


I’d like to offer you the warmest 
of welcomes to our HLP Marketing 
Services 2024 guide.

This industry has seen economic shifts, evolving customer 
preferences, and regulatory changes in recent times, highlighting 
how it’s essential for us, as mortgage and protection advisers, 
to remain at the forefront of this dynamic market.

As your Network, HLP are here to support you with marketing 
your firm, and in this document, we’ll explore the array of resources 
and tools we’ve created to empower you to be at the forefront 
of client engagement.

The mortgage market in 2024 presents both challenges and 
opportunities. We’re set to see a large volume of mortgages 
set to expire, so there’s expected to be a surge in demand 
for remortgaging services throughout the year. Alongside this, 

there’s significant opportunity to highlight how protection 
has never been more important.

With this in mind, we’ve put together eight comprehensive 
campaigns that you can draw upon to promote your firm 
to your clients and new prospects.

Content, advice & guidance at your fingertips
Our Marketing Services pack doesn’t just stop there; you can find 
all of this content and much more at the HLP Business Booster – 
a platform designed to offer you a competitive edge in the market, 
with a vast range of material available on a wide variety of topics. 
You’ll also find our Content Library too – where you can access 
and download a large selection of pre-approved marketing 
materials to help promote your business.

To gain a deeper understanding of this valuable resource, 
and how it can help your business reach your own targets, 
visit www.hlpbusinessbooster.co.uk.

Engaging your clients
We know that you’re passionate about keeping in touch with your 
clients, but it’s not always easy to keep them engaged in the long 
periods between remortgages. One highly effective solution is to 
sign up to our Monthly Client News Email service, offering regular 
email newsletters to your clients, all branded up to your business, 
and packed full of useful and engaging articles.

You can find out more about the Monthly Client News Email 
at our dedicated page - www.clientcommunication.co.uk

Support for the year ahead
As mortgage and protection advisers, you play a pivotal role 
in the financial well-being of your clients, and our Marketing 
Services pack is tailored to support you every step of the way.

In the following sections of this document, we will delve into the 
specifics of each campaign and resource, offering guidance 
on how to leverage them to their fullest potential. Together, 
we can thrive in the ever-evolving mortgage and insurance 
landscape of 2024.

Thank you for being an essential part of HLPartnership, and 
on behalf of the Network, we wish you all the very best for 
our collective success in the year ahead.

Martin (Ken) O’Callaghan
Head of Marketing, HLPartnership

Marketing Services

Best regards,
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Introduction to “Get Remortgage Ready” Campaign
The “Get Remortgage Ready” campaign is strategically designed 
to enable advisers to demonstrate their expertise to clients facing 
the end of their fixed-rate mortgage deals. With over £125 billion 
in mortgages maturing in early 2024, advisers are crucial in guiding 
clients through their options and the remortgaging process.

Overview
Why: 
The campaign is driven by the sheer volume of maturing mortgage 
deals in 2024, presenting advisers with a prime opportunity to affirm 
their role as essential guides to deliver good consumer outcomes.

What: 
The campaign provides advisers with a suite of compliance 
approved digital assets such as social media JPEGs, email, 
web content and guides.

How: 
The campaign materials are made available through the adviser 
portal news page and the Business Booster, offering advisers 
a curated selection to share with their network.

When: 
Advisers are encouraged to share these materials consistently, 
aligning with their communication strategy to ensure ongoing 
client engagement.

Where: 
This campaign is primed for sharing across a variety of social 
media platforms, including LinkedIn for professional networking, 
Instagram for visual storytelling, X (formerly known as Twitter) for 
quick updates and engagement, and Facebook for comprehensive 
community outreach.

The campaign has its own distinct branding, independent of the 
firm’s branding. This helps the campaign’s message stand out 
and positions the advisers as authoritative, trustworthy voices in 
conversations around remortgaging. Since your branding already 
appears on social media, the campaign posts do not need your 
logo to have an effect.

With over £125 billion in mortgages 
maturing in early 2024, advisers 
are crucial in guiding clients 
through their options and the 
remortgaging process.

Get Remortgage 
Ready

4 | Marketing Services 2024



Marketing Services 2024 | 5



Get Remortgage Ready
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Over

40
resources 
available
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Introduction to the “Protect What Matters” Campaign
The “Protect What Matters” campaign is meticulously designed to 
empower advisers to highlight the importance of protection products 
like Critical Illness Cover (CIC), Life Insurance, and Income Protection 
to their clients. In an unpredictable world, the value of these products 
cannot be overstated, providing financial security and peace of mind 
to families and individuals alike.

Overview
Why: 
This campaign addresses the critical need for financial protection 
against life’s uncertainties, emphasising the adviser’s role in guiding 
clients to make informed decisions about their financial safety nets.

What: 
Advisers are provided with a collection of compliance-approved 
digital assets, including social media JPEGs, email templates, web 
content, and comprehensive guides, all designed to elucidate the 
benefits of protection products.

How: 
The resources are accessible via the adviser portal news page 
and Business Booster, allowing advisers to easily select and 
share pertinent information with their clientele.

Protect What 
Matters

When: 
The campaign encourages regular dissemination of these materials, 
aligning perfectly with advisers’ strategies to maintain continuous 
engagement with their audience.

Where: 
Optimised for distribution across diverse social media platforms — 
LinkedIn for its professional network, Instagram for visual impact, 
X (formerly known as Twitter) for concise updates, and Facebook 
for wide-reaching community engagement.

With its distinct branding, separate from the firm’s own, the “Protect 
What Matters” campaign ensures the messaging is clear and 
impactful, establishing advisers as trusted authorities in the realm 
of financial protection. This focused approach aims to foster 
informed conversations around the essential nature of protection 
products, reinforcing the advisers’ commitment to their clients’ 
well-being.

This focused approach aims to foster 
informed conversations around 
the essential nature of protection 
products, reinforcing the advisers’ 
commitment to their clients’ 
well-being.
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Protect What Matters
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Insure What’s 
Yours

Introduction to the “Insure What’s Yours” Campaign
The “Insure What’s Yours” campaign is thoughtfully designed to 
empower advisers in highlighting the critical importance of Buildings 
and Contents Insurance. It’s focused on the concept of safeguarding 
one’s home and belongings—assets that constitute a significant 
part of an individual’s or family’s life and financial stability.

Overview
Why: 
The campaign spotlights the indispensable role of Buildings and 
Contents Insurance in protecting against unforeseen damages 
or losses, reinforcing the adviser’s role in securing their clients’ 
financial future.

What: 
Advisers are equipped with a variety of compliance-approved 
digital assets tailored to underscore the benefits and necessity 
of comprehensive property insurance. This suite includes social 
media JPEGs, customisable email templates, engaging web 
content, and detailed guides.

How: 
These resources are available through the adviser portal news 
page and Business Booster, designed to be seamlessly integrated 
into advisers’ communication strategies.

When: 
Advisers are encouraged to share these insights regularly, ensuring 
consistent client engagement and awareness about the importance 
of home and contents insurance.

Where: 
The campaign is designed for broad dissemination across various 
social media platforms, including LinkedIn, Instagram, X (formerly 
known as Twitter), and Facebook, catering to diverse audiences 
and maximising outreach.

This campaign’s unique branding, distinct from the firm’s, ensures that 
its message resonates clearly, positioning advisers as trusted experts 
in the field of home and contents insurance. Through this targeted 
approach, the “Insure What’s Yours” campaign aims to foster 
a deeper understanding of the value of protecting one’s home 
and possessions.

Focused on the concept of safeguarding 
one’s home and belongings—assets 
that constitute a significant part of 
an individual’s or family’s life and 
financial stability.
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Insure What’s Yours
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A Sustainable 
Future

Introduction to the “A Sustainable Future” Campaign
The “A Sustainable Future” campaign highlights the importance 
of green mortgages and eco-friendly home improvements, 
emphasising the role of advisers in guiding clients through these 
options. As environmental awareness grows, the value of these 
products, both financially and environmentally, becomes 
increasingly significant.

Overview
Why: 
This campaign addresses the need for sustainable financial 
choices, underscoring the adviser’s role in helping clients make 
environmentally conscious and financially sound decisions.

What: 
Advisers are provided with compliance-approved digital assets, 
including social media images, email templates, web content, 
and guides, all designed to explain the benefits of green 
mortgages and sustainable living.

How: 
Resources are available through the adviser portal news page 
and Business Booster, enabling advisers to easily select and 
share relevant information with clients.

When: 
The campaign encourages regular sharing of these materials, 
aligning with advisers’ strategies to maintain continuous 
client engagement.

Where: 
Optimised for various social media platforms—LinkedIn for 
professional networking, Instagram for visual appeal, Twitter for 
concise updates, and Facebook for broad community engagement.

The “A Sustainable Future” campaign ensures clear and 
impactful messaging, positioning advisers as experts in sustainable 
finance. This approach fosters informed discussions about green 
mortgages, reinforcing the advisers’ commitment to their clients 
and the environment.

This approach fosters informed 
discussions about green mortgages, 
reinforcing the advisers’ commitment 
to their clients and the environment.
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A Sustainable Future
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Later Life 
Lending

Introduction to the “Later Life Lending” Campaign
The “Later Life Lending” campaign focuses on the importance 
of products like equity release, highlighting the value of advice 
in making these decisions. These products offer financial 
security and peace of mind to individuals over 55.

Overview
Why: 
This campaign highlights the need for financial protection 
in later life, stressing the adviser’s role in guiding clients 
to make informed decisions about their financial future.

What: 
Advisers receive compliance-approved digital assets, including 
social media images, email templates, web content, and guides, 
all designed to explain the benefits of equity release and other 
later life lending products.

How: 
Resources are accessible through the adviser portal news page 
and Business Booster, allowing advisers to easily share pertinent 
information with clients.

When: 
The campaign promotes regular dissemination of these 
materials, aligning seamlessly with advisers’ strategies 
to maintain continuous client engagement.

Where: 
Optimised for multiple social media platforms — 
LinkedIn for professional reach, Instagram for visual 
impact, Twitter for concise updates, and Facebook 
for wide community engagement.

The “Later Life Lending” campaign delivers clear and 
effective messaging, establishing advisers as trusted 
authorities in financial protection for older adults. This 
approach supports informed discussions about essential 
financial products, reinforcing the advisers’ dedication 
to their clients’ well-being.

This approach supports informed 
discussions about essential financial 
products, reinforcing the advisers’ 
dedication to their clients’ well-being.
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Later Life Lending
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Grow Your 
Portfolio

Introduction to the “Grow Your Portfolio” Campaign
The “Grow Your Portfolio” campaign underscores the value 
of Buy-to-Let mortgages, emphasising the importance of advice 
in property investment. These products provide opportunities 
for financial growth and stability for landlords.

Overview
Why: 
This campaign emphasises the importance of financial growth 
opportunities in property investment, highlighting the adviser’s 
role in helping clients make informed decisions.

What: 
Advisers are provided with compliance-approved digital 
assets, including social media images, email templates, 
web content, and guides, all designed to illustrate the 
benefits of Buy-to-Let mortgages.

How: 
Resources are available through the adviser portal news 
page and Business Booster, making it easy for advisers 
to share relevant information with clients.

When: 
The campaign promotes regular sharing of these materials, 
aligning with advisers’ strategies to maintain ongoing 
client engagement.

Where: 
Optimised for various social media platforms—LinkedIn 
for professional networking, Instagram for visual appeal, 
Twitter for concise updates, and Facebook for broad 
community engagement.

The “Grow Your Portfolio” campaign ensures clear and 
impactful messaging, positioning advisers as experts 
in property investment. This approach encourages informed 
discussions about investment products, reinforcing the 
advisers’ commitment to their clients’ financial growth.

This approach encourages informed 
discussions about investment products, 
reinforcing the advisers’ commitment 
to their clients’ financial growth.
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Grow Your Portfolio
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Homes for 
Self-Starters

Introduction to the “Homes for Self-Starters” Campaign
The “Homes for Self-Starters” campaign highlights the importance 
of mortgage products for the self-employed, focusing on the 
value of advice for entrepreneurs. These products offer financial 
security and opportunities to those who are self-employed.

Overview
Why: 
This campaign highlights the need for tailored financial solutions 
for self-employed individuals, emphasising the adviser’s role 
in helping clients make informed mortgage decisions.

What: 
Advisers receive compliance-approved digital assets, including 
social media images, email templates, web content, and guides, 
all designed to explain the benefits of mortgages for the 
self-employed.

How: 
Resources are accessible through the adviser portal news page 
and Business Booster, enabling advisers to easily share relevant 
information with clients.

When: 
The campaign encourages regular sharing of these 
materials, aligning perfectly with advisers’ strategies 
to keep their audience consistently engaged.

Where: 
Optimised for various social media platforms—LinkedIn 
for professional networking, Instagram for visual appeal, 
Twitter for concise updates, and Facebook for broad 
community engagement.

The “Homes for Self-Starters” campaign provides clear 
and impactful messaging, positioning advisers as authorities 
in self-employed mortgages. This approach fosters informed 
discussions about tailored mortgage products, reinforcing 
the advisers’ commitment to their clients’ entrepreneurial 
journeys.

This approach fosters informed 
discussions about tailored mortgage 
products, reinforcing the advisers’ 
commitment to their clients’ 
entrepreneurial journeys.
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Homes for Self-Starters
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Get Mortgage 
Ready

Introduction to the “Get Mortgage Ready” Campaign
The “Get Mortgage Ready” campaign emphasises the importance 
of preparing for a first mortgage, focusing on the value of advice 
for first-time buyers. This campaign supports clients through the 
journey to homeownership, offering financial security and peace 
of mind.

Overview
Why: 
This campaign addresses the need for financial preparation 
in the home buying process, highlighting the adviser’s role 
in helping clients make informed mortgage decisions.

What: 
Advisers are provided with compliance-approved digital 
assets, including social media images, email templates, 
web content, and guides, all designed to explain the 
benefits of getting mortgage ready.

How: 
Resources can be accessed through the adviser portal news 
page and Business Booster, allowing advisers to effortlessly 
share pertinent information with clients.

When: 
The campaign promotes regular distribution of these 
materials, aligning seamlessly with advisers’ strategies 
to maintain continuous client engagement.

Where: 
Optimised for multiple social media platforms—LinkedIn 
for professional reach, Instagram for visual impact, 
Twitter for concise updates, and Facebook for wide 
community engagement.

The “Get Mortgage Ready” campaign provides clear 
and effective messaging, establishing advisers as trusted 
authorities in mortgage preparation. This approach 
supports informed discussions about mortgage readiness, 
reinforcing the advisers’ commitment to their clients’ 
journey to homeownership.

This approach supports informed 
discussions about mortgage 
readiness, reinforcing the advisers’ 
commitment to their clients’ journey 
to homeownership.
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Get Mortgage Ready
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How can you make clients feel valued and engaged, in the time 
between mortgage and remortgages? Those two-year or five-
year terms can seem like a long time – and in today’s fast-moving 
marketplace, it makes sense to keep in touch with your clients on 
a regular basis to maintain the good work you put into building 
the relationship to begin with. 

This is all well and good – but can be challenging in practice. 
So, one tool that you can use from HLP is our Monthly Client News 
Email service. Each month, we’ll send your clients an engaging 
email newsletter – featuring an interesting selection of lifestyle 
& consumer content, all entirely branded up to your business. 

The importance of client engagement
With your clients seeing a branded email in their inbox each month, 
a little thing can go a long way. They’ll be more likely to remember 
your firm and the service you gave, when it comes to the remortgage 
– or if they’re looking for assistance with protection and insurances, 
for example. 

Many banks and lenders have really upped their game in recent years, 
they’ll be communicating regularly with their clients, and notifying them 
ahead of their remortgage, with special offers on product transfers – so 
it’s essential to keep building the relationship with your clients to show 
them why it’s important to seek professional mortgage & protection 
advice before committing to anything they’ll regret – so something 
simple like a regular branded email can make all the difference. 

What would my clients receive?
Each email features a set of four articles, which link through to a 
website page, with the whole article attached. Both the email and 

the website page is branded to your business, and features a contact 
box, allowing your clients to get in touch immediately. 

We send the email on the last Thursday of each month, and if you subscribe, 
we’ll send you a preview copy the day before so you can be ready for 
when your clients receive it. We’ll email it to your client listing from the 
360 CRM system, and there’s the option for clients to unsubscribe 
at any time they wish. 

Are there any other benefits for my firm?
We see great engagement on the Monthly Client News Email. We have 
over 270 firms signed up for the communication, and have an engagement 
rate of 76%. A recent email saw an enquiry rate of 1% across the network 
– both driving additional business for member firms, but also ensuring that 
their needs for advice are being looked after by professional mortgage 
& protection advisers, for when they need your assistance the most. 

We’ll also prepare special features on protection and insurances, which 
can be used to further bolster your firm’s reputation in being experts in 
this area and helping to encouraging conversations to be had in the 
protection arena between clients and yourselves. 

How can I sign up?
Simply visit our dedicated signup website at www.clientcommunication.co.uk 
and complete the details for your firm at the bottom of the page. We’ve 
also got illustrations of what the Monthly Client News Email looks like 
and how it can also help your firm with the FCA Consumer Duty 
obligations too – it’s really worthwhile signing up!

Used by over 

270
firms

Sent to

200,000
clients a month

76%
of openers read an article

The Monthly 
Client News Email 
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At HLP, we’re passionate about helping our members drive their 
businesses forwards and helping you to reach your own goals, 
but we know that running your own mortgage & protection advice 
business in today’s marketplace is a very demanding role. 

That’s why we’ve created the HLP Business Booster – a platform that’s 
packed with a diverse range of content, designed to help, coach 
and share content that you can use to drive your business forward.

The platform can be accessed at www.hlpbusinessbooster.co.uk 

What’s available in the Business Booster?

Self-Help & Development:
We cover a wide range of topics that can cover the plethora of 
different tasks and disciplines that are required to master when 
running a business – from Finance, Technology and Recruitment, 
through to Strategy, Leadership and Wellbeing – we’ve got thought-
provoking and engaging stories & advice that is designed to help.

Mortgage Marketing Advice:
Marketing is a lot more complex than many may think, but we help 
to break down the barriers and provide a range of key tips, list 
common traps & pitfalls, alongside some useful and practical 
advice on how to grow your business and increase the volume 
of leads in our 5-part Mortgage Marketing Programme, chaired 

by expert Jeff Knight and HLP’s Head of Marketing, Martin (Ken) 
O’ Callaghan, alongside a portfolio of other useful reading on 
the topic too.

Content Library:
We know that promoting your business in the regulated UK Financial 
Services industry is not easy. There’s a whole minefield out there 
of what you can and can’t say, and so this is why we’ve created 
a whole range of content that you are welcome to download and 
use to market your firm – all pre-approved by HLP’s Compliance 
team, so you can be safe in the knowledge that you are talking 
about your firm in a safe and sustainable way to keep your 
business protected. 

Power your business’s growth
Take a look at the Business Booster and find the content that suits 
where you are – we’re frequently updating the platform with fresh 
articles and downloads to help give you what you need to move 
your business forward, so it’s worthwhile to bookmark the page 
and check in regularly.

Visit the HLP Business Booster at www.hlpbusinessbooster.co.uk

HLP’s Business 
Booster
A platform that’s packed with a diverse 
range of content, designed to help, 
coach and share content that you can 
use to drive your business forward.
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Last year we introduced the HLP Social Media Licence – based on 
feedback from how much our members value the importance of using 
social media for marketing and growing awareness of their business.

We’re thrilled at the feedback it’s received from our members so far, 
and as a Network we are passionate in helping as many of our firms 
as possible see the benefits to be sought from obtaining the Social 
Media Licence.

What is the HLP Social Media Licence?
In brief, it’s a short e-learning course to familiarise you on the 
Network’s requirements for the kinds of content that can be safely 
posted online, and a framework to help you to create posts with 
confidence that your firm is in full compliance with the increasing 
industry regulations in this area.

Once completed, the HLP Social Media Licence enables your firm 
to post content via your social media channels without the need for 
having to get every post approved by HLP Compliance – giving you 
the freedom and flexibility to promote your firm, within the overall 
guidelines of the Social Media Licence. 

How can I get the HLP Social Media Licence?
Just send us an email to training@hlpartnership.co.uk, and we’ll 
guide you through the process to get started. It’s a quick online course 
and assessment, which also counts towards your CPD too. Once 

you’ve passed the course, you can then carry out the social media 
posts as you wish, helping to grow your online presence and 
engaging with your clients.

Each year, as part of your firm’s annual audit visit, our Financial 
Promotions team and your RCM will take a sample of some of 
your firm’s social media activity from the past year just to verify the 
compliance to the Social Media Licence guidelines, so you can 
be safe in the knowledge that your posts and online presence 
are adhering to the often-complex industry regulations.

Who needs to apply for the Licence?
If you wish for your firm to obtain a Social Media Licence, the firm 
principal must take the course, alongside any member of staff that 
will be posting on behalf of your firm. Simply email us with your 
requirements at training@hlpartnership.co.uk and we’ll make 
sure that your team are covered accordingly – and then once 
all is complete, you can start posting!

As your Network, we here to support you every step of the 
way, and so we hope that the Social Media Licence can help 
your business to thrive on social media in this complex and 
fast-moving industry.

HLP’s Social 
Media Licence
As a Network we are passionate in 
helping as many of our firms as possible 
see the benefits to be sought from 
obtaining the Social Media Licence.
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We’re excited to announce the recent award win by HLPartnership for 
the Financial Reporter’s Mortgage Industry Marketing Awards (MIMAs).

HLP secured the coveted award for ‘Best Marketing - Mortgage Services’, 
having stood out to the judges over 800 other entrants. The award is 
recognition of the Network’s innovative approach and strategic acumen 
in delivering a well-rounded set of marketing support to our members.

We were especially proud as HLP were the only Mortgage Network 
to reach the finals, and testament to its unique approach to marketing 
in the mortgage services sector. The MIMA judging panel scored entries 
on a variety of metrics including creativity, innovation, brand perception 
and execution.

As a Network we’ve invested considerable time and effort into providing 
our members with a wide range of support, from the HLP Business Booster 
resource, the Monthly Client News Email service, engaging face-to-face 
events and a diverse range of webinars and learning & development 
opportunities, all designed to put our members in the driving seat with 
their marketing to grow the business how they wish.

HLP Wins Coveted 
Mortgage Marketing 
Award
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