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Last week we held a joint virtual event with our 

colleagues from FIBA with a selected group of 40 

people from the broking, lending, legal, valuation 

and other industry providers. The lively discussion 

was held under Chatham House rules and overed 

the following topics.

 

1. Fee Disclosure

We discussed how the FCA’s expectations for the 

disclosure of fees applies to lenders and brokers, 

and whether full disclosure should be a pre-

requisite for all loans, regulated or not. The general 

sentiment was that full disclosure of fees is best 

practice and should be considered a  responsibility
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ASTL UPDATES

Welcome to the latest edition of 
the ASTL newsletter 

Included in this month’s edition:

 ■ an overview of the recent joint event with 

FIBA

 ■ membership update

 ■ contributions from, nci Resources, VAS Group 

and Market Financial Solutions

We are really grateful to members and associates 

who support us with these features and 

trust that you will enjoy their contributions. 

Remember, we are keen to hear from you and, 

if you have any items you would like to see 

included, any feedback on the content or format 

of the newsletter, or if you would like to make a 

contribution, please get in touch at: 

alex@alsocomms.com

https://www.theastl.org/
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of both the lender and the broker. 

There was comment that, regardless of whether 

it is regulated by the FCA or not, a lender should 

always look to disclose all fees paid to a broker 

within an offer letter, to be seen by the consumer, 

and that failure to do this could leave the lender 

exposed from a legal perspective. A fairly recent 

case, where the broker fee was not disclosed, 

resulted in the loan being rescinded, which was 

naturally very expensive and embarrassing for the 

lender.

It was acknowledged that it is the duty of the 

broker to disclose any fees on a regulated loan, 

and that by including full disclosure within the 

offer letter, lenders can ensure they are not left 

exposed. It was agreed that this was not a new 

requirement but that the authorities are looking 

more closely at it.

2. Government backed loans

The impact of CBILS, the BBLS and the Recovery 

Loan Scheme were discussed. The Recovery 

Loan Scheme is expected to have limited appeal 

and likely to be accessed only by businesses 

that struggle to secure finance elsewhere, most 

probably from the travel, leisure, tourism and 

aerospace industries. It is thought that there may 

be refinance opportunities as a result of the other 

schemes, particularly given that some having 

made use of a government scheme, even if only as 

a precaution, are being viewed negatively by some 

lenders where new borrowing is required. With 

this in mind, there may be a cohort of borrowers 

who are driven to the specialist finance sector 

because they chose to access a government 

scheme. This was not intended in the spirit of the 

loans. Lenders should be encouraged to recognise 

that taking one of these loans, or indeed a 

payment holiday, was not necessarily an indication 

of bad financial management.

3. Inducements and entertaining

Under MCOB, the FCA stipulates that firms are 

allowed to receive indirect benefits such as 

gifts, hospitality and promotional competition 

prizes, provided that this is not likely to give rise 

to a conflict with the duties that the recipient 

owes the customer. However, this becomes 

problematic where the offer is directly related to 

the completion of a loan as it then becomes an 

incentive that is specific to a loan. There have been 

signs of a resurgence of such offers, including the 

offer of an iphone for a completion. This stretches 

what is permissible under MCOB. It also raises 

issues as to whether it, or similar inducements, 

should be declared for tax purposes. Overall, such 

specific promotions are likely to be problematic 

and should be discouraged.

4. Processing times and legal panels

There was discussion about the current 

lengthening in processing time for loans and 

the merits, and potential challenges, of lenders 

working only with approved legal panels. The 

debate here recognised the very constrained 

circumstances brought about by the pandemic 

and the SDLT end date and that it might be more 

opportune to review this situation once matters 

are more settled.

5. FCA quarterly financial reviews

The regulator has requested that firms submit 

quarterly financial status returns during the 

pandemic period and it was discussed whether 

this may be an ongoing requirement. The general 

consensus was that brokers arranging loans have 

a different set of responsibilities and obligations 

to those dealing with investments and handling 

client money. There was general agreement that 

there should be a threshold regarding the size 

of the broker firm that would determine how 

frequently it is required to submit financial reports.

6. Education

The topic of education was raised again, more 

specifically whether the short term sector, 

in particular, would benefit from a single 

training and qualification programme. There is 

certainly appetite for greater education of new 

intermediaries to help grow the market and the 

conclusion was that this is a big topic worthy of 

more in-depth and focused discussion in the 

future.
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We are planning three similar invitation-only 

events for later in the year. If you found this 

content informative and you would like to attend, 

you can register your interest by emailing 

info@theastl.org

Membership update

You may have seen the news that Landwood 

Group has become the latest professional 

organisation to join the Association of Short Term 

Lenders (ASTL) as an associate member.

Landwood Group are experts in Property and 

Plant and Machinery providing services in recovery 

and valuation, asset management, project and 

building consultancy and property auctions. It 

has a team of chartered surveyors across offices 

in Manchester, Liverpool and London. For more 

information, visit landwoodgroup.com

HAVE YOUR SAY

What have we seen and what have we 
learned in the past year?

By Adrian F Bloomfield, CEO of nci Resources Ltd

For all of us it seems, the period of the last 12 

months has been different to anything we 

have ever seen.  For lengthy periods, the entire 

population has been locked down or perhaps 

even locked up as we have all fought the virus 

and tried to do our best to contain it. The 

speed at which vaccines were produced and 

circulated and furthermore the entire vaccination 

programme which has been rolled out 

throughout the whole world has been amazing. 

The number of people who suffered the infection 

and the enormous heart-breaking news of vast 

numbers of people committed to hospital and 

treated on ventilation machines, and tragically 

the number of people that have lost their lives 

was unimaginable.

Through all of this, it has obviously not been 

possible for the short term lending market not to 

have been seriously affected. From what I have 

seen, we have all coped magnificently, the firms 

and clients we have dealt with have remained in 

business and are trading.  Naturally, some firms 

have slowed down but overall, and especially 

through the furlough scheme, short term lenders 

have coped.  

Drilling down and looking at some of the details, 

one of the noticeable changes has been a material 

increase in the number of loan transactions that 

have not exited on time. We have seen throughout 

the country, and for all types of deals a material 

increase in what probably needs to be described 

as defaults, even though that description is a little 

harsh. Time and again we have visited projects 

and met with borrowers who have explained 

their difficulties and the reasons for their delay 

and inability to re-pay loans on time. We have 

heard stories of delays through constructions 

workers, obtaining materials and meeting with 

professionals. So, the re-payment of very many 

loans is and was dependent on property sales and

mailto:info%40theastl.org?subject=
http://landwoodgroup.com
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whilst the property market has survived, there 

is no doubt that transactions have taken much 

longer to achieve and complete.  

Whilst all this has been happening, we have 

been affected by problems with PI insurance.  As 

a result, short term lenders have found it more 

difficult to identify and engage valuers. This has 

caused further delay and due to the shortage of 

valuation firms, lenders have found themselves 

in the unfortunate position of coping with delays. 

There is a similar yet different situation in respect 

of legal activity and lawyers handling short term 

cases and all other property transactions as a 

result from personnel working from home and the 

entire industry being forced to behave responsibly 

and not take any unnecessary risks. The entire 

spectrum of short term lending has been the 

subject of delays and as mentioned, this has 

caused an inevitable increase in the number of 

loans that have not been re-paid on time.

As a result of all these factors, the 

recommendation is to meet borrowers as often 

as possible and to visit sites and especially review 

progress mid-term to ensure exit strategies are on 

track and any delays or difficulties are identified at 

the earliest possible opportunity. 

At nci we have years of experience in short term 

loans and with our national coverage, can visit any 

address in the UK to report on loan progress and 

the likelihood of loans being exited on time.

Valuing property in the current 
environment

By Daniel Owen-Parr, Managing Director of 

VAS Group Ltd

There is no doubt the last few years have been 

challenging for everyone, but this is especially 

true for anyone involved in the property market. 

The world seems a different place from the Brexit 

referendum vote decision in June 2016 to the 

present day.

The lending market relies on accurate property 

valuation to keep the system moving, so what 

have the main challenges been over this period?

In our view the process itself has not changed 

much at all because every property is valued ‘in 

all the circumstances’. What I mean by that is 

regardless of local or even global circumstances, 

in short anything that might impact on value, the 

need to take all matters into account has always 

been the same.

However, when events that impact on value are 

momentous, like Covid 19, the problem we always 

have is getting hold of comparable evidence that 

‘proves’ the valuation figure. 

Last year in the first lockdown our industry had 

to stop. Yes, we rapidly introduced desktop 

valuations, but over three months there built up 

a backlog of transactions, some of which did not 

complete whilst others stumbled across the line. 

This left a void of evidence upon which valuers 

could rely on which led to the use of the ‘Material 

Valuation Uncertainty’ clause; effectively valuers 

were saying that their advice was less certain and 

should be treated with caution.

In effect, due to the lack of comparable evidence, 

valuers had to use their experience, understanding 

of the local market and sentiment in order to 

provide the best possible advice.

As the range of support measures were 

introduced the market changed again, mostly for 

the better, and valuers’ confidence was restored as 

more-and-more evidence emerged of completed 

sales or lettings. 

However, those support measures do not last 

forever, take for example the current Stamp Duty 

Holiday which ends this June. 

We are valuing during a busy time but will this 

last? We are cramming many transactions into 

a short space of time, so the likelihood is the 

market will slow down soon. Less activity leads to 

a reduction in comparable evidence, and reduced 

demand leads usually to a price fall.

In short it is the usual rollercoaster that valuers 

are trying to deal with, providing market values 

at a certain point in time, with a moving property 

landscape that might be different in the future.



5 NewsLet ter 09

w w w.theastl .org

“

“
But in times like these the whole world is faced 

with uncertainty, and life is changing, and valuers 

will keep trying to get it right.

Stamp duty holiday likely to end with a 
major bottleneck

By Paresh Raja, CEO of Market Financial Solutions

Stamp duty: two words that have rarely left the 

media spotlight since the Chancellor announced 

a holiday on the property-buying tax in July 2020. 

And understandably so. 

Even in spite of social distancing rules and 

pandemic uncertainty, the market has been a hive 

of activity since last summer, with the average UK 

house price hitting a new record in March having 

risen by over £15,000 in the space of a year.

However, for all the praise of the stamp duty 

holiday, an issue lies on the horizon. Namely, as the 

deadline (30 June) approaches, it seems certain 

there will be a bottleneck of deals that cannot be 

completed in time to meet that higher threshold 

deadline, resulting in thousands of buyers missing 

out on the tax break.

According to recent analysis, the total time it 

currently takes to sell a property – from initial 

listing to completion – sits at an average of 295 

days (ten months). The spike in demand triggered 

by the stamp duty holiday has exacerbated the 

issue by overloading mortgage lenders and legal 

firms. 

Indeed, at Market Financial Solutions (MFS) we 

have seen a notable increase in the number of 

clients enquiring, as a result of delays they are 

experiencing from elsewhere. 

Many clients have been let down by other lenders, 

which lack the resources or experience to handle a 

sudden surge in enquiries. Other clients have been 

stuck awaiting the completion of a sale and, as a 

result, need a short-term loan to bridge the gap. 

This is true for both buyers within the chain, and 

property developers who are trying to sell their 

new build properties. As a result, development 

exit products are rising in popularity as property 

developers look for more time and flexibility.

Development exit products enable a developer 

to repay their original development finance – a 

loan that could have a high interest rate or might 

be approaching the end of its term but requires 

significant fees to extend it – while they await the 

sale of their property. 

Having secured two new funding lines worth 

£350 million, MFS has bolstered its bridging loan 

offering with a new development exit product, 

helping to cater to this underserved but in-

demand part of the market.

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)
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