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THE NETWORK PROPOSITION







	PRESS RELEASE

	

	5 November 2012

	

	

	“Right network model is sustainable,” 

says Stonebridge Group


	

	

	Stonebridge Group, the mortgage and insurance network, has today (5th November 2012) launched an impassioned defence of the viability of suitable network models in the face of talk of further consolidation.
Various media outlets and industry commentators have recently suggested contraction of the network market is inevitable as the global financial crisis continues to bite, but Stonebridge reasons that those with the correct strategies in place won’t necessarily have to compromise.
A number of mortgage networks have also altered their charging structures in recent months and hiked monthly fees, but Stonebridge doesn’t levy monthly fees and hasn’t changed its charging structure since ‘Mortgage Day’ in 2004.
Richard Adams, Managing Director of Stonebridge Group, commented: 
“There have been a number of networks making changes to their adviser fees lately and from the outside it looks like they are subsidising their preparations for the Retail Distribution Review (RDR) by hitting advisers in the pocket. We’re proud of the fact that our charging structure is completely transparent and has remained unchanged for eight years. This means our appointed representatives (ARs) can plan and budget effectively for the future without having to worry about us moving the goalposts further down the line.
“Aside from the fact that many advisers are having to deal with the effects of reduced volumes on their business, the introduction of new legislation and processes such as the RDR and the Mortgage Market Review, this should be a time when networks provide extra support and advice and not be looking to take advantage of their ARs by hiking fees. We are confident that the model we currently have in place offers our membership the best of all worlds and we will constantly review all elements of it to ensure this remains the case. Networks that constantly chop and change may find they need to merge or be subsumed by competitors, but those with a competitive and quality-driven model have a solid platform to build on for the foreseeable future.”   


	

	To find out more about the Stonebridge Group or if brokers are interested in joining call 01702 562220 or for further information visit www.stonebridgegroup.co.uk
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	For further information please contact
Richard Adams, Managing Director at Stonebridge Group – 07710 076078; radams@stonebridgegroup.co.uk
Paul Nye, Business Development Director at Stonebridge Group - 07733 364137; pnye@stonebridgegroup.co.uk
Rob Griffiths, Director at White Dragon Communications – 07983 641566; rob@whitedragoncomms.co.uk
Barney McCarthy, Account Manager at White Dragon Communications – 07872 956711;

barney@whitedragoncomms.co.uk
Notes to editors

Stonebridge Group was launched in 1988 as an independent brokerage which subsequently evolved by building on an infrastructure and sustainable business model to enhance the activities of broker partners. 

Technology plays a large part in the Stonebridge Group proposition and its bespoke in-house system helps deliver effective customer management and enhanced service delivery as well as helping advisers maximise growth and business efficiency.
After a number of years growing its adviser numbers Stonebridge Group changed its FSA permissions to become authorised as a network. The network completed full authorisation of its 60 new members in November 2010. Based in Southend, Stonebridge offers ARs a range of services and support options.
Stonebridge Group supports individual needs and ambitions, and works closely with advisers to achieve them. Its’ success has been built around a flexible proposition, giving real sales development and support to ensure all regulatory requirements are met. 

Key benefits include:
Commission Rates/Lender Fees
Stonebridge achieves some of the highest levels available. Payment is made weekly direct to adviser’s accounts.
Strategic Planning
Planning is at the heart of a successful business. Our Development Director will work closely with ARs and provide support to achieve their goals.
Introducer and adviser recruitment
We will help identify and recruit new introducer sources and advisers whilst providing the necessary training to ensure success.
Client Bank Management
This often represents a great but underutilised opportunity. We can help ARs with setting up a database, effective client contact and marketing and how to utilise call centres.
Sales and Compliance Management
Our regional management team work closely with advisers to help increase sales and provide all the regulatory guidance needed.
Marketing and Advertising Support
Used effectively this can substantially increase any firm’s business profile. We can provide support with advice on marketing strategies, provide marketing material for firms to adapt to their own style and website integration.

Client Management System
Our market-leading administration and client management system provides ‘Real time’ updates to clients, advisers and introducers. A database for client reviews and targeted mailing.
Point of Sale Systems
Our systems enable advisers to source the mortgage market, provide illustrations of mortgage costs and associated protection. In addition it will produce regulatory documents to support this advice process.

Financial Planning
Clients often have a need for a complete review of their financial situation that assists them in planning for their life goals. Stonebridge Group can help by delivering training and identifying areas of need. It can also provide access to a financial planning expert or help to identify and recruit a financial planning consultant for a business, plus it can provide assistance with marketing material and development support.
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