
Responsible Lending 

Three ways to lower the cost of borrowing
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To raise your hand 
in the webinar, click 
here

To ask a question, please 
type here. We will 
respond during the 
webinar or shortly 
afterwards
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welcome
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Learning Objectives

By attending this session, advisers will be able to:

• Explore our new features that give clients more control over their finances.

• Use medical underwriting to broaden your client options.

• See how your clients can dramatically reduce the overall cost of borrowing to increase the 

remaining legacy.
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LTM Market Growth / Predictions
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Average House Price

Property – the single biggest asset?

Q4 1983: 
£28,623

Nationwide House Price Index – Q4 2018

Q3 2018: 
£216,103
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Attitudes to lifetime mortgages are changing

Source 1: Internal research commissioned by Just
Source 2: FCA Business Plan 2017/18

Research conducted by Just shows that the propensity to 
consider a lifetime mortgage in the pre-retired population is 

double that in the retired population

“there is likely to be
increased demand for products

that allow older people to tap into
housing wealth …. in the future this could include the

ageing younger generations who
may have lower pension holdings”

FCA 2017
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Do you recognise any of these Client scenarios?

Secured debt Unsecured
debt

Struggling 
with everyday 

expenses

Retired five or 
more years

Private 
medical costsHoliday homeHolidaysNew car

Property 
deposit

Further 
education fees

Accelerated 
inheritance

Funding care 
fees



For financial intermediary use only, not to be used with customers

Total Value of later life mortgage lending
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UK Finance – Later Life lending Q3 2018



1.9m borrowers have an interest only mortgage

Expected to Mature in three peaks:
• The first is occurring between now and 2020 – endowment shortfalls / lower LTVs
• The next borrowers have loans maturing in the mid-2020s – Higher income multiples / higher LTVs
• The final peak will come in the early 2030s – Surge pre MMR / higher LTVs

Source: Experian/FCA ‘Residential interest only mortgages. Volumes, concentrations and maturity horizons’ 2013

Volume of I/O mortgages maturing by the year (Thousand)
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Interest only – exploring the options

RIO Mortgages Lifetime Mortgages 

The amount your client can borrow is based on their 
ability to pay the monthly interest payments. They’re 
able to borrow more but repayments can then be 
higher, potentially causing affordability issues.

The amount your client can borrow is based on their
age and property value.

Your client must make every monthly repayment
due throughout the term of the mortgage or until
it’s redeemed.

Your client can choose to make* or stop making 
monthly payments and the mortgage will convert to an 
interest ‘roll up’ basis.

If they fail to make their monthly repayments, their
home is at risk of repossession

They have the right to remain in their home until they
(one or both of them if borrowing jointly) have died or
move permanently into long-term care.

If the property is worth less than the outstanding
mortgage when it becomes repayable, your client
or their estate will pay any resulting shortfall.

Most products come with a No Negative Equity
Guarantee, meaning the customer or their estate will
never owe more than the value of the property when
the mortgage becomes repayable.

* Assuming selected at outset



For financial intermediary use only, not to be used with customers

Poll Question 1

Which is the most important feature of a Lifetime Mortgage product from the following?:

1. Fixed early repayment charges

2. Competitive interest rate

3. Availability of LTV

4. Interest servicing facility

5. Property criteria



Improved ltvS AND flexibility
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• A range of LTVs to cater for varying needs

• Clients choose the appropriate amount within the scope available to them

• Flexible amount available as reserve for the future (if chosen)

• Interest rate determined by initial loan and reserve (where applicable)

• If no reserve, interest rate reflects actual loan only
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Enhancing the LTV
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Enhancing the LTV



LTV Ranges

5 New  LTV Bands LTV Range

J1 15.0  - 47.0% 

J2 21.0 – 51.0%

J3 23.0 – 54.5%

J4 23.1 – 55.1%

J5 (medically underwritten) 24.5 – 56.1%
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Benefits of Underwriting

Underwriting based on Age 65 single life., height 5’10’’, weight 16 stone alcohol consumption 0-49 units a week, smoker 
HBP – 120/80 reading, heart attack – 1-5 years ago, heart bypass - 1-5 years ago, diabetes – more than 5 years ago

Property in England

• Norman is 65

• Property value £300,000

• LTV with no medical/lifestyle underwriting 35.6% £106,800

• With underwriting 38.80% £116,400 



Benefits of Servicing Interest

• Cost effective way of borrowing in later life

• Reduces the cost of the overall mortgage

• Interest can be paid by a third party (another family member, for example)  

• Payment must be collected from customer’s own bank account.

• Avoids or reduces erosion of equity

• Facilitates transfer of intergenerational wealth

• Opportunity to pay interest on future borrowing

• Adapts to changing circumstances
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Interest Servicing Option

• Selected at outset

• Minimum of £25 maximum 100% of monthly interest

• Minimum initial loan for interest serviced £30,000

• Lower interest rate for servicing interest

• Interest serviced option can be converted to a roll up LTM at any stage*

• Maximum age at application - 80 % of Monthly Interest Serviced Rate reduction

>£25.00 - 25.00% 0.01%

>25.01% - 50.00% 0.10%

>50.01% - 75.00% 0.15%

>75.01% - 100% 0.30%
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Impact of rate reduction for Interest Serviced 100%

• Total costs of borrowing = £83,676 (£43,221 outstanding mortgage balance + £40,455 interest)

• Cost of borrowing Vs. not servicing = £33,101 

• Protects £73,556 of the remaining equity

Outstanding mortgage balance

Rate reduction
Interest per 

annum
Monthly 

cost
Year 1 Year 2 Year 3 Year 5 Year 10 Year 15 Year 20

75.01-
100%

30 bps £2,023 £169 £43,221 £43,221 £43,221 £43,221 £43,221 £43,221 £43,221

0% 0 bps £2,152 £0 £45,423 £47,738 £50,170 £55,413 £71,044 £91,084 £116,777

For financial intermediary use only, not to be used with customers

*Based on a 20% LTM advance on the UK average house price source Nationwide House price index Q3 18. 



Impact of rate reduction for Interest Serviced 50%

Outstanding mortgage balance

Rate reduction
Interest per 

annum
Monthly 

cost
Year 1 Year 2 Year 3 Year 5 Year 10 Year 15 Year 20

25.01-
50%

10 bps £2,109 £88 £44,300 £45,432 £46,621 £49,179 £56,780 £66,477 £78,847

0% 0 bps £2,152 £0 £45,423 £47,738 £50,170 £55,413 £71,044 £91,084 £116,777

• Total costs of borrowing = £99,939 (£78,847 outstanding mortgage balance + £21,092 interest)

• Cost of borrowing Vs. not servicing = £16,838

• Protects £37,929 of the remaining equity

For financial intermediary use only, not to be used with customers

*Based on a 20% LTM advance on the UK average house price source Nationwide House price index Q3 18. 
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Interest-serviced calculator
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Interest-serviced calculator



Payment Holidays

• Option to take payment holidays (subject to giving one month’s notice)

• Payment Holiday - up to three consecutive months in any twelve month period (one holiday 

permitted in any twelve month period)

• Interest will continue to accrue at the reduced rate 

For financial intermediary use only, not to be used with customers



Stopping or Missing payments

• Your client is able to stop making monthly payments at any time 

• although once this is done, they’re unable to restart. 

• Once payments have stopped, the loan will convert to full roll-up of interest basis. 

• If your client misses a total of six monthly payments over the lifetime of the mortgage, 

it will automatically convert to a full roll-up lifetime mortgage and the interest rate will 

increase accordingly

For financial intermediary use only, not to be used with customers

Stopping 

Missing 



Partial Repayments
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• Available for ‘roll-up’ loans 

• Ability to pay up to 10% of each advance with no ERC

• Based on each advance taken out in each 12 month period following completion. 

• No early repayment charge (ERC).

• Reduces the overall cost of the mortgage without agreeing or being obliged to pay ongoing 
monthly payments.

• Available to your client once they have stopped servicing, or chosen not to service, the 
interest on their lifetime mortgage.
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Introducing “Just for you Lifetime Mortgage” 
A modern Approach to Lifetime Mortgages

Just For You 
Lifetime 

Mortgage

Improved 
drawdown 

criteria

Reduced 
minimum 
age to 55

5 new LTV 
bands

Reserve 
facility 

Interest 
serviced 
option

Lower 
interest rates 
for servicing 

interest
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Support
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Equity Release Academy

Date Region Address

24 Apr Exeter Exeter Golf & Country Club, Topsham Road, Exeter, EX2 7AE

25 Apr Winchester Holiday Inn, Telegraph Way, Morn Hill, Winchester, SO21 1HZ

30 Apr Norwich Dunston Hall, Ipswich Road,  Norwich , NR14 8PQ

01 May Maidstone Hilton Maidstone, Bearsted Road, Maidstone, ME14 5AA

08 May Edinburgh DoubleTree by Hilton Hotel Edinburgh Airport, Edinburgh, EH28 8LL

09 May London Hilton London Tower Bridge, 5 More London Place, Tooley Street, London, SE1 2BY 

14 May Leicester Sketchley Grange Hotel & Spa, Sketchley Lane, Hinckley, LE10 3HU

15 May Durham Ramside Hall, Carrville, Durham, DH1 1TD

Session 1: Making sense of ER1

 Business development: June/July 2019  

 Advanced planning: November 2019



Who are just? 
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• We have three areas of strategic focus
• UK Retail (retirement income / lifetime mortgage / long term care)
• UK Defined Benefit de-risking
• International (long term care – USA / retirement income – South Africa)

• AKG B+ (Very Strong) financial strength rating reaffirmed 23rd November 2019

• Fitch A+ Insurer Financial Strength rating for Just Retirement Ltd, Sep 2018

• We have 550,000 customers and employ 1,100 people

• We are multi-award winning
• Financial Adviser 5 Star Service (Life & Pensions) 
• 2015-2018 Moneyfacts 5 Star Equity Release rating



POLL Question 2
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Do you have clients who would benefits form the product features we 
have discussed today?

1. Yes

2. No



Important information

It is our intention that  the information contained within this 
presentation is accurate. We have taken all reasonable steps to 
ensure that it is up-to-date and, where relevant, reflects the 
current views of our experts. However, we do not accept any 
liability for errors or omissions in the information supplied and if 
you require clarification on anything, our recommendation is that 
you contact us at the address below for verification, or call 0345 
302 2287.

Our registered address:

Just Group Plc
Vale House, Roebuck Close, 
Bancroft Road, 
Reigate, 
Surrey RH2 7RU

Regulatory information:  

Just is a trading name of Just Retirement Limited (“JRL”), Just 
Retirement Money Limited (“JRML”), Partnership Life Assurance 
Company Limited (“PLACL”) and Partnership Home Loans Limited 
(“PHLL”) which are subsidiary companies of Just Group plc. JRL is 
registered in England and Wales, with company number 05017193.

JRML is registered in England and Wales, with company number 
09415215. The registered office for both JRL and JRML is Vale 
House, Roebuck Close, Bancroft Road, Reigate, Surrey, RH2 7RU.

PLACL is registered in England and Wales, with company number 
05465261. PHLL is registered in England and Wales, with company 
number 05108846. The registered office for both PLACL and PHLL
is 5th floor, 110 Bishopsgate, London EC2N 4AY. JRL and PLACL are 
authorised by the Prudential Regulation Authority and regulated by 
the Financial Conduct Authority and the Prudential Regulation 
Authority.

JRML and PHLL are authorised and regulated by the Financial 
Conduct Authority. Calls may be monitored and recorded, and call 
charges may apply.

www.justadviser.com

Our dedicated intermediary site packed with useful calculators, 
guides, product information, topical articles and more.

@Just_Adviser

Follow the updates on us on twitter
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