
 

 
Product Value - Information Exchange Template 

 
The Product Value – Information Exchange Template is designed to assist product Manufacturers and 
Distributors in meeting the requirements of the FCA PROD rules (PROD 4.2.29 R and PROD 4.2.14 P) 
relating to information exchange which are shown in the blue boxes below. 
 
Manufacturers and Distributors 
 
The term “Manufacturer” refers to a firm substantially involved in creating, developing, designing and/or 
underwriting a contract of insurance.  As such, managing agents/insurance companies will always be 
product manufacturers.  They may be co-manufacturers with a Distributor when the Distributor also meets 
the definition. 
 
Generally a Distributor will be some form of intermediary, either authorised or exempt by the FCA.   
A Distributor would also include introducers. 
 
Requirements and Responsibilities 
 
Value means the relationship between the overall price to the customer and the quality of the product(s) 
and/or services provided.  In order for the Manufacturer to conduct a fair value assessment, information on 
remuneration and services provided in the chain will need to be provided by Distributors to the Manufacturer.   
 
Upon request from the Manufacturer it is the Distributor’s responsibility to provide the required information  
 

 
Manufacturer Information 
 
 

4.2.29 R A firm which manufactures an insurance product, must make available to a distributor: 

 

(1) all appropriate information on the insurance product 

 

(2) all appropriate information on the product approval process; and 

 

(3) the identified target market of the insurance product. 

 

4.2.29A G For a non-investment insurance product, the information required by PROD 4.2.29R should 

include: 

 

(1) all appropriate information to enable the distributor to understand the intended value of the insurance 

product established by the firm; 

 

(2) any effect the distributor may have on the intended value that has not been fully taken into account by the 

firm when assessing value, and therefore which the distributor should take into account; and 

 

(4) any type of customer for whom the insurance product is unlikely to provide fair value. 

 

 

 

 
 
 
 
 
 
 
 
 



 
 
Distributor Information 
 
 

4.2.14P R A firm must obtain from any person in the distribution arrangements all necessary and relevant 

information to enable it to identify the remuneration associated with the distribution arrangements to 

allow it to assess the ongoing value of the product, including at least: 

 

(1) the type and amount of remuneration of each person in the distribution arrangement where this is part of 

the premium or otherwise paid directly by the customer, including in relation to additional products (other 

than where this relates to another non-investment insurance product for which the firm is not a 

manufacturer); 

  

(2) an explanation of the services provided by each person in the distribution arrangements; and 

  

(3) confirmation from any firm in the distribution arrangements that any remuneration is consistent with their 

regulatory obligations including SYSC 19F.2 (IDD remuneration incentives).  
 

The information provided should include the type and amount of remuneration (including commission and 
fees) of each Distributor – see definitions below for further guidance. 
 
 
  



Markel UK 

Product Value - Information Exchange  

Product Manufacturer  Towergate and Markel UK  

Completion of Product Review responsibility Towergate  

Product name Nursery   

Reference [Class of Business] Package policy  

Date of Assessment of Product Review Completed  14/09/2022 

 

 

Policy Terms & Conditions/Policy Wording/ As agreed under delegated authority agreement /binder 
 
 

Target Market This product is to be directed at, or marketed to: 

Package policy designed to meet the needs of Nursery Schools 
and associated risks such as after school clubs 
As agreed as per Delegated Authority     
 
This product is NOT to be directed at, or marketed to: 
 

1. businesses established and or operate outside of the UK 
2. companies with connections or links to sanctioned 

individuals or countries 
3. businesses lacking in, risk protection control and risk 

management procedures 
4. non-conventional insurance options, such as customers 

that run their own captives or require a layered 
insurance program 

5. a person acting for purposes outside their trade, 
business or profession 

6. Refer to as described under current binder  
 

 

Key Benefits  Refer Binder and Policy Wording/Summary  

 
Unusual Features & Sign T & C’s 

Refer Binder and Policy Wording/Summary  
 

Recommended Distribution Channels The product is suitable for distribution via: 

• Telesales/ Distant Sales  

• Face to Face /Branches  

• or an appropriately designed and agreed on-line 
journey 

 
This product is NOT suitable for distribution via: 

• Any non-UK distribution channel 
 

Features and Risks 
 

• Refer Policy Wording 

• For Cover holder /Broker - As their insurance 
professional you have a legal duty to remind 
policyholders (or potential policyholders) of the risk in 
failing to disclose the above information – which is that 
their policy may be invalidated and any claim arising 
may be partially or fully repudiated).  



 
The risks to customers on this product is that they may be left 
uninsured, and personally liable for: 
 
Exposures which would ordinarily be insured the policy 

 
 

Costs and implicit costs 
 

Markel charge no additional costs or fees, except for Insurance 
Premium Tax at the applicable rate. 
 

Conflicts of interest 
 

On the basis that we have not: 
 

• delegated any claims handling duties to you 

• remunerating you beyond the flat rate commission or 
fee for services provided agreed between parties   

 
We confirm that the product is free from any innate conflict of 
interest that would compromise you in putting customers 
interests first.  
 

This product can be provided on the following basis  
 

Direct – The product is distributed directly to 
insureds. The broker’s role is to understand the 
demands and needs of the insured and then 
obtain quotations from insurers.   

Yes 

Wholesale - The broker works on the producing 
brokers/Appointed Representative instructions 
paying due regard to the best interests of the 
end client.   

Yes 

Advised – the product is sold on an advised 
basis 

Yes 

Non-Advised – the product is sold on a non-
advised basis 

No 

 

Product Value Assessment Information 
Required from Co Manufacturers and Distributors where applicable 

 

Please advise your distribution chain. 
 
Markel allow distribution through cover holder with Towergate under a delegated binder arrangement 
 
If there are additional firms in the distribution chain, please confirm for each firm in the chain that any 
remuneration is consistent with regulatory obligations, including SYSC 19F.2 (IDD remuneration incentives?) 
If applicable, please justify each party's remuneration by reference to the type of services being provided and 
their value in the distribution chain. 
 
Where the product is wholesaled by TG via a third party broker, any additional remuneration that they may 
charge will be in line with their regulatory obligations 
  
Please provide details of the cost of any additional features or services which are part of the same non-
investment insurance contract including any additional service fees. 
Markel have no additional costs or fees applied by ourselves, except for Insurance Premium Tax at the applicable 
rate 
 



Towergate confirmed fee structure  
 

a. £80 (Where the premium is between £0 to £5k)  -  £130 (Prem £5k to £10k)  -  £185 (Prem £10k 
to £50k)   

b. £22.5 for all Mid Term Adjustments 
c. £22.50 for Mid Term Cancellations (if lost policy but retained client and connected policies) 

increasing to £65 (if lost policy and client) 
 
If applicable, can you confirm that these additional services provide a cost-effective benefit to the policyholder 
and do not affect negatively affect the overall value of the product. 
 
Broker Service fees in line with market practice through this distribution channel  
Towergate use due to expert in field and understanding of the Care sector and understanding the target markets 
demands and needs required providing policyholders good advice  and access to product . 
 
Fee for Service arrangement in place , outside of the placement of policies to improve market and sector 
knowledge, product offering and service proposition . This is monitored and tracked through Conduct Oversight 
Group to ensure that service arrangement is being fulfilled and that there is no COI and conducted in customers 
best interests    
Please provide details of the total price to be paid by the customer  
 
The pricing varies according to the risk exposure and calculated based on Markel’s delegated rating structure. 
 
Is there a pricing differential between new and renewal customers? 
 
No, but underwriting adjustments can be made to base rates to reflect risks exposures and claims experience/ 
underwriting criteria. However this is a commercial risk and not subject to dual pricing guidance  
 
If 'yes' provide details and reason why.  
If there are any service providers (including third parties) how do you monitor their provision of service, e.g. 
telephone helplines, webchat facilities? 
 
Towergate’s Product Governance Framework and specifically their annual Product Review is designed to monitor 
the performance and value of any embedded products.  This is achieved by reviewing various metrics such as 
(but not limited to) pricing, usage, claims, policy coverage etc 
  
Do you offer premium finance?  If yes, please provide details of the total price the customer will pay, including 
the applicable APR. Please also provide details of the retail premium finance including any relevant benefits 
and features. 
 
Towergate provide own facility  
 
The cost of premium finance is clearly provided and the customer has to actively opt to pay by monthly 
instalments .  
 
Towergate regularly benchmarked by their central team to ensure that charges are competitive in the 
market.  Rates vary depending on firstly the premium bracket for the relevant policy, the term of the loan which 
can be 3 months, 10 months etc, and also whether recourse or non-recourse.  Rates vary on this scale between 
4.7% to 10.08%. 
 
Markel satisfied that the additional charges are relatively low and are kept in line and price proximate with the 
rest of the market.  
How does premium finance impact the overall value to the customer? 
 
Premium Finance offers a method of allowing the customer to spread the cost if the insurance rather than one 
payments which makes the insurance more affordable and accessible.  
 



Do you have any concerns as to why the product is not offering value to the end customer?  
No  
If 'yes', please provide details.  

 

Date Distributor Fair Value 
assessment completed 

22nd August 2022  

Please provide confirmation and 
outcome of your fair value 
assessment  

As a result if Towergate product review Markel is satisfied that  
 
1.The product remains consistent with the needs of the identified target 
market 
2.The product remains consistent with the fair value assessment and access 
to benefits and services is evident through MI showing that our product is 
usable by policyholders.  
3.The intended distribution strategy remains appropriate , however 
Towergate must always consider any additional fees that they may charge a 
policy holder and the effect on the value of the product . Also any ancillary 
products that Markel is not aware of which may affect the products value or 
duplicate cover provided with our product 
 

Please confirm expected date of 
next assessment 

August 2023  

Commission As per set commission agreed with Towergate 33%  
 

Fees As disclosed above in Fair Value Assessment  

Other remuneration Fee for Service arrangement and Business process service agreement is in 
place to improve market & sector knowledge, product offering & service 
proposition across the entire TG portfolio. This is reviewed annually to 
ensure overall value proposition is met 
 
This is monitored and tracked through NMUK Conduct Oversight Group to 
ensure that service arrangement is being fulfilled and that there is no COI 
and conducted in customers best interests   
 

Please provide Information on any ancillary products/activities sold alongside the product which may affect the 
product’s value. 

Select all that apply: 

Legal Expenses   

Gap cover Yes 

Key cover No 

Emergency home cover No 

Loss recovery (pays for a loss assessor to act on insureds behalf) YES 

Breakdown cover No 

Windscreen cover No 

Courtesy car cover No 

Risk Management services e.g. health & safety assessment, consultancy No 

Premium finance (if offered by the same provider) Yes 

Other – please describe 
 
 
 

N/A 

Please provide Information on how the above selected products affect the product’s value or provide additional 
value to the customer. 



 
Markel legal Expenses is provided  
 
Product is designed to cover a wide range of common contentious legal problems a business might encounter 
and is backed up by access to 24/7 expert legal advice, and representation when required. 
 
This product is not suitable for : 
– businesses established and/or operate outside of the UK 
– companies with connections or links to sanctioned individuals or countries 
– businesses lacking in, risk protection control and risk management procedures 
– a person acting for purposes outside their trade, business or profession 
 
Premium Finance  
As disclosed above in Fair Value Assessment 
 
 
Lorega Towergate Assist  
Provides and pays for the services of an independent Expert Loss Adjuster to help clients in the preparation, 
negotiation and settlement of any insurance claims in excess of £5,000. 

  
The service is provided for Property and Business Interruption claims only and does not apply to any other main 
policy section of cover including Liabilities.  There is a specific exclusion relating to claims arising out of 
Subsidence. 

  
The premium assigned to Lorega is typically no more than 1% of the overall total premium payable so provides 
value to the end user. 
 

Please advise whether you provide the sale of this product in an advised or non advised basis. 

 
Advised  
 

Please confirm that your staff have received training for the sale of this product and they are evidenced as 
competent in selling it. 
Please provide date of last training provided. 
 
Please confirm that it is regularly reviewed? 
If not, please advise when  training is planned.  

 
All TG staff receive appropriate training on the product and when competent they will undertake licence tests to 
determine the level of DA that they are able to write up to without internal referral. 
  
Initial training will take place when each member of staff joins the business and competency is monitored 
continually through their respective line managers and peers.  Licence tests are automated and have to be 
undertaken annually. 
  
In addition each member of staff is reviewed by QA on two cases per calendar month to ensure compliance with 
both regulatory and underwriting requirements 
 
 
 

 


