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or more than a decade. Bridging & Commercial
has been the go-to resource for specialist finance

BRIDGINGWwWCOMMERCIAL

ISSUE 23 SEPT/OCT 2022

news, features and updates. Our flagship website
has thrived throughout various economic and po-

litical changes and remains the reliable home of

the exclusive and breaking news for the discerning intermdiary.

WHY THE GREEN FINANCE
MARKET NEEDS TO BE In January 2019, we published our very first issue of Bridging &
COMMERCIALISED

Commercial Magazine in all its printed glory.

We promised to challenge the boundaries of what a trade publica-
tion can be, to elevate conversation from anecdotal to thoroughly
researched and interrogated, to showcase individuals and compa-
nies in ways never seen before; and to give you a reason to once
again pore over a magazine- from cover to cover.

In our fifth year, we feel that we've delivered on these promises and
more. Our unwavering attention to detail, both aesthetic and jour-
nalistic, got us shortlisted in the 2020 Property Press Awards and
earned us an early loyal following - one which grew 11% in 2022
and is expected to increase steadily in 2023 and beyond through
new partnerships.

The sector has trusted us with its most delicate and controversial
subject matters, safe in the knowledge that we give these important
topics the respect and treatment they deserve. Not ones to shy
away from digging deep, we've brought many a theme into the
light with the help and support of industry experts and you, the
reader.

We want this magazine to continue to reflect our nuanced, inter-
esting market and its people, providing a true reflection of every-
thing there is to celebrate, work towards and stand together for.

5 .-'LiJT.JL"]’J launches semi-commercial E:-ri-:{qe: to-let while um'ﬂ'fmar new rate card n24
Rt |
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The Bridging & Commercial Universe
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We exclusively reveal the state PI‘O du Ct Sy
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Ex P lained ... .

We told brokers to be . .
brutally honest—and leellght

they were!” p2s BaCkStory .

251 684 541
Posts Followers Following

Bridging & Commercial Magazine
Editor

A bi-monthly print magazine for brokers, focused on
the bridging and commercial finance sectors. Read the
latest issue of B&C Mag now! &
Issuu.com/bandcmagazine/docs/issue_24

Follow Message

Interviews

+ MES approaches £500m of BTL enquiries p20

PRINT DIGITAL
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e Published six times per year

o Circulation is 2,200 per issue on average Where are our readers based?

» The digital version of the magazine gets
approximately 3,000 reads in its month of release

« We promote the digital magazine via email
marketing to a database of over 7,000

e The magazine is shared via our B&C social media
channels (Twitter, LinkedIn and Instagram),
encompassing 8,693 followers

o A proportion of the magazines are distributed at

industry events and exhibitions (when possible)

What ftields are our readers in?

Professional Services - 7%
Media & Marketing - 8%

Developer/Property Investor - 12%
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Editorial Guidelines

e are committed to providing our loyal readership with objective and original news stories that offer not only a deep insight

into the markets we report on, but something educational that intermediaries can learn from and which helps build their

knowledge. Our audience should understand that our decisions are not influenced by outside interests and trust us to be

fair, responsible and impartial. We are dedicated to achieving the highest standards of accuracy when looking to establish the truths of

stories. Our editorial values apply to all our content, whether created by us or industry contributors.

Each issue of the Bridging & Commercial Magazine will be written and edited exclusively by our dedicated in-house editorial team

and talented freelancers, to ensure it adheres to our house style and values. As a rule, we do not accept contributed content, unless

it is for our separate sponsored supplements and marked advertorials. Instead, we personally seek out relevant and knowledgeable
professionals to give an expert perspective on specific areas of the market to help us with our article research. As a result, we have

full editorial control of the Bridging & Commercial Magazine. We endeavour to provide original and informative stories and features,
all backed by either our own research, industry sentiment or official sources. We will avoid publishing quotes in our interviews as facts,

which are based on rumour or information from other news outlets that cannot be substantiated.

Forward Features

We often get asked if we have a forward features list; however, we have decided to take the same stance as we do on
bridgingandcommercial.co.uk by coming up with our timely feature ideas on an issue-by-issue basis. Our position on this is that we are
known for capturing the exact mood of the bridging and commercial finance sectors, which can ultimately change at any moment owing
to — among other possible circumstances — unforeseen political, economic, regulatory and business-related changes. Our editorial
team canvasses the market ahead of every magazine edition to find out what the most pertinent issues are for us to be reporting on.
However, we have outlined the overarching theme for each issue in 2022, and welcome ideas throughout the year from all relevant

companies and individuals within them which are a perfect fit for these topics.
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Production Schedule

Booking Copy Release
Issue Theme deadline deadline date
Jan/Feb 2023 Power List 2023  6th Jan 13th Jan 17th Feb
Mar/Apr 2023 Trends 10th Mar  17th Mar 20th Apr
& Data
May/Jun 2023 [nnovation & 12th May  19th May 22nd Jun
Technology
July/Aug 2023 Planning 10th Jul 17th Jul 17th Aug
& Refurbishment
Sept/Oct 2023 ESG 8th Sept 15th Sept 19th Oct
Nov/Dec 2023 Interview Special  3rd Nov 10th Nov 14th Dec
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ing the Latest News & Exclusive Features

Words by

BETH FISHER

THE BRIDGEG M

i

HE
DEALMAKER

Having just steered the company through its third private
equity transaction, Enra Specialist Finance's CEQ Danny
Waters reflects on the past 21 years of his career, his drive
to fight hard for every aspect of the business, and his
excitement for what lies ahead

Words by

JON YARKER

Enra 3pecialist Finance is no stranger to a private equity deal. In March, the
firm announced its third one when Elliott Advisors .:|'||||:|q.-'|| a majority stake
in the business (subject to regulatory approval). This involved a stake being
bought from Exponent Private Equity, which had held a share in the g :-uf:
since 2017, Prior to that, private equity firm Livingbridge had purchased a
rinarity interest in the business in 2014+, i .

Enra’s M&A historv has certainlv prabbed the headlines, not least when it
bought lender West One in 2014+ for which Danny became a trendsetter,
with several similar transactions following suit over the years. When I ask him
|]|::||I r||i- '|.|'.--"|. .:I!.- Srares r.ll.l'. I:'|- OvE Was .:|:-|:- 1 .||-..'i:'g_- .-|'.|||-':|-:-'|-:'|:-| '-.|'..-r-
through intelligent business strategy. )

““Trendsetter’ is much better than what [ was called at the time” he jokes.
“Back then, it was a controversial transaction, based on people being fearful
ibout the mpact it would have on their own businesses.™ He adds that his
motivation behind this was to find interesting growth opportunities for the
COIpany.

This approach is the hallmark of Danny's career, as he actively considers
transactions that can drive the group towards its goals. The trio of private

equity partuerships is proof of this, but also an indicator of his love of a deal.
“It’s a crucial element of running a business that is olten forgotten as companies
orony,” states Dannv. “It's reallv -'il':'-'_-'l-.'l':'T.".!':T to me that we stay hungry. If we're
ot negotiating hard and fighting to deliver the best service, then that’s whers
we lose ous L"'J:_-'{-.'."

A shding doors moment

To understand what brought Dannv to this moment in his career, it's worth

Danny Waters

looking back to how it all bepan. In 2002, having finished school at the

Bridging & Comimescial Ml Tune 2022
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What They Say

“Bridging & Commercial is a must-read publication for those involved in specialist finance markets—from lenders to brokers, surveyors to lawyers. The quality of the publication is undoubted, and the editorial team
tackle an incredibly wide range of the most topical challenges and opportunities facing the industry. A particular highlight has been the contribution made to the debate on ESG and how we can best attract new

talent into the industry. Quite simply, the Bridging & Commercial team have their finger firmly on the pulse, yet are always prepared to challenge the status quo.”
Nick Baker, chief commercial officer at Allica Bank

“It occurs to me that since its launch in 2019, Bridging & Commercial has become the specialist finance industry’s must-read journal. At a time when social media and news bulletins offer instant headlines and often
self-gratifying claims and statements, I know I am one of many in the bridging sector who likes to take time out to read the magazine—simply because its content always contains more depth and substance. The con-

tents in each edition have built a consistent look over the past four years, which has trained us readers to know what to expect but, at the same time, the editorial team seems to do a great job at keeping the topics rel-
evant to the moment and focus on some of the thorny, sometimes uncomfortable issues which rarely get airtime in the more superficial media channels. The subject matter is clearly well researched and understood,
which comes through in the features and interviews where we can all enjoy getting into the detail and reading the real nub of the matter. Personally, I enjoy the Zeitgeist. It's where I read with interest because it often

discusses topics which, as an old timer myself, I have seen come and go in my 40-odd-year career—maybe in a different shape or with different dynamics, but very often similar issues, just different times and new

people discussing it. Just for good measure and excellent marketing, the magazine also has a stylish and modern look about it with its design and photography showcasing many of the industry characters in a way

which gives Hello and Cosmopolitan a run for their money. Our industry is full of characters, so a glamour shot here and there is always easy on the eye and a bit of fun.’

Colin Sanders, CEO at Tuscan Capital Limited

“I have always found the magazine to be insightful and interesting, with pertinent and timely commentary on the ever-changing property market. The magazine is a most useful informant of criteria changes from

the lending market, with specifics often quoted in articles. The magazine’s profile in the property lending market ensures up-to-date narrative regarding the dynamic shifting sands of lending criteria.”
Martin Simons, managing director at the Pilcher Group

“I have always been a huge fan of Bridging & Commercial and felt what it offered was exactly what I needed and couldn’t think how it could improve the offering—until there was the creation of the magazine which
has an eternal shelf life and a real value that isnn’t just a live newsfeed. It is very well thought out and has well-constructed content. The journalistic focus is secnd to none, and I cannot think of a more valued publi-
cation that’s on offer within the mortgage sector. The vision, perception and understanding of what a mortgage intermediary would require that would give them an informed and educated view has been excellently

delivered, and the magazine only goes from strength to strength. Everyone within the B&C team should be personally very proud of the individual and overall team contribution for delivering the highest standard of
journalistic reporting and educational content.”
Roger Morris, director of mortgage sales and distribution at Tandem Bank

“The magazine and its associated platforms make bridging news extremely accessible, which is one of its main attractions. Likewise, it publishes a range of updates—from comments on property market trends to

fresh faces in the business. Bridging & Commercial keeps content both relevant and varied which is always a bonus and, more importantly, looks a lot at the more pressing issues within the sector, notably female

leaders within the market. Our team enjoys reading about the new faces joining the sector, and the focus on the growing representation within the market is always great to read. All in all, the varied and frequent up-
dates from Bridging & Commercial continue to contribute to our insight into the current issues that the market contends with, as well as providing us with exciting and progressive updates on the sector.”

Adam Hattersley, director at Fieldfisher

“I like to read Bridging & Commercial for the quality of its editorial. The writing is unbiased and incorporates comments from a range of lenders, brokers and other industry professionals to report on a story—not
sell a product. I do particularly like their Power Lists and the focus on people that the magazine takes.”
Leah Brunski, senior marketing manager at MFS

“Since working closely with the team at Bridging & Commercial, we have found their knowledge, expertise and enthusiasm for the specialist finance market unrivalled—and this shows in their excellent magazine
and online content. They always strive to break the latest industry news and explore the key topics and challenges the industry faces on a day-to-day basis, opening up interesting and creative dialogue with their in-

dustry peers and loyal readership.”
Nick Wilcox, founding director at Valorem Partners
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When sourcing project finance, developer:
and honsebuilders senerally opt fora
traditional semior debt and./or mezzanine . ‘ ‘
loan. However, there iz one method that S : : e
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HOW the next BIG IDEA tarted on a train. ANDREEA DULGHERU
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Rate Card

Advertorial + DPS advert

Inside back advert

DPS advert before & after cover story
DPS advert in the middle of cover story
First DPS advert pre-content page
Full-page advert

DPS advert

Half-page advert

Back cover advert

Inside front cover advert

Front cover package, includes:

e Belly wrap

e A5 insert

o Editorial featured on cover
e PQ on contents page

o Full-page advert

A5 insert/outsert
False cover

Tip-on gifts and DPS advert
Barn-folds/specialist advertising POA

All prices exclude VAT

Bridging & Commercial

£3,000
£1,300
£4,000
£3,000
£2,000
£1,200
£1,800
£700

£1,500
£1,300
£5,000

£1,500
£6,000
£6,000

HEADLINING

In November last year, Jon

Hall became OSB Group's new

managing director of mortgages.

o s B [ sit down with him to discuss his
journey in the specialist lending

market so far, his vision for the

bank to become the UK's number

one specialist lender of choice, and
our shared love of music festivals

BRIDGING &COMMERCIAL
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This time, it’s all about brokers

Lendhub

Borrowing just got easier SCI\/ hE.'||O tO
our two new

/' + Head-to-head with the challenger banks p22

INNNEREEEN|

Your chance to

WIN 1

Scratch the label to find
out if you're one of the
lucky winners...

XXX

Email us a picture
of your winning
scratch card and
we'll send you

a celebratory
crate of Lendhub
branded beer!

Exit Only

A facility to refinance existing
development debt and allow a
longer marketing period, with the
option to release equity.

XX

X2

Finish & Exit

X2

A facility to refinance existing
Suitable for multi-unit developments development debt, fund the final
that have extended beyond the stages of construction work and
initial term. allow a longer marketing period.

L

Upload a
picture of your
winning card
on Linkedin
and we'll send
you a box of
chocolates
too!

(XX

-,
i

Suitable for multi-unit developments
that require additional funding to

£1,000,000 £10.000.000 reach practical completion.

9.

Min Loan hACIK Loan

XXX

75% Nil £1,000,000 £10,000,000

&

Max LTV Exit Fee
75% Nil

QXX

wW N
L’.‘.

borrow@lendhub.co.uk

X

X2

lendhub.co.uk

in@ fy
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Supplements & Special Publications

ach issue of the magazine will be
accompanied by an educational

supplement or similar, delivered in
partnership with some of the industry's
most prevalent thought leaders. These
shorter publications will aim to lift the
lid on topics previously explored or
introduced on the B&C website, or via
our sister publication, Development
Finance Today.

We have paved the way in these niche areas
and it seems only right that we expand our
print offering to cover the burning issues
that exist in this part of the market, too.

We are open to collaborating on
different ideas that are of industry-wide
importance. Ideally, these takeaway
booklets will provide the perfect amount
of intense insight into a particular
product, both informing and improving
readers’ confidence in these areas.

| The broker's guide to better bridging

HOW TO SUBMIT
THE PERFECT
BRIDGING CASE

..1'

:i

SME Market Outlook . e

yin association with

Allica Bank

Gel your cuslomer’s
application through first ime
wilh these top submission Lips,
says Roma’s Lorraine Hart,
head of credit, and Lisa Toner,
completions and processing
manager

Rates are important, but securing
,'"undm g makes all the difference in
oving property finance
‘aving the finance in place
or break a deal.
‘.,-' brokers are so
, because you find the
| V owing solutions that
|

mers may not be able to
AEHS.

p{ nding a little extra time
per. ‘fectly package their
ran boost the chances of
~ ication going straight

Avoid these five potential pitfalls:

1. mistakes on the application forms—
double check names, addresses and
all figures

2. failure to provide all the
documentation—if we ask for it, we can’t
progress without it

3. neglecting to inform us of an issue or

problem—tell us upfront and well try to
deal with it

4. costings not being realistic—these need
to be detailed and have a contingency
on top

5. no schedule of works—we need accurate
timelines to see the project can be

completed and loan redeemed on time

Here’'s how:

» give us the big picture—and the detail
One of the biggest problems we come across
is a lack of clarity on the project. Lenders
want a clear transfer of knowledge about the
project from the broker to us. Make sure we
understand all aspects of the deal. There’s a
reason you are using a specialist lender; be
upfront about what it is.

» nail down the schedule of works
Lenders need to understand the timeline of
your customer’s project, and this has to be
more than just a best guess. We want to see
that the project is likely to be completed with
time to sell, if that’s part of the exit strategy, or
refinance, in order to redeem the loan. In the
current market, it' s essential you account for
potential delays.

» get the costings right

Inadequate appraisals are likely to cause
delays, especially in the current environment
with rocketing prices. The lender needs to
see realistic and comprehensive figures for
the project. At Roma, we are also looking for
al least a 10% conlingency buill in to cover
unexpected issues and further price hikes.

» be candid about any problems
We know brokers might be worried about
mentioning something that they think could

The broker's guide to better bridging ||

hinder the deal, but it’s essential you don’t
leave anything out. We can usually find a way
to work with most issues, as long as we know
about them. For example, if the deposit is
gifted, we need fo know that on submission to
comply with anti-money laundering rules. I
will eause delays if we find out later in

the process.

» gather the documentation early
We don't ask for a lot of documents, but the
guicker you can send them to us the better.
Ask your eustomer for them at, or even before,
the first meeting, to give them time to gather
what’s needed.

Get it right first ime

The biggest cause of delay we encounter is due to
incorrectly packaged cases. Bul don’t worry, il'’s
not complicated.

At Roma, we'll hold your hand through the whole
process with a dedicated point of contact.

We've also made our processing quicker than
ever before, with our RomaFLOW process for
standard bridging cases.

It isn't just about being faster, but about offering
certainty of funding, too.

Cases are fully mandated and ready to fund on
instruction of the solicitor. This is guaranteed,

providing no major problems are revealed
during the legal process.

We wanted lo give you, the borrower and other
stakeholders in the project certainty over the
mortgage decision early in the process. It gives
you peace of mind and enables the investor to
start planning their project with confidence.

(el in touch

Call Roma on 0161 B17 7480 and we'll be

happy to talk you through our processes
and what information we need fo make a
lending decision. &

£4,200 + VAT 16pp

Full—page advert inside front & back cover

Branding throughout

Content direction driven by you

PREMIUM SUPPLEMENT OPTIONS

— POA
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Advertorial
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Encouraging energy
efficiency: the new
refurb BTL

Precise Mortgages introduced a new range of refurbishment BTL
mortgages this sunnner, including two options charged at preferential
interest rates to reward clients carrying out energv-efficient upgrades.
Colin Barrett, group mortgage proposition director, walks us through the
products and explains why the lender has chgsen to go down this route

T,
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W
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Sponsored advertorials are limited to

Howr

does your new

refurbishment BTL o
proposition work? example fund the K -

1 n P r 1 S S , n ln C u a I'he offering is very simple, providing installation of a new kitchen or bathroom, iy, "
brokers a range of financing options for but we have also introduced an energy- important for us to establish = &
o . : , . , . . . s = i,
landlord clients laaking to refurbizh efficient refurbishment aption, charged at that an appetite for such deals existed. % u‘bﬂ-;., £
= : TR

property, along with lower interest a lower interest rate, for an upgrade that About 12 months ago, we started running a

S Mortgages

How has
take-up of these

rates as an incentive for improving their includes an element of enerey elficiency series ol landlord survevs, which indicated
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advert before or after the feature.
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Our editorial team will work to your

brief to put the advertorial article

together to ensure it offers maximum

editorial impact in line with your brand.

IT1S

We catch up
with the partners
across the
property, finance
and litigation
departments at
MSB Solicitors—a
full-service law
firm based in the
North West—to
hear about their
experiences,
growth plans
and thoughts

on the market

As a firm, how have you
emerged from the pandemic?
Brad .-‘.r;l'rﬁTh_:ulll_f: Vthoush evervone
has undoubtadly faced difficulties
through Covid-19, the period has been a
positive one for M3B. As a firm, we have
!-'\,{llr'l'ilr"lil'l"l\,,:l .~i<__=|-_ir'i: it ;:Ir:l'-.'.'rll_. Revenes
have increased and we have welcomed
over 70 new team members to the
business across our various departments,
Oy secured finance team has conmributed
to this success and growth. Prior to
the pandemic, we made vital strategic
decisions. We added quality and experience
to the COMpPany and invested sionificarnt
time and resource into rJ-_'.'-.-'.rJ:J-:l:JE oL
case management systems, This paid off
and we were able to service our existing
clients without issue, all while attrac l'i:n;j
some new key clients, This momentum has
continued, and we have emer :__-r.'il thriving

L YT i3

What have the past six months
locked like for the team at
MSB?

Jack Medlicott: In March, we wers
delighted to open our Manchester Office

in Spinninglields. This was an exciting

Oppo minity for our team and very much
the next stage in our strategic plan. The
expansion has enabled us to cement
existing client relationships and explore
nevw anes within the .I"“"E::':l indusoey,

The division now consists of four partners
who are azsisted by solicitors, ranging
from newly qualified to senior associate
level, Qwver the past vear, we have added
q'.1;.]:i1_‘.' to the team and :-:gn.il".ta.r.‘: technical
experience to allow us to handle complex
transactions in the timescales required
in this market. In recent months, we
have added a team of property finance
paralegals who provide administrative
support to our lawyers and help in the
rapid progression of transactions. We alzo
have a dedicated post-completions team
that handles all registrations internally,
and provides .'~1|]}]=.-r:-|'r ta the portfolio
managemient and collections department.

We have spent considerable time
developing owr case management
svaretn 1o enable us to acourately mack
the progress af our cases and report
to lenders on their pipelines. We have
developed ways to integrate this with
our clients’ CTRM software, enabling
real-time updates to underwriting i
and sales teams. Through automation,
we 'Te now able to receive nstructions
fromy our lenders 24 hours a dav: out
system will issue initial documentation
and allow that transaction to progress
regardless of the time

of dav o |'::_IIE|T that we are instructad,

within minutes

What recent trends have you
experienced in the market?
[M: If you look across the sector, volumes
of applications are consistently up;
lenders have continued to write deals,
and completions continue to flow, There
are a number of factors that influence
this. For example, interest rates for
bridging loans are at historic lows, and
the r_c-w:]r—riri'.'n nature of the property
market means that the traditional BTL
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Why is previous knowledge of
lending throughout the cyvcles so
il;:u.[:ll:'r'rT.lllT in Tl:'rl;].l'_'."h t;'i'l_1||1}[l|_'|,"."

As more traditional and less well funded
lenders retrench from the developmen
lending space, we are witnessing a

:_||:-'-'-.i|.|:_- .|i|'|||i:|ir'-.' Fap it the m |;L:-r,

which offers an opportunity for those

experienced, specialist lenders. who are

Advertorial

investor or homebuyer is moving into the
short-term linance sector to gain the upper
hand on buvers |:|-:|-.'q':-l.:._."|'_l_ on traditonal
high-street products. The rise in repulated
bl:.-'JE'.'.a;:[ products iz a positive s'.j:pffm'

the sector and demonstrates a prowing
belief from the mraditional baoy PO & .

that the bridging market iz a viable

option and the historic negative stigma
attached to this product is diminishing

What are some common
mistakes or pitfalls that
lenders should look out for
when underwriting loans?
Darren Barwick: Prior to :m]u:;_?_ an
offer, it's very important to understand
the harrower, the security they have
already given to other lenders, and

the security the provider is taking.

It the borrower is a company, then lenders

need to understand not just who the
divectors are, but also the shareholders and
any party who has signiticant control. They
will not necessarily be the same entities,
Onee this is understood, a decision can

be made on who the lender will require

guarantees from and whether a business
can show the requisite commercial benelit
%] !:'_I'- & 3 CIOE5-COpay gual antee,

Many borrosers will 111'9.'-.-.'1_1.' have
granted a debenture over their company,
which mav charge luture property
.:|'|;_|:__.h_:'._-'-.'|.- ar have a neganve |||:--.:|'_'l_|-
which prevents further charges. A lender
needs to recognise the best 1'1'.1_1' to deal
with this so that its security works,

Finance [l"':l'.il!l-:.-\- often take the view that
L'-!.'.-T.n'nil'.g title to a property is a ]Pgﬂ izsne
after a finance offer has been accepted.
However, it's important lor a lender
to understand the securitv it is taking.
Moreover, a valuer should be given a title
plan of the securitv 20 they recognise the
extent of the property that they are valuing.

[ always encourage my lender clients )
to discuss these points with me as
part of their underwriting process
to identify and resolve any issues
before they become problems.

LE R LT i
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A FPanl Oberschneider. CED at Hilltop Credit Parmers

How have the roles of deve l-:rl:-nmnt
lenders and brokers changed over
Tl'n-' Ir.‘nﬁ.T 18 .||:||::rI|.T]p:_-.| .-1I_:||:] d-:r _'l.-I:III
expect them to further evolve?
Against a backdrop of higher material,
energy and construction costs, rising
i-;rr-l-..-ar tates and overall econormnic :
uncertainty, lenders have had to act more
like equity investors. Lendinge is a relatively

The 31:-9&-:.‘ and severity of mterest rate

i rises—I[Erom 0. 25% at the end of 2021

to 3% todav—has k=0 [ ed lenders ta

draw an all their experience in arder
to correcthy price new facilities.

| “'}:_'. clid vou decide to launch

vour software 131.111':11‘1':1

i filillt-:-l: Credit Stream?

lilltop Credit Stream, our innovative

il estate credit ag -:|||j-iri|_:-|' safoware,
s 15 to underwTite deals faster

1 manage information all in one

itkorm. It blends technoloey with clear
mmEication and « ::||.||,:-|:-|l- tion, In

ler to scale onr business hath in the

« and Europe, we needed to create a
ndardised way to process and é’:¢'.ll:.".

« pecessary information. By using a host

in teoTatnons To our ]'I] atform, we can

ok
_r e L ress market data ..]'.1:i.:L:_l'-' and carrv out

¢ due dilisence efficiently. The pl.il]-.:-t I

a allows '-.|.- to inchede deal collaborators,

it's like evervone working arcund the

e in real time., Once a credit paper

seroduced and a deal closed, Hilltop
edit Stream also manages drawdowns
ough its portiolic management tools.

What do you believe should be

at the forefront of a lender's

mind when considering

enforcing security?

Mark Forman: First, it would be, “Hawve

vou explored every other solution with

the defaulting borrawer:™ If the answer is

ves, and either the defanlting borrower

hazn’t engaged, or any solution they

have supgested 1=n’t satislactory, then

I-:".::Ill\.r'-ll.'_r';lr wiould be the next itep.

Whether the lender wishes to maintain

a relationship with the borrower moving

torward mav also influence its decision

as 1o whether to pursue anforcement.
Second, the Bnance provider should

sive consideration to the condition of

the property markst at the time, and the

likelihood of the asset being in negative

equity. [ would advise clients to engage

with local LPA receivers and estate agents

to ascertain what price could realistically

be achieved, and whether this would satisfy

the debt arising from the default. However,

the lender showld be carveful that its inaction

doesn't lead to any perceived “waiver' of
its rights under the facility asreement. B

e |

flexibilityv af bridging finance with the

How does Ililltop Credit Stream
help developers communicate

more vlTin'iHlﬂ.}' with EVErvone

in the transaction chain?

Our innovative l:u'.:-:t'-:-rm is de 31;:3::&-:_' to
help borrowers access capital elliciently
and alloww cross collaboration between

s, barrovwers and collaborators. The
advantage of using this technology iz that
it provides direct dialopue throughout the
whale loan process F.I;-H':'I'\-l.i."l 5 h-i'|||:|'. _I:I
s online and rm'nr.-l@'r.* the three stage
application form—which can take as little
as 48 hours to complete—lor development
loans of between £5m-100m, Hi1|r|:|:
Credit Stream wwas built for an entire
development team: lawyers, brokers,
executives, and underwriters, The |;L|I.l-.1: m
alsa streamlines the loan .||_:-|:-:_-..|Ti|‘:-;'
management; it evalnates each application,
offers a medium for legal teams to
exchange and review documents, and
shows I-H.I]-ril:'r' :||'i:’:!-i|| ition, underwriting

and funding data for the executive swte,

What has the feedback bheen

like since its lannch?

The results have been exciting. We have
managed to cut down time spent on each
deal by less than half from application

to drawdown of funds. Users like the
simplicity and developers can access funds
aster than the traditional process and
conirol the timeline. Repeat borrowers can
get access to funding in under four weels

Hnﬂ]j.'. there is the EPC C+ refurbishment

et L e e ] T " . I g 14, SRy o - g
-m t
—tia i

] |

Wi,
A
ki

SRR J

by using Hilltop Credit Stream. This has
the potential to completely transform the
-|:|--r':] it which new .||-:|.|.-i||::= iz delivered—
one of ths ]tigE'-HT .'h.ﬂlF-:'ngF-.-' FJ:'u‘.E_r the UK
at the moment—given that the two stages
where :J.L"-'L'JL!-F-L'J';.-. zet held up the longest

| F vy, ol | s pniin -
ire the VT T Ty and planning stages

What difficulties are you currently
51 I:iug in the de 1'L=1u]Ju.|.1.'111
market .:lu_]:, 111 your r*:'vcj:lrrirlu'r*’
how can th ey be mitiga ted?
High inflation is forcing many residential
schemes to be delaved. Political and
SCnOIMic wneer taintyy « -:|||||||-'-.] with
rising mortgage rates, are putting
downward ﬁrEazure on the TIK |.'.hl:l'.'.E]'.:|_[
market—demand in October bell at
|]Ir' I'.|-»1.-~r e AT the start |:-r' I:*.r-
Covid-19 ]1311.*1.:1'.'.1'.“ However, demand
and the need for new homes remains
at an all time high in the UK and across
Imajol rities in l:_.'.|||‘:-|:-|-.-_|"j|-.-'- srrctural
demand supply imbalance iz still there. In
the residential for rent sector, we're seeing
more private landlords exiting the market
due to the impact of l'.:;::l‘.ﬂ' rates amd
ongoing regulatory and tax changes, which
creates an opportunity for institutional
investors looking to increase thei
exposure to what is growing asset class.
For lenders, the increased cost of funding
has forced a number to completely scale
back their activity, or pivot towards
offe ring 'Ir.~|1;:§+1' term ]:1'-:--i'.1:'r:=.

martgages that reward investors when they

s =

————

STREAMLINING COMMUNICATION

Why having an experienced team around you iz key

What advice would you give to

a developer and their broker

if h“rlll“'TIl.i'llg goes wruug?
Immediately report the issues. As
lenders, we can cnl:-' '.':uall:- if we know
the problem. Unwinding bad decisions
'|.1'|-:|. miakes it difficul .||.',|,_: castly,
second, keep us updated at every stape
of delivery. It's much easier to solve an
iss1e when we're aware of the timeline

of a der I."II:-I:-l'I'ﬂ'I'_r and its muilestones

What market opportunities

and challenges are vou
expecting in 2023?

lzeea ::1'-':".11'115 r.-'_.'.-]'u'ﬂ'r.'.nir_'.' for more
creative capital. Markets will be more
puanced, risk will be diflerent, but great
Ivasient |:-|:-|:-|‘:-"'.I:|__1_'r'- siill exist }:||
ex]w'.".et*.rr--:'.. but n:]i:r'il'.-'.i'.'.et'u lendars.

As we head into a recession and cost of
living crisis, I expect the locus to shilt
from Build o Sell to Build to Rent,
especially regional multi-family schemes
that provide people with genuinely
affordable accommodation. T also see a
l'.L'.;:[e opportunity For fintech to =]'.-.=-.=w] up
and filter through many more deals in a
shorter space ol time H-:.lu~.j|1=:- deliver
is still critical, and the speed of financing
from lenders such as ll:i]lrcbl'.- Credit ;
Partners can help small- and medium-sized
developments get off the ground, m

£l

products been so far?

We have been delighted with the response
to the launch of the new ranpe—nuwmbers
have been sisnificantly .:Ii=_=\_|I!-.; than forecast
overall. But, to date, there has heen more
interest in the standard product and less in
the enerey elliciency and EPC O+ loans
r‘:l.!l'. l.'.l."'-I: I:] .I'|1i!. i;l.llll"':.l. -r.:ll."ll." 'Ilull'\- I:ll'l."'I:
1'n'.'.;_-:_rhh' a 50/ 50 :i*.lil'hr-m'-.:-.;n the standard
and the other two combimed, when we
were expecting more landlords to opt

properties aned buy

just new builds, forcing first-time

buvers inte older, less enerev-elficient

i |:-|:-|-'|T es, As standards '.i:_'-'ll'lr'll.\, those
first-time buvers could E‘.-c-fenﬁaﬂ_‘.' became
trapped in these properties a few vears
down the line il lenders can’t or won't

lend o them, That is just one imagined

scenario, but something as an industry we
need to be mindful and realistic about.
S0, a5 lenders, we need to encourage and

I

I.":'I'.."-i."-l'."lll"\. :II- el VILE
and communication, which are kev ta
maldng a project run smoothly. We have

also of owr

great relationships with the valuers and
[ ] R L ] -] il"-l:l: '.E'II '-'\.‘II':I Wl -.I"l.":] III:I
to jump on each case immediately. The
same valuer carries out the bridging and
BTL elements, enhancing that reliability

for the eneroy efficiency loan—mnor least facilitate borrowing that supports energy- of service, The convevancing fees are
because it is relatively easy to qualify for efficient improvements but not inypose discounted, which is poad news for the

but alzo because it's :l'.-::r__.wr.'l his tells us
we have huther to g0 on the education
I:il'l.'l." Ly .'I ]T' Fi L .I-ull::'.\-..l:'i.l!\__'ill::- rl: |1 l."ll!'r.;".
efficlency options won't necessarily suit
EVEr'Y oue af a broler's landlord customers.

Why did you include the
standard option? Why not
simply give borrowers the
choice between two products to
encourage energy efficiency?

It was and remains very important to us
not to exclude groups of landlerds and/

or properties from our ]P:*r]'.*'.g. The last
thing we want to do is become complicit
in creating a class of sub-prime properties
ol there, Ome outside risk of the current
EPC framework under consideration is that
more landlords may turn away from older

these l.'hr-:-d'.wt& on all borrowers.

What are the benefits a lender
such as Precise Mortgages
can bring to brokers and

their customers compared

to other funders?

We are not new to this part of the
market. Precise has been successtully
affering refurbishment BTL loans for four
vears. So this latest range, with its focus
on envir onmentally t:".-..-:J-:Jl_'.' property
upgrades, modifies and builds on very
well-established foundations, We know
what we are doing from the experienced
underwriter dedicated to each caze to
the BDM guiding the whole process
This means brokers and their clients can
be assured not just of our expertize, but

client, and we pav two procuration fees
one on each part of the deal—which is

:_I:II::] news for the hroker,

How important is the role of
mortgage lenders in the fight
against climate change?

I believe that any effort to steer the
industry towards improving the housing
stock of the UK iz to be advocated for and.
as borrower demand for envirenmentally
facing products increases, we have a -:Jut_;.' to
meel that demand

For more information, contact your
local BIDM:
www,precisemorigages. co.uk/
Contactlls/SalesTeam =
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Section Sponsorship

Brands can now sponsor specific sections within our magazine.
Aligning your brand with one of our sections allows you to ad-
vertise subtly alongside our editorial team's high quality content.
For example, it you are a recruiter, you may look to sponsor

our 'People' section.

This includes one FP opening advert in the section, logo on
first page of editorial, and a 1/3 strip page advert on the last
page of the section.

Sections that can be Sponsored:

Products
Series

Data
Sustainability
Technology
People

All priced at £3,000 + VAT
per issue.
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Keppel Bay Tower — Singapore’s first commercial building to be certified as a Green Mark Platinum Zero Energy building and the first commercial
development to be fully powered by renewable energy (Copyright: Keppel Land Limited/Keppel Corporation)

of the two {'tnmpﬂilinu n';LtL'gurivh Future

Eiuih]iug and Existing ]h|i|-;|ing will be
awarded a grand prize of 5 300,000, while
the remaining shortlisted candidates for
both sections will share 600 0D,

3. CANADA

Ranked second-highest in the US Green
Eiuih];iug Council’s latest top 10 countries
and regions for LEED (Leadership in
Enerev and Environmental Desion),
Canada is -c'unll'nuing its 1|'aia_~:'!nh|'}' towartls
a more sustainable construction sector,
The nation knows that climate action
starts at home——which is why, over the
next seven years, the g{:wrmlnvn'l will
]'u']|: more than 700,000 homeowners
with up to C55,600 to hoost their cnergy
efficiency and reduce their energy hills via
its Canada Greener Homes Grant, To make
the deal even sweeter, proposals are being

4. SINGAPORE

Having started in 2005 with the first
iterat i::n of its sustainable construction
|‘rl.'|n1 Singapore has culminated its green
building journey with the all-encompassing
Oafeen Huihiillg Muhlt'rp]ﬂn, puh]i:-:hi:d this
vear, [ts goal? To hit the three 80s: have
$0% t:uF];uih:iing.-: green, ensure 30% of
MW li:lf."l.'l‘l{:lE]r]L{'IH!‘"n are super I-;n'l.'--;'rw:rg:.',
and achieve an 8% increase in energy
|.=lTi-c'i-|=n-.':.' from 2005 levels—all h:.' 20030,
The city-state’s plan is structured in
lavers, The first is the increased minimum
utfwrg:l.'-ﬂ't"l:'J'n:m':.' requirements; r.‘-:i-«;l:iug
|:11,|i|:|i:|1g~: now necd to be at least 4004
MOre Cnergy elflicient than the 2005
baseline, while new builds aned :ﬂllk'l‘-]uw
energy homes must be 50% and 60% more
l:‘!'ll‘]':_!:!;l.'-a.'l'p':il'lg J'L'HEJr:'liw|}'. Then comes
the Green Mark 2021 certification system,
which aims to raise standards in energy

A b | ]l i

Adam Joseph Lewis Center for Environmental Studies,
Oberlin College, Ohio — the first commercial building

to be Verified Zero Energy by the New Buildings
Institute (Source: Wikipedia public domain)

|
A

5. USA

After a tumultuous E}rl"!'i-i.l:]l:"nli;ll clection,
the USA didn't wait long to announce its
plans to tackle the climate crisis and make
its |31|E|:|it1g SeCtor greencr, h—mling to the
CLEAN Future Act {CFA) bill introduced
in March. It proposes Lo improve the
energy elliciency of the entire sector,

o

Words by

sector greener

fl Six ways we =
d are building &8
green—
globally

ANDREEA DULGHERU

Over the past year, we have seen
the UK bring forth a variety of
measures and support schemes
to ‘build back better’ and cut
carbon emissions—but we're not
the only ones working hard to
make the built environment more
sustainable. We've looked across
the globe to draw inspiration from
what our neighbours and distant
nations are doing to make this
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existing home to be wildlire resistant,
i"'-.'r:n-prni'it |=.n|.:|1'|<:|ing=; often don't goet

as much attention as residential and

commercial properties when it comes

o improvements. The CFA is at|1|1'1':¢:ii1lg

this by introducing a funding scheme to

award grants of up to $200,000 to non-

profit organisations——including hospitals,
1

B L ]

pver the

cments
1. GERMANY
Home of the well-known Passivhaus _
system—a voluntary standard for energy prisc
elliciency in l':uui|d:i:|1:_l‘:~' Grermany is
no stranger 1o 1':|'|"1'|:'Ti'u', :\l:lh[.'lil'l.'lll'.lll' "i-“i"‘i.!
construction methods, and has continued Unlike
to transform its l:'ll."\'t'lliil]'?ﬂ'l*.':l'l.l indu stry oal is
through a variety ol initiatives. Alter , with

inh'r:ehlt'in;: tax reliels for L'rwrm'-d'l“riﬂ11
renovations at the beginning of 2020,
which allowed citizens to deduct 20% of

a particular tocus on reuse (ol both
materials and |'.n|,|i|-:|1'11g:i;| anel waste-free
huilding sites, While there are no official
government requirements to enlorce
this, numerous studies have h[ghiightrd
the benefits of reuse in the industry.

The l’._'in'l.||.1r:i1_'r Lap Report Norway
2020 estimates that the recyveling of
construction and demolition waste into
new buildings could see the country's
material ll:-u'lpriul: ¢||'n:r[:l |:r"; 15% and
alleviate the negative environmental
impact of |11iJ1i|:g andl |'.nn:u:'-:.-.-;|'|1g Lo
pre wluce materials such as concrete and
steel. Following this, the government
announced in ]:111|.|.31':.' 1]1..17; the Directorate
for Building Quality will prepare a guide
for the reuse of |ZILIi|I.]iI1".:‘I‘ materials, as well
as study and propose changes to national
rules so that these promote the reuse of

the costs up to E40 000 [rom their taxes,

the German government launched the
Federal Funding for Efficient Buildings

in January this year as part of its broader
2030 Climate Action Programme. This
allovws ANV i Bborrow L s £ 1l 5”.“(“]
for the construction or pun'lu:u.' of a new
sustainable home, and up to 60,000

lor individual improvements to existing
prnpvr11'w-'-'['iw scheme rewards ]1.ip_|1|}'
clficient homes through repayment
subsidies, which can cut a borrower’s loan
repayment from 15% and 50%, depending
on the extent of the in1|1rnn'm:=n1=-- -

the more elficient a property is, the
higher the repayment subsidy is.

As of July, more than 150,000
:||1p|'u':111'm1.=~ have been received and €2.7bn
approved lor energy-ellicient huildin;}'
renovations in the lrst hall of 2021, €610m
of which has already been paid out.

2. HONG KONG

With around 10,000 skyscrapers and
]1i31|1-1'1'-.~1' |n;|:i|{|1'|1.g|:~'. Hong Kong is

delined by its extensive vertical built
environment—-but it's also its downfall
when it comes o -.au=~I:.1.i::|:L|':i]il::l.'. More than
30,000 buildings consume up to 90%

of the city s r|r-_'tri:"Ll:.' and account for
0% of it ;_tl"l.'i"l'l]"tl:l'l_l:\l:' s CITIES IS,

Ty combat this, | long Kong has been
1!51'11:_:‘ CVETY tool in the box 1o revolutionise
its construction seclor an ]'ll:'i:lu'l.uh' ;_!:r'rl.'l'lu
building, An extra HK51bn has been
allecated to install additional small-scale
renewable energy systems in government
buildings and infrastructure, as well as
§150m ]ll:‘*tlg:‘ﬂil to conduct energy audits
and install energy-saving appliances, free
ol charge, lor NGOs subvented by the
sacial Wellare Department. Hong Kong's
piece de resistance, however, is the ."'l.tlhuu'in_u
Net Lero ldeas Competition launched
in March. A sustainable version ol The
Apprentice, this calls on international
inr|1u-'11':.' stakcholders, {|:~:-'1'1_:l_|1x'r.-'. academics
and technology experts to generate ideas
.'|r'|d .'«|:||I,I1:int'|.~. T adc 1']1':'.'|l|.' I|'|r seclor's
adoption and development of low /#ero
carbon -:!-.-.xign and 1u-t'|1mrlc:!‘gira.'l'lu- winner
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Special Advertising Options

ROLL-FOLD OR GATEFOLD

Pages within the publication which
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vertising messages, ideal for generating

more interest that a t}fpical single page

advert. The}f can be positioned to throw
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