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1. Overview: Ten Ways Quotemonster Can Supercharge Your 

Insurance Advice Reports 
 

Part one: Quotemonster.co.nz wants to help you deliver an outstanding personalised advice 

report for every client you meet. The advice is yours, but our research and technology is 

designed to provide you with the best combination of information on which to deliver your 

recommendation.  

We already help more than 3,700 

advisers to do price comparisons on 

the most popular insurance products in 

the market. They would, of course, 

because they are absolutely free.  

 More than 1,300 advisers have also 

discovered the power of our insurance 

product research to help them identify 

the meaningful differences in product, 

personalised to each individual 

client 

based on their age, gender, 

occupation, and product selection 

choices. 

But about 500 advisers are “power 

users” sucking every possible 

advantage out of the largest store of 

insurance knowledge you can access 

– they get the best out of the system 

and we want to share with you their 

secrets.  

These are the extra services that they use 

to build the best insurance report possible.  

 Head to head – a more detailed 

comparison of just two products ‘head-to-

head’ showing the differences between them 

to help your client make an informed choice.  
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 Underwriting requirements – based on your 

client’s choice of products and sums insured we do 

the hard work of picking through the non-medical 

requirements and produce a report which shows 

exactly what paperwork, tests, and exams are 

required. A huge time-saver. Really useful for 

clients scared of needles. Eliminates ‘you didn’t tell 

me that’ objections.  
 

 Statistics that help you sell: 

everyone can add a 

personalised client risks 

report which tells your clients 

their working life risk of death, 

total disability, temporary 

disability, and trauma.  

 Recommended product 

premium choices: if you have 

chosen a specific company to 

recommend but you don’t know 

whether the client would prefer a 

wait period of 4, 8, 13, or 26 weeks, or perhaps an excess amount on their medical of 

nil, $250, $500, $1,000, or more? This makes it easy: it includes a table of all the 

different premiums for each option at the end of your price comparison report. Saves 

lots of requoting.  

 Needs analysis – enables you to 

develop a scope of service, set 

objectives, record what advice your 

client wants, capture basic financial 

information, and calculate an ideal 

cover package – in minutes, not 

hours, and adds all that data to the 

comparison report. Automatically 

sends the values to the quote saving 

more time.  

If you still want more then ask us how to look 

at the database of hundreds of historical 

policy documents all searchable by date, 

company name, and type. Or look into the 

hundreds of product information updates on our news page.  

We even have business insurance and funeral plan comparisons tucked away in the research 

library.  

So over the next few weeks we will go through each feature and show you how to access it. But 

if you can’t wait, visit www.quotemonster.co.nz and call us on (09) 480 6071 and we’ll help you 

now.  
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2. Building Great Recommendations while Ensuring Customer 

Privacy  
 

Part two in our series on building a great insurance report.  

Power users of Quotemonster don’t just compare prices – they build the best personalised 

insurance report possible by adding in a market research comparison which can include major 

bank and direct products, add a head-to-head comparison, underwriting requirements, client 

risk report, and a complete needs analysis. Writing a compliant recommendation is easy with 

this information to hand.  

But you want to ensure you protect your customer’s privacy while using these tools. We want 

that too. We have a strong privacy commitment in our privacy statement which you can find 

here.  

Also you can be confident that when we look at the aggregate data on our system – to do cool 

things like work out average sums insured, or work out best demographic targets for advisers – 

we always remove personally identifying data and work with aggregated data. Nothing could 

identify your client. 

That was us, what about you?  

A commonly thought-of risk is unattended files or computers in your office, you do need to 

address those. But more likely risk is that you may not be talking to your client about privacy 

issues correctly.  

Lawyers tell us that you need to have your own privacy statement in your process. It should 

explain that you can use their information in third-party systems (not just ours, but also insurer’s 

quote and application systems). You need to write a good one for your own process of handling 

information. If you need help writing one, please drop us a line in the office and we can refer 

you to a compliance guru who can help. 

But if you’re still worried, maybe if you haven’t got your privacy statement organised, there’s 

one simple approach you can use to get going right now: Just put in your clients initials instead 

of full name. Then it is really hard for anyone – even someone who might look at your computer 

if you were called away suddenly – to connect these personal details to a specific client that 

they might know.  

We want you to 

get sorted on 

privacy so you 

can use the full 

range of 

information and 

research 

available on 

Quotemonster 

to help you 

deliver an 

outstanding personalised advice report for every client you meet. Including all the bits that are 

customised based on your client’s age, gender, occupation class, and information in the needs 

analysis.  

The next part in this series covers the head to head function in detail.  

http://www.quotemonster.co.nz/
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3. The Point is Great Advice – So We Focus on Meaningful 

Differences 
 

Part three in our series on building a great insurance report. 

So we have lots of great information to put in the insurance report – more than any other source 

available in New Zealand – it includes quotes, market research, (even on bank and direct 

products), a head-to-head comparison, underwriting requirements, client risks, and needs 

analysis.  

But the client wants to see a recommendation. All that data might be reassuring reference 

material, but what about a nice short document which highlights the essential choice?  

A great way to do that is with the one page “Head to Head” report. A lot of advisers that use our 

system have a recommendation letter and use the head-to-head report as the main focus.  

Clients are typically looking for help making a decision. That means highlighting the main points 

of difference between the best options for them. Bringing the decision down to a ‘top two’ and 

choosing between them is a great way to get that clarity. It can also be a comparison between 

the current policy and a new policy that may be more suitable. In that case you will need to 

check to make sure you have properly reflected their current policy in the research – but that is 

the subject of another video. 

To find head to head you need to prepare a quote just like usual. Set up the client, or open an 

existing client, choose your benefits, and then hit next to move to the price comparison chart.  

When you are at the comparison page you will notice a row of tabs. The first lets you download 

brochures and policy documents. The price comparison you will be familiar with. The research 

tab shows a comparison of up to fourteen products at once. Next is head to head, but we 

cannot click on this yet. To make this report work you need to go back to the research tab and 

tick two products to show on the head to head tab. You know you’re ready when the tab 

changes colour. If you cannot see the two products you want in the research table you may 

need to click on the “companies” selection menu and tick the companies you want to see 

research for. Remember to click save and close when you have chosen the right companies.  

Now tick the two companies you want to see. Now you can click on the head-to-head tab.  

The Top chart shows the features with the most 

significant differences. Check the figures in 

brackets to see what the score difference is. In 

this case you can see AMP scores (x) and AIA 

scores (y). But for the next Item AMP scores 

zero, so the AIA ‘advantage line’ is their total 

score for the item.  

Then the report shows features that are the 

same for both companies.  

Underneath that there is a table which lists 

features that are not in one policy but not in the 

other. These might be significant for the client, 

and are important for full disclosure, but they 

are each worth less than 1% of the total score. 

If they are worth more, then they will appear in the 

http://www.quotemonster.co.nz/
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chart at the top of the report as being more significant differences – in right proportion to the 

actual impact. 

Typically, the report fits on just one page. With some products where there are many items and 

many differences it may run onto a second page. But the great advantage of this picture is that 

it quickly, visually, allows you to focus on the few meaningful differences between policies. Not 

a sea of words or numbers in a big report.  

But of course, you probably still need context. Your recommendation should connect the 

features of the plan to specific requirements you and your client uncovered in your earlier 

discussions. The next part in this series covers other parts of the insurance report which can 

help you do that.   

http://www.quotemonster.co.nz/
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4. Client Scared of needles? The Underwriting Requirements 

Report Helps 
 

Part four in our series on building a great insurance report – and helping you to make sales. 

Each part of our insurance data is designed to help you connect to the customer somehow. 

They like to see you quote the market. They want to see that you have checked out the policy 

differences so they don’t have to. If you tell them they have 25% risk that one of them will suffer 

a critical illness that helps them decide whether or not to buy.  

You might not think the underwriting requirements report helps you sell, but it does. Some 

people love surprises, but discovering that you need to have blood drawn is unlikely to be a 

favourite. Some people just don’t like needles, but feel embarrassed, and won’t tell you. There’s 

the sale you will lose.  

Of course, most people are perfectly happy with whatever the process is, so long as they aren’t 

sprung with a whole series of extra demands which take up their valuable time.  

So preparing the underwriting report is about helping the client understand what needs to 

happen to put the cover in place. Sometimes they may make choices to reduce the scope of 

tests required, and that’s okay, most of the time they will be happy with what you recommend 

and glad to know that you are going to take care of the whole process for them.  

To find underwriting requirements you need to prepare a quote just like usual. This is vital as 

underwriting requirements vary according to client data, the policies and sums insured selected. 

Set up the client, or open an existing client, choose your benefits, and then hit next to move to 

the price comparison chart.  

When you are at the comparison page you will notice a row of tabs. The first lets you download 

brochures and policy documents. The price comparison you will be familiar with. The research 

tab shows a comparison of up to fourteen products at once. Next is head to head. Then you see 

the underwriting tab.  

If you know the client’s BMI then you can enter it here. If you don’t, then leave it with the default 

(which is set to the upper end of ‘normal’). If you want to know how to calculate BMI click on the 

button next to the field. It’s straightforward.  

When you have entered these details click this 

button to get your report. You can view this on 

screen and later you can add it to your 

Quotemonster report. Requirements are split into 

groups. For example, there is a group for blood 

tests, another for a physical exam, and a different 

group again for a fasting test. Each of these 

represents an ‘activity’ for the client, and should 

therefore be mentioned in your implementation plan.  

Also, it is worth noting that the requirements can 

vary considerably for high sums insured. This is 

especially common for cases involving business 

insurance and higher income protection amounts. 

The next part in this series covers the risks specific to the client for each of the major types of 

insurance. 

http://www.quotemonster.co.nz/
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5. How likely is that? – Statistics that help you sell 
 

Part five in our series on insurance information to help you to make sales. 

Clients are sometimes suspicious of all the different types of insurance they are offered. They 

can find it hard to believe that they really need income protection, or trauma insurance. A great 

way to help them with that decision is to show them some stats from a trusted third-party.  

We asked Davies Financial and Actuarial to provide us with some tables of risks that we could 

build into Quotemonster to make it really easy for you to include these in your insurance 

reports.  

As with the pricing and research on Quotemonster we personalise these statistics to the age 

and gender of the person or people that you have entered into the quote. This makes the 

information so much more powerful: it isn’t just any number; it is a number relevant to them 

based on New Zealand experience.  

First, let’s show you how to get the client risks report and then we will show you how the stats 

work.  

To add a client risks report you need to prepare a quote just like usual – remember this is so we 

can choose the statistics relevant to them. When you get to the report stage you need to put a 

tick in the client risks report. Then hit the view report button, and you’re done! 

Scroll through the report. Near the end of the document (depending on how many other items 

you added to the report) you will find this 

page.  

Note that there are risks given for each 

of the main risks you can quote on: 

death, becoming totally and permanently 

disabled, suffering a critical illness, and 

becoming temporarily disabled. We don’t 

have medical insurance on the list as 

nearly everyone that lives could claim on 

it at some point in their working lives.  

Now look at the columns. There are risks 

shown for ‘just you’ which is the risk for just the 

one client. But the next two columns are more interesting: what is the risk that one out of a 

couple will suffer one of these problems? That’s higher. It is also the number that is more of a 

concern to most of the people you are creating reports for. We also show the risk for one out of 

four business partners to show how the risk grows with the size of the group – ideal for 

business insurance discussions.  

The risk percentage shown is the risk that between the client’s current age and age 65 they will 

experience the problem – death or disability for example.  

There are some oddities we are often asked about. Why does a male smoker have a slightly 

lower working-life risk of temporary disability? That’s because of the higher numbers of early 

deaths.  

Anyway. Do use the client risks report and see how it can help you discuss risks with your 

clients and hopefully get them to extend the range of cover that they buy. We hope it will also 

get them to buy cover for their partners and business partners.   

http://www.quotemonster.co.nz/
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6. Needs Analysis – Setting Scope and Priorities 
 

Part six in our series on building excellent insurance financial reports  

We believe in great financial advice. For financial advice to be good we must be solving a 

problem or meeting a need that a client has. One of the best financial advisers in the world 

recently said that a really powerful question to ask a client is ‘what do you want?’ When 

advisers don’t ask it we can run into all sorts of trouble – making assumptions about what a 

client wants can lead to giving poor advice.  

But sometimes the client simply does not know what they want and in order to answer the 

question they need to choose between some options. That can help get the conversation going.  

Documenting what the client wants is also a crucial part of meeting your compliance obligations 

as an adviser – as you can only prove that your advice is good for the client if you have agreed 

a goal with the client.  

So that’s why our needs analysis tool starts by asking some questions to help you define the 

scope.   

To start a needs analysis, you need to enter some client details as if you were about to do a 

quote. 

Once you have completed this first page of information click next. Instead of choosing some 

benefits and sums insured move the mouse to the top of the screen and click the ‘needs 

crunching’ button.  

There are four steps to completing the needs analysis and using the results to create a quote – 

this message is all about the first step – scope and priorities.  

 

It’s simple. The main 

types of personal 

insurance are listed, 

with an explanation to 

help clients that may not 

understand clearly what 

they are. Then there are 

some typical limitations 

and exclusions shown 

to help clients 

understand what won’t 

be covered. Then you 

ask your client to 

choose a priority for each 

type of cover.  

This helps focus your solution on what the client most wants. Priorities will help a lot later when 

you decide to reduce some cover in order to meet the client’s budget. Recording it quickly here 

can help out in the event of any disagreement at claim time – did the client really believe they 

were covered for income protection? Not if they decided to make income protection ‘less 

important’ and remove the cover due to budget considerations. Capturing that information here 

http://www.quotemonster.co.nz/
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takes just seconds, contributes to a thorough job, and can help you meet your compliance 

obligations.  

This page can also help you sell more by introducing your client to a wider range of insurance 

benefits – particularly the ‘living’ benefits of medical, income protection, and trauma cover.  

The lower part of the page deals with the services you will not be providing.  

This makes it clear to the client that you will either refer them to another adviser for further help 

or that you have a hard limit on what you do: perhaps you do not provide advice on KiwiSaver, 

or you need to make it clear that you do not review home, car, and contents insurance. It is 

recorded simply here.  

It is so quick and so useful – we think you should do this with every client.  

The next part in the series looks at defining the work you agree to do for your client. It is a real 

showcase for what you can do with full personalised advice.  

  

http://www.quotemonster.co.nz/
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7. Needs Analysis - Objectives and Type of Advice Required 
 

Part seven in our series in building the best insurance report with the least wasted time 

Financial advice is fundamentally about solving a problem that the client has. So understanding 

what the customer wants, while being clear about what you can and cannot do fulfils two 

important goals.  

The first is that it gets the advice on the right footing – being about the client. That’s good for 

sales, and also, not by accident, happens to be one of the critical steps to creating a 

recommendation compliant with our laws and regulations.  

The second goal it fulfils is that by putting your services on show it both supports the whole idea 

of financial advice, and getting advice from you in particular. That all adds up to defining the 

engagement.  

So that’s why the second step of our needs analysis is all about defining client objectives.  

If you are not sure about how to find this page it’s simple. At Quotemonster.co.nz hit the ‘get 

crunching’ button and put in basic information to enable you to do a quote, hit next. Then look at 

the top of the screen and find the ‘needs crunching’ button and click on that. You need to 

complete the scope and priorities page, click next and you are at objectives.  

Clients can select up to four objectives. We have given you a drop-down list of the most 

common types of objectives that clients have for insurance-focused financial advice. You do not 

have to have as many as four objectives, of course. We do recommend that you choose at least 

one. Look through the objective list – familiarise yourself with the choices from ‘Get a 

reasonable package of insurance for my budget and circumstances’ to ‘ensure my family keep 

our home if I cannot work…’  

The last box does not have the drop-down list but allows you to record an objective in your own 

words – or the words the client used.  

After that we suggest you are your 

client the questions in the list 

‘What area would you like help 

with.’ Having worked with a 

number of advisers that have 

had legal disputes with clients 

we cannot tell you how helpful it 

is to check with them on these 

questions.  

Now look at the tick boxes on 

the right of the screen. Notice 

that these are to be ticked as 

“Yes” and “No”. When you have 

completed the page click next 

to progress to the next stage – 

which will be financial details.  

The next part in the series looks at 

the one-page approach to capturing basic financial information necessary to form an initial view 

on insurance recommendations.   

http://www.quotemonster.co.nz/
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8. Financial Details – Focusing on the High-Level Numbers 
 

Part eight in our series in building the best insurance report with the least wasted time – and 

one of the places more time than ever is wasted is on collecting financial information which is 

never used in the advice process. That’s a pretty controversial statement – so let’s look a little 

closer.  

If you are not sure about how to find this page, it’s simple. At Quotemonster.co.nz hit the ‘get 

crunching’ button and put in basic information to enable you to do a quote, hit next. Then look at 

the top of the screen and find the ‘needs crunching’ button and click on that. You need to 

complete the scope and priorities page, complete objectives, and then click next and you are at 

financial details.  

Our intention is to ensure we have done the job right without putting the client through hell. 

Many clients dread the need to produce a detailed personal budget that often comes with 

applying for financial products. It is nice if you can avoid that. With most personal insurance 

advice, you can.  

Budget advisers in New Zealand, working with limited time and usually pro-bono, have come up 

with a very simple solution which we have adopted. They ask for income, and then they ask 

how much you save. The difference covers everything else – it’s all spent. That’s one way the 

simple needs analysis keeps things simple. If you need to look at discretionary spending as a 

separate item then you can use a budgeting tool to work out what is genuinely optional, but at 

this point, we do not need to know.  

Similarly, with assets and liabilities we are focused on financial assets and so we encourage 

you not to include the value of the family home, or cars for personal use. Only include 

investment assets that can be readily consumed. There are exceptions to this general rule, 

which you may need to examine in more detail outside of this tool, but generally the aim will be 

to retain the family home – and if an insurable event occurs, pay it off and retain it for the use of 

the family – not liquidate it. That’s the basis on which this part of the analysis rests. Likewise, a 

joint balance sheet for two lives is presumed. 

Later, when you come to look at specific 

issues, you will note that we collect after-

tax debt repayments and these can be 

used as a sum-insured for mortgage 

protection insurance.  

KiwiSaver balances are retained because 

these can be accessed in the event of 

death or total and permanent disability.  

Note that you can enter information using 

the frequency that is more comfortable for 

your client – yearly, monthly, or fortnightly.  

We do not attempt to replicate table 

mortgage calculations, so you must take care 

to properly enter both the loan amount and the repayment amount.  

When you are happy with all the financial details you are ready to click next and review the 

different needs analysis calculations available to you. Those will be covered in the next part of 

this series.   

http://www.quotemonster.co.nz/
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9. Calculators – Smart and Fast Ways to Calculate a Cover 

Amounts Required  
 

Part nine in our series in building the best insurance report as quickly and simply as possible. 

So you have collected information, objectives, scope, and financial details. How much cover 

does the client require? We have two ways you can work on this. The first is calculating needs 

according to our simple rule set:  

To get to this screen you have to have entered enough client information to get to step two, and 

then hit the “needs crunching” button and entered client scope of service and financial 

information. Check out our earlier tutorials on how to do those if you are unsure.  

When you arrive at the calculators screen first check the box at the top of the screen under the 

heading ‘calculators.’ It defaults to “Needs Analysis” there is another option which we will look at 

in a moment.  

Look on the right-hand side of the screen and you can see that a cover summary has already 

been produced based on the default settings for the needs analysis too. To look at what each of 

these settings are you click the “+Show Details” button for each benefit.  

For example, for income 

protection you can see that we 

check to see if the person is 

class five occupation. If they are 

we assume that they will not buy 

IP cover and will increase the 

TPD and Trauma cover 

recommended. You can also see 

the percentage of income cover 

we recommend is insured, the 

percentage needed to cover loan 

repayments (which might be 

useful if you decide to ‘fall back’ 

to a lower amount of IP or 

mortgage cover because of 

budget considerations). You can 

also see how long savings would last, 

assuming the client’s current rate of spending.  

See at the bottom of each section there is a free-form field in which you may make notes about 

your assumptions and/or discussions with the client about the benefit. These notes will appear 

in the final report.  

We suggest you look at each of the cover areas and explore how the settings work. Call us and 

we can tell you when the next workshop on using the needs analysis is scheduled.  

Use the advanced settings screen, which you can reach by clicking on ‘Settings’ and then the 

‘Needs Settings’ tab to change any of the default values you see on the screen. Remember the 

http://www.quotemonster.co.nz/
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responsibility for advice lies with 

you, so it is worth investigating 

the settings to ensure you are 

comfortable with how they are 

working.  

A word about what isn’t included: 

we aren’t working out things like 

wait periods, benefit period, or 

selection differences like Loss of 

Earnings versus Indemnity yet. 

Our process is set up to leave 

you to work on those when you 

do quote and research: where 

you have price and product 

differences on the screen.  

When you are happy with the cover amounts recommended then you can hit the “save and 

quote” button and all the values are automatically transferred to the quote page. 

If you don’t like our calculator but you would like to record your sums in the client report then go 

to the top of the page and select “Recommendation Notepad.” The recommendation notepad is 

designed so that you can carry out your own calculations and list the details, and your own 

explanation, for cover amounts. You can enter as many as five components for each cover item 

and the system will sum them together for the recommendation total to be passed to the quote 

system.  

For more information, call us in the office and we will be delighted to hear from you. Check out 

the next tutorial on how you can produce and use the finished report. 
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10. Export and Report – Making Great Client Reports 
 

Part ten in our series on building the best insurance advice report – this time we look at how to 

use our data in building your report. In our last chapter we finished by clicking on “Save and 

Quote” and you arrived at the quote page in Quotemonster. Hit “crunch!” the monster will then 

crunch the numbers based on your default settings. What if you’re not happy? You might check 

these common issues:  

Medical Insurance - Because the needs analysis includes medical insurance as standard you 

will see only those insurers that offer all the benefits specified. You might want to do a quote 

without medical, and one with just medical, so you can look at all the numbers and mix and 

match quotes if you intend to split the business between specialist insurers.  

Error Messages – look at the top right of the 

screen and down to the top of the quote 

box. There are some messages highlighted 

in red if the quote breaks the main 

application criteria, like age at entry, or 

cover limits, that might apply. You may 

need to modify your quote if you really want 

these companies quoted.  

Settings – Look at the top of the 

screen and look across until you 

see the word “settings” click on 

that and ensure that you have a 

tick next to each company you 

want to quote. Check the 

selected product under each 

company to see if you have the 

version of the product you want 

quoted – there are usually a lot 

of options under income 

protection and trauma so please 

choose carefully. 

 

Options – look under each cover 

amount for each life and check whether 

the benefit is to be indexed or level, 

what wait period and benefit periods 

might apply, and the addition of any 

standard extras such as future 

insurability benefits.  

Once you are happy with all the settings 

crunch again and hit ‘next’ to go to the 

next page.  

You might want to refer to our earlier 

chapters on how to get the most out of the 

http://www.quotemonster.co.nz/
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research, underwriting tools, and head-to-head pages. When you’re happy with each of those, 

then click ‘next’ to go to the report page.  

We suggest that at least once, just so you get an idea of what everything looks like in the report, 

you tick every box – go for it, you can’t break it – and have a good look through the report 

produced. We challenge you to produce as much good information about the insurance plan in 

as little time.  

Adding your own recommendation letter, or using this information at the back of your report is a 

great – and time-saving – option.  

Alternatively, you might want to download the report as a PDF and copy-paste sections of our 

document into your report. You are welcome to do so, but you must ensure that the disclaimer, 

explanatory details, version, and date data applicable to each table is included in your report 

too. The resulting work is okay to send to any individual clients, but we do not authorise mass 

republishing.  

http://www.quotemonster.co.nz/

