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The main objective of the Association of Short Term Lenders (ASTL), is to protect and promote the interests of 
the short-term lending market and our member firms. There are many aspects to this, from providing access to 
expertise, insights and market trends and fostering high standards through our Code of Conduct, to representing 
the market’s interests to the Regulator and HM Treasury, among other stakeholders.

Beyond this, we aim to bolster understanding and awareness of the uses and benefits of short-term lending, also 
known as bridging finance, among the wider population – whether that be the media or potential future borrowers. 
To that end, we initiated this research in collaboration with YouGov, in order to gain a sense of where bridging 
stands in the perception of the average person.

Short-term finance has been around for over 60 years, but truly came into its own following the Credit Crunch, when 
mainstream lenders became more prescriptive, in their lending assessments, for a reasonable period of time. Over 
the years, the growing popularity of this form of finance, and the introduction of new lenders and funding lines, 
has driven down costs and made this niche form of lending a more accessible, competitive and adaptable tool for 
modern homeowners and property investors.

Nevertheless, it seems that only a relatively small proportion of the population truly understand this market, and 
those that are aware of it are often victim to somewhat outdated impressions of it as expensive and high risk at best, 
and at worst, as a forum for price-gouging and other poor practices.

As we look forward to 2023, the ASTL is focusing on righting this misconception. To do so, we are taking a multi-
pronged approach, which includes working with HM Treasury and the FCA in order to get bridging’s contribution to 
the UK economy on the map, as well as pushing for greater coverage and education in the media.

This report aims to act as a benchmark for progress, as well as highlighting where we need to focus most when 
it comes to changing public perception. It is our hope that this and subsequent reports will start to show positive 
trends in terms of the public’s view of this vital, and increasingly competitive, route to funding.

Vic Jannels, CEO of the ASTL

Key Data
 ■ 67% know about bridging finance, but 58% are unclear on how it might be used, and 39% don’t know how long 

it might take to receive the funds
 ■ Only 19% would turn to bridging in the event of a chain break. However, perceptions are changing and 39% of 

people aged 18-24 say they would turn to bridging in a chain break scenario
 ■ Primary fears around bridging include the cost (47%), the exit (32%) and the ability to sell the property (38%)
 ■ When taking out a bridging loan, 26% would ask their high street lender, while only 21% would turn to a broker
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Public Perception
While two-thirds (67%) of respondents have heard of bridging finance in some form, when asked whether they felt 
they understood how short-term loans might be used by homeowners, movers or investors, a considerable number 
admitted they did not. Overall, a third (35%) said they did not understand how it might be used, while a further 23% 
were unsure. Only 10% strongly felt they had an understanding of the uses of bridging finance. 

Have you heard of bridging finance?

Yes 67%
No 33%

To what extent do you agree that you understand how bridging finance can be used by homeowners, movers and 
property investors?

Strongly agree 10%
Tend to agree 33%
Neither agree nor disagree 23%
Tend to disagree 18%
Strongly disagree 17%

We might expect respondents’ knowledge of the uses of bridging to vary depending on the extent of their own 
engagement within the property market. However, residential property owners, either with a mortgage or without, 
were similarly likely to agree that they understood its uses, compared with those owning a rental property, plot of 
land or commercial space. Those who owned a residential property with a mortgage were most likely to admit a 
lack of understanding short-term finance, at 45%. 
 
To what extent do you agree that you understand how bridging finance can be used by homeowners, movers and 
property investors? (By property type)

Residential 
property for 
own use – 

owned outright

Residential 
property for 

own use – on 
mortgage

Residential 
property 

rented out to 
others

Plot of land 
over 1 acre 

with no 
development

Commercial property - i.e., 
property used for business 

purposes, either used by yourself 
or rented to someone else

Net agree 49% 36% 45% 49% 46%
Net disagree 26% 45% 27% 14% 29%

When it comes to the details, 39% do not know how long it might take to obtain funds from a bridging loan, with 28% 
overall thinking it might take up to eight weeks, while 31% estimated a two-week period. The reality varies from 
case to case, of course, but two weeks is a common timescale within which to complete, with some cases being 
turned around in just a few days, and others potentially taking up to three or four weeks.

How long would you expect it to take to receive the funds from a bridging loan, from the initial point of applying?

Up to 2 weeks 31%
More than 2 weeks, up to 4 weeks 18%
More than 4 weeks, up to 6 weeks 7%
More than 6 weeks, up to 8 weeks 3%
More than 8 weeks 3%
Don’t know 39%

Meanwhile, it appears there is limited understanding of how regulation works in this market. Only 18% of respondents 
correctly identified that a portion of bridging loans are regulated by the Financial Conduct Authority (FCA). The 
majority (54%) simply do not know the level of regulation in this industry, while 27% assumed all bridging loans fell
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under regulatory oversight. The majority of respondents were residential owner-occupiers, so this may well reflect 
the fact that any bridging they have come across will most likely have been regulated.

Which of the following do you think is true?

All bridging loans are regulated by the FCA 27%
Some are regulated by the FCA 18%
No bridging loans are regulated by the FCA 4%
Don’t know 51%

Despite many individuals being aware of this type of finance as a concept, an overall lack of understanding does 
seem to have influenced people’s willingness to reach out for bridging in reality. 

Indeed, only 19% said they were either ‘very’ or ‘fairly’ likely to turn to bridging in the event of a chain-break 
scenario, while an overwhelming 61% were clear that they were not likely to. 

Promisingly, though, the likelihood of using bridging finance starts to rise relatively steadily the younger the 
respondent, reaching 39% among the 18- to 24-year-old age group, from just 15% amongst over-55s. Similarly, 
younger age groups are more likely to understand the regulatory environment surrounding bridging loans, with 
41% of those aged 18 to 24 correctly identifying that this market is part-regulated. 

How likely are you to use bridging finance in the event of a chain-break scenario?

Very likely 4%
Fairly likely 15%
Not very likely 28%
Not at all likely 33%
Don't know 20%
Net: Likely 19%
Net: Unlikely 61%

How likely are you to use bridging finance in the event of a chain-break scenario? (By age)

18-24 25-34 35-44 45-54 55+
Very likely 9% 7% 4% 3% 3%
Fairly likely 31% 18% 18% 16% 12%
Not very likely 26% 38% 26% 28% 27%
Not at all likely 12% 15% 23% 28% 43%
Don't know 23% 22% 29% 25% 16%
Net: Likely 39% 26% 22% 19% 15%
Net: Unlikely 38% 53% 50% 55% 70%

“Both the lack of understanding of the details of bridging finance, and the public’s general unwillingness to use it, 
are concerning. While public awareness of short-term finance has grown over the years, the fact is that many would 
still be reluctant to turn to it even in a chain-break scenario, which is where regulated bridging finance really shines 
as an integral tool to keep transactions moving and avoid even more costly delays. 

“The ASTL is very much committed to broadening public knowledge and understanding of short-term finance, to 
ensure that those people who would benefit are able to secure the best outcomes. It seems that this process is 
working, as younger generations are less averse to this form of finance, perhaps demonstrating that its negative 
legacy is starting to fade.”

CONSUMER PERCEPTIONS OF SHORT-TERM FINANCE 3



Fear Factor
The concerns which appear to stop people from using short-term finance are familiar ones – some partly founded, 
and some outdated. It is heartening to see that a perceived ‘bad reputation’ pervading in this market is only a 
concern for 12% of respondents, where this might have been much higher in the early years. 

Approximately half (47%) of respondents felt that bridging would be too expensive. This is somewhat founded, as 
bridging rates are higher than standard property finance as a matter of course. However, having seen a considerable 
drop in rates in recent years, this might be an example of an outdated perception, with typical annual rates sitting at 
around 9%. The majority (54%) admit they do not have a sense of average annual bridging rates, while the highest 
proportion (10%) feel annual rates are likely to be upwards of 12%. 

What would you expect to be the average annual rate on a bridging loan payable over a year?

3% or less 2%
4% 3%
5% 6%
6% 4%
7% 4%
8% 5%
9% 2%
10% 8%
11% 1%
12% 1%
More than 12% 10%
Don’t know 54%

In bridging finance, the exit is crucial. It therefore makes sense that by far the biggest concerns centre around 
paying off the loan (32%) or not being able to sell their property in a chain-break scenario (48%). These are, of 
course, valid concerns that should affect a customer’s  decision around accessing bridging finance. 

With interest rates rising and concerns about the outlook for the property market, it is important that customers 
have a clear and robust exit strategy, a well-informed specialist broker can discuss the available options and 
considerations.

Harking back to the previous evidence that, despite growing awareness, this market suffers from a lack of 
understanding, respondents are unlikely to turn to bridging finance out of a simple lack of clarity on where to go 
(15%), or indeed which lenders to trust (18%). 

Interestingly, concerns about the expense of bridging tend to drop off among younger age groups, to 35% and 36% 
among 18 to 24-year olds and 25 to 34-year olds, respectively.

However, uncertainty around who to turn to, and integrally, who to trust, rise further among these groups. With 
their formative years spent in the aftermath of the Global Financial Crisis, it might be interesting to see whether this 
is a general mistrust of financial providers among the younger generations. 

What would discourage you from using bridging finance?

Too expensive 47%
Bad reputation 12%
Worried about paying it off (exit) 32%
Worried about not being able to sell property 48%
Not sure where to go for a bridging loan 15%
Not sure which lenders to trust 18%
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What would discourage you from using bridging finance? (by age)

18-24 25-34 35-44 45-54 55+
Bridging finance is too expensive (i.e. 
high interest rates) 35% 36% 34% 49% 54%

Bridging finance has a bad reputation 12% 10% 10% 14% 13%
I'll be concerned about how I will pay 
off the loan 33% 40% 39% 35% 28%

I'll be concerned if I could not sell my 
current property for any reason to 
repay the bridging finance/loan

31% 49% 46% 52% 49%

I won't be sure where to go to get a 
bridging loan 27% 26% 23% 12% 11%

I won't be sure about which lenders I 
can trust 32% 20% 24% 18% 15%

Other - 5% 3% 2% 2%
Don't know 8% 13% 14% 14% 9%
Not applicable - there are no 
particular concerns that would 
discourage me from considering 
bridging finance

9% 7% 9% 12% 15%

“When bridging finance first emerged, it allegedly did so with some unsavoury practices, and at best was an 
expensive solution only to be used in extreme circumstances. This is no longer the case, with rates having dropped, 
and even more importantly, an increasingly fair and responsible approach being taken by this market’s specialist 
lenders and brokers.

“In many quarters, particularly those not steeped in this type of finance, there do however remain some negative 
perceptions. Of course, there are elements to be wary of – as with any type of loan – and higher rates or certainty 
of exits should certainly be factored into any borrower’s decision. However, this – and the fact that many just do 
not know where to turn in the first instance – demonstrates the need for markers of trust and quality, as well as 
greater education and communication, both of which are a key element of the ASTL’s on-going proposition. All of our 
members adhere to our strict Membership Rules and Code of Conduct, and we have now launched our Short Term 
Lending Educational Programme in partnership with our colleagues at FIBA and the LIBF.”
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The Future
The UK is looking ahead to a challenging future, in the near term at least, with rising living costs and international 
uncertainty meaning that it is more important than ever to consider contingency plans in case of unexpected costs. 
However, 87% of respondents say they are unlikely to turn to bridging, secured against their property, in order to 
access capital, either for a business investment or to help with unexpected pressures on their finances. 

How likely are you to consider bridging finance on your home or investment property as a suitable way of accessing 
capital for a business investment or to meet unexpected costs?

Very likely 1%
Fairly likely 3%
Not very likely 9%
Not at all likely 78%
Don’t know 9%
Net: Likely 5%
Net: Unlikely 87%

Only 5% of respondents were looking to purchase an investment property in the next 12 months, but this rises 
among younger groups, with the highest being 20% among 18 to 24-year-olds. This is a promising picture of fresh 
investors coming to the market, but shows the need for more education around the uses of bridging. Especially, 
considering that this age group is less likely to have a financial buffer to help them with any unforeseen costs or 
losses. 

When asked whether they would consider bridging if they were to purchase an investment property, overall 78% 
said they would not. Once again, though, this changes considerably when broken down by age group, with only 
40% of 18 to 24-year-olds saying they would never consider a bridging loan if they were planning on buying an 
investment property. 

Among the remainder, the top reasons to look to bridging were familiar: access to quick funding in a competitive 
market (9%), refurbishment purposes (9%) and as auction finance (8%). 

The small proportion of respondents who would look to bridging for these well-established uses likely reflects the 
small number actively considering buying an investment property. We can assume that without this factor, there is 
little impetus to consider and understand more specialist forms of finance. 

This is borne out in the fact that the group with the highest proportion of people looking to invest in property, 18 
to 24-year-olds, also have the least aversion to bridging, and seem to better understand its uses. This group was 
also the most likely to turn to bridging in order to give them an edge in a crowded market (16%), undertake a 
refurbishment (14%), convert to an HMO or MUFB (28%), or from commercial to residential (16%). 

However, even among those most willing to utilise bridging, its use in an auction situation trails behind. With 
auctions becoming an increasingly accessible and popular method of purchasing property, we may well see a 
change in this trend in the coming years as people realise the need for fast finance. 

If you were to buy an investment property, in which circumstances would you consider bridging finance?

Access to quick funding 9%
Auction finance 8%
Refurbishment 9%
Converting property to HMO or MUFB 4%
Would not consider bridging finance 4%
Would not consider bridging finance 78%
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18-24 25-34 35-44 45-54 55+
Access to funding more quickly to give me an edge in a 
crowded market 16% 12% 8% 9% 8%

When purchasing a property at auction 6% 5% 8% 10% 8%
When purchasing a property in need of refurbishment 14% 10% 10% 8% 8%
When purchasing a property with the intention of 
converting it to a House in Multiple Occupation (HMO) or a 
Multi-Unit Freehold Block (MUFB)

28% 8% 4% 4% 2%

When purchasing a property with the intention of 
converting it from commercial use to residential 16% 7% 2% 4% 3%

Other 2% 2% 2% 1% 1%
Not applicable - I would not consider taking out bridging 
finance/loans for any purpose 40% 71% 75% 80% 83%

If they were to need one, more than a third (36%) of respondents simply do not know where to start looking to 
take out a bridging loan. Only 21% would speak to a broker, whereas 26% would first ask their high street bank 
or building society. The benefits of professional finance advice is therefore clearly another area where greater 
education is required, as in most circumstances, brokers are best equipped to ensure that borrowers secure the 
right solution for their needs.

If you were to take out a bridging loan, where would you go to arrange this?

Speak to a broker 21%
High street bank or building society 26%

Directly contact a bridging lender 5%
Recommendation from friends/family 2%
Online research 9%
Don’t know 36%

When it comes to choosing a bridging lender, respondents felt the most important factor would be low interest 
rates (17%), followed by a well-established brand (11%) and a recommendation from a broker (11%). Membership 
of a trade association, such as the ASTL is cited by 9% of respondents as something that they would look for on the 
understanding that they would operate under an agreed set of rules or code of conduct.

Which would you consider most important when choosing a bridging lender?

Recommendation from friends/family 3%
Recommendation from broker 11%
Previous experience of the lender 8%
Membership of a trade association (ASTL) 9%

Well established brand 11%
Reputation for good service 7%
Low interest rates 17%
Good online reviews 3%

“It is concerning that only 11% would turn to a broker when choosing a bridging lender, and once again, this is proof 
of the need for greater education. First, the wider population of prospective buyers needs to understand the role of 
a broker – particularly the importance of specialist expertise in this sector. Second, mainstream market players of 
all kinds need to at least understand the basics and know where to refer a client for whom bridging might be the 
right fit.

“We are pleased that nearly one in 10 customers would choose a lender due to their membership of a trade 
association and this is a statistic that we hope to improve, making it clear that membership of the ASTL can provide 
a mark of trust and quality. If a well-established brand and reputation for good service are on people’s list of wants, 
and yet this is a market they naturally know less about, it is important that people grasp the role of brokers and 
trade bodies in helping them make these choices.”



Methodology
This research was conducted by YouGov on behalf of the ASTL, between 11 and 14 February 2022. The survey 
amassed 2,020 responses overall, of which 1,266 were UK adults and property owners, whose responses have been 
represented here. 

PROPERTY OWNERSHIP
Residential property, own use, own outright 33%
Residential property, own use, mortgage 28%
Residential property, rent out 4%
Land over 1 acre 1%
Commercial property 1%

GENDER
Men 48.5%
Women 51.5%

AGE
18-24 11.1%
25-34 15.3%
35-44 18.2%
45-54 15.8%
55+ 39.5%

Number of UK adult respondents who were property owners: 1,266

Busting the Bridging Myths
Speak to anyone steeped in this market, and they will likely have faced many of the same conversations around the 
various myths and misconceptions that plague the short-term finance sector. With finances and property projects 
only set to become more complex as time goes on, and with bridging becoming an increasingly popular and versatile 
solution, these conversations are likely to become more common, as new borrowers are introduced to bridging.

So, what is the truth behind some of the biggest misunderstandings around short-term finance?

Question: “Isn’t it expensive?”

Answer: It’s not quite that simple. Over longer periods, of course, bridging is a less cost-effective solution, and this 
does need to play into the decision to take out a short-term loan. However, rates are often under 0.50% per month, 
and bridging finance terms might be as little as three months, with the average being under a year, which makes for 
a different picture when compared with lower rates over a much longer period of term finance.

The issue of expense also has to be weighed against the possibilities for profit. Bridging is typically used in situations 
where the borrower is either looking to add value, such as through a refurbishment, or avoid loss, such as in a 
chain-break scenario. Rates might be slightly higher, but when compared with the possibility of either making or 
saving money – which might otherwise be lost – this expense starts to look more rational.

Question: “Is it overly complicated?”

Answer: The truth is, in comparison to traditional term mortgages, which have been around for longer, are a greater 
part of our public awareness, and in many instances are simple enough to be based on an algorithm rather than a 
human underwriter, this market is naturally more complex. At the very least, it is likely to feel unfamiliar at first.
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This does not, however, mean it is impossible to understand what is expected of you, and the terms on which you 
are getting your money, without being an expert. This goes for both borrowers, and those brokers who might be 
breaking into a new area.

There are some key basics to understand, such as the importance of having a clearly planned exit route, and of 
contingency planning for more complex projects. As with anything new, it is important to get used to these concepts 
before making any big decisions.

The good news is, this is a well-formed and fully developed market, stocked with experts waiting to help. Borrowers 
can always look to a specialist broker, while brokers who want to access expertise can work with specialist 
distribution partners. Complexity does not have to be the enemy of peace of mind.

Question: “Is it too high risk?”

Answer: Short-term finance is broadly a higher risk area than traditional mortgages. Whether a chain-break, 
conversion or development, there are always moving parts and things that could go wrong, from supply chain and 
labour shortage issues, to failure to sell when the time for exit rolls around. In comparison, purchasing a house and 
then selling it on however many years later tends to follow a more predictable trajectory.

However, any type of lending comes with risk, and that goes for the most standard traditional mortgage as well 
– even the best contingency planning might not predict the next global crisis, for example. The important thing 
is to work with lenders that are able to take an in-depth, expert approach to assessing risk and planning for any 
eventuality and are willing to work with you when things do not go as planned.

Short-term finance is not a market of lenders throwing out money without a care, and in fact, being higher risk often 
means having a much more stringent approach to due diligence, transparency and responsible lending. While we 
cannot always plan for every possible future, working with the right lender will help – and finding them can be as 
simple as looking for ASTL membership as a marker of quality. Lenders include robust risk analysis in their review 
of an application, and this has the best interests of the borrower as well as the lender to the forefront. 

Question: “Is bridging completely unregulated?”

Answer: No, bridging is part-regulated – but again, there’s more to it than that. Whilst the rules are quite complex, 
regulated bridging refers in general to short-term loans secured against a property that is, has, or will be, occupied 
by the owner. Unregulated bridging is much broader, covering properties not due to be occupied by the owner – this 
might mean a development or conversion, or a commercial property, for example.

Usually, unregulated bridging is the preserve of more experienced property investors, landlords and developers, 
but there are some instances where a non-professional might need an unregulated loan. This does not mean they 
are thrown out into the wild, however. Despite lacking codified regulation, most well-established lenders in the 
unregulated market understand the benefits of holding themselves to comparable standards to their regulated 
counterparts, and implement the same levels of due diligence and customer care.

Question: “Should I be concerned about cowboy finance?”

Answer: In short, no. When this market was young, it gained a negative reputation in some quarters due to some 
participants not having the most responsible practices, and not always having the borrower’s best interests in 
mind. In any new area of finance, where there is less understanding of its nuances and limited regulatory oversight, 
it can be easy for people with poor intentions to get away with unsavoury practices.

These days, however, bridging is an entirely different market. From the lenders themselves, to trade bodies like 
the ASTL, and the regulator itself, there are many market forces that have built this into a responsible and positive 
market.

In any field, you have to be careful of those who might be looking to take advantage of borrowers, but as long as 
you work with  reputable lenders that are members of trusted trade bodies, and respected advisers you’re just as 
safe here as anywhere else.
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Question: “Isn’t bridging just a last resort?”

Answer: In theory, and certainly in its primary form – regulated short-term finance to aid in a chain-break or other 
unforeseen circumstance – bridging is meant to be used in an emergency. It is more expensive, but typically has 
much quicker turnaround times, allowing people the benefit of access to fast finance just at the moment when it is 
needed.

However, this market has evolved hugely, and bridging is becoming better known every day for its role as a vital 
tool for property investors. With the right expertise and planning, short-term finance can be deployed for myriad 
reasons, from auction purchases to gaining planning permission, that are far more usual and acceptable.  

Beyond the chain-break: 
Common uses for short-term finance
Bridging is an increasingly versatile form of finance. There are some uses that will spring to mind for anyone with 
even a passing knowledge of this market, but others might not be so obvious. This is far from an exhaustive list, but 
outlines some of the top uses of short-term finance.

Chain-break delays
 
Firstly, this is the most well-known. A property chain occurs when multiple buyers are committed to buying the next 
property in the ‘chain’, but cannot do so without the funds from the sale of their previous house, which itself forms 
the next ‘link’ for someone else. If one link in this chain falls through for whatever reason, it is not just one person 
who is potentially put out but could be everyone.

In order to keep the transactions moving – and indeed the wider property market – the person affected can use 
bridging finance to provide the funds and continue with the purchase. This short-term loan can then be repaid 
once the original property is finally sold. Sometimes the financial requirement can be shared equally between all 
participants in the chain.

Auction purchases

Auctions are an increasingly accessible and popular method of buying a property. The pandemic pushed these online, 
meaning people previously unaware were able to join and access potentially high-yielding purchases. Properties 
sold at auction might tend to need more work, but a savvy investor can use this to buy cheap, make improvements, 
and either sell or rent out for a strong profit.

However, with an auction time is of the essence, with payment typically needed within 28 days. While some may be 
able to have cash funds ready to go at short notice, auction finance is more often than not the best way to go, and 
many lenders offer specific bridging  products tailored for this purpose.
 
Conversions and refurbs

While larger projects call for specific development finance products, typically provided over a longer term, permitted 
development conversions and light refurbishment can be an easy way to add value to a property with the help of 
short-term finance.

Light refurb typically means more cosmetic updates, such as fitting a new kitchen, replacing fixtures, or laying 
flooring. Quick access to funds through a bridging loan means being able to add value quickly before a property is 
either sold or rented out. Putting in a loft conversion or converting a room into a home office, for example, can also 
add value and create higher yield. Subject, of course, to any planning consents etc. which might be required.

There are also larger conversion projects to consider. For example, turning a single occupancy building into a house 
in multiple occupation (HMO) or multi-unit freehold block (MFUB), or turning a commercial property to residential, 
or vice versa.
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Development exit

While long-term development projects tend to fall under the remit of development finance, bridging can work in 
concert with this, providing a buffer in the face of potential delays. Delays to development work are commonplace 
at the best of times, but in the current environment on uncertainty, growing labour and materials costs, as well as 
shortages of both, they are an increasing reality for many developers.

With a development exit bridging loan, an investor can repay their development finance with a short-term loan, 
giving them the freedom and time to complete a project, and repay the bridge with the profits.

Bridging a gap

There are many reasons why an investor might fall short of what is needed to access term finance. For example, 
term lenders might baulk at the prospect of lending to someone who has bought land, but is yet to gain planning 
permission, stymying their ability to get started on an otherwise lucrative development project, and thereby 
potentially causing financial losses.

Bridging can help these investors access funds in the short term, while they address whatever issue is stopping 
them from accessing long-term loans, after which they can exit onto a deal with a term lender.

Business ventures and cash flow

Taking out short-term finance secured against a property, either residential or commercial, can provide business 
owners with the chance to start a new venture, expand their current enterprise, or even purchase additional office 
or warehouse space. It can also be the solution to short-term cashflow issues – something many businesses have 
heightened awareness of following the uncertainty of the pandemic.

The speed with which bridging can be turned around, in comparison to long-term commercial finance, means it can 
be the ideal boon when a time-sensitive situation or unique opportunity arises.

VAT Support Bridge

Often, on the purchase of a commercial property there will be a large VAT element required, over and above the 
deposit, stamp duty and other costs. In some cases, the purchaser may not have the facility to fund this. Bridging 
can often be used to fund the VAT which is repaid once it has been recovered from HMRC.
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It is heartening to see some positive trends emerging, most notably greater understanding of and willingness to 
use bridging among the younger generations, who are themselves more likely to be looking to invest in property in 
the near future.

However, there is clearly some important work to be done. Through relationships with key media outlets – both in 
the trade and mainstream press – the ASTL is looking to present bridging finance in a better, brighter light. Part 
of this means showcasing the benefits – for both lenders and borrowers – of the trade body’s mark of quality. By 
making it clear that our members are carefully selected, and uphold high standards of integrity, we hope to ensure 
that future borrowers are more confident in knowing where to turn in the first instance. We have also played 
a central role in the development and launch of a Short Term Lending Educational Programme, alongside our 
colleagues at FIBA and the LIBF.

Another important element is, of course, brokers. While the ability to access information at our fingertips through 
the internet and globalised media is an incredible boon, when it comes to complex financial matters, having an 
expert on your side is key. There are many great brokers working within the short-term finance market, with ever 
more looking to break in as this sector goes from strength to strength. What we need is for prospective borrowers 
to understand their value, and mainstream brokers to know where to refer clients. We believe that the introduction 
of the Short Term Lending Educational Programme will help to raise the profile of advice and expertise in this sector.

While this report has created a picture about public perception and awareness, which has provided us with a well-
rounded sense of our jumping off point. I have great confidence that due to the hard work of many in this industry, 
the ASTL included, we can build on these foundations, building greater awareness and consideration of bridging 
amongst customers in the future.

Vic Jannels, CEO of the ASTL
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