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Writing this article does not quite coincide with the 
calendar year and the past 12 months started with 
the nation repairing considerable property damage 
caused by Storms Ciara and Dennis in February 2020. 
As I write now, areas of the country are clearing up 
after extensive flooding caused by Storm Christoph in 
January 2021. 

March 2020 saw the first Covid-19 lockdown and I am 
grateful to all of you for your understanding as we 
closed our offices and started to work from home. 
Subsequent lockdowns have been much easier as 
substantial investment in technology has enabled 
flexible working for the whole company. I won’t write 
further about Covid other than to express my 
greatest sympathy for the small number of people 
connected with Lycetts who have lost their lives, a 
larger number who have been ill with the virus, and a 
much greater number whose businesses have been 
severely impacted or destroyed. To all of you,  
I extend my sympathy and give you my undertaking 
that Lycetts will do all we can to support you through 
this difficult time.

I shall write even less about Brexit. As I predicted last 
year, the loss of EU passporting rights for financial 
services has meant that there are a small number of 
policies which we are no longer able to transact, and 
you will be informed in good time if this affects you. 

It is, however, interesting to reflect on the nature of 
democracy, which is entirely dependent on all sides in 
any debate accepting the majority decision. This has 
largely been achieved in respect of the Brexit vote, 
and contrasts starkly with the US presidential 
elections. It is a sobering thought that President 
Biden’s inauguration required the deployment of the 
National Guard in numbers which, in Washington 
alone, represented about a quarter of the headcount 
of the British Army.

Looking forward, we must assume that the 
vaccination programme enables us to live with Covid, 
meaning that life returns to some level of normality 
and that there is an economic recovery. Which ever 
way this plays out, the Chancellor is going to be facing 
a significant deficit, with a likelihood of tax increases, 
and press speculation has highlighted possible 
changes to capital taxation.  

You will find articles written by our financial services 
advisers later in the newsletter, and whatever the 
outcome of the 2021 budget, this is a good moment 
to review your financial affairs.

The 60th anniversary of Michael Lycett establishing 
his new business in Newcastle falls at the end of 
October. Articles by the last four Chief Executives 
form the centre pages of this newsletter and we will 
also be running a number of events to mark the 
occasion. One of them is to support twelve ‘Charities 
of the Month’ which will be publicised in a variety of 
ways, including on our website, and I hope that this 
will result in benefits for the charities involved.

“Substantial investment in 
technology has enabled 
flexible working for the 

whole company”

Through our charitable ownership by the 
Ecclesiastical Insurance Group (EIG), each year all 
members of staff are able to nominate a charity of 
their choice to receive a grant of £125. A figure in 
excess of £30,000 is thus distributed annually to a 
wide ranging group of causes. In 2020 we were also 
fortunate that The Linskill Centre was awarded a 
£50,000 charitable grant by EIG’s ‘Movement for 
Good’ programme. The centre was nominated by 
Linda Wheatley from Lycetts Financial Services.  
The award of a grant of this size, and the effect  
that this can have on our own communities, 
demonstrates one of the benefits of being owned  
by EIG.

Recognising that there are challenges ahead, I am 
optimistic that 2021 will see improvements for us all. 
We are still here to support you as you rebuild your 
lives and your businesses, and we remain grateful to 
you for entrusting us with your insurance, something 
that we never take for granted.

Following the integration of the four Farmers & Mercantile Insurance Brokers 
(FMIB) offices into the wider Lycetts family, this is the first time that some of you 
will have received our annual newsletter. Although FMIB has been owned by 
Lycetts for 10 years, it became fully merged into the wider group on 1st January 
2021. Welcome to all our new readers.

Charles Foster
Chief Executive
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William Nicholl
Client Director

MARKET 
COMMENTARY
Historically my market commentary focuses on that very British pastime – the weather, which is 
normally the most influential factor in the rural insurance market. This year Covid-19 and, more 
recently, the Supreme Court’s judgement on the Financial Conduct Authority’s business 
interruption test case have combined to upstage the weather!

As I write the majority of our staff are working 
remotely, and I am proud that they have maintained 
our customary levels of service. Video conference 
calls have facilitated our communication with you, 
although I do not expect this to replace client visits 
where these are required and appropriate. Knowing 
our clients, their houses, farms and businesses 
remains at the heart of our business and allows 
us to produce bespoke insurance solutions.

After a decade of flat or falling insurance rates the 
market is now hardening due to a variety of factors 
ranging from extreme global weather events to Brexit 
and the pandemic. While no insurer planned to provide 
cover for a pandemic, other than under specialist event 
and cancellation policies, many have been exposed 
and, as a result, we are likely to see increased insurance 
costs across all classes of insurance in 2021. This is a 
bitter pill to swallow in light of the economic pressures 
many businesses are facing as a result of Covid and the 
associated lockdowns.

While we have had a limited exposure to Covid-related 
business interruption claims, we are assisting clients to 
update levels of cover where staff have been furloughed 
and/or visitor numbers or turnover has reduced with 
pro rata return premiums at the next renewal.

With the prospect of double digit premium rate rises  
in some sectors, we have managed to insulate our own 
in-house rural schemes from such increases, certainly 
for the foreseeable future. Underwriting of both of our 
exclusive in-house schemes is undertaken by our 
specialist underwriting team with each policy 
underwritten on a case by case basis with ongoing 
reviews of our wordings to ensure they cater for all our 
client requirements.

While the recent budget made no provision for an 
increase to Insurance Premium Tax (IPT), currently set 
at 12 per cent, future increases, perhaps to bring this 
rate of tax in line with VAT, cannot be ruled out. Past 
experience would suggest increases in costly and time 

consuming HMRC tax and VAT inspections would be 
likely, for which our legal expense policies offer cover 
for costs incurred.

Post Brexit, there is no clear guidance yet for the 
insurance sector. ‘Passporting’ rights to the EU have 
ceased for UK-based financial sector firms and we 
cannot now act as an intermediary on EU risks for 
EU-based customers. We will keep you advised of any 
changes, but short term areas of immediate concern 
are travel insurance and Green Cards for motor travel 
in Europe.  

Green Cards should be requested for any UK 
registered vehicles to be driven in Europe with a 
separate card for trailers or caravans. In respect to 
travel insurance, EU states will continue to recognise 
European Health Insurance Cards (EHIC) and the  
deal confirms that this will be replaced by Global 
Health Insurance Cards (GHIC) although these will not 
provide cover in Iceland, Liechtenstein, Norway and 
Switzerland, which were covered under the EHIC.  
They will not replace the requirement for travel 
insurance for holiday cancellation or repatriation in  
the event of a medical emergency. We cannot provide 
travel insurance when it is against Foreign & 
Commonwealth Office (FCO) advice at the current time.

We have completed a full review of our wording and 
rating structure for our commercial forestry insurance 
policy, which also allows us to provide cover for carbon 
credits. The insurance of natural capital is a growth 
area for the future for which we will be able to include 
cover under our main estate scheme. We continue to 
explore insurance solutions to provide stability in light 
of the demise of the Basic Payment Scheme (BPS) in 
line with our market-leading Crop Shortfall product. 

I hope that this time next year I will write in happier and 
more settled times with more certainty for the future 
post Brexit and BPS reform. In the meantime, we will 
continue to tailor our policies to provide as much 
stability as possible in these uncertain times.
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INSURERS FACE THE 
PERFECT STORM
Such is the way of the world, it is the insurance industry itself that is currently enduring the  
‘perfect storm’. Covid-related losses, despite the vast majority of business interruption claims  
not being valid, are shaping up to be the largest insured claim event in history (estimated to  
be in the region of $107 billion worldwide). 

This is contributing to a number of other factors that 
has seen a ‘hardening’ of the insurance market over the 
past year. A hard market is characterised by a high 
demand for insurance coverage and a reduced supply, 
resulting in the imposition of stricter underwriting 
standards, higher premiums and less inclination to 
negotiate terms. So what are the key factors causing 
the market to harden? 

First on the list is Solvency II – an EU Directive designed 
to harmonise insurance regulation between member 
states and, in particular, the amount of capital that 
insurance companies must hold in reserve to reduce 
the risk of insolvency. To comply with Solvency II 
insurers must hold sufficient capital reserves to ensure 
a 99.5 per cent confidence level to meet their liabilities 
in a year, this has meant insurers now have to carry far 
higher capital reserves to meet the standard.

In the meantime personal injury payments have been 
hugely impacted by Government changes to the Ogden 
rate. This calculation is used to determine the sum 
insurance companies must pay to those suffering 
life-changing injuries. Given as a lump sum to be 
invested, the Ogden rate is used to adjust payments 
for earned interest. In 2017 the rate was dropped from 
2.5 per cent to -0.75 per cent. A government review 
mitigated this change somewhat, with the rate being 
amended to -0.25 per cent in 2019. With the rate being 
negative, payments have, consequently, increased 
significantly and in some cases by as much as 120 per 
cent. Most Motor and Employers Liability rates have 
had to be increased by up to 15 per cent having a 
significant impact on the casualty market. 

Weather events related to climate change continue to 
produce huge claims bills for the industry. January and 
February 2020 may seem a long time ago, but Storms 
Ciara and Dennis and the subsequent flooding has left 
the UK insurance industry facing estimated claims in 

the region of £500 million. Over the past decade  
the UK has witnessed three one-in-a-hundred-year 
flood events. 

Property is already facing rising insurance premiums. 
Historically low rates, to the point where property 
accounts were running at a loss, have been the catalyst 
for insurers to make significant adjustments. Clients 
should expect to see premiums rise in respect of both 
commercial and residential property insurance. 

To cap all of the above, most reinsurance rates rose 
from 1st January 2021 leaving insurance companies 
with little option but to pass on some of this increase 
to clients. 

So what does this mean for those who buy insurance? 
For most, increased premiums across the board, the 
extent of cover available reduced and, in some cases, 
cover removed if no longer cost effective. Though 
historically resilient, the insurance industry continues 
to contract, with several companies going to the wall. 
Options for us as brokers are likely to become more 
limited. Underwriters will become stricter in their 
interpretation of policy wordings and less inclined  
to offer preferable terms where there is limited risk 
information available or where the claims history  
is poor.  

Clients can mitigate to a certain extent by investing in 
risk management. As well as fulfilling any requirements 
imposed by surveyors, consider also the 
recommendations made on survey reports. Be open 
and honest with your broker, keep in regular contact 
and provide as much information as possible.  
At Lycetts we will continue to work with you to find  
the most competitive solutions for our clients,  
and measures such as these can only help. 

Anthony Liddell
Associate Director,  

Marlborough
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TECHNOLOGICAL 
ADVANCES IN 
INSUR ANCE
Technological advances have brought to the market a range of new products and services. Some are 
used to deliver innovative insurance solutions while others assist insurers in working with their 
clients to improve service or reduce premiums. Some help prevent insurance claims altogether 
through early warning systems or by deterring criminals. However, not all are as helpful as they 
may at first seem. Here we examine what they are and what (if any) benefit they provide.

F L O O D F L A S H 

Due to weather patterns becoming more extreme and 
more frequent, obtaining flood cover in flood areas  
has become increasingly difficult. While Flood Re has 
provided a welcome boost for private households, 
there is still a huge hole when it comes to commercial 
risks. 

For this reason, a parametric insurance product  
has been produced by FloodFlash which works in  
a very different way to traditional flood insurance.  
With this policy, each insured property and asset has  
a mobile-connected sensor installed which reports  
any flooding. The policy holder sets the level of pay out 
and when the agreed trigger-depth has been reached,  
the sensor alerts the insurer and automatically  
triggers the claims process, without the need to  
submit documents.

Due to the way this policy operates, there are fewer 
costs and less uncertainty in setting up the policy, 
which means that premiums can be potentially lower 
than traditional providers. 

L E A K  D E T E C T I O N  S Y S T E M S

Water leaks account for a very high number of claims 
within the household market. In an attempt to combat 
this a number of insurers and clients are looking to 
install leak detection systems. One of these is LeakBot, 
which monitors the household water system 24 hours 
a day and sends an alert via mobile phone if it detects 
unusual activity which may be caused by hidden leaks.

B L A C K  B O X E S

The cost of car insurance for young drivers is always a 
contentious subject with clients. Black box insurance 
(also called telematics) has been available for a number 
of years and is worth considering for new or 
inexperienced drivers. A small box is fitted to the car 
and measures various aspects including how, when 
and where the driver uses the vehicle. Insurers use the 
data to calculate a personalised renewal quote based 
on driver performance. It can also be used in services 
like Accident Alert or Theft Recovery.

D N A +

Lycetts DNA+ has also been around for a few years 
now but continues to play a valuable role in deterring 
and tracking the theft of agricultural vehicles or 
equipment. It is an advanced forensic coding system 
which is complimentary with every agricultural vehicle 
policy purchased from Lycetts.

Each DNA+ set contains uniquely coded micro particles 
which, when added to water, form an easily applied 
liquid that becomes invisible once dry. Extremely 
difficult to remove, this marker glows under ultraviolet 
light, providing easy identification by the police or 
other authorities following a theft, as well as irrefutable 
and traceable evidence. Lycetts DNA+ is registered 
exclusively to each policy holder. 

With DNA+ we also provide warning signage to display 
at entrances to buildings and other strategic positions. 
The pack includes warning labels to be applied in and 
on machinery and other valuable items. When used 
correctly, it has proved to be a powerful deterrent  
to thieves. 

The loss of vital and costly agricultural machinery, 
particularly at the busiest times of year on a farm,  
can prove both costly as well as inconvenient. DNA+  
is a useful tool to minimise this risk.  

N O T - S O - S M A R T  S E C U R I T Y  D E V I C E S  

Not every advance in technology delivers the benefits 
it claims. Although increasingly popular, household 
security devices need to be treated with caution. 
Controlled via a mobile phone, these smart devices 
include doorbells, CCTV, fire and burglar alarms and 
door locks. Ironically, although this technology has 
been designed to enhance security, there are issues 
over how safe they are themselves.

The fact is that most of them are not secure. As with  
all types of technology, particularly those linked to the 
Internet or the cloud, there is always the possibility  
of them being hacked. For this reason, a number of 
insurers will not accept them as an advanced form  
of security. It is therefore very important that you 
check with your broker before buying and installing 
these devices.

Charlie Higson
Senior Account  

Executive, Oxford
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Colin Sadler
Director, Newcastle

MANAGING  
YOUR RISKS
It has never been more important to take a proactive approach to risk management. Although the 
Government gave some leeway for Health and Safety inspections in the initial stages of the 
Covid-19 pandemic, this concession has now expired. Statutory inspections are back on and,  
in addition, businesses need be able to prove they are Covid-secure.

Lycetts Risk Management Services (LRMS), our 
specialist risk management division, advises clients 
from a wide variety of business sectors throughout 
the UK. These are not limited to, but include farms, 
estates and diversified rural businesses. By working 
collaboratively to identify and manage risks, LRMS 
ensures that clients meet the requirements of Health 
and Safety legislation and statutory standards. 

However, it is not just about passing inspections. 
LRMS works with clients to effectively minimise  
the impact of risks, or to eliminate them altogether, 
ensuring a safe workplace for employees and for 
visitors. With a backlog of inspections and the new 
requirement for Covid security measures, demand  
for the service is set to increase.  

To ensure the continuation and development of its 
services LRMS has appointed experienced risk 
manager Alexander Cormack who now leads the team 
in Newcastle. 

Alex brings more than 14 years of experience in risk 
management and has worked in a range of sectors 
including the oil and gas, nuclear and renewable 
energy industries. Holding a National Examination 
Board in Occupational Safety and Health (NEBOSH) 

certification, he has managed and led multiple 
projects focusing on risk elimination and 
management. 

In his role as risk consultant, Alex will provide 
comprehensive and bespoke Health and Safety advice 
and risk management services to existing clients.  
He will also be driving the service forward and taking 
on new clients across all sectors, spearheading the 
LRMS team expansion plans in the north, while Simon 
Houghton will continue to lead LRMS services in  
the south.

Jonathan Lloyd
Regional Director,  

London & South East 
Region

BUILDING RISKS 
COVERED? 
Many homeowners are choosing to renovate or extend their property rather than move house. 
Extensive building projects, by their very nature, are high risk. It is therefore vital to have the 
correct level and type of insurance cover in place before work commences.  

Such projects will usually involve a number of 
contractors and sub-contractors. While all should have 
their own insurance cover in place, an overall 
assessment is important to be clear from the outset 
who is responsible for insuring what. For example, 
most contractors will have cover for materials, fittings 
and works in progress, but they cannot insure the 
existing structure of a building. This must be done by 
the owner. 

A Joint Contracts Tribunal ( JCT) or in Scotland a Scottish 
Buildings Contracts Committee (SBCC) contract with 
your builder is often the best solution, and one 
frequently used to manage the relationship between 
the contractor/project manager and employer. This 
mitigates the risk of cross over or gaps in cover in the 
event of a claim. A JCT will vary dependent upon the 
scale of the project and the level of risk, so to obtain 

the most appropriate cover for your specific project  
we advise using a specialist insurer. This can be a 
drawn-out process so it is important that you inform 
your broker of any planned works as soon as possible.

Also important is a realistic valuation for the works sum 
insured, again best done by a qualified professional. 
Where the final cost is difficult to accurately assess at 
the start of the project, cover can be applied on a 
declaration basis as it progresses. Where a property 
will be unoccupied for the duration of the work, 
remember to inform your broker so this too can  
be included.

The cost of comprehensive insurance cover for such 
projects is not insignificant. However, as claims are 
relatively frequent, we strongly recommend 
considering this cost as integral to the overall budget.
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FORWAR D DEFENCE  
AND COVER DRIVES… 
New circumstances bring new challenges and 
inevitably bring change. I have faced all sorts of 
challenges, many of them on sports fields from 
school days onwards, most of those on cricket 
fields once it was firmly established that cricket 
was not just my strongest suit but was also going 
to be my career, and, of course, there are always 
personal challenges to meet day in, day out. 

How one responds to these issues is what defines 
character. How does one respond to pressure? Is one a 
leader or a follower? Do you crave success? Do you fear 
failure? The questions are endless, yet the answers are 
key – and, if we are honest with ourselves, we will 
probably never know all the answers anyway. Not only 
that but the answers can change too as we gain 
experience and new perspectives.

One can also question whether character in the 
positive sense (given that the word character in its 
basic form is like weather in that it covers an entire 
range) is just a given, one of those things we start  
with and if we are blessed with it so much the better,  
or whether character can indeed be formed. 

Sport is a good test of this at all levels and I do  
indeed believe that through sport we can build 
character and confidence and become stronger  
and more productive.

In my case I can truly say that it has given me 
everything. I came through my school days with good 
academic results: the right number of O and A Levels, 
grades good enough to read law at UCL, and yet  
what gave me more self-confidence was the status 
gained by being a bit of a schoolboy hero at sport.  
1st XI cricket from the age of 14, 1st XI hockey, 1st XV  
(if only for half of one season) rugby all gave me a 
modicum of kudos and helped overcome what was  
an inherent shyness.  

Fast forward to a cricket career which I can look back 
on mostly with great pride and I can see myself 
growing in stature year by year as that career 
progressed. Captaining an England team is always 
rightly stated by each and every new incumbent as an 
honour and privilege, and one hopes that results go 
the right way and that one’s reputation at the end of it 
remains intact. That in itself provided me with 
Everest-like highs to set against Marianas Trench lows. 

Winning in India in 1984-85 was a major achievement. 
The Ashes win the following summer was the pinnacle 
both as a captain and as a batsman. The two 
‘Blackwash’ series against the West Indies I came to 
accept in the end as almost inevitable, given that those 
teams from the Caribbean in the mid-80s were 
probably the best in world history. The 1989 Ashes 
defeat was one of those epic lows that left me 
battered, bruised and much chastened. Character 
forming indeed.

As a batsman one is very much in the firing line and, 
with TV coverage ever more pinpoint sharp and 
analysis ever more probing, one knows that the 
spotlight is always very focused upon you. Having said 
that, the trick is simply not to let that thought even 
enter one’s head out in the middle, where it is all about 
using one’s unfettered instinct to react as best one can 
to each and every ball and to deal with everything 
thrown at you in the spirit of the fiercest competition. 
At best it is simply exhilarating; at worst – not that you 
are ever allowed to admit it – deeply terrifying. 

Some cope, some don’t. One of my most eminent 
colleagues, at least in the cricketing sense, was Ian 
Botham – now of course Baron Botham – a position 
which he has vowed to use to promote and defend 
where necessary country issues. Self-belief, not to 
mention a shedload of natural talent, was his core.  

David Gower
Country Food Trust 

Patron

David is described as one of 
the most stylish left handed 
batsman of his era, becoming 
one of the most capped and 
highest scoring players 
during his period.

He played 117 Test matches 
and 114 One Day 
Internationals for England 
and scored 8,231 and 3,170 
runs respectively. 

He also led England to an 
Ashes victory in 1985. 

Until recently David was the 
main Sky Sports presenter 
for international cricket 
alongside another great CFT 
supporter, Lord Ian Botham.
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I once asked him on a stage at Lord’s if he  
had ever had a moment of self-doubt and his 
answer was an immediate and definite “No”. 
As a long-time friend and colleague, I know  
full well he would have had such moments  
but that ability to dismiss the negatives is 
invaluable.

A determination to succeed and to make 
things happen is one of the great attributes, 
which brings me to the Country Food Trust 
(CFT) and its founder and driving force,  
Tim Woodward.

Tim left what one might describe as a proper 
job to set up CFT on the simple premise that 
there was a major benefit in using that vast 
supply of fresh and very tasty meat that is the 
by-product of the shooting industry to help 
feed those for whom good wholesome food 
was hard to come by. 

Yes, a lot of pheasant and partridge is sent to 
game larders and kitchens both in this country 
and back into Europe but there was a huge 
opportunity to use this healthy lean meat as a 
way of feeding the poorer in our society, and 
so the CFT began producing pouches of 
pheasant and partridge in casserole and curry 
form that could be given to food banks on the 
premise that for each one sold another could, 
and would, be given free to those food banks.

Shooting is always going to be a divisive issue, 
with those on one side, who feel that the  
£2 billion per annum shooting industry is very 

much part of country life and brings all sorts 
of benefits to rural communities, set against 
those who see it as some sort of ritual 
slaughter of defenceless birds enjoyed solely 
by the rich and privileged. 

As one who shoots, I have good friends who 
take their responsibilities as landowners 
incredibly seriously. The Bereleigh Estate in 
Hampshire is one very fine example. It is 
primarily a well-worked farm, but the land set 
aside for shooting is just as well managed and 
the woods, hedge rows and cover crops are all 
part of an estate that is at the forefront of and 
involves much of the community there. 

One of the key issues with shooting is what 
happens to the concomitant casualties and 
this is where the CFT finds itself beautifully 
placed not only to mop up the surplus but  
to play its own part in a major benefit to a 
much broader sector of our society. 

It is my happy role as a patron and as an 
ambassador for the Country Food Trust to 
help highlight the good work done and to pay 
tribute to the efforts of Tim and his team for 
the extraordinary progress they have made 
with the number of packages delivered now 
numbering over two million.

Lycetts is delighted to be an official supporter  
of the Country Food Trust.

For further information see 

www.thecountryfoodtrust.org 

A determination to succeed and to make 
things happen is one of the great attributes
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SUPREME COURT 
RULES ON COVID- 
RELATED PAYMENTS 
Businesses across the world have been locked in disputes with insurance companies over 
pandemic-related pay-outs, with UK companies no exception. 

When Covid regulations forced the closure of many 
businesses, those with commercial insurance policies 
that included business interruption cover presumed 
they would be able to claim. For most this has proved 
not to be the case. 

Business interruption cover is designed to pay out if  
a firm cannot trade as usual owing to an unexpected 
event. Yet claimants were being told by insurers that 
their policies did not cover losses related to the 
Covid-19 pandemic. Insurers also noted that paying  
out all such claims could be catastrophic for the 
insurance industry.

In June 2020, acting on behalf of the many small 
businesses caught up in this argument, the 
Financial Conduct Authority (FCA) brought a case 
against a total of eight insurers, with a combined 
21 policy wordings, in an attempt to clarify 
whether they could correctly reject these claims. 
The Court ruled in favour of the policyholders in 
the majority of cases, leading to an appeal and a 
further delay in payment for business owners. 

At appeal, the High Court also ruled that the wording in 
the majority of these business interruption policies did, 
in fact, provide cover for policyholders. This led to a 
further appeal at the Supreme Court and yet another 
delay over payment. In January the Supreme Court 
issued its judgement largely upholding the original 
ruling and finally paving the way for payments to 
commence. However, clients should be aware that this 
decision relates only to policies with wording the same 
or similar to those documents involved in the test case 
whereas the vast majority of business policies did not 
provide cover for a pandemic and the Supreme Court 

decision does not change this. Those clients that have 
open claims, mainly those with insurers involved in the 
test case, will now be contacted by their insurer to be 
advised on how to progress their claim and we are 
here to help with this. 

Figures produced by the City regulator estimate that 
more than 200,000 policyholders are affected by this, 
while the Association of British Insurers has put the 
value of claims at around £900 million.

The argument throughout centred on the clarity 
of the wording in policy documents. Although 
an extreme case, it highlights the importance 
of assessing in detail the policy wording before 
selecting cover. This is another good reason 
to take advice from your Lycetts broker. 

Following this ruling the insurance industry will 
undoubtedly move to tighten up policy wordings 
covering events such as pandemics, across all 
lines of their business. For clients with policies 
that have the correct wording to cover payment 
as the result of Covid, we suggest maintaining 
your current policy where possible, as tighter 
restrictions seem inevitable moving forwards.   

THE IMPORTANCE OF 
VALUING VALUABLES 
Where fine art, antiques and other valuables are kept in the home, the importance of up-to-date 
valuations should not be underestimated.

General contents are considered to be easily 
replaceable, insured on a ’new for old’ basis and as 
such the amount they are insured for is index linked 
annually to take into account factors such as inflation. 
This is not the case for fine art, antiques and other 
valuables as they are often difficult or impossible to 
replace on a new for old basis and therefore covered 
on an ‘agreed value’ basis. This figure is normally 
determined by either a purchase receipt or valuation.

Given the variable nature of the markets for fine art, 

antiques, precious stones and precious metals, it is 
recommended that you have these items re-valued by 
a professional every five to 10 years to ensure that they 
are not over or under insured. While some insurers do 
index link the values of these items, this shouldn’t be 
relied upon to keep values adequate, with jewellery in 
particular subject to vastly different fluctuations in 
value based on individual items.

Once you have carried out any valuation be sure to 
update your broker.

Gareth Matthews
Associate Director, 

Oxford

Geordie  
Ogilvy-Wedderburn

Senior Account  
Executive, Oxford



S C O T T I S H 
H O M E O W N E R S 
F A C E  R I S I N G 
C O S T S
In 2018 the Housing (Scotland) Act was 
amended following the Grenfell Tower tragedy. 

The amended legislation has been applied to new 
build properties ever since. Now the Scottish Government is looking  
to roll this same legislation out to cover all privately owned homes,  
with huge cost implications for homeowners and landlords.  

The new legislation demands the following: 

To date there appears to have been little or no consultation regarding 
the cost and practicalities involved, nor how it might be policed, other 
than compliance will form part of any home report where a property is 
sold. A typical cost estimate put out by the Scottish Government puts 
the average compliance figure at around £220 per property. For older, 
larger and heritage homes, this is unrealistic and costs could potentially 
run into thousands.  

Initial plans to implement this by February 2021 have been put  
on hold due to Covid-19, with the Scottish Government seeking a  
12 month delay. 

For the time being insurers are awaiting clear direction from 
Government before acting. It seems unlikely they will choose to reword 
policies for such a small segment of the market given there is no 
indication that England, Wales or Northern Ireland will follow in 
Scotland’s footsteps as yet. We await developments with interest.  

G U N D O G  T H E F T 
I S  O N  T H E  R I S E
Gun dogs are an important part of a sporting 
man’s life being a loyal companion and 
integral to the smooth running of a shoot. 
With latest figures suggesting dog theft has 
doubled in a year, security and insurance 
should be considered.

Figures from BASC suggest half the dogs stolen this 
year were working gundog breeds. Most of these were taken from 
gardens, and a high percentage from cars. With a new puppy of 
shooting stock costing as much as £2,000 plus, the financial cost of 
replacement can be significant and a fully trained gundog irreplaceable.   

Some security measures to consider, especially where dogs are 
kennelled, include the installation of wifi cameras and motion sensor 
lights. We would also advise against posting social media photos of 
dogs with visible vehicle registration numbers in the background or 
leaving dogs unattended in cars. Lycetts can provide cover including 
theft and illness from around £170 per annum. 

At least one smoke alarm installed in the room most 
frequently used

At least one smoke alarm in spaces such as hallways 
and landings

At least one heat alarm in every kitchen

All of the above must be interlinked so if one is 
activated, they all are

A carbon monoxide detector in any room with a  
solid fuel appliance such as open fires and wood 
burning stoves

A 10-year age limit for all sensors

E L E C T R I C A L 
I N S P E C T I O N S 
B E C O M E  L A W 
Electrical faults remain the cause of most fires 
in the home.

In June 2020, new regulations on electrical safety 
standards for residential let properties came into 

force. Electrical wiring, sockets, fuse boxes and other fixed electrical 
equipment in any rented home must now be inspected and tested 
every five years for the duration of any tenancy. Landlords must 
ensure national safety standards are met, and tenants provided with a 
report detailing the condition of the property’s electrics. The local 
council can also request sight of this report. 

These new regulations apply to all new tenancies granted in England as 
of July 2020, and for existing tenancies from 1st April 2021. Similar 
regulations already exist in Scotland and 2021 marks the five year 
anniversary of their introduction. Insurers need to be assured that 
landlords are aware of their obligations and adhering to the law. 

Neil McGuire
Regional Director, 
Northern Region

James 
Cuthbertson

Account Executive, 
Edinburgh

Freddie 
Hamilton-

Russell
Account Executive, 

Shrewsbury 
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Rupert Wailes-Fairbairn
Divisional Director, 

Newcastle 

YIELD DATA 
CONFIRMS THAT 
2020 WAS A ‘HARVEST 
HORRIBILIS’
We all knew that last year was a difficult one for farmers. Unusually challenging weather led to 
many crops being established in poor conditions and, in some cases, delayed until spring or not 
sown at all. Comparing notes with friends and neighbours across the country led us to conclude 
that it was a ‘Harvest Horribilis’. Now the latest DEFRA yield data, released at the turn of the year, 
based on figures across regions and crop types, confirms that, for many, this was indeed the case.

So, how bad was it really? The answer, of course, varies 
between regions and crops. 

Winter Wheat, traditionally the most profitable crop, 
saw reduced yields across the country. At one end of 
the scale, Scottish farms saw a drop of just 1.7 per cent 
while for the majority the yields were much lower. 
Farms in the East Midlands fared worst, producing an 
average yield of 6 t/ha compared to the 2019 figure of 
9 t/ha. The statistics for Winter and Spring Barley show 
a similar downward trend.

Winter Oilseed Rape (WOSR) figures demonstrate 
comparable regional variations. For example, Scottish 
farmers actually saw an uplift for WOSR of 1.2 per cent 
from 2019, averaging 3.9 t/ha. Yet all other regions saw 
a significant drop, with WOSR in DEFRA’s Eastern 
region (East Anglia) yielding an average of 2.7 t/ha 
compared to 3.4 t/ha the previous year. 

We must be cautious when drawing inferences from 
statistics; there are a number of factors which have 
affected yields. For example, the withdrawal of some 
plant protection products has had a detrimental effect 
across all regions. In contrast, cabbage stem flea beetle 
accounts for a significant drop in WOSR yields in much 
of England and Wales but is only just beginning to take 
hold in the north and Scotland.

Yet the key differentiating factor between regions last 
year was the weather. A particularly wet autumn and 
dry spring affected the majority of the rest of the UK 
with only Scotland experiencing better conditions. In 
fact, 90 per cent of crop shortfall each year is due to 
either too much or too little rainfall, so climate change 
is likely to continue to have a serious impact.

Wherever you are, managing volatility is now crucial to 
farm profitability. One of the tools available is Crop 
Shortfall Insurance. Developed for the UK last year by 
Lycetts, this policy is designed to protect farmers from 
an overall shortfall in the harvests of WOSR, Winter 
Wheat, Winter and Spring Barley. It covers yield 
shortages from extreme weather and also the perils of 
widespread plant disease and pests. Using reference 
yields for each region, this insurance product can 
provide cover for up to 25 per cent of the shortfall of 
projected crop production.

The policy automatically pays out on the difference 
between the year’s actual regional yield and the 
DEFRA average regional yield, a figure calculated 
based on the last eight years’ harvests. No loss 
assessment is required and, because the claims 
process is based on regional figures rather than 
individual farm figures, it is paid out quickly, 
assisting with cash flow at a difficult time.



Y O U N G  P E O P L E 
D R I V I N G  F A R M 
M A C H I N E R Y
We are frequently asked about young people 
driving farm machinery and whether they 
are covered by insurance. The answer is that 
farm policies do vary but, on the whole, if the 
young person is driving legally then they will 
be included.

The law states that 16 and 17 year olds can drive tractors and smaller 
agricultural vehicles without a driving licence but only if they hold a 
Category F licence and if the vehicle is no wider than 2.45m. This means 
that young people can be insured to drive tractors and trailers on the 
road, but only for business purposes.  

Tracked vehicles require a Category H licence and a minimum age of 17 
with further requirements for those driving larger machinery. The 
Highway Code applies at all times, including the use of mobile phones. 
If in any doubt, consult your broker to discuss your policy details.

G R E E N  C A R D S 
F O R  U K 
D R I V E R S
The Green Card is an international certificate 
of insurance which proves that a visiting 
motorist has the minimum compulsory 
insurance cover required by the law of the 
country visited.

Before Brexit, the UK was in the Green Card Free 
Circulation Area and so drivers were not required to have one. 
However, with effect from 1st January 2021 it is a requirement that all 
UK drivers carry a motor insurance Green Card when driving in any of 
the 48 countries included within the area. These are mainly (but not 
limited to) countries in the European Economic Area.

If you are planning on taking your car abroad, it is vital that you contact 
your broker or motor insurer at least six weeks before departure to 
ensure they can issue a Green Card in time as it unlikely you will be able 
to enter the destination country without one.

H O R S E  R A C I N G 
B E H I N D  C L O S E D 
D O O R S
Lycetts position as specialist insurance 
brokers to the racing industry means we have 
a vested interest in how horse racing has fared 
during the coronavirus pandemic. 

Initially, all racing was set to continue behind closed 
doors. However, days later this was revised to a total suspension with a 
return proposed for the end of April. As with many of the restrictions 
imposed upon us, this was extended to 1st June when plans for a 
return finally received approval. 

Much of the difficulty in achieving a return surrounded the provision of 
medical services and ambulances. In order to ease demand on NHS 
services, the British Horseracing Authority had to establish 
arrangements with private hospitals, medics and ambulances. In 
racing’s favour, strict bio-security protocols were already in place and 
ready for authorities to enhance accordingly.

No doubt racing’s usual vibrancy was missing for much of 2020, 
however, the troubles endured have only enhanced its resilience. 

Edmund 
Sword

Associate Director, 
Yorkshire

Richard 
Freeman

Account Executive, 
Newmarket

Toby 
Heathcoat 

Amory
Senior Account 

Executive, Oxford

N O  C H A N G E S  T O 
C A P I T A L  G A I N S 
T A X …  Y E T ! 
It was a relief for many that the only change 
announced in the Budget for Capital Gains 
Tax (CGT) was that the annual exemption will 
remain at £12,300 until 2026.

There is no CGT liability on death, meaning retaining an asset 
indefinitely may be the best solution, but this could simply be kicking 
the can down the road. With inheritance tax thresholds also being 
frozen until 2026, this may mean deferring a CGT charge leads to an 
even greater inheritance tax liability.

There is no set answer as to whether an asset should be retained or 
sold, but this does promote the need to consider all options and seek 
advice on what could be the most suitable solution. 

The Treasury will publish multiple consultations on tax policy in late 
March, this may provide an outline for what future changes lie ahead 
for CGT.

Sam Moore
Divisional Director, 

London
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Graham Wedgbury
Senior Account  

Executive, Woking

CYBER CRIMINALS 
EXPLOIT PANDEMIC
While most people have been grappling with the Covid-19 pandemic and the consequent economic 
fallout, there are some who have been using the global emergency to their advantage.

Cyber criminals lost no time in exploiting the rise in 
home working, which had been rolled out with little 
time for preparation, training or adequate security 
testing. By the end of March 2020, more than 42,000 
websites with domains containing ‘Covid’ and ‘Corona’ 
had been created, the vast majority of which could be 
categorised as malicious or suspicious.

In particular, there is a heightened incidence of 
phishing emails which purport to come from HR 
departments or government organisations,  
or emails which appear to be genuine but actually 
dupe individuals into installing malicious software  
on their systems. 

Once a system has been compromised, businesses not 
only face initial monetary loss, but brand loyalty and 
reputation may also be sacrificed. If data protection 
laws have not been adhered to, a company may even 
face prosecution or hefty fines.  

The aim of every organisation should be to adopt a 
proactive approach and put good practice and security 

controls at the heart of their cyber security strategy. 
Specialist cybercrime insurance is another tool that 
businesses need to consider, although it is still vastly 
under-utilised, with just 11 per cent of UK businesses 
saying they have specific cyber security insurance 
cover in a recent survey.  

This means that many are missing out on the 
considerable benefits available, because insurance 
does not just serve as a monetary cushion. Many 
insurers and brokers are now helping customers with 
contingency planning, establishing an understanding 
of the implications of cyber breaches, evaluation of 
risk, and putting security measures and crisis action 
plans in place. They also help with swift legal and public 
relations advice in the event of a breach. 

In today’s world, a cyber breach must be considered  
a realistic probability and developing plans which 
include cyber security insurance will make a business 
more resilient.

Ian Lloyd
Associate Director, 

Newcastle

THE RISK OF 
PRODUCT RECALL
For any manufacturing business, having to implement a product recall will pose significant  
risks of both reputational damage and unbudgeted/unaffordable costs. At particular risk are  
food and drink producers and others making manufactured goods in batches. Few businesses  
have insurance in place to provide expert assistance or to cover the costs of a recall and its  
subsequent effects.

A Contaminated Products or Product Recall 
policy covers the costs incurred by a business 
where a product that is defective and potentially 
harmful to health must be withdrawn from 
sale and subsequently replaced.  

Policies cover the costs of removing an affected 
product from the distribution chain and include 
advertising, transport, storage, product examination 
and disposal costs as well as any additional charges 
levied by retailers. The costs of manufacturing and 
delivering replacement products back into the 
distribution chain are also covered by these policies. 

Often the largest part of a recall claim is the business 
interruption element – loss of profit will occur following 
loss of contracts with retailers or if a factory or 
production line must close for a deep clean. A careful 
assessment of business interruption risks is a key 
consideration when deciding how much cover to buy.  

Although cover is broad, the triggers for such policies 
are quite specific and usually two-fold. Firstly, cover is 

included for claims arising or alleged malicious product 
tampering, whether by an employee or third party. 
Normally deemed compulsory by the insurer, this 
section responds to incidents where products are, or 
are alleged to be, harmful to health. Secondly, cover is 
available for claims arising from the accidental 
contamination of products where their use or 
consumption could cause injury, illness, disease or 
death within 180 days of consumption. The policy can 
be extended to include claims where, for example,  
a vegan-branded product is found to contain animal 
products, or where halal or kosher items are found not 
to conform to required standards.

Different policy wordings apply to those policies 
offered to manufacturers of engineered and other 
products not planned for human consumption.

With premiums starting from only £2,500 to £5,000 
depending on turnover, albeit with each claim subject 
to a minimum excess of £2,500 to £5,000, is being 
uninsured a risk worth taking?
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John 
Browne-
Swinburne 
When Michael Lycett 
started trading in 

November 1961, his target markets  
were farms and estates. However, his 
landowning contemporaries were not 
inclined to discuss business with a 
comparative stranger, nor indeed  
anyone else, other than their established 
family advisers.

Furthermore, the North British Insurance 
Company had a firm grip on the local 
market, because they made their most 
productive landowning clients local 
directors, paid them a small fee and gave 
them an annual slap-up lunch. All this 
was financed by somewhat 
uncompetitive insurance rates.

By the time Michael discovered this, 
I had joined the firm. I explained the 
situation to the son of one of the 
local directors who then persuaded 
his father to let Michael quote for the 
family insurances. The result was a 
handsome saving for the indignant 
client, who then told all his friends. 
This was our first big breakthrough.

Michael’s other target market was 
industrial and commercial risks, 
but our contacts were few, so it 
was an important moment when 
Robin Douglass joined us in 1970. 
He brought with him a good book of 
such clients, who remained loyal and 
encouraged others to appoint Lycetts.

When I joined Michael in 1962 it was 
decided that I should specialise in what 
is now called Financial Services, which 
broadly meant the use of life assurance 
to cover risks such as financial loss due to 
premature death, the building up of tax-
free funds to pay school fees and death 
duties plus the whole range of private 
pension schemes. As I was then aged 25 
my contemporaries were beginning to 
marry and find their feet in the business 
world, so my market was ready made, 
though its members not yet affluent.

Our next important addition was  
Edward Nicholl. Though a Northumbrian, 
he had worked in Lloyd’s for some years 
so had good London connections and 
was 10 years younger than me so part of 
another generation. 

He specialised in farm and estate 
business and when Mark Liddell joined us 
in 1980, with his Cumbrian connections 
– but also many good contacts 
nationwide – the success of Lycetts was 
assured, and our reputation as leading 
rural insurance specialists grew. 

On the Financial Services side,  
Nick Straker’s joining in 1982 was a major 
strengthening of the team which was 
further reinforced by Angus Keate’s 
arrival in 1986.

Similarly, the addition of Charles Seymour 
and Sheelagh Steele to the Farm and 
Estate and Industrial and Commercial 
teams respectively, at about the same 
time, were very important moments. 

An amusing aspect of the firm’s 
development has been the serendipitous 
way in which some of our key players 
came together.

For instance, just as Michael Lycett 
started, I left the Army and was sent on a 
commercial training course in Newcastle. 
All on it were registered with the Labour 
Exchange. Michael, in looking for staff, 
was sent that register and as he had just 
met my parents recognised my name and 
so we met.

Similarly, Robin Douglass came to my 
house as an after-wedding supper guest. 
He came straight on from the wedding,  
so we had plenty of time to chat. A few 
months later he rang to ask if there was 
any chance of joining Lycetts.

When Ed married and wanted to leave 
London, his mother, a family friend, wrote 
to me asking if we had a place for him.  
As his expertise was in the placing of 
Japanese marine hull and cargo risks we 
were not enthusiastic. Luckily, while I was 
still trying to compose a suitably kind 
refusal, I happened to mention the 
request to a mutual friend, whose 
opinion I greatly respected. He said we 
would be mad not to employ him!

Mark Liddell, similarly, came through 
family contacts, as did Angus Keate,  
and others too have been social and 
business friends.

From the outset, we have looked for 
good insurance brokers, but our twin aim 
has always been to employ people who 
would make a significant contribution to 
the local community. In this, I am pleased 
to say we have been pretty successful.

“He said we would 
be mad not to 
employ him!”

I N  T H I S  S E C T I O N  O F  
T H E  N E W S L E T T E R  W E 
C E L E B R A T E  O U R  6 0 T H 
A N N I V E R S A R Y

The company has evolved over the 
decades, although there have been 
certain constants maintaining the 
standards set by our founders, and in this 
special edition the last four individuals 
who have held the position of Lycetts 
Chief Executive examine the key 
milestones for the company under their 
leadership and what defined their tenure. 

We are proud of our heritage and the key 
figures who guided us to where we are 
now. Not least of which is our founder and 
the first Chief Executive, Michael Lycett, 
who died at the age of 101 in 2016. A 
wartime cavalry officer in the Western 
Desert, African adventurer, businessman, 
countryman, philanthropist, politician and 
Commander of the British Empire who 
organised charitable food and medical aid 
convoys to go behind the Iron Curtain in 
his retirement – he set the standards for 
us to follow!

While we are delighted that the second of 
our triple-barrelled nomenclature, John 
Browne-Swinburne, has provided his 
recollections for this article, we are sad to 
mark the passing of Robin Douglass, who 
provides the final part of our company 
name. Having established himself in the 
local insurance broking sector starting 
at the Ocean Accident & Guarantee 
Corporation in 1959, Robin joined 
Lycetts in 1970 and swiftly developed 
our then Industrial and Commercial 
broking arm. Appointed director in 
1972 he retired in 1999 to develop his 
other interests in property and antique 
furniture. Robin played a key part in the 
company’s development and, until his 
death at the turn of the year, retained 
a keen interest in our progress, which 
we hope reflects the pride we have in 
reaching this significant milestone.

Charles Renwick
Head of Management Services
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Ed Nicholl 
Having joined Lycetts in 
1973, I took over from John 
Browne-Swinburne as 
Chief Executive in 1992.

I had been running the 
Rural side of the business throughout that 
period during which, as John has detailed, we 
had expanded our range by employing several 
individuals whose main attribute was, like 
mine, a rural background rather than any 
specific insurance knowledge. That, we felt, 
would come by shadowing the existing 
insurance executives and by obtaining 
professional insurance qualifications. Their 
local connections were their key asset and we 
encouraged individuals to pursue interests 
that gave back to the community which 
resulted in my own service as a magistrate. 

Having started with a single office in 
Newcastle, additional offices were opened by 
Mark Liddell in Carlisle and by Charles 
Seymour in Savile Row, London, and 
subsequently in Oxford. Further offices 
followed in Norfolk, Sussex, Edinburgh, 
Aberdeen, Exeter and Shropshire. All were led 
by individuals from a similar rural background 
with their own connections.

Our next move was to expand our offering 
across different sectors by way of acquisition. 
The first of these was Cliverton, a specialist 
broker working within the small animal sector 
and based near our Norfolk Office. Cliverton 
had been built up by a husband and wife team 
who had reached retirement age and wanted 
to sell. They had no IT of any description and 
all records were stored on paper in an 
incomprehensible filing system. Charles 
Foster’s unflappability and attention to detail 
eventually managed to get everything in order, 

and it remains an important sector of the 
business today.

This acquisition certainly taught us what to 
look out for in future deals. It was followed 
by the purchase of Algarve Insurance 
Brokers in Woking, specialists in all aspects 
of arboriculture and other commercial 
risks. The next one was Carroll Foley 
Lloyd, based in the City whose clients 
were mainly High Net Worth individuals.

We then purchased Hydra House and 
associated companies, leading brokers in  
the bloodstock industry. This expanded our 
network of offices to include Newmarket  
and Marlborough.

The company continued to grow organically 
through our pre-eminence in the rural 
sector which enabled us to obtain extremely 
competitive terms for our clients. The 
downside of this was that our scheme insurers 
invariably lost money, originally following 
the great storms of 1987 and 1990 and 
more recently through the huge increase 
in personal injury awards, with individual 
payments running into the millions.

In addition to my role as Chief Executive,  
I continued to look after all my clients until a 
year before my retirement in 2007, when I 
handed them over to the most appropriate 
members of the next generation while 
preparing to pass the role of Chief Executive 
on to Angus Keate. 

Angus Keate 
Both John and Ed have set 
Lycetts in a historical 
context and John in 
particular has mentioned 
individuals as they 

appeared, all of whom ended up as directors 
of the business which, until the turn of the 
century, was relatively small. Since then 
growth has been achieved both organically 
and by acquisition.

When I joined in 1986 we had one office and 
just over 20 staff. There are now 15 offices 
with some 260 employees and it is to them 
that Lycetts owes so much of its strength. 
Each have brought individual talents which 
combine to give our stated USP of unrivalled 
service to clients. Every employee is a one 
person marketing machine able to spread the 
word to their contacts, friends and family and 
it is this which gives us our nationwide reach. 

It is so pleasing to meet a complete stranger  
at the other end of the country who turns out 
to be a client of Lycetts, connected to one of 
my colleagues.

We were privately owned until 2009 and over 
the following five years were bought out by 
the Ecclesiastical Insurance Group (EIG),  
a subsidiary of the Allchurches Trust,  
a registered charity. This gives us a ‘triple lock’ 
regulatory oversight as we are regulated by 
the Financial Conduct Authority (FCA), EIG by 
the Prudential Regulatory Authority and the 
Allchurches Trust by the Charity Commission. 
However, this makes not a jot of difference to 
our ever increasing audit fees!

One of the key messages to get across 
with this ownership structure is that the 
profitability of the EIG owned businesses 
directly leads to the charitable giving 
embedded as its core strategic aim. 
Over the past five years £100 million 
has been distributed to charities and 
good causes and being a client of 
Lycetts directly aids this endeavour.

To quote Noel Coward, a ship can’t be happy 
unless she’s efficient and she certainly won’t 
be efficient unless she’s happy. The same is 
true for Lycetts and my successor as Chief 
Executive will make mention of efficiencies in 
his article as they relate to our client 
proposition. Much of the happiness stems 
from the friendships created within the firm 
and between individuals here and clients. 
Many relationships span the decades and 
continue well past ‘retirement’ in both 
respects. It is also essential to have fun which 
has been in short supply since the pandemic 
struck, but we are a people business and 
resilient and normal life will resume, of that  
I am sure.

“We encouraged 
individuals to pursue 

interests that gave 
back to the 

community”

“A ship can’t be happy 
unless she’s efficient 

and she certainly 
won’t be efficient 

unless she’s happy”
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I was very lucky to follow John and then Ed, who 
led the business in quite different ways and I 
attempted to blend their influences with my 
own style for my ten years at the helm – a huge 
privilege. One of my earliest recollections of 
John was his belief that life should be divided by 
three – work, leisure and serving the 
community. All of us at Lycetts do the former, 
the range of leisure pursuits and interests is 
tremendous and so many of our people are 
actively engaged in their local communities.  
The fact that our profits effectively go to charity 
underscores this latter point.

If I had to choose one simple maxim to define 
my tenure and which I believe is so important 
for most businesses, and especially Lycetts, it is 
to remind the team constantly that it is in the 
detail that the Devil resides. Policy wordings, 
financial and technical advice, staff relations, 
financial statements, management information, 
compliance, acquisition due diligence – the list 
is endless and growing.

Charles Foster 
Having qualified as a 
chartered surveyor, I found 
myself in 1990 talking to 
Mark Liddell and Charlie 
Seymour about a change in 

career. At the time Mark was a relatively young 
director of Lycetts in Newcastle, and Charlie 
had recently opened a London office which had 
grown rapidly and was now constrained mainly 
by the time it took to travel from London to visit 
any rural clients.

After an interview with John Browne-Swinburne 
and Ed Nicholl, I spent the summer of 1991 
going to London for insurance tuition. 
Ostensibly this instruction came from Charlie, 
but everybody knew that the real knowledge in 
that office was to be found in his very 
experienced assistant, Lesley Durkin.

Armed with this somewhat limited expertise,  
I joined Lycetts in October 1991, coincidentally 
the month of the company’s 30th anniversary. 
Charlie moved to a new office at Charlbury and 
I opened our Norfolk office, which was actually 
in a shed at the back of my house, ably 
supported by a part time assistant, Irene 
Berning, and equipped with a fax and an 
Amstrad 1640 computer. For reasons that are 
not now clear, Ed had stipulated that I was to 
provide the computer, although the company 
would pay for printer cartridges.

Fast forward to 2003, and the company 
acquired Cliverton. For no reason other 
than geography, this was moved into my 
office, and it quickly became apparent 
that what we thought we had bought was 
quite different from the reality. I was closely 
involved in remodelling Cliverton, including 
the introduction of on-line trading.

2017 brought the opportunity to apply for the 
position of Chief Executive and I took over from 
Angus Keate in December of that year. His brief 
had been to oversee our transition from an 
owner-managed business to a subsidiary in 
charitable ownership, a role which he had 
performed admirably, holding the company 
together despite the obvious pressures.

My appointment was to be different, and the 
proposition which I put forward concentrated 
on increasing profit after a period of sustained 
investment, obtaining process efficiencies from 
our newly-installed IT system, consistency in 
management and governance, enabling Lycetts 
to benefit from closer integration with our 
parent company. Externally, the most visible 
change has been to replace our previous 
divisional structure with a single insurance 
division organised regionally. The effect has 
been to give greater local autonomy and to 
ensure that all insurance products are available 
from all locations.

In 2019 we became Chartered Insurance 
Brokers as well as Chartered Financial Advisers. 
This supports our ambition to be your most 
trusted adviser, and has required us to have 
more highly qualified staff than ever before.  
I am proud of a cohort of young, keen, 
technically qualified individuals who give 
confidence for our future.

Last year I appointed Colin Sadler as technical 
director and William Nicholl as client director. 
Together with the five regional directors and 
other senior managers, I am confident that they 
represent ample strong candidates to be my 
successor in due course and continue to lead 
the company forward.

“This supports our 
ambition to be your 

most trusted adviser”

In following this 60 year 
trail, several things 
become apparent.  
While the company  
has undergone huge 
growth and survived 
many challenges, the 
basic ethos that makes 
Lycetts what it is has 
remained the same – 
personal service, 
continuity of contact, 
competitive prices and  
a community spirit that 
gives back. Hopefully 
these are the attributes 
which will see the 
business continue to 
thrive into the future. 



Nick ran Lycetts Financial Services for close to 30 years before handing over to  
Simon Landale in 2015. A Fellow of the Personal Finance Society as well as being both a 

Chartered and Certified Financial Planner, he advises clients on all aspects of financial 
and wealth management, but with a particular level of expertise in complex life 

assurance, pensions and inheritance tax planning. 

D E S C R I B E  Y O U R  L Y C E T T S  J O B  I N T E R V I E W 

My job interview with Lycetts in 1982 involved being invited by  
Robin Douglass, who was head of the commercial insurance side, 
to join him at a pub for a drink and a chat. It was clear that the 
‘interview’ was more about whether I would fit in with the Lycetts 
ethos and be the right sort of chap, rather than whether I had any 
technical knowledge about financial services, as Robin certainly 
didn’t! The appeal to me was to be part of a like-minded team who 
would always try to do the right thing in any circumstances.

D E S C R I B E  A  T Y P I C A L  D A Y  A T  T H E  O F F I C E 
B A C K  T H E N

Michael Lycett was Chairman of the company and occasionally called 
into the office to catch up on a few things and to have some letters typed. 

When he did so he normally arrived with a team of dogs that would rush 
around the office hoovering up any unattended sandwiches that people had 
brought in! That doesn’t happen these days, certainly not in Head Office! 

H O W  H A S  T H E  C U L T U R E  O F  W O R K I N G  A T  L Y C E T T S 
C H A N G E D  O V E R  T H E  Y E A R S ?

The business was more about the ability to get on with, and provide clear and 
honest advice to both personal and corporate clients. Clients have always been at 
the centre of our business and that culture remains key. Our aim then was to 
become a client’s most trusted adviser, and it still is. I recall that lunch was 
probably more of a thing in the early days than it is now, for most people.  
We worked hard but also played hard, so no change there!

D E S C R I B E  A  M E M O R A B L E  O R  B I Z A R R E  M O M E N T  
A T  L Y C E T T S

When I started with Lycetts in Newcastle smoking in the office was permitted.  
On one occasion I nervously lit a cigarette before telephoning an important 
prospective client and when the call was answered I realised that the match I had 
discarded had set alight to the paper bin at the side of my desk. I managed to 
continue the conversation while also trying to stamp out the flames in the 
wastepaper basket. I was quite pleased that my client was completely unaware of 
the crisis that was potentially unfolding.

H O W  H A S  L Y C E T T S  C O N T R I B U T E D  T O  Y O U R 
P E R S O N A L  L I F E  O V E R  T H E  Y E A R S ?

Lycetts staff mostly share the same values and beliefs and are the sort of people 
who you would enjoy having dinner with. As a result of that you gain friends rather 
than just business colleagues and the company contributes enormously to one’s 
personal as well as business life. 

W H A T  A D V I C E  W O U L D  Y O U  G I V E  T O  A  N E W  S T A R T E R 
A T  L Y C E T T S  T O D A Y ?

I persuaded my daughter, Jacquetta, to move from St James’s Place to Lycetts on 
the basis that while she would probably earn less, she would give her clients a 
much better service and be working with much nicer people.  

Nick 
Straker
D I R E C T O R ,  
L Y C E T T S  F I N A N C I A L  S E R V I C E S 

As part of our 60 
year anniversary 
review we spoke to 
two of the longest 
serving members of 
staff at Lycetts, Nick 
Straker and Maureen 
Stokes. Here they 
give a personal take 
on Lycetts through 
the years.    
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Maureen has looked after our farm, estate and private clients for three decades 
supporting both Ed and William Nicholl. In addition to her client facing responsibilities, 
Maureen is responsible for the day to day management of our Newcastle based farm, 
estate and private account handling team as well as offering oversight and guidance 
to our regional teams. 

D E S C R I B E  Y O U R  L Y C E T T S  J O B  I N T E R V I E W  A N D 
F I R S T  D A Y  A T  W O R K ? 

I was working for an insurance company and heard from a colleague 
that Lycetts were looking for a motor broker. I remember calling 
them in the morning and was asked down to the office for an 
interview later the same day with David Walker, one of the Directors. 
It was all very informal. On my first day I was met by Maria Cook and 
taken into the office to meet my colleagues. The Personal Lines and 
Commercial divisions were located in what is now the boardroom, 
perhaps ten staff in total.

W H A T  W A S  A  T Y P I C A L  D A Y  A T  W O R K  W H E N 
Y O U  S T A R T E D ?

I started before the reliance on computers. We would all help to open the 
bags of mail received each day and distribute it accordingly. We worked with 
paper diaries and the client files were all paper correspondence. We only used a 
computer to invoice, the dictating machine was a reel and tape and the finished 
tape went off to the typing pool with a pile of files. Cover notes were handwritten 
and carbon copied. We now work paperless. Most correspondence comes via 
email so no longer the large bulging mail bags. The office is also a lot quieter – 
clients tend to correspond by email rather than telephone.

W H A T  W A S  Y O U R  C A R E E R  P R O G R E S S I O N  A T  L Y C E T T S ?

I started as a motor broker for the first two years, looking after motor policies, 
progressing to become the account handler for Ed Nicholl, dealing with his estate 
clients, before becoming a Divisional Director. I still look after a number of my 
original clients, even after 30 plus years.

H O W  H A S  T H E  C U L T U R E  O F  W O R K I N G  A T  L Y C E T T S 
C H A N G E D  O V E R  T H E  Y E A R S ?

The company was small in comparison, a tight knit team. Head Office 
was Newcastle, with a small office in London, consisting of two members 
of staff. We knew all our colleagues. Now with employees in excess of 
250 and 16 offices, it is more difficult to get to know everyone.

D E S C R I B E  A  M E M O R A B L E  O R  B I Z A R R E  M O M E N T  
A T  L Y C E T T S

Being from the ‘Town’, a client agreed to take me to a Hunt Meet to get a glimpse  
of ‘country life’. Luckily I didn’t have to sit on a horse, just the back of an ATV. It was 
certainly memorable, a very cold day in March. I think it took a number of days 
afterwards to thaw out!  

H O W  H A S  L Y C E T T S  C O N T R I B U T E D  T O  Y O U R 
P E R S O N A L  L I F E  O V E R  T H E  Y E A R S ? 

I arrived as a young shy person and through support and encouragement I am 
where I am today. People who began life as colleagues have become some of my 
closest friends.

W H A T  A D V I C E  W O U L D  Y O U  G I V E  T O  A  N E W  S T A R T E R 
A T  L Y C E T T S  T O D A Y ?

Work hard, be prepared to help others, look for new challenges and Lycetts will 
reward you for your loyalty and service.

Maureen 
Stokes 
D I V I S I O N A L  D I R E C T O R ,  
G E N E R A L  I N S U R A N C E  D I V I S I O N
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William McCarter took over as Head of the Lycetts Western Region in 
January 2020. He works from the Berwick St Leonard office on the 

Fonthill Estate near Salisbury in Wiltshire. Here he looks at the area, 
how it is changing and how this is influencing Lycetts plans for the 

future in the West Country. 

STARS OF THE WEST

Lycetts has always had a strong presence in the 
West Country, with well-established offices in 
Marlborough, Berwick St Leonard (Salisbury) 
and Exeter and a large number of long-standing 
clients. A rural area dominated by farms and 
estates, as well as large country houses, the 
timeless quality for which the area has always 
been known remains. 

Yet despite this, recent years have seen much change. 
A growing trend towards part time home working 
combined with a relatively easy commute into London 
was already in evidence even before we heard of Covid 
and lockdowns. Attracted by the rolling countryside, 
rocky coastlines, rivers and moors, the West Country is 
increasingly seen as a great place to live and property 
prices have risen accordingly.

Larger towns such as Bournemouth, Falmouth and 
Plymouth have helped support strong business growth 
for new and start-up companies operating in a diverse 
range of sectors from digital and IT to the arts and 
other creative outlets. Food and farming have always 
been key to the local economy and remain so. Rapidly 
improving broadband networks and connectivity are 
helping these many and varied businesses to thrive. 

Today less of the younger generation are leaving the 
area, instead choosing to remain or return, filled with 
new business ideas, energy and enthusiasm. Attracted 
by the lifestyle and low start-up costs for online retail 
and business development, local produce from food 
and drinks to soap are being made and sold both 
within the region and across the world.  

Farming remains at the heart of much of this, focused 
as it always has been on milk and livestock production, 
the sectors of farming best suited to the land and 
climate of the West Country and for which the area is 

best known. But as demonstrated in the following 
profile of Lycetts client Oliver Hemsley at Hollis Mead, 
there are many new ideas seeking to revolutionise 
traditional farming practices. 

As a company Lycetts continues to support its many 
clients in the area, advising on requirements following 
business changes, diversification and expansion. 
Future plans for the region include strengthening the 
offer with further offices and personnel – so watch  
this space!

H O L L I S  M E A D  –  C H E A P  F O O D  C O S T S 
T H E  E A R T H

At a time when farming subsidies are being replaced 
with a plethora of schemes designed to look after the 
environment, improve soils, encourage wildlife and 
enhance biodiversity, one Dorset farmer is well ahead 
of the game. 

William McCarter
Regional Director,  
Western Region
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In 2017 Oliver Hemsley left a successful career 
in the City to buy a dairy farm in West Dorset. 
From the outset his vision was to produce 
high quality organic produce while prioritising 
nature and the environment over productivity, 
and so the Hollis Mead brand was born. 

Westcombe Farm near Hooke was already a 
dairy unit, but the buildings were in poor 
condition and the whole farm needed 
investment according to Oliver. Having 
decided dairying to be what the land and farm 
were best suited to, he set about conversion 
to organic status, while also investing in vital 
infrastructure such as a new milking parlour 
and processing facilities.  

“We started looking into processing contracts 
and quickly decided there was nothing 
available that allowed for the high quality of 
our product and showcased our focus on 
wildlife,” says Oliver, “so, we decided the best 
way forward was to sell direct to the public, 
giving us full control over our brand and 
freedom in our marketing.” 

The route he chose was vending machines. 
The original machine was one of the first in 
the area at the time, and today they have 
eleven located across West Dorset and 
Somerset, supplying the public with organic 
milk from the farm’s herd of 120 British 
Friesian and Ayrshire cows. 

Being organic, no pesticides, insecticides, 
herbicides or artificial fertilisers are used on 
the farm. The herd is grass fed throughout the 
year, and the cows are milked just once a day 
to reduce stress levels. The resulting milk, 
cream, yogurt, butter and kefir, which have  
the additional proven health benefits of 
organic (being high in Omega 3 fatty acids),  
is pasteurised on the farm and delivered daily 
to the various vending machines, where 
buyers decant it directly into reusable and 
recyclable glass bottles.   

Many tactics are employed on the farm to 
encourage nature, some of which are at odds 
with traditional farming practices. No silage is 
cut in May or June to allow ground-nesting 
birds to flourish. Field stubble is left over the 
winter to provide food and shelter for the 
skylarks and other bird life. In recent years 
some 17km of hedges have been planted on 

the farm which has seen bird life, insects and 
mammals such as brown hares dramatically 
increase in numbers. These hedges are left to 
grow without cutting, providing additional 
food and shelter for wildlife throughout the 
winter. Without the use of chemicals, 
wildflowers have returned to the pasture 
while some species considered in decline such 
as dormice and barn owls, are starting to 
make a return.  

Says Oliver, “the whole ethos of our 
farming regime is to look after nature and 
let it do its thing, not about maximising 
production. I believe the public are starting 
to understand the difference between the 
mass production of cheap food and its 
environmental cost and choosing to look 
elsewhere. My mantra is ‘cheap food costs 
the earth’. We are all about quality not 
quantity while also encouraging nature.” 

The Hollis Mead brand is at the start of its 
journey with some exciting new product lines 
and other initiatives, including educational 
projects involving school visits, also on the 
agenda. Their message is clear. By buying their 
organic products customers are not only 
supporting a local rural business, but organic 
farming, wildlife and the environment. Cheap 
food has a hidden cost, and that cost is to 
nature and the environment. 



22

Q&A

GEORGE 
GREENOCK
From a long standing Norfolk farming family, George joined Lycetts 
in 2013 as an Account Executive at the Fakenham office, from where 
he advises landowners, farmers and private clients across East Anglia 
and beyond on all their business and personal insurance 
requirements. Living on his family farm he remains firmly connected 
to the rural community. He is also a keen hunting man and successful 
amateur jockey, with around 50 wins to his name. 

H O W  D I D  Y O U  G E T  I N V O L V E D  I N  T H E  W O R L D  
O F  I N S U R A N C E ? 

I did not set out to work in insurance and began my career working for a spread 
betting company in London before heading back to Norfolk where I worked for a 
property firm for four years. The draw of Norfolk was always strong, so when I 
had the chance to move back, I leapt at it. 

I started my role at Lycetts in 2013. It is the ideal company for me as I find my 
rural roots are a positive asset, helping me to understand exactly what is 
required to find the best insurance solutions for my clients. Since taking up this 
role over seven years ago, I have gained my Cert CII qualification and am now 
working towards my Dip CII. It is hard work but important to continue my 
professional development.

W H A T  D O  Y O U  E N J O Y  M O S T  A B O U T  Y O U R  J O B ?

Variety is the spice of life and I relish working with a range of clients, from 
homeowners to those involved in intensive farming businesses, diversification 
enterprises and country sports. Every day is different and because I share so 
many interests with many of my clients, it is never difficult to engage and this 
helps to build really good relationships. In fact, I often meet clients out and 
about in every day life, on the hunting field, racing, out shooting, or at rural 
shows, so my contact with them is not limited to renewal meetings. I am 
fortunate that it is a great cross-over of work and pleasure.

H O W  H A V E  T H I N G S  C H A N G E D  I N  T H E  L A S T  Y E A R ?

The biggest change for me personally was the birth of my daughter in the 
summer. But, sleepless nights aside, the biggest change to my job has been the 
shift to remote working. It was a bit daunting at first but we all fell pretty quickly 
into the groove and there are many advantages to this way of working. In fact, 
the Norfolk office had been moving towards a paperless office environment for 
some time and the Covid restrictions have simply accelerated that change. The 
new office systems work extremely well and we can access everything securely 
from our desks at home.

I do miss meeting up with clients face to face and look forward to getting out and 
about again. Although working from home has many advantages, I do also miss 
the office environment and the people in it. 

In his spare time George has a passion 
for eggs, regularly featuring in the 
prizes at the Royal Norfolk Show.



23

Q&A

ANNA POE
Anna joined the Berwick St Leonard office in 2018, initially as an 
Account Handler. She was promoted to Account Executive in May 
2020, working with farm and estate, private clients, equine and 
commercial insurance policies. Having grown up in rural Dorset, 
Anna is a keen horsewoman, hunting regularly with the Portman, and 
is a lover of ‘everything outside’, including sea-swimming and annual 
trips to Scotland.

H O W  D I D  Y O U  G E T  I N V O L V E D  I N  T H E  W O R L D  
O F  I N S U R A N C E ?

I actually started my career in London, working for a hedge fund company for a 
few years, but I am a country girl through and through and wanted to get back 
home as soon as I could. Working for Lycetts provided a great opportunity for me 
to work in an environment I understand and enjoy in the place that I love. 

W H A T  D O  Y O U  E N J O Y  M O S T  A B O U T  Y O U R  J O B ?

A career which involves working with clients who are involved with the things 
that really interested me is stimulating and it is great to use my knowledge of 
rural enterprises and to learn about new ventures. As well as working with 
farmers and estate owners to get the best insurance solutions for their varied 
businesses, it is exciting that many of our clients are truly entrepreneurial. 
Working with a range of fascinating diversification businesses has enabled me to 
extend my experience in the commercial insurance sector.

Of course, when it comes to sports horse insurance, I am in my element. Finding 
specialist insurance for the owners of hunters and eventers gives me the chance 
to engage and work with like-minded clients. Equally, the best way to build 
excellent working relationships, across all areas of the business, is to be part of 
the same rural world. I love the fact that I have such an interesting job while 
being based in my home county.

H O W  H A V E  T H I N G S  C H A N G E D  I N  T H E  L A S T  Y E A R ?

The insurance industry has been impacted in many ways by events over the last 
twelve months, in some respects not as badly as others, but things are certainly 
different. For a start, there has been huge demand for rural properties since 
people have realised they no longer need to be tied to an office in London. 
House sales in Dorset have gone mad and we are working with a lot of new 
clients to ensure all the insurance elements of their new purchases are in order. 

From a personal perspective, while the systems all work extremely well and we 
are able to look after client accounts from our home offices, I do miss the 
personal interaction with clients and colleagues. It is always better to see people 
face to face. Funnily enough, in the pre-lockdown winter months I managed to 
get some hunting and had quite a few insurance-related conversations on 
horseback. Otherwise, it is interesting that, even in this digital age, most of our 
clients still prefer to use the phone!

Anna Poe indulging two of her passions,  
the sea and sourcing the finest produce for 
her latest culinary creation.
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Q&A

TIM COULSON
With a twenty-year career in the hunting profession, first as whipper-
in and latterly as MFH and huntsman, Tim has lived and worked in 
Cheshire, Oxfordshire, Yorkshire and Scotland. When he switched to 
insurance broking in 2017, he found many of the skills were 
transferable. He joined our Edinburgh office as an Account Executive 
in October 2020. Still keen on hunting and shooting he does, 
however, describe himself as an ‘exceptionally bad’ fisherman.

F R O M  H U N T S M A N  T O  I N S U R A N C E  B R O K E R … 
H O W  D I D  T H A T  H A P P E N ?

I had always intended to have a proper job and was all set up for a nice career  
in chartered surveying, with a Diploma in Property Agency and Surveying from 
the Royal Agricultural University, Cirencester. Much to my father’s irritation I 
promptly side-stepped into hunting and stayed there for rather a long time. 
During those years I learned a lot about dealing with people and negotiating with 
multiple stakeholders, while acting as an ambassador for the hunt. So, when it 
came to finding a new vocation, insurance broking was a natural fit as it means I 
can work within a world I know and understand, while also building on my 
relevant skills. 

H O W  D I D  Y O U  G E T  I N V O L V E D  I N  T H E  W O R L D  
O F  I N S U R A N C E ?

I started with a London-based broker, working remotely from my home near 
Edinburgh for nearly three years, managing the insurance requirements of rural 
clients across all areas of their businesses. With the Cert CII under my belt I am 
now working towards a Diploma in Insurance. 

W H A T  D O  Y O U  E N J O Y  M O S T  A B O U T  Y O U R  J O B ?

I’m proud to be working for Lycetts. The brand has such credibility as specialists 
in the sphere and this brings many advantages. I now have access to first-rate 
resources and the opportunity to be a true broker, with multiple schemes so 
that I can deliver the very best service to clients. With a broad market to go to we 
can offer stability in terms of premiums and covers and, if the insurers change 
their stance, we have a wide range of policies to choose from. 

The work is varied and fascinating and it’s great to have the chance to visit and 
appreciate how different rural businesses are approaching the complex 
landscape we are currently facing. It is also helpful for me to be based in an 
office, to work alongside experienced colleagues as well as the account and 
claims handlers. This means that I am involved in the servicing part of the 
business and understand the fine detail of each risk, which means I am much 
closer to my clients and this particularly helps if a claim is made.

H O W  H A V E  T H I N G S  C H A N G E D  I N  T H E  L A S T  Y E A R ?

Well for me obviously a lot has changed. New job, new office and new baby. 
Gracie was born in July in the middle of lockdown so those early days of remote 
working certainly had their benefits and challenges! 

For many years Tim has been at his 
happiest on a horse, but his new parental 

duties now take prime position.
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Q&A

WILL 
KENDRICK
Will grew up in Leicestershire and regularly got involved with farm 
work on both his uncles’ and other family friends’ farms. He is not sure 
if he helped or hindered them but it gave him an understanding of 
busy farm enterprises. He still lives in the East Midlands and enjoys 
rural life and rugby. As an Account Executive at the Northamptonshire 
office, Will has lived through the integration of Farmers & Mercantile. 

H O W  D I D  Y O U  G E T  I N V O L V E D  I N  T H E  W O R L D  
O F  I N S U R A N C E ?

I started out working in the world of commercial and residential mortgages but 
took a change of tack in 2008 when I joined Farmers & Mercantile as an Account 
Executive. I enjoyed the job but then took a side-step to the NFU for a few years.  
In 2018 I re-joined Farmers & Mercantile and I am still here now that the 
Northamptonshire office has been incorporated into Lycetts. I am Cert CII 
qualified and now working towards my Diploma in Insurance.

F A R M E R S  &  M E R C A N T I L E  I S  N O W  O P E R A T I N G  A S 
L Y C E T T S .  W H A T  D I F F E R E N C E S  D O  Y O U  S E E ?

We are a relatively large office here with over 20 people and we continue to work 
with rural clients, mainly involved in agriculture. So, in many respects little has 
altered, but I have found that Lycetts has brought some positive changes. It is a 
forward-thinking company and a much bigger organisation altogether which 
means there are more brains to tap into and I like the fact that everyone is happy 
to help. 

W H A T  D O  Y O U  E N J O Y  M O S T  A B O U T  Y O U R  J O B ?

I particularly enjoy visiting clients, discussing problems and finding solutions. 
Whether it is delivering the best premium first time, debunking the jargon or 
removing the stress of a claim, I relish fighting my client’s corner.

Equally, I like being involved with claims. I am usually the first point of contact  
for my clients and, as the person they know, I can help them through that journey. 
After all, that is why people use a broker – to represent their interests as best  
we can.

H O W  H A V E  T H I N G S  C H A N G E D  I N  T H E  L A S T  Y E A R ?

I think we have adjusted well to remote working. Of course, it is harder to bounce 
ideas off others and I do miss the office environment and particularly getting out 
and seeing clients. But with long-standing relationships it is easier to keep in 
touch by phone and we can still access all the files we need.

Anna Goodley, our regional director, has introduced monthly video meetings 
which has been a great way to keep connected with the rest of the team, 
especially as many of us will continue to work from home for some time to come. 
However, I’m looking forward to meeting up with clients and colleagues again.

As for the home office, the only embarrassing moment so far was when we were 
doing some training and my eldest spent most of the time jumping on the bed 
behind me! 

Will has been a stalwart playing member at 
Stoneygate Rugby Club in Uppingham for many 
years, strong on the field and in the bar!
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Peter Knowles
Sales & Marketing  

Director

Rosie Smith
2020 Lycetts Scholar 

LYCETTS SUMMER 
SCHOLARSHIP
Our 2020 Lycetts Scholar maintained the very high standard we have enjoyed in previous years 
from second year students at the Royal Agricultural University. Rosie Smith chose the intriguing 
topic of “Insurance for the farming industry – what do farmers really want?” We awaited her report 
and presentation with somewhat baited breath and she delivered a series of insights of relevance 
and practical use in our everyday business. So much so that we have engaged Rosie to undertake 
further work for us (studies permitting of course) to build on and develop our understanding of 
some of the themes emerging.

I N S U R A N C E  F O R  T H E  F A R M I N G 
I N D U S T R Y  –  W H A T  D O  F A R M E R S 
R E A L L Y  W A N T ? 

An anonymous questionnaire was completed by 55 
farmers, with five respondents from a variety of 
backgrounds providing in-depth interviews. These 
were selected through a number of channels and were 
not Lycetts clients. The survey found that, not 
unexpectedly, 50 per cent of farmers think they are 
paying too much for their insurance. Yet, on further 
examination, it becomes apparent that there are other 
issues which are actually more important.

One of the key concerns was over obtaining the correct 
level of cover. The survey found that 8 per cent had had 
claims rejected, for reasons such as failing to update 
their policy. 12 per cent were confused about policies 
and 20 per cent said that limitations on their insurance 
were not made clear enough. It was interesting to note 
that some said they needed policies to cover, for 
example, legal expenses, which are readily available 
but which they were unaware of.

Given the shift towards diversification, with 68 per cent 
saying they have income-generating enterprises not 
directly related to farming, there are specific insurance 
requirements relating to these, together with an 

increase in the number of visitors to farms, presenting 
new and increased risks. 

Rosie’s conclusion is that it has become increasingly 
important for farm insurance companies to be 
knowledgeable about not just agriculture but also a 
breadth of other enterprises. They must therefore be 
able to offer expert advice on the cover required, for 
the nature of the specific diversification, but also the 
wider insurance elements. “The sad reality”, she states, 
“is that in modern times, farms are more likely to need 
legal expenses cover than storm cover”. She suggests 
that the question should not be ‘what do farmers 
want?’ but rather ‘what do farmers need?’

Rosie’s recommendations for Lycetts include an 
increased number of communication channels to keep 
farmers educated about specific risks and the policies 
available to cover these. This includes an app for 
updating new equipment or risks mid-term. A further 
recommendation is to use Lycetts Risk Management to 
work with farm clients to help reduce the risk of 
accidents and claims, and ultimately save lives. 

With issues such as Covid-19, global warming and 
environmental pressures, farmers will need informed 
advice more than ever.

50% 8% 12% 20%

of farmers think they 
are paying too much for 

their insurance

of farmers have  
had their claims 

rejected

of farmers are confused 
about their policies

of farmers said that 
limitations were not 
made clear enough
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THE TREE PLANTING 
BOOM 
The UK has three decades to reach net-zero emissions under latest Government plans, with tree 
planting and forestry set to play an integral part. Given strong prices and increased demand for 
timber, plus the rising values of carbon credits, the economics of the forestry sector is changing fast.   

Lycetts is a major provider of insurance to forestry and 
woodland owners. Our policy offer has recently been 
updated and improved to take into account these 
significant industry changes and rising values. 

Extreme weather events are becoming more common 
and as such, the benefits of insuring forestry are even 
clearer. To reflect this, flexible firefighting cover has 
been introduced, allowing owners to increase their level 
of cover. Windthrow for timber up to the age of 60 is 
now included as standard and bespoke underwriting 
allows a truly flexible approach to insuring windthrow. 
Additionally, we have enhanced our offer for clients to 
insure property and infrastructure as well as increasing 
the limit for felled timber and management fellings. 
Claim preparation work and professional fees covers 
have also increased with a new limit of £10,000. 

Transplants and saplings are covered to a value of 
£50,000 and flexible public liability limits help cater for 
complex risks. Carbon credits can still be included 
under the insurance cover, completing the most 
comprehensive of offerings. 

With technological solutions to carbon capture still in 
their infancy, trees remain the only scalable ‘negative 
emissions’ strategy available to Government and come 
with the added benefit of strong public support. With 
increasingly optimistic planting targets the afforestation 
trend seems unlikely to disappear. 

However, it should be remembered that with almost  
all grant money comes an obligation to insure, and with 
different management aims individuals require 
insurance solutions that work for them. 

Rory Gibson
Senior Account  

Executive, Edinburgh

Simon Landale
Managing Director, 

Lycetts Financial Services

THE APP FOR YOUR 
INVESTMENTS
Over the last 12 months many of our ways of working have changed. It has become even more 
important for us to utilise technology to bring Lycetts Financial Services (LFS) to the forefront of 
the financial services sector, enhancing the service we offer to our clients.

We are pleased to announce that we will soon be 
launching Lycetts Financial, a client-facing platform and 
mobile app that will enable LFS clients to engage with 
their portfolios, 24 hours a day, seven days a week. This 
has been developed in association with our partners at 
True Potential, a UK award-winning specialist financial 
services and technology organisation. Lycetts Financial 
will be easy to use, with enhanced security features 
designed to meet the requirements of the Financial 
Conduct Authority (FCA).

The platform utilises Impulse Save, which harnesses 
the latest technology to enable clients to easily add 
funds to their existing investments, view their 
portfolios, obtain live statements or consolidate plans 
in real time. In addition, clients will be able to link the 
app to bank accounts so that all their finances can be 
referred to via Lycetts Financial. 

This will also allow direct communications with our 
financial advisers and the ability to store important 
documents using the secure portal, ensuring the  
full protection of sensitive information.

Our web and mobile based platform will fully  
integrate into our internal systems, providing a 
seamless experience. The app will be free to  
download from all app stores as well as via laptop  
and desktop computers.

We are working to launch this new technology by  
the end of April and our Financial Advisers will  
contact each client directly in the coming months to 
provide information on how the platform can provide 
added benefit. 
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Nick Straker
Director,  

Lycetts Financial Services

LIFE EXPECTANCY
In a world where there is increasing intolerance of prejudice, it is ironic that Covid-19 seems to 
positively discriminate. If you are young, female and white you should be ok but if you are male, 
over the age of 70, overweight or in a care home your chances are not so good!

Background health issues are also key and Boris 
Johnson admitted to being clinically obese before he 
got Covid-19. He subsequently described himself as ‘fit 
as a butcher’s dog’ but there are those who would 
argue that he hasn’t quite fully recovered to his old self. 
Meanwhile, Donald Trump, who is similar in build to 
Boris, also got Covid-19 but bounced back within four 
days and was then out on the campaign trail.

When Covid-19 eventually recedes there will be analysis 
on the long term effect this and future pandemics will 
have on life expectancy. Statisticians had predicted 
that 50 per cent of babies born in 2016 would reach 
the age of 100 and that it might be possible to achieve 
150 years of age. This is looking less likely now. 

My 105 year old aunt was born during the First World 
War, and was a nurse in the Second World War. She 
was a bon viveur, much married and had seven 
children from various partners, lived on a number of 
different continents and often referred to her friends 
Nic and Al. She gave up Nic(otine) two decades ago but 
was only recently weaned off Al(cohol) much to her 
regret as she did enjoy a tipple to help her through the 
long winter evenings! So there is some hope for us all.

So, what does this mean for financial planning?  
Life Assurance will be harder to obtain, investment 
markets will remain volatile and life expectancy 
estimates for pension planning will depend on 
health-related variables. 

Charlie Douglas
Associate Director, 

Marketing

THE LYCETTS TEAM 
CHAMPION AWARDS
The Lycetts Team Champion awards in 2020 
looked very different to normal; the judging 
was carried out virtually, the awards ceremony 
was via Zoom and the prizes were awarded 
when restrictions permitted. However, the 
awards were still celebrated and recognised 
racehorse training yards that develop a high 
performance team.

The winning trainers were Jonjo O’Neill for yards with 
over 40 horses and Dan and Claire Kübler for yards 
with less than 40 horses. 

To reflect the outstanding quality of the 
nominations, special awards for excellence 
were awarded as follows: 

Recruitment & Induction 
Ralph Beckett, Eve Johnson Houghton

Diversity 
Richard Phillips, William Haggas

Safe Working Environment 
William Haggas, Bryan Smart

Safeguarding & Pastoral Care 
Ruth Carr, Suzy Smith

Leadership 
Ruth Carr, Richard Phillips, Suzy Smith

Training and Development
Dan and Claire Kübler, Kim Bailey, George Scott, 
Rae Guest

Reward & Recognition 
Susan Corbett, Jonjo O’Neill

Best Newcomer 
Roger Charlton



P R O T E C T  Y O U R 
S H O O T I N G 
I N V E S T M E N T
Lycetts has offered shoot cancellation 
insurance to clients for many years. More 
recently we have joined forces with online 
shooting agents, Guns on Pegs, to supply 
cover to their clients as well as our own. 

Shoot cancellation insurance can be taken out as an individual or for a 
team of guns. In 2020 it paid off for some when thick fog cancelled early 
drives on several grouse moors in August. 

Adverse weather cover isn’t just snow or fog, but even extends to 
excessive heat in the summer months. Additional cover is also included 
for injury and illness, death of a close relative, travel issues and 
disruption of sport by protesters.  

A top class days shooting can cost a significant sum, making insurance 
worthy of consideration.

Edmund 
Sword

Associate Director, 
Yorkshire

G E T T I N G  B U L L S 
T O  L A S T  T H E 
D I S T A N C E 
Breeding warranty insurance only pays out 
where bulls are infertile. Infertility affects just 
five per cent of bulls yet another 25 per cent 
experience sub fertility. A major contributing 
factor is stress.  

Farmers can do much to mitigate the risk. Buying in advance of the 
breeding season, taking time to get the bull fit for work and acclimatised 
to a new home all help. Managing feeding regimes, such as to avoid a 
sudden switch from a cereal based diet to grass or silage, which can 
impact on gut health, is also key to success. Taking care of feet and 
limbs and avoiding concrete flooring is highly advisable. In addition, 
consideration should be given to breaking a youngster in gently, 
putting him with a couple of cows before introducing the whole herd.

Looking after your bull can save significant sums of money by 
increasing life expectancy and productivity as well as improving control 
over the calving period and uniformity of calves.  

Matt 
McWhirter

Divisional Director, 
Ayr

C O N S I D E R  Y O U R 
R E B U I L D  C O S T S  
Traditionally household insurance clients 
have been offered the choice of getting their 
property valued by a chartered surveyor or 
estimating the value themselves. 

The latter can lead to undervaluation with an 
implication for claims. That is because if a house 

is valued below its rebuild value, some policies will use the ‘average 
clause’ to scale down any claims. Effectively this means you get only 
what you pay for and if your property is valued 50 per cent below its 
true value, only 50 per cent of a claim for damage or rebuild will be paid. 

High Net Worth insurers can offer a different option, using their own 
valuers to set the level of insurance. This may result in a higher 
premium being paid but, because it reflects the true cost of a rebuild,  
it does mean that claims will be paid in full. Your broker will advise.

John  
Murphy

Associate Director, 
Newcastle
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Tim joined the Edinburgh office as an Account 
Executive in October 2020, having worked 

previously for a large London based insurance 
broker. He has a Diploma in Property Agency and 
Surveying from the Royal Agricultural University, 
Cirencester and holds the Cert CII qualification. 

Tim Coulson
Account Executive

Kris joined Lycetts Financial Services in  
December 2020 as a Paraplanner, supporting 
Christopher Booth by undertaking product 
research, obtaining illustrations and using 

analytical software to review clients’ 
arrangements. He has a host of qualifications 

including DipPFS, CertPFS and Cert CII. 

Kris Armstrong
Paraplanner

The main contact for Lycetts Risk Management 
Services, Alex joined the Newcastle office in 

January 2021. As Health and Safety/Inspection 
Consultant in the renewable wind energy 

sector, Alex specialised in risk elimination and 
management, gaining valuable experience and 

achieving his NEBOSH certification.

Alex Cormack
Risk Manager

Chris joined our Motor team in Newcastle in 
January 2021 as an Account Handler with over  
30 years experience in the insurance broking 

sector. Previously a Senior Broker at Aon servicing 
global accounts based in Birmingham, Chris 

relocated to the North East in 2019. A qualified 
diving instructor, Chris is in her element diving off 

the north coast!

Chris Platt
Account Handler

A Chartered Financial Adviser and Fellow of the 
Personal Finance Society, Gail joined Lycetts 

Financial Services in Newcastle in October 2020. 
With extensive experience in the industry, her 

role is to help clients plan for the future and attain 
their financial objectives.

Gail Makepeace
Financial Adviser

Anthony joined the Lycetts Surrey office in 
June 2019 as a Commercial Account Handler, 

supporting Graham Wedgbury. Having started  
his insurance career back in 1999, he holds 

the Cert CII qualification. His hobbies include 
repairing and selling bicycles.

Anthony Phillips
Commercial Account Handler

STAFF APPOINTMENTS

Previously a teacher and a Polish-English 
translator, with a Masters Degree in Linguistics, 
Magda started her insurance career two years 
ago. Moving to Lycetts in March from a small 
brokerage, she is an Account Handler in the 

Newcastle office.

Magda Sikora
Account Handler

Joining our Norfolk office in July 2020,  
Bec works as a Marketing Executive, raising 

awareness of both Lycetts and UKRMES.  
Her marketing career started in Australia, 

following a career performing in operas and 
appearing in TV shows and music videos.

Rebecca Stockbridge
Marketing Executive
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Tom joined the Lycetts Newcastle office in 
November 2020 as a Trainee Financial Adviser. 
Having read Financial Economics at University,  
he joined the Brewin Dolphin graduate scheme 
and a 10 year career followed, during which he 

became a Chartered Investment Manager. 

Tom Daniels
Trainee Financial Adviser

Bekah joined Lycetts in March 2019 through 
an apprenticeship scheme and now works 
as a Trainee Account Handler in the Motor 

Department in Newcastle. She deals with existing 
clients and new business prospects and is 

studying for her Cert CII qualification.

Bekah Dawson
Trainee Account Handler

With a BA Hons in Business and a seven year 
career in insurance as well as a strong background 
in the High Net Worth and private client sectors, 
Peter joined the Northamptonshire office in July 
2020. He works as an Account Handler, looking 

after farm and estate client accounts.  
He is an expert BBQ enthusiast and holds the  

Cert CII qualification.

Peter Hull
Account Handler

Emma says she ‘fell into’ insurance after a stint of 
travelling, starting off as a temp at AXA. Working 

for BIB between 2006 and 2019, she joined 
our Yorkshire office at Catterick as an Account 

Handler in January 2020, assisting Edmund Sword.

Emma Roote
Account Handler

Mike joined Lycetts Newcastle office in January 
2021 as an Underwriter for Farm and Estate risks. 

Cert CII qualified, and with 12 years’ experience 
in the insurance industry, he is also a fan of live 

music and a NUFC season ticket holder.

Michael Prested
Underwriter

With the Cert CII qualification and 15 years in the 
insurance industry under his belt, Scott re-joined 

Lycetts in October 2020 as an Account Handler  
in the Edinburgh office. He works alongside 

Account Executives, looking after our household 
and private clients.

Scott Sharp
Account Handler

STAFF APPOINTMENTS

Completing a Masters Degree in Mathematics in 
2017, Andrew went on to gain experience in  

self-administered (SSAS) pensions. He joined 
Lycetts Financial Services in the Newcastle office 
in April 2020 as an Administrator, providing back 

office and technical support. 

Andrew Wild
Administrator

Joining Lycetts in March 2020, Pauline is an 
Accounts Assistant in Newcastle. In her role, she 
supports the efficient running of the accounts 

department. Having always worked in the 
manufacturing industry, she sees the move to 

insurance as an exciting opportunity. 

Pauline Williamson
Accounts Assistant



OUR BR ANCHES
H E A D  O F F I C E 

N E W C A S T L E  U P O N  T Y N E

Milburn House, Dean Street, 
Newcastle upon Tyne NE1 1PP 
T: 0191 232 1151 
E: info@lycetts.co.uk

A Y R

204 Liberator House, 
Glasgow Prestwick Airport, 
Prestwick, Ayrshire 
KA9 2PT 
T: 01292 471097 
E: ayr@lycetts.co.uk 

B E R W I C K  S T  L E O N A R D

The Seed Store,  
Middle Yard, 
Berwick St Leonard, Salisbury 
SP3 5SN 
T: 01747 440 246 
E: berwickstleonard@lycetts.co.uk 

E D I N B U R G H

2nd Floor, Hanover House, 
45 Hanover Street, 
Edinburgh EH2 2PJ 
T: 0131 225 9119 
E: edinburgh@lycetts.co.uk

E X E T E R

2 Bystock Terrace,  
Exeter, 
Devon EX4 4HY 
T: 01392 479 111 
E: exeter@lycetts.co.uk

L O N D O N

1st Floor, St Michael’s House, 
1 George Yard, 
London EC3V 9DF 
T: 0207 398 1660 
E: london@lycetts.co.uk

L U D L O W

2 The Business Quarter, 
Eco Park Road, Ludlow,  
Shropshire SY8 1FD 
T: 01584 873040 
E: ludlow@lycetts.co.uk

M A R L B O R O U G H

1 Stables Court,  
The Parade, Marlborough,  
Wiltshire SN8 1NP 
T: 01672 512 512 
E: marlborough@lycetts.co.uk

N E W M A R K E T

Harley House,  
Black Bear Lane, 
Newmarket CB8 0JT 
T: 01638 676 700 
E: newmarket@lycetts.co.uk

N O R F O L K

15/17 Norwich Road, 
Fakenham,  
Norfolk  
NR21 8AU 
T: 01328 857 920 
E: norfolk@lycetts.co.uk

N O R T H A M P T O N

Thistledown Barn,  
204 Holcot Lane, 
Sywell, Northampton 
NN6 0BG 
T: 01604 782 782 
E: northamptonshire@lycetts.co.uk

O X F O R D

Spendlove Centre,  
Charlbury, 
Oxfordshire OX7 3PQ 
T: 01608 811 310 
E: oxford@lycetts.co.uk

S H R O P S H I R E

Claremont House,  
Claremont Bank,  
Shrewsbury SY1 1RW 
T: 01743 242 894 
E: shropshire@lycetts.co.uk

S U R R E Y

14a High Street,  
Knaphill, Woking,  
Surrey GU21 2PE 
T: 01483 489 291 
E: surrey@lycetts.co.uk

S U S S E X

2 Grooms Court, 
Parbrook, Billingshurst, 
West Sussex RH14 9EU 
T: 01403 783 200 
E: sussex@lycetts.co.uk

Y O R K S H I R E 

York House, 1 Battalion Court,  
Colburn Business Park,  
Catterick Garrison DL9 4QN 
T: 01748 900 060 
E: yorkshire@lycetts.co.uk


