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Welcome to the latest edition of 
the ASTL member newsletter

Once again, we find ourselves in another national 

lockdown, which is of course, something we all 

hoped that we would avoid. However, despite 

the ongoing challenges, there are reasons to be 

optimistic. This time around the property market 

remains open and reports are that business levels 

remain strong. There has also been the welcome 

news that a successful vaccine to combat the 

virus is coming closer to fruition and so it seems 

that there may really be light at the end of the 

tunnel.

For now though, we still have hurdles to negotiate 

and, in this newsletter, we will let you know 

what the ASTL is doing to address some of those 

hurdles. We also have a market update on the 

legal considerations for supporting borrowers 

with pandemic-related financial issues, by Moore 

Barlow. And Vector Capital have provided an 

update on the use of technology in the bridging 

market.

We hope that you enjoy this edition of our 

newsletter and, as before, if you have anything 

that you would like to see included in future 

newsletters, or feedback on the content or format, 

please contact Alex Hammond.

You may have seen a recent comment piece by 

Vic Jannels on Bridging & Commercial, which 

proposed one way in which the government 

could prevent a potential cliff edge end to the 

SDLT holiday at the end of March.

The idea was that there could be a grace period 

for those who have secured a mortgage offer but 

who are unable to complete on or before the

deadline. This could be a three- to six-month 

period and will prevent the inevitable mad rush 

that we are likely to see in the coming months. It 

will also enable the re-introduction of SDLT for new 

purchases after that deadline had passed.

Whether this approach is pursued by the 

government or another approach, it is clear to the 

property industry a change needs to be made to
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the current policy to avoid an almighty mess next 

year. With this in mind, we have received strong 

support for our proposals and also invited other 

trade associations in our sector, including AMI, 

NACFB and FIBA, to work together with us in 

delivering united activity to amplify our voice and 

increase the chances of encouraging change.

Some of our other press activity in the last month 

has focused on educating the market, both on 

some of the uses of bridging and also ways that 

brokers can expedite the completions process. 

The call to action throughout these articles is 

that intermediaries should always look to work 

with ASTL members and associate members 

as trusted specialists in the short-term lending 

sector.

Thank you to everyone who has contributed to 

these press articles. If you anything that you would 

like to contribute in the future, please contact 

Alex Hammond. Full details of coverage will be 

circulated each month with the PR reporting.

Having established a good working relationship 

with HM Treasury, representatives of which 

attended our virtual conference, we shall 

continue this engagement regarding government 

policy and regulatory guidance regarding short 

term lenders during the coronavirus.

The FCA has extended its guidance regarding 

payment deferrals and collections activity and, 

whilst this does offer lenders more flexibility than 

previously, there is still no distinction between 

short-term lending and the longer term market. 

With this in mind, we are in contact with HM 

Treasury again to reiterate some of the unintended 

consequences of a generalist policy that could 

lead to detrimental consumer outcomes, offering 

our input to help mitigate the impact of such 

consequences in the future.

Ordinarily we would be leading up to Christmas 

party season, but not this year. So, to brighten up 

our December newsletter, we want to hear your 

funniest story about a work Christmas party. The 

winner, who will be judged by Vic Jannels, Kay 

Woolley and Alex Hammond, will win £100 of 

Marks & Spencer vouchers.

Please send your stories to Alex Hammond, letting 

him know whether or not you would like it to 

remain anonymous, no later than 1st December. 

Needless to say, only those stories that are 

printable will be considered for the newsletter, 

although Alex informs us that he is also happy to 

be sent the unprintable ones!

.

Educating the market

Continued engagement with 
HM Treasury

It’s Christmas party season...
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MARKET UPDATE

The legal considerations for 
supporting borrowers with 
pandemic-related financial 
issues

By Susannah Marsh, Partner, 

Moore Barlow

During the pandemic the 

short-term lender market has 

remained buoyant. However, we 

are not out of the woods yet.

Decisions relating to new 

lending will need to be carefully 

considered in the context of 

the current unprecedented 

recession. Similarly, how lenders 

support borrowers who are 

already in trouble will also need 

careful consideration.

Any support offered to a 

borrower needs to be balanced 

with protecting the lender 

against the very real risk of 

breaches and defaults. Whether 

it’s a request for additional 

lending and/or relaxation 

of covenants or short-term 

forbearance, the primary 

consideration should be the 

potential legal and financial 

impact on both the lender and 

the borrower.

Communication is critical to 

minimise the risks of defaults 

and bad debts. If you haven’t 

done so already, get in touch 

with all your borrowers. Early 

identification of a potential 

issue may lead to resolution and 

avoid unpleasant breaches and 

defaults at a later stage.

Where default is looking 

likely, work with the borrower 

to explore ways to support 

them. Whilst we would hope 

that borrowers are aware of 

the Government assistance 

available, it is sensible to check 

that they have utilised all the 

support that is open to them.

The FCA’s guidance doesn’t 

apply to unregulated loans, 

but it does set a precedent of 

what is expected of lenders 

when dealing with customers 

in default as a result of the 

pandemic.

The guidance confirms there is 

no “one size fits all” approach 

and states that possessions 

should not be started “unless all 

other reasonable attempts to 

resolve the position have failed”. 

Ultimately, when it comes to 

breaches and defaults as a result 

of the pandemic, lenders are 

expected to be flexible.

As we are in uncharted legal 

territories it would be prudent 

to adopt a similar approach. 

Document all discussions and 

offers of forbearance as you may 

need to rely upon these later if 

the customer fails to cooperate. 

If all else fails and you need to 

pursue enforcement action, you 

will need to show the Court the 

steps taken to compromise and 

work with the borrower. Taking 

the steps above will assist you in 

this regard.

Finally, as we don’t know what 

approach the Courts will take, 

then it would be advisable 

to engage with your lawyers 

at an early stage as the legal 

landscape moving forward is 

likely to evolve and stress testing 

your legal options would be a 

prudent strategy.
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HAVE YOUR SAY

Fintech for bridging lenders

By Vik Parekh, Managing Director, Vector Finsoft

Today more than ever businesses need to be 

agile, data driven and secure in a digital world 

with a critical focus on cost and operational 

efficiencies. The Coronavirus pandemic has 

caused tremendous disruption to all our working 

lives and more than ever before businesses need 

to adapt to this new remote and digital working 

environment.

Specialised Fintech solutions are now allowing 

bridging lenders, brokers and their customers to 

enhance their experience across the entire loan 

journey whilst delivering transformational change 

to the day to day running of the loan book, partner 

and customer interactions.

Here are some of the ways fintech innovation is 

supporting lenders and borrowers during the 

ongoing COVID-19 crisis:

Remote working and collaboration

Even before the pandemic, remote and flexible 

working has been on the rise for several years. 

Now, it is critical for all businesses to transition to 

an online environment.

Fintech platform can provide a fully cloud based 

managed service that delivers a frontend portal 

for brokers and customers to interact with as well 

as a comprehensive backend for staff to manage 

the entire loan journey. The advanced tools and 

algorithms specifically designed for the bridging 

industry can deliver substantial benefits in terms 

of time savings, security, reducing operational 

costs and an enhanced user experience.

Anytime, anywhere access that is delivered via a 

secure and robust platform is available today and 

many businesses have already made or are in the 

process of this transition.

A single integrated platform

From loan origination to redemption a single 

platform can tract the entire loan journey 

including all interactions and documentation.

Security, compliance, and accounting integration 

are critical aspects to consider and can be 

delivered seamlessly by a Fintech platform which 

can also scale easily with the business.

A front-end portal, integrated CRM, document 

management and product creation tools are all 

essential modules prebuilt into a Fintech platform.

Improve operational efficiency whilst reducing 

costs

The results are immediate and transformational in 

most cases. Operational agility directly contributes 

to time savings and quality interactions by staff 

and external users which in turn directly leads to 

reduced costs to manage and scale the loan book.

One such example is new ASTL member 

Vector Capital Plc which uses the Foxhub Loan 

Management Platform. Since its deployment 

in 2015, Vector Capital’s loan book has seen a 

33% YOY growth whilst operational costs have 

remained virtually the same.

To summarise, the lending market has seen a 

sharp increase of new lenders in the last few 

years, which includes the rise of Fintechs. A 

lending businesses ability to thrive and grow 

is based on both the products they offer, their 

broker relationships, client relationships and how 

efficient they are in administration, and servicing 

their customer. Software plays a critical role in 

all these areas, which is why it is an important 

buying decision. It does not just play the function 

of keeping paperwork in check, but also providing 

business opportunities in product diversity, 

improving cashflow, improved experiences and 

higher case conversions.

Until Next Time

We hope you have enjoyed the latest edition 

of the ASTL newsletter. Remember, we value 

your feedback, so if you have any comments, 

or would like to register your interest to 

contribute in the future, please contact  

Alex Hammond (alex@alsocomms.com)

Until next time, stay safe.
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