
1 NewsLet ter 21

w w w.theastl .org

C o p y r i g h t  2 0 2 3 ,  a s t l w w w . t h e a s t l . o r g t w i t t e r . c o m / a s t l b r i d g i n g

NEWS INSIDE
• ASTL UPDATES

• HAVE YOUR SAY

• UNTIL NEXT TIME

 

Welcome to the latest 

edition of the ASTL 

Newsletter. 

There’s a lot to update 

you on this month, 

with news on:

 ■ 2023 Annual Conference

 ■ Q4 2022 Lending Data

 ■ New Associate Member

 ■ CPSP Launch

 ■ Property Reporter Relaunch

We also have these special features:

 ■ Nobody does it better - What happens when 

high street Lenders think they can operate 

with complete disregard to second charge 

interests?

 ■ Property Receivership - What lies ahead for 

lenders in 2023?

 ■ How The Cheap Valuation Trap Could Cost You 

In The Long Run - Why it’s important to look 

beyond headline price

We hope you find the newsletter interesting and 

informative. We love to hear from you 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

ASTL UPDATES
Date announced for our 2023 
Annual Conference
You have hopefully seen that we have announced 

the date for our Annual Conference later this year. 
 

The 2023 ASTL Annual Conference will be held on 

Thursday 9th November when the Conference will 

return to RSA House in Central London, where it 

was held last year. We will announce registration 

details for the Conference and information on its 

speaker programme in the coming months. 
 
 
 

 
 
 
 
 

Vic Jannels, CEO of the ASTL, says: “Last year, we 

held the first in-person ASTL Annual Conference 

since Covid at RSA House in London. The event 

was a huge success, with delegates commenting 

on the valuable networking opportunities as well 

as the conference content itself.  We will return 

to RSA House and are planning a few exciting 

changes to the format for the benefit of all 

participants. We are hopeful that this will improve 

the conference experience for our delegates and 

will provide more information in the coming
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months. In the meantime, we encourage our 

members and associate members to save 

Thursday 9th November this year in their 

calendars for the ASTL Annual Conference.” 
 

Q4 2022 Lending Data
Our latest lending data has been released and 

shows that bridging applications and loan books 

continued to grow in Q4 2022.

The figures show that bridging applications 

continued to rise, with £8.6bn worth of 

applications recorded during the quarter. This 

represents an increase of 9.1% compared to the 

quarter ending September 2022.

Bridging loan books also grew again in the final 

quarter of the year, rising by 6.4% on Q3 and 

reaching a new high of just over £6.5bn.

However, the value of completions fell to £1.3bn in 

Q4 2022, down by 10.4% on the third quarter of the 

year. Despite this decrease, bridging completions 

have now been more than £1bn for seven 

consecutive quarters.

Overall, in 2022, bridging completions increased 

by 15.5% on 2021 and bridging loan books 

increased  by 28.9% on the same period, while the 

value of applications dropped by 13.9%.

Vic Jannels, CEO of the ASTL says: “Given the 

economic turbulence experienced during the final 

quarter of 2022, it is perhaps unsurprising that we 

saw a slight dip in the value of applications for 

bridging finance. However, bridging completions 

and loan books continued their strong upward 

trajectory, demonstrating sustained growth in the 

market. 

“If you look at 2022 figures as a whole, compared 

to 2021, the value of bridging loan books has 

increased by almost 29%. Anecdotal feedback 

from the market for the first few weeks of 2023 

indicates that, while activity is perhaps a little 

quieter than the early part of 2022, demand is still 

strong as more customers realise the benefits of 

securing short-term finance as a way of helping 

them to achieve their goals.

“The political and financial outlook remains a little 

uncertain, but the bridging market has shown 

resilience and sustainable growth. With lender 

members of the ASTL continuing to commit to 

our strict Code of Conduct, we are confident that 

underwriting standards are robust and well-

equipped to deal with the challenges ahead. We 

can also look forward to the upcoming launch of 

the Certified Practitioner in Specialist Property 

Finance (CPSP) optional e-learning programme, 

which we are delivering alongside our colleagues 

at the Financial Intermediary & Broker Association 

(FIBA) and the London Institute of Banking & 

Finance (LIBF), which will help to further raise 

standards and support the sustained growth of 

the sector.” 
 

New Associate Member
We are pleased to announce that property 

consultancy, Allsop, has become the latest 

professional organisation to join the ASTL as an 

associate member.

Allsop is an independent property consultancy, 

which provides an extensive range of services for 

residential, commercial and mixed-use property, 

and is probably best known as the UK’s largest 

and most successful property auction house. 

Stuart Gayer, Partner at ALLSOP, says: “At Allsop, 

we have an open, friendly, honest and people-

focused approach to developing successful 

partnerships, and this has helped us to build 

a market-leading reputation for high-quality 

service and integrity. This approach also aligns 

closely with the ASTL’s values of transparency and 

customer focus, and we are delighted to join the 

Association as associate members.” 
 

https://theastl.org/
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CPSP Launch
We are aiming to launch the Certified Practitioner 

in Specialist Property Finance (CPSP) education 

programme in the first half of April and would like 

to thank all our members who have pledged their 

support for this ground-breaking project.

In return, all supporting firms will receive three 

course membership places free of charge, 

representing a saving of £750.

Anyone wishing to register their interest in taking 

the CPSP qualification, can do so now at: https://

www.libf.ac.uk/study/professional-qualifications/

mortgage-advice/certified-practitioner-in-

specialist-property-finance

Consumer Duty Update
Ray Cohen, Director at Jackson Cohen Associates 

and a member of the ASTL Executive Committee, 

recently attended an FCA round table that 

focused largely on Consumer Duty. Here are 

some of the main points he took away from the 

meeting.

 ■ Product manufacturers are not always going 

to have data on things like vulnerability to 

share with intermediaries, since they aren’t 

involved at point of sale, so intermediaries will 

potentially know more already.

 ■ Intermediaries should request information 

from firms that are not captured by the 

regulation but recognise that if they don’t get 

a response then that doesn’t necessarily stop 

them using them. They just need to keep a 

record of asking. So, for non-regulated lender 

member,  they can be helpful in supplying info 

on all their fees and charges and leave it to the 

intermediaries to calculate whether the overall 

cost and the product represents fair value.
 ■ Comparing where you are in the market on 

price is a factor but not the be all and end all.
 ■ The FCA wants firms to consider whether 

their product adds value to consumers, 
Bridging lenders can argue a loan adds value 
since it enables consumers to use funds for 
something they need in a timescale they 
couldn’t get otherwise.

 ■ The FCA is expecting things to be 
proportionate – so they are not expecting 
small firms to have the same levels of 
governance as big firms for instance, but 
it does expect them to achieve the right 
outcomes.

 ■ The FCA does not expect to see firms 
spending a lot of time on meeting sales 
targets and sales information, if they do not 
put the same effort into consumer duty 
MI – eg. not getting feedback on how well 
consumers understand the product.

 ■ They did not give any more views on the 
question of intermediary fees above those 
they have already issued. This is that firms 
should raise with an intermediary firm in 
the first instance, flag to the FCA if they 
think the intermediary may be in breach of 
Consumer Duty rules and consider whether it 
is appropriate to continue with that distributor 
as part of their strategy. 

My takeaway from the meeting was that the 

regulator is promoting Consumer Duty with 

serious intent and that Consumer Duty will cover 

the whole mortgage process, not just up to the 

point of completion.
 

We will keep close to the regulator and monitor 

and advise as we receive updated information. In 

the meantime, if you have questions which you 

feel should be raised with them, we will be happy 

to deliver anonymously for you.

https://theastl.org/
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Property Reporter Relaunch 
In the coming weeks, the website 

propertyreporter.co.uk will be relaunched as 

a source of news and information, specifically 

targeting property investors and developers, with 

an enhanced database of people active in this 

area.

Property Reporter is run by Barcadia Media, which 

also runs Financial Reporter and Commercial 

Reporter. Given that the ASTL has a strong 

relationship with Barcadia Media, ASTL members 

and Associate members have recently had 

the chance to feed into 2 pieces of research 

that Property Reporter is conducting amongst 

property investors and also, more specifically, 

property developers.

The survey will launch on the website shortly and 

we will report back with the results.

In addition to the survey, Property Reporter is 

offering ASTL members and associate members 

an exclusive offer on advertising packages, with 

discounts of up to 50%. If you would like more 

details on these, please contact Alex Hammond. 

His email address is alex@alsocomms.com

HAVE YOUR SAY
Nobody does it better
Jonathan Newman, Senior Partner at 

Brightstone Law & associate member of the ASTL

What happens when high street Lenders think 

they can operate with complete disregard to 

second charge interests?

The specialist finance industry is made up mainly 

of smaller, non-institutional lenders. There is 

a misconception that they lag behind larger, 

institutional banks when it comes to standards 

of professionalism and rigour; expensive money 

advanced at higher risk.

This, however, is no longer the case – and our 

experience is that the reverse is most definitely 

true. 

Recently, Brightstone Law, on behalf of a second 

charge lender, took on a major high street brand 

over their practice, process and competence when 

implementing a voluntary sales arrangement with 

a debtor, with flagrant disregard for the interests 

of the second charge lender. 

Remarkably, the Bank, by reason of its own not 

fit for purpose policy, which was poorly thought 

out and poorly executed, accepted a loss to 

themselves running into six figures, and caused 

the second charge holder to suffer a complete 

shortfall.

Lenders often work with debtors in default, where 

disposal of the property is inevitable, to achieve 

the best possible results. A sale by a borrower is 

preferred to a forced sale, where the sale price is 

mostly depressed.
 

In this particular case, both loans had gone into 

default and orders for possession obtained by 

both charge holders. The second charge holder 

was on the cusp of repossession. The borrower 

had negative equity (taking both mortgages into 

account) and, shortly before enforcement was to 

take place, convinced the Bank that a sale he had 

arranged, promised the Bank the best recovery 

return.

https://theastl.org/
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The Bank took over the sale and sold the 

property to a buyer introduced by the borrower. 

The second chargeholder was wiped out, and 

the Bank accepted the sale proceeds together 

with a covenant to repay their shortfall from the 

borrower.

The Bank had accepted what they had been 

told by the borrower on face value, and placed 

the property into their assisted voluntary sales 

scheme, a documented process operated by them 

nationwide.

The Bank set a number of conditions, and carried 

out a drive-by valuation, as was required by their 

process, but the instructions to their valuer were 

lacking and off-point. Nevertheless, their valuer 

supported the sale price.

However, a number of red flags existed, and 

should have alerted the Bank to a sale at 

undervalue:

 ■ The property was sold at significantly less than 

its indicated value;

 ■ The second charge lender had alerted them to 

the fact;

 ■ The application into the process indicated the 

Buyer to be connected (by employment) to 

the Borrower;

 ■ The Sale price was hugely inconsistent with 

the history of the property;

 ■ There were no independent agents in the sale, 

and the “impoverished” borrower met all the 

fees and expenses of sale; 

 ■ The sale took far longer than was allowed for, 

and the sale breached the Bank’s own terms 

and conditions of voluntary sale in a number 

of aspects;

 ■ A number of planning consents were pursued 

(by the Borrower!) during the course of the 

sale, which the Bank failed to identify or take 

into account;

 ■ The sale price was out of synch with other 

properties which were directly comparable.

In effect, what the Bank did, was follow (mostly) a 

poorly thought-out process, designed with good 

intention, in a tick-box way, without any truly 

forensic or considered thinking. 
 

Given the circumstances, the second charge 

lender took the unusual step of pursuing the first 

mortgagee, a high street, best of class lending 

institution, for breaching its duty of care. Claims 

in respect of sales at undervalue, are rare and 

difficult. Rarer still are claims where the claims are 

in respect of a sale carried out by a Bank, but the 

considerations are exactly the same. 

The second charge holder’s case was denied in 

its entirety, highly contested, and met with delay 

and obfuscation but ultimately resulted in a very 

substantial settlement in its favour.

What does this case tell us?

It tells us that the brand name of an institutional 

lender is no guarantee of integrity of action. The 

first charge lender’s processes can be poorly 

implemented in practice and lacking. It tells us 

that institutional lenders are less practised in the 

ways of crafty debtors who can take advantage 

of such deficiencies in staff and operation. It 

tells second charge holders to be alive to what is 

happening ahead of them, and not to disregard 

any recovery course which may be available. And it 

tells us the tenacity, and perseverance is the key to 

successful litigation.

I also believe it tells us, how far the alternative 

finance providers have come in knowledge and 

experience, and professionalism. I very much 

doubt any of today’s short-term lenders, with 

sound professional advice, would have been 

caught in the way the Bank was in this particular 

case.

The specialist finance sector can be far more 

robust than institutional lenders. Operating 

with smaller balance sheets and greater 

potential exposure to risk, lenders in our industry 

understand the importance of taking nothing at 

face value and preparing themselves with proper 

diligence and legal support.

https://theastl.org/
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Property Receivership: What lies 
ahead for lenders in 2023?
Edward Gee, Property Receiver and Insolvency 

Practitioner at CG&Co and associate member of 

the ASTL

We are now a couple of months into 2023, and 

the fiscal outlook remains uncertain.

As January began, Goldman Sachs forecast a 1.2% 

contraction in UK real gross domestic product 

(GDP) over the course of 2023, well below the 

other G10 major economies.

If this proves correct, it places Britain only 

fractionally ahead of Russia, which is projected 

to see a 1.3% contraction in 2023 as it continues 

to wage war in Ukraine while simultaneously 

weathering punitive economic sanctions. What’s 

more, the inflationary shock caused by the 

pandemic and the ongoing war in Ukraine is now 

widely expected to persist for longer in the UK 

than elsewhere.

Consequently, we continue to navigate our way 

through unprecedented times when our economy 

is facing the quadruple whammy of higher 

interest rates, tax increases, spending cuts and 

price increases. 

Many economists are now predicting that inflation 

will steadily fall back over 2023 and it could even 

halve by the year end due to the impact of the 

predicted recession and ongoing declines in the 

price of oil and some foods.

But if there’s one thing we’ve learnt in recent 

years, it’s to take nothing for granted. In short, 

confidence in ‘UK plc’ is currently at an all-time 

low – and this is permeating every sector.

Take the property market...

The rising cost of living coupled with already 

stretched mortgage affordability is likely to 

decrease sales activity levels further still in 2023.

Nationwide revealed that house prices fell for the 

fourth consecutive month in December 2022, 

representing the property market’s worst run 

since 2008.

Average selling prices were 0.1% lower than they 

had been in November 2022 at £262,000 and, 

while prices are still 2.8% higher than they were 

in January 2022, analysts universally expect them 

to continue falling as the recession and higher 

interest rates manifest themselves.

Property industry veteran Harry Hill – the founder 

of both Rightmove and Countrywide – recently 

said that if Britain slides into a long recession 

leading to a continued deterioration in trade and 

business, there could even be a 20% fall in house 

prices.

To state the obvious, lenders must now be more 

cautious than ever about loan-to-value ratios.

Given the uncharted economic waters we’re 

navigating, the imperative for lenders to relend at 

rates that are most advantageous to them using 

their own funds mounts daily.

https://theastl.org/
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How The Cheap Valuation Trap 
Could Cost You In The Long Run
Richard Parkinson, Managing Director for 

Landwood Group

Time is often of the essence when trying to get 

a new property deal over the line and these, 

sometimes complex, transactions require a 

number of parts to move together to get the 

deal through. A vital piece of the jigsaw is the 

valuation to enable all other aspects to move 

forward.

As a lender, you may approach a panel or 

individual firms to provide you with a quote, only 

to find a huge disparity in the proposed fees, 

leaving you wondering how different valuers can 

have such a range for the same property. And 

suddenly you have delays in the deal whilst trying 

to work out who you should be using.  

For example,  it’s not uncommon to find one firm 

quote £600, one £1200 and another £1800 for 

the same property and the same service. How on 

earth, you might reasonably ask, can that be?

1. Like any service, the value of expertise cannot 

be understated. A quality report undertaken 

by experienced surveyors is vital for the lend 

and getting the right people for the job is 

invaluable: If they don’t understand the asset 

class they are valuing you cannot expect 

worthwhile advice. Ultimately if the numbers 

don’t stack up there will be no lend - and a 

lot of time and expense has been wasted for 

no return so working with the right valuation 

partner is critical.

2. Enlisting trusted surveyors means that from 

day one you can rely on their quality of advice 

and their insight which enables them to 

better understand what a borrower is trying 

to achieve. At Landwood our team of property 

experts can draw from decades of experience 

of deal-making and valuing.

3. Timing, of course, is a critical element. A 

firm that quotes £600 for their services may 

prove popular and be in-demand. But if that 

means it takes them three weeks before they 

can attend a site and a further few weeks to 

report - then that presents a sizable problem. 

Bridging lenders are generally called to act 

on short timescales - say 7-14 days - making 

this a quote a non-starter. At the opposite 

end of the scale, the £1800 quote may seem 

more expensive, but if that valuer understands 

the urgency of the deal and is prepared to 

re-arrange his/her diary to meet the lenders 

requirements then clearly there needs to be a 

sensible fee paid.

4. Professional indemnity insurance is also 

expensive and this needs to be built into 

quotes. We are aware of firms leaving the 

valuation market because the fees are not 

worth the additional PI insurance premiums.  

5. There is a general ‘race to the bottom’ for 

valuation fees. The end client who typically 

needs to pay for the work upfront normally 

wants the cheapest quote but this doesn’t 

necessarily work to their advantage. The old 

adage ‘you get what you pay for’ is never more 

true a statement than on valuations. 

Getting a deal done relies on skill, speed and 

acumen. Expert firms, like Landwood, have 

direct contact with the lender and the customer 

- allowing us to work together to solve problems 

and deliver the outcomes our clients expect from 

us.

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, 

questions, or would like to register your 

interest to contribute in the future, please 

contact Alex Hammond. 

alex@alsocomms.com
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