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Learning Objectives
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You will be able to 

identify key areas of 

product governance 

and its implications for 

the protection space

You will be able to 

describe Providers 

stance on distribution 

quality and what 

support is available at 

SimplyBiz

You will be to explain 

how Compliance 

Audits can be 

beneficial to your 

business
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TR24/2 - Thematic Review of 
PROD for GI and Protection



TR24/2

• The principle focus for this publication 

is for PROVIDERS who are 

manufacturers under PROD.  

HOWEVER,

• The review does also covers BROKER 

FIRMS who are distributors under PROD 

and are subject to PROD 4.3.
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FCA recommendations for BROKER FIRMS
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• Understand the product being recommended – it’s complexity and any risks

• Consider any value problems - There should be an individual designated for identifying value 

problems – this would normally be the Senior Manager ‘Responsible for Insurance 

Distribution’ on the FS Register

• Ensure your annual PROD and Fair Value Assessments are complete and that you have a 

clear distribution strategy, target market, remuneration and clear evidence of product’s 

intended value.

• Consider remuneration policies, its interaction with the services and benefits they provide 

and its impact on the product’s value. – this would be part of the value assessment.  Worth 

noting here para 5.14 which references ‘setting a cap on the pound value of commission’.



FCA recommendations for BROKER FIRMS
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• Evidence of consideration of the provider’s target market statement and value 

assessment – your target market should align to the provider’s, including negative 

target market. 

• The firm should have Data and MI to show sold products are sold within your 

relevant target market. 

• Where products are sold as part of a package, there should be a process in place 

to mitigate the risk of duplication of cover.



ACTION POINTS FOR FIRMS

Ensure the firm’s PROD review is up to date and goes into sufficient 

detail 

Ensure the firm has completed a Fair Value Assessment for each 

service offered
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SUPPORT AVAILABLE
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PROD takes account of:

• The characteristics of the target market

• The complexity of the product

• The distribution strategy 

• The risk of consumer detriment relating 

to the product

Fair Value Assessments additionally cover:

• Cost to the client 

• Benefits / Value 

• Behavioural Bias / Vulnerability

Fair Value templates – Consumer Duty Hub

PROD templates – operating centre – plans and 

templates



Market Study into Protection Distribution

The FCA is launching a ‘Market Study’ looking at how well the protection market is working for consumers and any areas 
of potential harm.

This will take time so we expect this to play out over 2025/2026.  

As it stands the focus will be on:

• term assurance, 

• critical illness cover, 

• income protection insurance, and 

• whole of life insurance including guaranteed acceptance over 50s plans 

• Commission incentives

This could lead to FCA identifying problems and then consulting on remedies 
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Market Study into Protection Distribution

• FCA concerns are outlined in para 3.2 and you will see that some are familiar:

• The design of commission arrangements may not always support the delivery of 

fair value:

o Firms encouraging customers to switch unnecessarily to earn repeat 

commission 

o the use of ‘loaded premiums’ – a mark-up to the standard premium paid by a 

consumer that enables additional commission to be paid to an intermediary

o commission arrangements that incentivise firms to push products not consistent 

with client needs
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Compliance Audits



• Generally our firms do a fantastic job with their clients, with 

firms crucial in helping their clients achieve their desired 

financial outcomes. 

• There have been audits of mortgage and protection firms 

which have revealed where gaps exist.
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The good
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• CPD - evidenced the advisers have undertaken at least 15 hours relevant Insurance 

Distribution Directive (IDD) CPD  on an annual basis.

• Conduct Rules Training - all Senior Managers, Certified Persons and other relevant 

staff members have completed Conduct Rules Training

• FCA permissions - Firms are conducting business inline with permissions on the FCA 

Financial Services Register 

• Consumer Duty – Firms can evidence steps have been taken to implement the 

Consumer Duty. It’s important this continues to be embraced at all levels as a ‘not 

once and done’ exercise.



Common problems

• File checks – Advisers are undertaking suitability reviews on their own client files, or 

these completed by a person who doesn’t have the relevant qualification / 

experience. 

• Vulnerable customer - some firms are struggling to record potential client 

vulnerabilities or documenting the steps taken to cater to vulnerable clients

• Policies/Template documents – Policies should be personalised and be kept under 

review.  PROD assessments should be periodically considered. 

• Returns – Returns not being submitted in a timely manner. It is important to ensure 

that controls are in place to meet deadlines.

• Introducers - firms not recording details of, and/or completing regular due 

diligence for, their introducers.

14



Distribution Channel

The FCA want firms in the same distribution chain to share relevant information with each 

other. This will help firms to quickly address issues to prevent consumer harm and deliver good 

outcomes.

Providers are themselves required to monitor the outcomes and this will lead to increased 

monitoring of business quality that is submitted by firms.

YOU ARE REQUIRED UNDER FCA RULES TO RESPOND TO REASONABLE REQUESTS

A distributor must, upon request, provide manufacturers with relevant information including, where appropriate, 

sales information and information on the regular reviews of the product distribution arrangements. (PRIN 

2A.3.18 R)
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https://www.handbook.fca.org.uk/handbook/glossary/G3563d.html
https://www.handbook.fca.org.uk/handbook/glossary/G3541m.html


Providers and the benefits of audits

Providers audit too and will ask when a firm works with a compliance service provider do you have copies 

of the audit .

Member firm recently received a request for information from a provider

• Have any products been distributed outside of the Insurer's  defined target market?

• Have you made any changes to training or the assessment of advice quality?

• Have you made any changes to your vulnerable customer policy in the last 12 months?

• How do you monitor fees charged by brokers (if applicable)? Have you made any changes in the last 12 

months as a result of your fair value assessments?

Audits help with provider surveys to create responses that are well versed.

In a FCA information request in another sector - asked for copies of audits within the last 24 month. With the 

Market Study and the recent Thematic review, firms could start to see these kind of requests.
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Protection & GI GRC Audit

• We have enhanced our GRC audit with a Protection 
and GI focus for Protection firms.

• Provider relationships was a key addition

• Covering specific protection concerns

      -  Unearned Indemnity Commission 

      -  Security Accounts

      -  Lead Source 

Tailored for Protection firms to ensure there’s 
beneficial feedback
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Artificial Intelligence 

The current regulatory system



Discussion point:
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Has anyone started using AI within your business?  

What has been your experience?



Benefits and risks

✓Save a firm time 

✓Cut costs for consumers

‼ Data protection – how secure is client data

‼ Responsibility for content and accuracy
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AI is not directly regulated

… HOWEVER it is indirectly regulated using existing frameworks
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Principles 
for Business

Threshold 
Conditions

SM&CR

Consumer 
Duty 

Rule 
breaches

Data 
Protection



AI Guide & Due Diligence 

• How will it improve efficiency and 

increase productivity?

• How it can be adopted safely, and 

does it offer accurate outputs?

• Whether it is compatible with existing 

data protection

• How it will integrate with other 

technology, e.g. back-office systems
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• Policy > Regulatory Guides 

• Operating centre > Advice Journey > 

Research



New Services

Supporting your needs



The growing importance of business quality
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Business quality must be at the forefront of a firm’s objectives from the initial lead source through to retention of 

the customer.

Firms should:

• Have oversight of the data and appropriate MI

• Engage with providers. Providers place a lot of importance on quality ‘Distribution Quality Management' forums

• Review your persistency rates – proper process leads to improved retentions and improved customer 

experience and profitability!

• Identify any trends or any areas where improvement is required

• Sales Quality Webinar Series 

• A good sales process is one in which a customer feels like more than just a number



'Check The Checker' Reviews
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Simplybiz Learning and Development Events R2 2024 

How can you demonstrate that your internal file 

checking process is aligned to FCA 
expectations?

•

• 'Check the Checker’ file assessment reviews 

client file and internal file review output

• Determines whether internal process is 

suitably robust

• Identifies any trends, training needs or areas 

for improvement

• Detailed feedback to identify any gaps in 

your assessing standards to improve the 

quality of your existing internal file 

assessments.



Learning Outcomes
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You will be able to 

identify key areas of 

product governance 

and its implications for 

the protection space

You will be able to 

describe Providers 

stance on distribution 

quality and what 

support is available at 

SimplyBiz

You will be to explain 

how Compliance 

Audits can be 

beneficial to your 

business
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