bordereaux account monthly, on an
agreed date. Statements are sent to you
five days in advance of the monthly
payment to help you reconcile your
account. Commission payments are
also transferred electronically to your
designated account monthly.

Broker benefits at a glance…
- Increased income from premium

finance commission and the ability to
include admin fees in the loan

- Reduced costs through trading online
via i-prompt

- Integration with all broker software
houses

- Improved quality and speed of
customer service

- Better cashflow with electronic credits
and debits direct into your own
bordereaux account

- You choose the level of credit risk to
suit your business

- Automatic approval of your clients and
no paperwork for renewals and 
mid-term adjustments

- Deposit collection by credit or debit
card – with no merchant fee.

Client benefits at a glance…
- It’s a much easier way to pay 

for insurance
- The convenience of multiple policies

financed by one direct debit
mandate and a single credit
agreement

- The ability to add new policies and
draw down further loans

- Minimal administration through a
paperless renewal process

- Fixed interest charge and a choice
of monthly payment dates, making it
easier for your clients to manage
their finances

- No deposit required.

If you would like to discuss further
how we can help with the
financing of your personal lines
business, please contact your
Close Account Manager.

All rights reserved. No part of this publication may be reproduced or transmitted in any form, by any means, electronic or mechanical without written permission from the publisher. All information represented in this document is
true and fair at the time of printing. Neither Close Premium Finance, nor any groups or individuals mentioned in this newsletter are liable for any unintentional misrepresentation of information or change in circumstances which
might make the information in this document obsolete.
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Would you like to know what Close can do for your business? Why not speak to your account manager
or give Allan Oliver at Close a call on 020 8339 6247 and find out.

Close Premium Finance, 21st Floor, Tolworth Tower, Ewell Road, Tolworth, Surbiton, Surrey KT6 7EL
T 0870 241 3418  F 0870 241 3419  E marketing@closepf.com  www.closepf.com

Contacting Close.
If you are not sure who to contact
at our Tolworth office, or what
number you should give your
clients for queries, please see our
contact directory (right).

Commercial Lines
Broker Services
(for any Commercial
Lines product queries)
T 0870 241 3420

Bordereaux Broker
Services
(for any bordereaux
product queries)
T 0870 243 0026

Credit Department 
(for loans outside of your
self-approval limit)
T 0870 2410118

Commercial
Customer Services
(for clients with
commercial loans)
T 0870 241 3420

Bordereaux Customer
Services
(for clients with
bordereaux loans)
T 0870 990 7967

Broker directory Client directory

Our new partnership with 
MCE Insurance 
We are delighted to announce our
three year exclusive partnership with
MCE Insurance – the award winning
independent broker, specialising in
motorcycle insurance.

We were selected as the premium
finance provider of choice for a number
of reasons, not the least for our strong
financial stability and world-class
technology. We were also able to tick
the boxes on Open Gi integration, a
white label solution, rolling household
payment plans and the commitment to
partner a client application on MCE’s
system in the future. 

CBG Group – another
pleasing win!
We can also announce
our partnership with
CBG Group – one of
Manchester’s growing

insurance brokers, which provides
employee benefits, wealth
management and specialist sports
injury insurance services.

CPF was an easy choice for CBG, in
their efforts to enhance their customer
proposition and efficiency as a
business. Much of what we offer to the
market dovetails directly with their
needs. In the past they have used their
own funds to run premium finance, but
in the current economic climate
decided to align with the undoubted
stability of Close Brothers Group. 

Insurance Age Expo
Now in its fifth successful year, 2009’s
Insurance Age Broker Expo promises
to be the biggest and best yet. Close
will be attending the EXPO so please
do come along and see us.

The Insurance Age Broker Expo is
being held on Thursday 12th
November at the Ricoh Arena – home
of Coventry City Football Club.

Our Account
Managers.

News.

In the large scale broker survey
we undertook early this year
(results published in the last
edition of CloseUp), you told us
that you generally value your
Account Manager pretty highly.

We strive to be the best in the market
place however, and to do this we
understand that we need to invest in
our staff and constantly reappraise
just how much value we bring to our
brokers. 

We have recently engaged with
leading sales training and
development consultancy Silent Edge
to assess how well each manager
scores on a range of competencies,
against objective and external criteria.
We will build on the results to identify
where skills can be improved further.
The whole Sales team will then go

through a process of goal mapping,
sales best practice and developing
dynamic propositions modules.

The result should be a motivated
team with greater ability to achieve
their own potential, support their
brokers even more effectively, and
drive growth for Close.

At least we hope so! This is the most
wide ranging training and
development programme the
company has ever undertaken, and
implies a significant cash and time
commitment for all of us. 

Many of our brokers have been good
enough to allow Silent Edge
assessors to attend live meetings with
you – a heartfelt thank you to those
who have – we couldn’t complete the
programme without this.

Update: Debit and credit card
payments Close Premium Finance
constantly monitors its products and
services, and as part of our ongoing
investment in technology and security
we released a change to our credit
and debit card payments on 
i-prompt from 29th September.

A card security code is found on all
debit and credit cards; the use of the
security code is considered best
practice by card merchant services
because it offers added protection
against fraud for clients’ and our
brokers. 

Card merchant services no longer
require the debit or credit card type
used by a client to be submitted and
refer to this information as
supplementary data.

Therefore to respond to these
changes, i-prompt will have a new
field to capture a card security code
(CVV), and the debit or credit card
type field will be removed.




