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Welcome to the latest
ASTL Newsletter,
which is a bumper
instalment for our
last edition of 2021. It
includes a round-up of
our General Members
Meeting, which took
place on 18th November, as well as information
on our latest lending data, our joint initiative with
FIBA on creating an education programme for
the commercial property industry, the launch of
our new website and new member updates.
There are also comments about the arrival of
‘ambulance chasers’ in the bridging industry by
Brightstone Law and insights into development
and refurbishment finance by nci.
Thank you to our members and associates who
continue to provide their expertise through their
contribution to this newsletter. If you would like
to submit a contribution or have any requests for
future content, please let us know.

NEWS INSIDE

And finally, we would like to wish all our members

•

ASTL UPDATES

send cards we have made a donation to Crisis at

•

HAVE YOUR SAY

•

UNTIL NEXT TIME

a very Happy Christmas. Once again, rather than
Christmas and trust that this will meet with your
approval.

ASTL UPDATES
General Members Meeting
On Thursday 18th November, we held our first

After a successful networking lunch and

physical event since the start of the pandemic.

introduction by our CEO, Vic Jannels, the

The General Members Meeting took place with

day kicked off in earnest with a talk by Clem

around 50 members and associate members at

Chambers, CEO of ADVFN and a leading

The Clubhouse in St James’s Square, London. For

technology innovator with a proven track record

those of you who were unable to make the event,

in the tech and financial services sectors. He

here are some of the topics that were covered.

spoke from his Monaco base about the inevitable
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rise of inflation, which he considers to be a

Short Term Lenders, show bridging applications

powerful monetary policy tool rather than an

reached a record high of £7.72bn in the quarter

unwanted accident.

ending September 2021, an increase of 4.9% on the

He was followed by Daniel Owen-Parr, Managing

previous quarter.

Director at VAS Audit, who covered some of the

While the value of completions in Q3 2021 dropped

challenges faced by valuers at the moment,

by 6.1% on Q2, completions still totalled £1.0bn in

including the strain on resources and the rising

the quarter, meaning that the value of loan books

costs of professional indemnity cover.

now stands at more than £5bn for the first time.

Following a short break, Vic spoke about the

The data shows that the value of loan books was

recently commenced joint initiative with FIBA

£5.07bn at the end of September, representing

to improve education in the sector and Alex

an increase of 6.8% on the previous quarter and a

Hammond presented the new ASTL logo and

jump of 11.1% on the same quarter last year.

website as well as some PR highlights.

According to the data, average LTVs continued

The day concluded with a talk by Martin Stewart,

to hold at 59.8% in Q2 and the value of loans

CEO at London Money, who spoke about his

in default fell for the third consecutive quarter,

experiences and insights as an intermediary

showing a decrease of 4.1% over Q1 and a fall of

engaging with the short-term lending sector.

3.6% on the same quarter last year.
Vic Jannels, CEO of the ASTL says: “The Q3 2021
lending figures continue to paint a picture of
a market that is enjoying strong growth whilst
maintaining a robust approach to risk, with
applications increasing and loan books topping
£5bn for the first time, at the same time as
defaults falling for the third consecutive quarter
and LTVs remaining stable.”
“From experience, we know that more brokers
are engaging with the bridging market and
analysis of our data shows growth across
different elements of short term lending,
including development finance and second
charge bridging. It’s clear that bridging is
becoming more established as an invaluable
piece of a broker’s toolbox for a range of
purposes. We would always recommend that

Q3 Lending Data

ASTL lenders continue to represent a benchmark
of quality and customer focus, for those brokers.”

The latest ASTL data shows the bridging market
continuing to deliver strong, sustainable growth
in Q3 2021, with applications and loan books
both higher than in Q2, while the value of loans
in default has fallen for the third consecutive
quarter.

Joint Education initiative with FIBA
Earlier this month it was announced that the
ASTL and Financial Intermediary & Broker
Association (FIBA) have collaborated to launch a
proposal for an ongoing programme of education

The figures, compiled by auditors from data

for the commercial property finance industry,

provided by members of the Association of

which includes bridging, short term finance,
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FIBA and the ASTL are working with The London
Institute of Banking & Finance (LIBF) on the
creation of a series of optional e-learning modules
that will be recognized through the award of
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Education Programme that will suit all elements
of our Industry. The early indications are that
we have plenty of support to progress and this
is for all of us to work together to reach the right
outcome.”

an LIBF digital badge and accredited for CPD

Vic Jannels, CEO at the ASTL says: “Increased

purposes.

learning and education is always a positive thing

The aim of the education programme is to
provide a programme of learning to people new
to the specialist property finance industry who
are either joining a lender or diversifying into
the sector as a broker. It will cover the basics on
specialist property finance and the structure of
different types of businesses that might require
it, with specific information on bridging and short
term finance, development finance, commercial
mortgages and specialist buy to let.

and, as we all work towards making the whole
borrowing experience more comfortable, and less
mysterious, for our consumers, the best outcome
will always be through advisers who know their
subject and lenders who have a more holistic
understanding of the whole process. We won’t
be insisting that our members only work with
brokers who have been through the programme,
or that brokers only work with lenders whose
employees have completed the course, but we
want to encourage engagement across the

For each area, there will be insights into how they

industry, not just as a one-off participation, but

work and how they are underwritten and the

as part of an ongoing environment of continuing

differences within each sector. It will also look at

learning.”

the essentials of how commercial lenders and
brokers operate to help broaden understanding
across the industry and some of the key planning
considerations needed in commercial property
finance, including permitted developments.

John Somerville, Head of Financial Services at The
London Institute of Banking and Finance says:
“We’ve been working closely with FIBA and the
ASTL to develop a quality education programme
to improve professionalism and standards within

The final module of the programme will be a

bridging and development finance. Our aim is

series of case studies, where the learner will be

to help those in the sector – brokers or lenders –

given different scenarios and will need to identify

develop a greater understanding of the industry

key information, such as how the lending will be

as well as each other’s policies and procedures

categorised, what key additional information the

to improve efficiencies and ultimately customer

broker will need to package the case, how it will be

outcomes.”

underwritten and the likelihood of it being agreed.
The programme will be reviewed and refined by
key stakeholders on an ongoing basis to ensure it
is promoting the most appropriate behaviours and
results.
Adam Tyler Executive Chairman at FIBA , says:
“For many years I have been involved in
education for our sector and these latest
discussions are successfully building upon the
previous ground work. In conjunction with the
ASTL and the London Institute of Banking and
Finance, we have now developed the essential
framework to complete the building of an
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New website launch

New member updates

We have just launched our new website, which

In recent weeks we have welcomed a new

delivers a better user experience and clearer

member and a new associate member to the

information on the association and the benefits

ASTL.

of working with our Members and Associate
Members.

Buzz Capital has become the latest lender to
join the ASTL. The Brighton-base lender provides

The ASTL website, which has been developed

simple, straightforward bridging finance up to 75%

following extensive consultation with members,

LTV for a range of purposes, including purchase,

has been completely revamped, with new design,

refinance and refurbishment of residential or

navigation and content.

semi-commercial property; commercial to

As well as information on the ASTL, its Code of
Conduct and benefits of membership, the website
features new directories for its Members and

residential conversions and development exits, as
well as bespoke financial solutions for individuals
with complex circumstances.

Associate Members, with a sophisticated filtering

David Peck, Property Director at Buzz Capital,

system that allows users to easily search for a

says: “At Buzz Capital, we provide affordable

business that can meet their requirements.

property business loans to customers who want

The new ASTL website is available at
www.theastl.org

to achieve growth in the property development
sector. Our skilled team offers property finance
expertise, helping projects to reach their full

Vic Jannels, CEO of the ASTL, says: “I’m very proud

potential, and we believe in open, transparent,

to be able to launch the new ASTL website, which

and customer-focused solutions. This focus on

provides a more representative shop window for

the best outcomes for the end customer aligns

our association, our members and ultimately for

closely with the ethos and objectives of the ASTL

our industry. Our job at the ASTL is to uphold high

and we are proud to become members of such a

standards of practice within short term lending,

well-respected association.”

to protect its reputation and to promote the
sector and help to grow its potential. This new
website gives us a great platform to do that and
we are already planning ways to raise awareness
and drive traffic to the site in the new year.”

And Debenhams Ottaway has become the latest
professional organisation to join as an associate
member.
Debenhams Ottaway is a multi-service law firm
that works with businesses, individuals and
families in Hertfordshire, London and across
the UK, helping them make the most of new
possibilities or deal with unexpected challenges at
home or in business. It offers services that include
banking finance and loan agreements, litigation
and dispute resolution, and corporate insolvency
and restructuring.
Vic Jannels, CEO of the ASTL, says: “I am really
pleased to welcome Debenhams Ottaway as
the latest professional organisation to become
an associate member of the ASTL. Short term
property lending serves as a vital tool for
customers, providing a funding solution for a
wide variety of circumstances. The reputation of
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our sector is built on all of the businesses

amended and further funding re-evaluated and

involved, which is why associate members are

ultimately requested.

so important to the ASTL, and our growing
membership reflects the increasing number
of like-minded businesses that want to
demonstrate a commitment to high standards
and focus on the end customer.”

Accordingly, it is important to keep in regular
contact with your customers and mitigating these
potential pitfalls. nci recommends that interim
visits are conducted frequently throughout the
term. It is so frustrating to find projects overrun
with budget and time.
Site Monitoring Reports can be designed to
be totally flexible, matching the schedule of a
developer and the drawdown timeline set by a
lender. Interim visits can be requested at any time
during the course of the loan by either party. For
example, we are often contacted directly by the
borrower looking to book in the next inspection
for their next drawdown request, helping make
the lender’s process even more efficient.
Sometimes this means regular visits to assess the

“

viability of a drawdown request or to simply just

provide a status report. In some situations, nci has

HAVE YOUR SAY

“

Development and Refurbishment
Finance – Taking Care and Being Aware

been asked to attend at the very end of the term
to confirm that the development is complete.

The visits and frequency of the visits should be
decided on between lender and borrower at

the outset, and of course the stronger the bond

During recent months nci has seen, through our

between customer and lender, the more likely you

experience of providing Pre-Completion Reports

are to get repeat business.

for many different short-term lenders, property

Graeme Lambert, Senior Manager at

development financiers and challenger banks
across the UK that there has been a noticeable
increase in the desire for refurbishment or
development finance.
Worryingly, as reported by the media, 86% of firms
supplying construction materials are experiencing
weeks of delay of up to 4 weeks. As well as this, the
price of timber is up by 100% in the last 12 months
with the cost of bricks up by 20% and cement up
25% over the same period. nci has learned of many
weeks delay in building materials due to high
demand and shortages.
The shortages of goods and HGV drivers is having
a knock-on effect and it is having a direct impact.
nci is seeing more and more often that initial

NCI Resources Ltd

“

Caution, not panic required for
ambulance chasers

As mentioned at the recent General Meeting, it
seems that ambulance chasing firms are setting
their sights on the bridging market. This is
something I have written about previously, and
now appears nearer on the horizon.
Undoubtedly a cause for concern, the emergence
of a functioning market with a degree of traction,
places even greater emphasis on lenders and
brokers to review processes and ensure they have
their houses in order. At the same time, there is
also no need for panic.

budgets and work schedules are being torn up,
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There are good reasons why, on first glance, the

However, this will not stop firms testing the water

bridging market would be attractive to these

until the model fails. Being spectacularly lacking in

businesses, not least because the potential claims

the quite complex skill, experience and expertise

are much greater in monetary terms than their

needed, they are likely to end up damaging their

last, and most successful, breeding ground, PPI.

customers – so prepare for some pain, wasted

However, there are some very significant
differences to PPI; a product that was designated

time and costs for brokers and lenders alike, whilst
the market is tested.

by the regulator to be toxic, and almost never

By adopting a robust stance, far more robust

justifiable. So the banks set aside large sums of

than the Banks did with PPI, all rank and file

money for compensation. There was no appetite

stakeholders can do their bit to prevent the

to contest claims (reputational risks considered),

growth of an unmeritorious cottage industry.

claims firms operating for small ticket returns but
on a huge volume basis. In fact, claimants did not
need the ambulance chasers at all; and could have
achieved same results directly.

“

so it really was a virtual no-lose claim organised by

If you are in any doubt that your business could be
vulnerable to ambulance chasers, now is the time
to make sure you cover off those vulnerabilities.

Partner with experienced experts with specialist
knowledge in the market and use this as an

The amounts involved in PPI were contained,

opportunity to ensure that your processes and

with an average claim of no more than £5k – £10k.

documentation are fit for purpose, both now and

Claim size is highly relevant to the ambulance

into the future.

chaser model. Where it falls below the fast track
or small claims level, lawyers are usually deprived
of opportunity to recover fees in litigation, so

Jonathan Newman, Senior Partner at
Brightstone Law

whilst the opportunity to earn for the claims
management companies was there, claims
lawyers were unable to gate crash the party.
Mortgages and bridging finance facilities,
challenged at court offer much bigger reward,
including the opportunity to recover legal costs
– but there is no no-lose certainty, the litigation
is costly, and takes time, currently lots of it. As
a business model, that means little cashflow,
requirement for funding, and all with the
uncertainty of success.
So, while there are good reasons why ambulance
chasers might be attracted to the bridging market
with emerging concerns around issues like secret
commissions, the PPI style ambulance chasing
business model is much less likely to succeed

UNTIL NEXT TIME

in our sector. Furthermore, no two cases are the

We hope you have enjoyed the latest edition

same, so a workflow template model is unsuitable.

of the ASTL newsletter. Remember, we value

Additionally, There are no true precedents of

your feedback, so if you have any comments,

success, except in exceptional cases taken up
against rogue small lenders conducting business
off the radar and outside market range.

or would like to register your interest to
contribute in the future, please contact Alex
Hammond (alex@alsocomms.com)
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