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Welcome to the latest edition of 
our newsletter

This month includes an update on the FCA’s 

disclosure expectations for non-regulated loan 

illustrations, the results of our recent sentiment 

survey and information about a number of 

events we’ll be hosting in partnership with our 

colleagues at FIBA.

There’s also a new membership update and a 

look at how technology is changing the bridging 

market courtesy of Nivo.

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, feedback on the content or format, 

or if you would like to make a contribution, please 

contact Alex Hammond.

NEWS INSIDE
• ASTL UPDATES

• HAVE YOUR SAY

• UNTIL NEXT TIME

 

 

You may be aware that the FCA has increased 

disclosure expectations for credit broking which 

comes into play on some non-regulated loans, 

such as development loans to individuals, second 

charge business loans etc.

Non-Regulated Loan Illustrations – 
APRC

ASTL UPDATES
The expectation is that the advising broker should 

declare the type and amount of remuneration and 

the appropriate APRC to the customer. 

We understand that our friends at the NACFB 

have issued a statement that suggests some 

lenders could be caught by adverse FOS rulings 

where this information hasn’t been provided. This 

would not be the case for a lender that is not

https://www.theastl.org/
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regulated, as it doesn’t fall within FOS’s 

jurisdiction, unless the lender voluntarily agrees to 

do so.

It is possible that regulated lenders could probably 

adapt a CBTL illustration basis as their systems are 

set up for this. At this stage, there is currently no 

absolute requirement for lenders to do this and 

it is not yet 100% clear that disclosure of an APRC 

will become mandatory, although the basis of 

payment from a lender is. 

Given our commitment to standards and 

transparency, we recommend that lenders are 

supportive of this change and provide introducers 

with the support they need when it comes to 

providing the appropriate APRC.

 

Thank you to those members who contributed 

to our most recent sentiment survey. We last 

undertook our sentiment survey in 2020, just 

after the emergency Budget in July, during which 

the chancellor announced the introduction of 

the stamp duty holiday. The property market was 

already busy ahead of this announcement, having 

been allowed to re-open in early May, and so the 

mood had improved since the depths of the first 

national lockdown.

So, how has the outlook for the bridging market 

changed since last summer?

Compared to last July, our members are slightly 

more positive about the long-term prospects for 

the UK economy. More than 73% of respondents 

expressed confidence about the economy in the 

latest wave of research, which is up from 64% last 

July.

However, it’s in the expectations about the 

prospects for the bridging sector and lenders’ own 

businesses that the starkest contrasts between 

now and last July can be seen.

When asked about their expectations regarding 

the turnover of their business last July, 43% of 

respondents said they expected turnover to grow 

and 41% said they expected turnover to shrink. In 

the most recent survey, 87% of respondents said 

they expected turnover to grow and nobody said 

that they expected it to shrink. This is even more 

striking when you consider that the second half 

of 2020 saw an unexpected boom in the bridging 

sector. According to our own data at the ASTL, 

bridging applications were 11% higher in 2020 and 

2019, and this is despite the property market being 

effectively closed for weeks during that period.

So, our members are bullish about the prospects 

for their businesses in the next six months and 

they are, unsurprisingly, positive about the 

prospects for the bridging sector as a whole. In the 

latest wave of research, 77% of respondents said 

they expected the turnover of the wider bridging 

sector to grow in the next six months, compared 

41% of those who responded last July.

This growth in turnover is expected to attract an 

increase in competition to the market. Last July 

only 5% of respondents said they expected an 

increase in competition in the bridging sector in 

the following six months. More than 57% thought 

competition would decrease and 38% expected it 

to remain the same.

This time around, 43% said they think that 

competition will increase in the next six months, 

with just 10% anticipating a decrease and 47% 

expecting it to remain the same.

All of this positivity has also fed through into 

expectations for property prices. Last July, 23% of

Sentiment Survey
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respondents expected slight growth in property 

prices, 43% anticipated a decrease and 38% 

thought prices would remain the same. Today, 63% 

expect slight growth in property prices and on 7% 

think that prices will fall, while 30% of respondents 

think they will remain the same.

During this latest survey we also asked members 

what they considered to be the biggest challenges 

that lenders are facing in the current environment.

The biggest challenge, according to 37% of 

respondents is delays in the conveyancing 

process. One in five (20%) said that it includes 

managing customers in default and a further 17% 

said the biggest challenge was simply keeping 

up with demand. 10% said it was processing 

cases with social distancing and remote working, 

while 10% also cited enforcement in the current 

environment.

We also asked members whether they were 

concerned that the extension to the stamp duty 

window will create another cliff-edge at the end 

of June and then again at the end of September. 

A third of respondents (33%) said they were 

concerned that this would be the case, although 

the majority (43%) said it wasn’t a concern.

And finally, we asked members whether they 

think the end of CBILS and BBLS will prompt 

an increase in applications for business purpose 

loans, to which 57% said they thought it would 

prompt an increase.

 

Next month we will hold a joint virtual event for 

brokers, lenders, solicitors, valuers and other 

industry providers with our colleagues at FIBA.

The event, which takes place on 19th April for a 

group of 40 individually invited delegates, will 

cover a range of topics, including the FCA changes 

on fee disclosure and an update on government 

backed loan schemes, as well as addressing 

current market issues such as processing times. 

We are planning three similar invitation-only 

events for later in the year and, if you would like to 

attend you can register your interest by emailing 

info@theastl.org

 

We would like to welcome Memery Crystal as 

the latest associate member of the ASTL. When 

it comes to associate members, we always try 

to introduce new businesses that can offer 

something different and interesting to our lender 

members, and this is certainly the case with 

Memery Crystal, which offers a fresh take on 

the legal services it provides to the short-term 

lending community.

The law firm has a track record of acting for 

alternative finance providers, helping to develop 

their reputation and portfolio by delivering advice 

on creative security structures, lending terms and 

the suitability of agreements. Memery Crystal also 

advises UK companies seeking to raise finance 

through progressive schemes such as corporate 

mini-bonds, listed bonds and crowdfunding.

Joint Events with FIBA

Membership update
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““
HAVE YOUR SAY

How technology is changing the 
bridging market

By Polly Taylor-Pullen, Head of Business 

Development at Nivo

It would be trite to say that this year has had 

a profound impact on how we work. Twelve 

months ago, few of us could have imagined the 

challenges the last year has thrown our way. 

However, despite the difficulties, lenders have 

responded by accelerating their technology 

agenda, for the better. 

These are some of the key technologies we’ve 

seen make the biggest impact within the last year:

1. E-signing

When the world packed up their desks and took 

the last commuter train home, lenders were 

forced to adapt quickly. 

Clearly, working from home poses operational 

challenges for businesses and borrowers alike. 

Many of us do not have access to a printer 

outside of the office and trips to the post office 

suddenly became avoidable. Despite this, lenders 

are expected to meet the same high levels of 

customer service and speed.

One way to tackle that issue has been offering 

borrowers the ease and convenience of e-signing 

offer letters and terms - without a printer, pen or 

postman in sight. This way, lenders could keep 

business moving, regardless of the uncertainty. 

Unsurprisingly, when customers are polled on 

what their preference is, e-signing trumps the 

alternative.

2. ID verification

This month, HM Land Registry announced the 

Digital Identity Standard, encouraging the use of 

digital technology in identity verification. 

This milestone announcement means that 

certified copies and face-to-face meetings are no 

longer needed, and lenders can still safeguard 

their compliance while working remotely. It has 

never been easier, quicker and more secure to 

verify someone’s identity and trust the customer is 

who they say they are.

3. Moving away from email, WhatsApp and other 

unsecure channels

At the start of lockdown, the UK Government 

Counter Fraud body sent a stark warning that 

the threat of fraud would increase. A change in 

lifestyle would open new avenues for fraudsters to 

use to impersonate and attack.  

Taking this into account, and coupled with the 

ongoing pressure of GDPR, lenders have moved 

towards minimising reliance of, or entirely 

removing email and WhatsApp from their process 

to reduce the growing risk.

Achieving this can be no easy feat as lenders are 

tasked with striking the right balance between 

security and customer experience.

At Nivo, we’ve built a secure messaging network 

and 5* rated app that is integrated with fintech 

features such as ID&V and e-signing. Nivo 

facilitates secure borrower-broker-lender-solicitor 

conversations, that helps providers move away 

from email altogether, and instead offer a market-

leading customer experience to borrowers and 

third parties.

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)

In the meantime, we hope you have a restful 

break over the Easter period.

HAVE YOUR SAY
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