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GOOD AFTERNOON

I have a colleague who insists on calling my speeches sermons

He says things like

What are you preaching on today John?

Now he isn’t to know but that touches a bit of a raw nerve
Preaching has been a sort of family trade and to be honest I had hoped it had passed me by
My father’s father was a Church of England Vicar
My father’s brother was also in the Church of England
My mother’s father was a Baptist lay preacher
And a cousin was a Jesuit Priest
With a background like that no wonder I ended up confused
I mean they couldn’t all be right could they?

It’s rather like being brought up in a family evenly split between

Manchester United

Chelsea 

And Hamilton Academicals
It’s enough to make you take up something completely different

Like sunbathing 

Or sex

And certainly that’s what I’ve always hoped to do
Talking of my Grandfather – the one who was a vicar
Early in his career
The Bishop of Queensland sent out a plea for priests to come over from England to Australia
Because there was a desperate need for missionaries
No change there then
I swear this is absolutely true
So Grandfather answered the call
And agreed to go off to Australia for two years to put them on the straight and narrow
But just before he went he gave a farewell sermon
For anyone who knows Macclesfield

It was the church that used to be more or less at the back of where the Cheshire Building Society Head Offices are now
It was a large church anyway
But they put in extra seating and even then people were sitting in the aisles
It was reckoned he pulled in a congregation of over 1,700
He then proceeded to preach to them for well over an hour
None of this modern namby pamby stuff like I get

Such as 

John can you keep it down to ten minutes
Because they get restless if it’s much longer

Or they may need to get away
Or the caterers need to clear the meal 

Or whatever
No.  None of that

Grandfather didn’t waste his time worrying about what they wanted

He gave them what they needed and lots of it

And they were all the better for it
Now if you think about it this is a constant dilemma
Do you give people what they want?

- The Rupert Murdoch solution

Or what YOU think they should want

· The Millennium Dome solution

Or what’s best for them

· Grandfather’s solution

Or what’s best for you

-
The clearing banks solution

Or do you go for the

It isn’t what you give them that matters

Provided you’ve done a fact find
Issued an IDD

And a KFI

And a suitability letter

And kept all the documentary evidence for the audit trail

Solution
Can I make the usual apology at this point to anyone I don’t insult or offend in this speech

It’s nothing personal
But in the limited time available it’s just not possible to insult everyone

When I was still a practicing solicitor my friend, the Estate Agent, round the corner used to introduce conveyancing clients to me
They were invariably young, local first time buyers
By the time they got to me he’d fixed them up with an Anglia Building Society mortgage
And an Eagle Star endowment
This was a little time ago
For those of you who are at all interested
The Leicestershire Building Society

Which had formerly been the Hinckley & Leicestershire Building Society

Merged with the Northampton Town & County Building Society

To form the Anglia Building Society
It then merged with the Hastings and Thanet

To form the Anglia Hastings and Thanet

It then dropped the Hastings and Thanet bit

And became just the Anglia again
It then merged with the Nationwide which itself had previously been called the Co-operative

To form the Nationwide Anglia
Later they dropped the Anglia bit
So it’s now only Nationwide
Wish you hadn’t asked don’t you
Anyway my friend the estate agent fixed them up with their Anglia mortgage and their endowment with Eagle Star
Which incidentally is now called Zurich Assurance

I don’t think my friend wasted time asking his clients what they wanted

That’s what they got
I think he’d at least allowed them to choose the house 

They then came round to me and I proceeded to advise them on the risks of endowment mortgages
Fortunately not one of them took a blind bit of notice of anything I said
Firstly because they all did very well out of those endowments
And it certainly was good advice at the time
Secondly because this was the time of mortgage quotas
And they wouldn’t have got a mortgage at all if it hadn’t been for that estate agent
He helped more youngsters in our area to get on the housing ladder than anyone else
Bearing in mind most of them were the first in their family to ever buy a house
He just sorted it out
Told them what they needed
And fixed it up
And the third reason that it was fortunate that none of these people took my advice
Was that my friend the estate agent would have been bloody furious
If he’d discovered that the ungrateful git round the corner

Who he was sending all these clients to

Was solemnly trying to mess up all his arrangements

But on the basis that if you stick to your guns long enough 
You’ll be proved right in the end
I continued to swear repayment mortgages were safer
And I’m now pleased to be able to say 

I told you so
It may have taken 25 years
It may have caused a lot of unnecessary anxiety in the meantime to all those kids
Who certainly could have done without someone adding to all their other worries

But that’s not my point
I was right wasn’t I?

I suppose if I was being fair

I might say that if my clients had taken my advice they would all have been a lot worse off
Because they will have all done very well out of those policies 

Much better than if they had been on repayments

And I suppose I might also say that the main reason that the present generation of endowments may not now produce the returns expected in the future

And remember it is by no means certain they won’t if equities continue to recover as expected
Is that we now have much lower interest rates than we used to
Which means that whilst the client may need to pay a little more to top up the endowment
Their mortgage payments have in the meantime dropped by very considerably more
So those on endowments could look on the bright side

If their endowments were still doing well they would be paying a lot more for their mortgage than they do now
So actually they are still a lot better off than they expected
Which is more than can be said for those poor people who’ve retired recently and had to buy an annuity paying half what it would have done 8 years ago 
As I said I could say all that

But I’m buggered if I’m going to

Why should I help the other side?

Needless to say because of things like regulation my friend the estate agent has had to give up selling mortgages and endowments

But in all honesty it’s probably a good idea
He’s gone a bit peculiar in recent years
He’s become a Liberal Democrat
Now I know this isn’t fashionable nowadays

But when I practiced as a solicitor I had a lot of time for the men from the Pru

The men from the Pru and similar organisations solemnly visited their clients at home weekly, fortnightly or monthly
They collected premiums

They told their Clients where to put their savings and investments and pensions

When right to buys happened they organised the clients mortgage

They were trusted

They had been visiting that client and probably their parents for years
They may have had their faults

But they helped millions of people provide for their future

There are obviously lots of reasons why the men from the Pru have gone

And one of them is the impossibility of compliance

And the fact is their products were thought to produce mediocre returns

Sophisticated people like me

Solicitors and Accountants who knew better

Preferred to put our money with companies which would produce better returns

Like for instance Equitable Life

Now I don’t want you to think I am nostalgic for the past

I realise things have moved forward significantly over the last few years

There have been loads of improvements
Particularly on the advice side
It’s sad really when you realise how backward we were all those years ago
I remember in the 1970’s the Halifax Building Society as it then was reviewing every piece of documentation it produced
So as to cut it down to the absolute minimum

They pruned the mortgage offer down to 2 pages
The mortgage instructions were the same
They reduced the mortgage to a single two page piece of A4
And they got the report on title down to a single sheet
As we know one of the greatest advances of the last few years

If you take mortgages as an example

Is that the mortgage offer has now gone up from 2 pages in the 70’s to up to 12 pages now
And this obviously helps the borrower to understand things so much better

Particularly as they will also receive

The Intermediaries business card

An IDD

A company brochure

The mortgage KFI

The mortgage application form

The mortgage suitability letter

The MPPI statement of price

The MPPI statement of demands and needs

The MPPI policy summary

And the MPPI application form

The building and contents statement of price
The building and contents statement of demands and needs

The building and contents policy summary

And the building and contents application form

The life and protection statement of price
The life and protection statement of demands and needs

The life and protection policy summary

And the life and protection application form

The lenders KFI

The mortgage offer

The MPPI acceptance and terms and conditions

The buildings and contents acceptance and terms and conditions

The life and protection acceptance and terms and conditions

And any cooling off letters any one feels like sending out

Not to forget 
The mortgage itself

All the various policy documents

The paperwork to do with any repayment vehicle

The money laundering requirements

And the solicitors client care letter
And that is before you get to any of the documentation actually to do with the property purchase itself
It is sad to think that in my day

We thought it was our job to sort out the paperwork for the Client 
Not to send it to them

And of course if the customer still isn’t completely sure they can also read the small print at the bottom of financial advertisements

I don’t know about you

But there is nothing that excites me more
Than reading the small print at the bottom of financial ads
As you will know to make it even more interesting some providers

Now put all the small print at the top instead
You now even see it on TV ads

There is one on at the moment, which I’ve only seen four times
But I’m already down to line 5 of the conditions

And I can’t wait to see how they end up
Some of you may remember that a couple of years ago a few Tessa investors at the Norwich & Peterborough Building Society complained to the Ombudsman 

That they were getting .25% less interest than people on Norwich & Peterborough’s ISA
Norwich & Peterborough’s point was that whilst it was paying slightly less on the Tessa than the ISA

It was still a hell of a lot more than lots of banks were paying
Some of those banks were paying 1.75%

As against the 4% the Norwich & Peterborough were paying

But the Ombudsman said that wasn’t the point
The point was that those banks were consistent

They were paying the same bloody awful rate to everyone

So no one was being disadvantaged
Now I happened to be a Norwich & Peterborough TESSA Investor
So a few months later

I and the several tens of thousands other Norwich & Peterborough TESSA holders

Got this personal letter from that nice Matthew Bullock the Chief Executive explaining all this

And enclosing a cheque for the amount we had lost out by

In my case it was 60p

But they decided to have a minimum of £1.00

So I got a cheque for £1.00

And we’ve framed it and put it in the Moneyfacts banking miscellany museum
Now the strange thing as far as I was concerned
Is that this is a mutual building society

Yet the only people who weren’t asked for their opinion 

Were the members
As I see it a handful of nasty little mean minded members

One of whom was almost certainly a schoolteacher

And another a sad retired git with nothing better to do

(They are welcome to sue if they want they know where I live)

Decided to argue about .25%

And on the strength of their complaints our society was forced into enormous legal costs

Followed by the colossal expense of returning that money 

Not just to the complainers but to all the rest of us

How much did it cost to get me my 60p?

If a mutual society has this sort of money to spare

Which in my view it shouldn’t

I’m not sure that’s how I would have chosen to spend it if asked 
I was so angry at the irresponsibility of it all that I thought about complaining about it to the Ombudsman
I think what I’ve been trying to say over the last few minutes
Is that whilst everything that has been done to the UK lending, savings and investment industry over the last few years has undoubtedly been done with the best of motivations

And there is no doubt lots of things were less than perfect
We’ve turned the industry upside down
We’ve change this – changed that
We’ve rectified this scandal and that misselling
We’ve specified the selling process down to the minutest detail

But the result has been less people not more are taking out savings investments and pensions 

We have concentrated so much effort on ensuring that no one is ever sold a product which may not be exactly right for them
That we’ve lost sight of the main purpose of the financial industry

And that is to encourage 
Not discourage
As many people as possible to buy their own home, save, insure and invest for their future 

This is not just for their benefit
Or indeed the benefit of the financial industry

It is for the long term benefit

Of the Government

The tax payer

And future generations
hose people who don’t have the pension, life cover or ISA they need to provide for their old age
Are quite as much victims of misselling as the person who may have been sold the wrong one

I don’t think Regulators or Politicians have yet grasped
That each time they come up with yet another campaign or scandal

It doesn’t reassure people
It frightens them off
A lot of customers find the vast amount of new paperwork threatening not reassuring 

They do not understand that a twelve page mortgage KFI is there to help them
They certainly do not understand how a mortgage application process which now requires them to come to the branch for a one and a half hour interview helps them to shop around
Nor do they understand why, when they want to take out a pension policy, they have to be asked very personal detailed questions about all their mortgages, loans, cards and other debts

Nor why it is easier to take out a personal loan for £20,000
Than it is to open a £20 per month savings account

And no one who has just spent a couple of hours filling in a 12 page life policy proposal form

Understands why they then get what appears to be an endless stream of cooling off letters asking them if they are really sure they want that policy

Of course they want the policy

Why else do you think they filled in that awful form
Do you think they really wanted to give a complete stranger details of their weight, sexual orientation, drinking habits and every illness however minor since they were born

Dear God

Do you honestly think they told you about that embarrassing little problem with the haemorrhoids for the fun of it

There really isn’t much point in giving £250 of taxpayers hard earned money to every child in the country lucky enough to have been born after 1st September 2002
Personally I’d be really brassed off 

If I’d been born at five to twelve the night before
Especially if I was the eldest twin
It’s almost enough to make you vote Conservative when you grow up

Well perhaps it isn’t that bad

As I was saying giving £250 to every child

In order to persuade them of the virtues of saving

If they see that their parents would much prefer to spend the money
Saving like charity 
Begins at home

Just to keep you a minute longer
Whatever criticisms people may make of the financial industry.  We mustn’t forget that the current generation of retired people have every reason to be grateful 
To the person who sold them that savings account, pension, endowment policy or PEP that is now paying for it
They are the first mass generation in history to enjoy their retirement

I repeat that as a historical fact
Your parents and grandparents swanning off for their pub lunches, coach holidays and cruises are the first generation in history to enjoy a prosperous retirement
Call me selfish if you want but from an entirely personal point of view I’d rather like to be sure they aren’t the last
Thank you very much
It is now my pleasure to announce the winners of the Investment, Life and Pensions Moneyfacts Awards 2005 

The Awards will be presented by the lovely Richard Eagling The Editor of Investment, Life and Pensions Moneyfacts

The first award is for the Best Investment Service

The finalists are:-
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