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UTMOST GROUP LIMITED
OVERVIEW

As at June 2020

in assets under 

administration (approx.)

BUSINESS LINES
Utmost Wealth Solutions

Utmost Corporate Solutions

Utmost Life and Pensions

UK
Our Head Office 

is based in London

1,000
People are employed 

across our businesses

over

Utmost Group Limited was founded 

as a SPECIALIST LIFE 

ASSURANCE GROUP established 

to become the LEADER IN ITS 

CHOSEN MARKETS

Utmost Group Limited

(formerly Life Company Consolidation 

Group - LCCG) was founded in 

2013

Operating in the UK, EUROPE and

INTERNATIONALLY

£37bn
(€43bn)

Figures quoted are correct as at 31 December 2019
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PROSPECTING
HOW HAS CORONAVIRUS 

IMPACTED YOUR BUSINESS?

1



PROSPECTING

4

HAS CORONAVIRUS 

IMPACTED YOUR 

ABIL I TY TO GROW 

YOUR CLIENT BANK?

› Coronavirus has dominated the 2020 
agenda and has started to change the 
methods of interacting with new and 
existing clients. 

› Traditional networking and socialising 
opportunities have been severely 
impacted across Europe due to restrictions 
imposed by governments to stop the 
spread of the virus.

› Technology is playing an ever-increasing 
role in how insurance intermediaries 
conduct business.

› How have you been able to source new 
clients since Coronavrius? 



PROSPECTING  
QUEST ION POINT
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A. I have not been able to 
source any new clients

B. I have relied on word of 
mouth for referrals

C. I have utilised other methods 
such as social media

D. I have utilised professional 
connections 

WHICH OF THESE 

STATEMENTS BEST 

DESCRIBES YOUR 

ACTIVITY?
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EXISTING CLIENTS
WHAT DO THEY VALUE?

2



EXISTING CLIENTS

7

› How regularly do you review your 
existing clients?

› Do you know what your clients value 
about you?

› Are you remunerated for reviewing 
existing clients?

› How can you extract more value from 
your existing client relationships? 

› How can you protect your revenue in 
a pandemic?

› Do you need to make any changes to 
your business model to cater for your 
clients’ needs?

THINKING ABOUT THE 

CURRENT S I TUATION



EXISTING CLIENTS
QUEST ION POINT
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A. None

B. Less than 50%

C. 50% - 80%

D. More than 80%
HOW MANY OF YOUR 

CLIENTS DO YOU RECEIVE 

ONGOING REMUNERATION 

FROM IN ORDER TO 

REVIEW THEIR PORTFOLIO?



EXISTING CLIENTS
QUEST ION POINT
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A. None

B. Less than 50%

C. 50% - 80%

D. More than 80%
I F  YOU LOOKED AT YOUR 

CLIENT BANK, HOW MANY 

OF YOUR CLIENTS HOLD 

MORE THAN ONE 

PRODUCT/SOLUTION 

UNDER YOUR AGENCY?



VALUE TO CLIENTS
WHAT ARE THEY LOOKING FOR?
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T R A NS A CT I ONAL /
A DM I N I S TRA T I O N

› Product selection

› Putting a policy in 

place

› Providing valuations

› Maintaining files and 

records

A D VI CE

› Specialist advice on product

› Basic information provision

› Selection of funds or ability to 

appoint a DFM/Platform

› Technical Sales

S E R V I C E  A N D 
R E L A T I O N S H I P

› Delivering on promises

› Strategic financial planning

› Disciplined reviews

› Knowing and understanding 

of the client

› Trust and accessibility 

Limited value in client’s mind Value dependent on client experience  Highly valued by all clients



FINDING THAT COMMON GOAL
CLIENT NEEDS AND THE ADVICE BUSINESS MODEL
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ADVICE PROCESS

Fact Build Quote Select Advise Monitor Review Amend

Find Plan Product

Source: Cerulli Associates



SUMMARY
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› Prospecting - could you use 
referrals more to grow your client 
bank?

› Do you challenge your clients 
enough about their other 
assets/investments? 

› Remember to ask:  ‘What has 
changed’?

› Focus on what clients value

ARE YOU CHALLENGING 

YOUR CLIENTS ENOUGH?



“Engaging people is about 

meeting their needs – not 

yours.”

T o n y  R o b b i n s
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ARE YOU 
CHALLENGING 
YOUR CLIENTS 
ENOUGH?
THANK YOU FOR YOUR T IME



These materials and the information contained herein are provided by Utmost PanEurope and are intended 

to provide general information on a particular subject or subjects and are not an exhaustive treatment of 

such subject(s).  Accordingly, the information in these materials is not intended to constitute professional 

advice or services. The information is not intended to be relied upon as the sole basis for any decision which 

may affect you or your business. Before making any decision or taking any action that might affect your 

personal finances or business, you should consult a qualified professional adviser. These materials and the 

information contained therein are provided as is, and Utmost PanEurope makes no express or implied 

representations or warranties regarding these materials or the information contained therein. Without limiting 

the foregoing, Utmost PanEurope does not warrant that the materials or information contained therein will 

be error-free or will meet any particular criteria of performance or quality. Utmost PanEurope expressly 

disclaims all implied warranties, including, without limitation, warranties of merchantability, title, fitness for a 

particular purpose, non-infringement, compatibility, security and accuracy.

Your use of these materials and information contained therein is at your own risk, and you assume full 

responsibility and risk of loss resulting from the use thereof. Utmost PanEurope will not be liable for any 

special, indirect, incidental, consequential or punitive damages or any other damages whatsoever, whether 

in an action of contract, statute, tort (including, without limitation, negligence) or otherwise, relating to the 

use of these materials or the information contained therein.  If any of the foregoing is not fully enforceable 

for any reason, the remainder shall nonetheless continue to apply. 

Utmost Wealth Solutions is a brand name used by Utmost PanEurope dac. 

Utmost PanEurope dac is regulated by the Central Bank of Ireland.  Utmost PanEurope dac is a designated 

activity company registered in Ireland (number 311420), with a registered office at Navan Business Park, 

Athlumney, Navan, Co. Meath C15 CCW8, Ireland.  
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