
Making your  
lifetime mortgage 
business a success
Interview with Steve Kibler,  
an Equity Release Adviser at Penvest 

This is not a consumer advertisement.  
It is intended for professional financial advisers  
and should not be relied upon by private customers 
or any other persons.
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We spoke to Steve Kibler, a successful adviser 
with a wealth of experience in equity release. 
He ensures that property wealth forms a key 
part of financial planning conversations with 
clients. Steve shares his top tips on how to  
spot new opportunities in the lifetime 
mortgage market.

A I started working as an insurance 
adviser in 1992 for General 
Accident. I stayed there for many 

years before progressing into a Regional 
Manager role. Part of my responsibility was 
managing a team of equity release advisers. 
I wasn’t selling the products, but took my 
qualification to help me better understand 
the market. The firm went on to merge with 
Norwich Union in 2000; the giant we know 
today as Aviva. 

In 2003, an old friend asked me to join  
his firm as an IFA. By this point I’d been 
a non-selling manager for 7 years, which 
made the role seem unfitting. But I saw 
an opportunity to build on my previous 

A I’ve been advising on pensions, 
investments and equity release 
for over 15 years, but wanted 

to focus on what I enjoy. There’s huge 
potential in the lifetime mortgage market, 
so that is where I’ve focused for the 
last year. 

My experience as an IFA helps me take a 
more holistic approach to people’s finances 
in retirement. Having an open discussion 
with clients builds your credibility. And 
being brave enough to say “these are your 
options, these aren’t” achieves the best 
outcome for us both. This will sometimes 
mean turning business away. If I don’t 
believe a lifetime mortgage is the right 
solution for a client, I’ll tell them. 

Could you tell me about 
your background in 
financial services?

Why did you want  
to specialise in  
equity release? 

“My experience as an 
IFA helps me take a 
more holistic approach 
to people’s finances in 
retirement”
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With an estimated £1.6 trillion of property wealth held by 
the over 65’s, it’s no surprise that more and more people 
are using their home as a genuine asset. In 2021, equity 
release lending hit £4.8 billion, showing the increasingly 
important role of property wealth in people’s retirement 
planning. Whether this wealth is used to strengthen 
personal finances or to give a cash gift to loved ones – 
releasing equity with a lifetime mortgage gives clients 
greater choice in retirement.

experience and accepted the role. I’ve been 
part of Insight Financial Associates and its 
sister company Penvest ever since.



“Younger generations are 
often in need of a cash boost. 
And I can’t think of many 
grandparents who wouldn’t 
want to help earlier...”

Q

Q
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Lifetime mortgages can be used to 
help clients in a number of different 
circumstances. 

Interest-only mortgages
Some of my clients are still working into their 
70s. They have interest-only mortgages with 
no repayment vehicle. Often by this age, their 
income is not enough to support a product 
bridge. If the Loan to Value on a lifetime 
mortgage fits, they can use the money 
released to repay their outstanding balance. 
Helping a client avoid repossession and  
keep a roof over their head is rewarding.

Helping younger generations
Many of my clients want to give money to 
their grandchildren. And if they have a large 
estate, the benefits of doing this could be 
twofold. Current legislation states that if the 
value of your estate exceeds the threshold 
when you die, you may be liable to pay 
inheritance tax. If grandparents gift money to 
their loved ones earlier in life, this could bring 
the value of their estate below the threshold. 
My clients have used a lifetime mortgage 
to help pay for key life moments, including 
helping provide a deposit for a first home or 
paying for a wedding. Younger generations 
are often in need of a cash boost. And I can’t 
think of many grandparents who wouldn’t 
want to help earlier, and live to see the 
difference their gift has made.

It’s important to make clients aware that if 
they gift the money away, the recipient may 
have to pay inheritance tax in the future. 

Engaging with potential buy-to-let 
investors is one avenue to explore. 
These investors may not all fit the 

age criteria for a lifetime mortgage, but may 
have parents that do. If they’re looking for 
the capital to invest in a buy-to-let property, 
they could turn to older relatives for help. 
The money released from a home with a 
lifetime mortgage is tax-free. This is another 
way parents could help their family at an 
earlier life stage. I see this as a positive step 
– getting the family involved in the whole 
advice process. It allows them to be part of 
the decision-making process around their 
future inheritance.

How are your clients 
using the money released 
from their homes?

Can you think of any 
other scenarios where  
a lifetime mortgage  
could help?

Care at home
My clients have also used lifetime mortgages 
to pay for domiciliary care. Keeping someone 
in the home they love, and the property in the 
family for longer can make a big difference. 
People aged over 50 have a much greater 
sense of belonging to their neighbourhood 
than younger generations – and this only 
increases with age.
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The best source of leads is 
referrals. Within the wider Insight 
group, we have a number of 

different companies that can help generate 
leads. This is great for attracting clients 
with different financial needs. I work with 
mortgage advisers from our private finance 
business. They often refer clients with an 
interest-only mortgage maturing, or people 
looking to raise a deposit for first-time 
buyers. We also have a company called 
Foresight, who looks after will writing and 
estate planning. This includes setting up 
Trusts and Powers of Attorney – both 
important factors that could affect the 
client’s ability to borrow against their home.

Hosting seminars that educate prospective 
clients on products has also been a success. 
It’s great to help people identify how they 
can put their wealth to good use. They may 
have spent many years building capital, 
but given little thought to how it could help 
them today. For each case there’s a different 
financial solution. I’d rather spend time on 
complex cases to help clients achieve the 
best outcome. There are still cases I come 
across now that are challenging – but these 
are often the most rewarding.

Lenders and advisers can work 
together to help to educate the 
public. People are still haunted 

by historical products so are quick to 
judge the industry. Sharing our expertise in 
workshops can help spread the message to 
new audiences. There are so many different 
angles you could come in from. For example, 
talking to younger generations and selling 
the concept of equity release upwards. This 
makes more people aware of their options at 
an early age, and gives them knowledge they 
can pass on. 

There are so many opportunities advisers 
yet to tap into this market are missing. 
Equity release is not an ogre they should be 
hiding away from. Advisers have the power 
to look at the facts, and help make decisions 
that are right for their client’s situation.

I’d like to grow a team of equity 
release specialists for the firm. 
Enquiries have picked up pace in 

recent months, and I already have a healthy 
pipeline for the year ahead. I’ve also recently 
taken my long-term care qualification. Being 
able to offer clients tailored advice and 
support during their later lives will ensure 
they receive the appropriate care they need. 

How do you generate 
leads for your business?

How do you think we can 
overcome myths around 
lifetime mortgages? 

What’s next for you and 
your firm?

“There are so many 
opportunities advisers  
yet to tap into this market 
are missing. Equity release 
is not an ogre they should 
be hiding away from.”
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Do you have a question
about lifetime mortgages? 

Useful links:
Getting started with lifetime mortgages:  
www.legalandgeneral.com/adviser/getting-started

Our lifetime mortgage products: 
www.legalandgeneral.com/adviser/LTM

We can help. 
We’re committed to helping advisers understand the role that lifetime mortgages can 
play in helping clients achieve their financial objectives and a more colourful retirement. 

Find out more about our lifetime mortgages and becoming equity release-qualified to 
help your clients.

A lifetime mortgage is a loan secured against your client’s home. 
There may be cheaper ways to borrow. 

Speak to our team
To find out more, contact your dedicated account manager, or call:  

03330 048 444  
Lines are open Monday to Friday, 9am to 5pm.  
Call charges will vary. We may record and monitor calls. 

For help with everyday queries, email:  
adviser.support@landghomefinance.com 

If you’re contacting us by email please remember not to send any personal, financial or banking information – 
email is not a secure method of communication.
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