Personalised
protection
portiolios

What advisers have to say about
the business benefits
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There are real, tangible benefits to crafting a
personalised protection portfolio, especially
when you partner with a trusted provider or
two. But don’t take our word for it. We spoke
to two specialist protection advisers recently
about their experiences and they helped us
outline the benefits of having a personalised
protection portfolio, as well as sharing tips
and guidance.

‘Since working alongside
MetlLife, I’ve found I’ve had
more repeat business too,
v thanks to having a solution
where we didn’t have one
before.” = Michelle Hugo
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Knowing the barriers

As you’re well aware, there can be barriers when
encouraging clients to take up protection policies.
And it’s worth reminding ourselves of what they are so
we can keep them in mind when bringing together a
solution. We asked Michelle Hugo, Director at Hugo
Wright, and Zuzanna Ritter, Founder of Smart Choice
Financial Services, for their thoughts* on what those
barriers are:

® Affordability ® Client knowledge

® Lack of awareness about protection

® Lack of trustin @ Poor prior advice
insurance ® Lack of trust overall

— Michelle Hugo — Zuzanna Ritter

* Qualitative interviews conducted May 2021.




‘Since adding MetLife
products to my protection
portfolio, I’ve also lost
' fewer customers as
there’s now a solution for

everyone.’ - Zuzanna Ritter
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Personalised protection
portiolios

Each client may be different, but you can protect more
people by having a range of solutions available to meet
all their needs. You also need to choose a provider both
you and your clients can have confidence in — you need
to know that claims will be paid.

‘Payouts are everything, and MetLife pays out, plus
the process is easy.” — Michelle Hugo

‘MetlLife’s pay-out process is very reliable and an
easy process. It’s very reassuring for clients in their
time of need and helps me build trust over time.’ —
Zuzanna Ritter
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Actions you can take

Of course, once you have a protection portfolio, we
understand you’ll need straightforward and simple
communications you can use with your clients. So
we’ve got a wide range of helpful documents for you
to explore.

Materials like these help clients fully understand
protection and why it’s crucial. They can also help them
feel more engaged in the process, as well as reinforce
any other information you tell them in person. This is
important for retention and could encourage clients not
to cancel their policy. After all, you know better than
anyone that starting and maintaining relationships is so
important, and we can help you navigate it all.
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For more information,
get in touch with
your MetlLife
representative today.


https://www.metlife.co.uk/intermediary/protection/simple-affordable-cover/
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