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Our plans for 2016

Welcome to our first training focus magazine!
Throughout the year we will be hosting regional and national 
training events to keep you up to date with all the latest industry 
developments and to satisfy your CPD requirements.

Whilst exact dates and locations aren’t yet confirmed, here is a run 
down of some of the events we have planned for you this year:

January 2016 
Regional training events: MCD and second charge loans

March 2016
Regional training events: Buy to let

11th May 2016
National event: Company conference in Birmingham

June 2016
National event: Top brokers award day

July 2016
Regional training events: Protection sales techniques

September 2016
Regional training events: GI and PMI

16th November 2016
National event: Company conference in Birmingham

We have some really exciting plans for 2016 and I look forward to 
meeting you all at our various events this year!

All the best

Martin

Martin Wilson 
CEO

Second charge training events this month

Second Charge Lending 
and the MCD
March 21st sees the mortgage market entering a new era in which ALL 
loans secured on a property, both primary (first charge) and secondary 
loans, will be regulated by the FCA, within MCOB rules. That in itself 
would not be an issue for most mortgage advisers who do not currently 
advise on second charge loans, but for the fact that there will be an 
expectation for advisers to now promote second charges as part of 
their overall service. For this reason every mortgage adviser needs to 
understand the changes required to their disclosure process, when 
to identify if a second charge loan is required and how to present a 
recommendation to the customer for these products.

Many of the rules that currently govern first charge lending, like checking 
affordability, verifying income and disclosure requirements, will be 
applicable for second charge lending from 21st March. Furthermore 
the FCA have brought about an additional set of new rules for the 
sector, such as implementing the Standardised Information Sheet (ESIS), 
binding offers and reflection periods. The idea behind this is to continue 
to enhance consumer protections by preventing irresponsible lending 
and borrowing, whilst developing a more efficient and competitive 
single market for mortgages.

Experienced mortgage brokers will have little problem adapting to the 
new rules and process changes, but where most will need to adapt will 
be by including second charge loans alongside first charge mortgages in 
an holistic approach for customers – giving every customer the chance 
to consider whether a second charge loan might be more appropriate to 
their circumstances.

Gavin Earnshaw 
Compliance Director

So, having accepted that you will need to incorporate this product range 
into your terms of business the good news is that the market is really 
moving on. Lenders have had to go through their own regime change, 
adopting processes to comply with FCA rules on second charge lending. 
Products charges – the fees customers pay for their loan – are becoming 
much less expensive, more in line with regular mortgage costs, and we 
are also seeing rates and service improve as lenders and master brokers 
compete for a share of this new market. This is great news for you and your 
customers.

Rates and services are 
improving as lenders and 
master brokers compete  
for a share in this market.

As I have inferred, brokers have often shied away 
from this market, with a belief that the products 
are expensive and with the only route to access 
being through third party, specialist, secured-
loan master brokers, creating a fear of losing 
control of their customer. 

However, to retain ‘whole of market’ or 
‘unlimited’ disclosure status and to comply 
with the general expectations of the regulator, 
this attitude will need to change. Indeed the 
FCA have advised that they expect any broker 
offering an unlimited, whole of market service 
to include second charge loans as part of that 
service.

Embracing the change is the key to offering 
the best service possible for your customers. 
Accepting that a second charge loan may be more 
suitable for your customer, accessing research 
options available from the master brokers and 
making a positive recommendation are relatively 
easy changes for you to make. Having better 
products to talk to your customer about will give 
you the confidence to do this.

The network workshops, held in January, will 
equip you with the knowledge and tools you 
need to make this transition successful. Product 
partners will be on hand to guide you through 
how to identify opportunities and how to use 
their service.

“ “

The events will run from 9am until 1pm and will include; breakfast, four round 
table events and a presentation from our compliance department

• Gain a more thorough understanding of the second charge market and 
how it’s changing.

• Understand how to recognise when a potential second charge mortgage 
may be appropriate for your customers.

• Understand second charge products, criteria, essential features as well as 
their unique selling points.

• Understand the opportunities to grow your business through second 
charge mortgages, the advice process and how to integrate it into your 
business.

Register for events this month

26th January: Solihull
27th January: Watford
28th January: Manchester



Freedom Finance – The 
loan broker to watch in 
2016 

5 ways we can support your business 

As a multi-product distributor we can look at a case from all angles, ensuring your client receives the most cost effective solution to 
meet their needs. Here are five reasons to refer your complex cases to TFC.

1 “Hands on” or “hands off” approach?
“I don’t want to deal with second charge mortgages myself, but I don’t want to lose the business or the client”
TFC’s experienced teams can work directly with your client, comparing funding options from across the first and second charge  
sectors. On completion of the case we will split the procuration fee fairly with you for introducing the business to us.

“I want to retain the relationship with my client.”
TFC can provide an umbrella of support through its placement and processing service, allowing you extra time to spend building a 
relationship with your client whilst benefiting from little administrative work.

2. Side by Side Comparison
TFC’s sourcing system compares mortgages and loans across all specialist finance sectors. Product recommendations are based on 
the total cost over the term inclusive of fees which ensures your client receives the most cost effective solution. Our Underwriters 
review each recommendation to ensure a better quote would not be possible by referral.

3. Exclusive Lenders
The majority of second charge lenders currently sell their products through distributors, such as TFC, rather than directly via mortgage 
brokers which gives distributors a much larger scope of the market. This could alter following the change to regulation in this sector 
but it’s not likely to do so in the immediate future.

4. Exclusive Products
Due to the volume of business TFC processes, we can secure exclusive rates and may be able to negotiate better terms for your cli-
ents. TFC works closely with 14 second charge lenders, who each offer their own unique criteria across prime, near prime and niche.

5. Dedicated Team
Every enquiry referred to TFC is passed to an experienced second charge Underwriter who will review the case, confirming the best 
rates and fees in a full illustration. If you and your client are happy to proceed then a Case Manager will work alongside your dedicated 
Underwriter to complete all administrative work on the case, keeping in touch with you and your client each step of the way.

 
Nigel Payne, Managing Director of TFC Homeloans

Nicola Mooney, Head of Secured, Intermediary & 
Business Finance at Freedom Finance

Introducing Freedom Finance
Freedom Finance Ltd is a UK leading consumer credit loan 
broker based in Manchester. Since 2007, we have part-
nered with the most well known and established lenders in 
the country to offer our customers the best deal possible. 
We believe in offering consumers a better way to shop for 
a loan than the standard comparison model, which means 
that we won’t offer headline rates to customers if they do 
not genuinely qualify for them.   

Over the years we have combined our unique technology 
with years of experience and expertise in the loans market 
to ensure that we create the best possible experience for 
our clients. From the moment a customer decides to com-
plete a loan application with us, we strive to provide the 
best solution under the Freedom Finance and The Lending 
Wizard brands. 

The Lending Wizard
Our loan sourcing service for intermediaries, The Lending 
Wizard, is a key part of our business as more brokers and 
advisers utilise secure loans as an alternative for their cus-
tomers. The Lending Wizard is able to make sure a client’s 
credit rating is not affected by using our soft credit search 
to underwrite and credit score all loan enquiries. We also 
have access to a large industry lender panel that we have 
purposely chosen based on their reputation in the market 
and their products on offer, ensuring that we have the best 
resources to suit every need.

Changing the negative perspective of secured  
lending
We have found there is often a negative perception around 
secured lending as many see this type of loan only for cus-
tomers with adverse credit histories. However, even bor-
rowers that appear to be ‘perfect’ on paper are now being 
rejected for mainstream products due to stricter lending 
criteria from the leading banks. As such, we think it’s im-
portant to educate consumers on where to look next. 

We offer a comprehensive range of secured and unsecured 
products that are tailored to each customer’s individual 
circumstances. We help consumers to understand the wide 
variety of lending products on offer and provide them with 
the pros and cons of each, which helps them to decide 
which product will best fit their lifestyle.  

Since our launch, we have grown our products on offer 
considerably and now include bridging, business commer-
cial and asset finance. If a customer has a lending require-
ment, we want to be able to source the right loan for each 
individual and provide a first class service that ensures 
every need has been met. 

Preparing for MCD
Looking ahead to 2016, the industry is bracing itself for 
further regulatory changes, including the implementation 
of the long-awaited Mortgage Credit Directive (MCD) on 
21st March. As part of the Europe-wide regulatory frame-
work, the MCD will apply to first and second charge mort-
gages. As a result, brokers and lenders will need to make 
sure they have the right systems and processes in place 
ahead of its arrival.

In 2015 we released our MCD strategy to ensure that bro-
kers can adequately inform and protect their customers 
against any risks when purchasing a property or taking 
out a loan secured against their home. Our plan was built 
around three strategic planning choices: technology, tal-
ent and training, which we believe will ensure that firms 
are ready for the MCD. Freedom Finance’s strategy repre-
sents another step towards a clear proposition that gives 
accurate, tailored information to intermediaries, as well as 
helping them to meet all the obligations of the regulators 
and ultimately, the end customer.

We have found there is often a 
negative perception around  
secured lending as many see this 
type of loan only for customers 
with adverse credit histories. 
However, even borrowers that 
appear to be ‘perfect’ on paper are 
now being rejected for mainstream 
products due to stricter lending 
criteria from the leading banks. 
As such, we think it’s important to 
educate consumers on where 
to look next. 

“

“

2016 promises to be another busy and successful year 
for Freedom Finance. At the moment, we are mainly seen 
as an unsecured and secured loan brokerage, but we are 
diversifying and growing all the time, and have a clear 
strategy to become a leading player in both the consum-
er and intermediary markets. We will continue to expand 
the products we offer whilst maintaining the high level of 
service that our customers expect. Our loan sourcing ser-
vice, The Lending Wizard, will also be announcing a range 
of exciting developments that include a streamlined plat-
form which will further assist brokers and intermediaries 
in the fulfilment of secured and unsecured loans.



When Regulation Brings Opportunity
Ben Allen, Compliance Manager at The Right Mortgage and 
Protection Network, discusses the opportunities that MCD 
presents and how it will affect first charge, second charge 
and BTL business

The certainty of change
It is often recounted that two things 
in life are for certain, Death and Tax-
es, but I propose to add another cer-
tainty in life, particularly the life of 
anyone working within the financial 
services arena – CHANGE.

I appreciate that I may not be the first 
to suggest that ‘change’ is another of 
life’s certainties, nor will I be the first 
to say that attitude to change is what 
drives success; far more notable peo-
ple than I have stated that. But have 
we ever lived in a time of greater 
change for the industry in which we 
work? Why, it only feels like yester-
day that we were contemplating the 
impending Mortgage Market Review 
and here we are, nearly 21 months 
later and our processes from this re-
view are well and truly embedded. At 
the time of the MMR we looked on, 
wondering what lay ahead and how 
we would cope with the change in 
regulation; yet our industry in the last 
two years has continued to grow and 
to flourish and, as a ‘Whole of Mar-
ket’ sales force, we have found our-
selves the grateful beneficiaries of 
the upturn of business that improved 
regulation has brought about.

The opportunity MCD offers
So what of MCD – What does this 
hold out for us as a network and for 
you as advisers? Are there any fur-
ther opportunities to be gleaned? 
Well, the short answer is ‘Yes’; in fact, 
existing UK regulation for Financial 
Services, mortgages in particular, is 
already rather robust and leads the 
world, which is something we can 
be proud of. Add to that the on-
going support provided to you by 
the Right Mortgage and Protection 
Network and you will see that we 
are well placed to take advantage 
of the forthcoming regulatory de-
velopments, but with minimal dis-
ruption to you, the adviser. Please 
also bear in mind that we have a 
team of Compliance Managers ‘on

the ground’ who will be happy 
to assist you through the forth-
coming adjustments. Change will 
always present opportunity, you 
just need to be well placed to take 
advantage. To give it its full title 
the European Mortgage Credit Di-
rective comes in to force on 21st 
March 2016; and as the name sug-
gests, the revised rules will apply 
to firms that deal with mortgages. 
The changes largely impact on the 
following areas of our business:

1. First Charge Lending
2. Second Charge Lending 
3. Buy to Let Business

Let’s take a look at them individually:

First Charge Lending
The following are some of the key 
changes:
• The need to provide a binding 

offer and a seven day reflec-
tion period.

• An adequate explanation 
of the product’s essential 
features

• New requirements surround-
ing disclosure

You will, no doubt, have heard of 
the forthcoming ESIS document 
as well – In fact, some of you may 
have been provided these already 
by diligent lenders and BDMs. The 
ESIS is the mandatory product dis-
closure document that is to replace 
the Key Facts Illustration and will 
clearly outline the clients rights 
regarding the aforementioned ‘re-
flection period’; it will clearly detail 
fees, clarify rates and lead clients 
to better understand the commit-
ment into which they are entering. 
The ESIS document will be phased 
in over the next three years and 
becomes mandatory by 21st March 
2019, but you must immediately 
use one of the ESIS or KFI Plus doc-
uments immediately. It is expected 
that some lenders will immediately 
follow the ESIS ‘route’, but others 
may initially adopt to follow the KFI 
Plus option. As with all regulatory 
documents, if clearly explained and 
used well, both the ESIS and KFI 
Plus documents present opportu-
nities for improved client relation-
ships and, dare I say it, increased 
sales – That is if you follow the con-
cept that better understanding

leads to increased client engage-
ment and perception of risk, that will, 
in turn, open the way to discuss pro-
tection products.

Second Charge Lending
By now you will have undoubtedly 
heard of the need to discuss oth-
er forms of borrowing that may 
be available to clients who wish to 
borrow more, this includes second 
charge loans. In reality, this is some-
thing that advisers have nearly al-
ways considered; the regulator has 
called it TCF and focussed on con-
sumer outcomes over the past few 
years, we call it ‘common sense’ – 
Looking after your customers’ inter-
ests and working hard to get them 
the best deal for their circumstances. 
It is my experience that most advisers 
with whom I have interacted over my 
time in this industry, have a benevo-
lent approach to consumer interests 
and I have no reason to believe this 
is going to change now.

So what opportunity does the ad-
ditional regulation around second 
charge lending pose? Well this will 
bring second charge lending into 
the ‘mainstream’, providing more 
competitive products and creating 
a discussion point with which to en-
gage friends, family and potential 
clients alike. It provides you chance 
to demonstrate your knowledge and 
skills again and will generate busi-
ness for those hardworking advisers 
looking to embrace the changes we 
face.

There is also a secondary benefit, 
‘Continuous Professional Develop-
ment’; you know that thing we do 
that demonstrates our profession-
alism, fulfils TCF outcome number 
one and sets us apart from our com-
petition! Now is your chance to get 
ahead of your competition and bet-
ter understand the regulatory chang-
es and any changes in products.

Buy to Let Business
In particular I want to focus on 
consumer buy to let, but first let 
me quote from the regulator:

The broking of buy-to-
let mortgages will no 
longer be a regulated 
credit activity.  However, 
advising on, arranging, 
lending and administer-
ing consumer buy-to-let 
(CBTL) mortgages will 
be subject to a legislative 
framework, as set out 
in the Mortgage Credit 
Directive Order 2015.

“

“
So what is Consumer Buy to Let 
(CBTL)? Again, the regulator can help:

The Mortgage Credit 
Directive Order 2015 de-
fines a CBTL mortgage 
contract as a buy-to-let 
mortgage contract which 
is not entered into by 
the borrower wholly or 
predominantly for the 
purposes of a business 
carried on, or intended 
to be carried on, by the 
borrower.

“

“
• A loan regulated by the FCA 

through MCOB as a regulated 
mortgage contract (i.e. occupa-
tion by the borrower (or a relat-
ed person)) and not for a busi-
ness purposes or; 

• A loan regulated under the MCD 
Order as Consumer BTL and su-
pervised by the FCA. 

On the subject of CBTL, let me rein-
force the words of Gavin Earnshaw 
from our conference back in No-
vember – ‘The Right Mortgage and 
Protection Network are pleased to 
announce that the FCA has granted 
us permissions to transact Consumer 
Buy to Let business.’

So are there any opportunities?
Well, as before, there is certainly 
going to need to be an education 
process that takes place with our 
customers which means there will be 
a need for Continuous Professional 
Development, but, if you embrace 
this opportunity you can get ahead 
of the curve. 

When you add to the changes in 
Consumer Buy to Let the changes 
that Chancellor, George Osborne, 
has brought about (coming in to 
force in April) regarding Stamp duty 
on buy to let properties, you will see 
that there is a clear need for advice in 
all sectors of secured lending; going 
it alone is not a practical option for 
many.

It is an obvious focus of the regula-
tor to provide clients a clearer picture 
of the products they are engaging in 
and the associated costs. In trying to 
empower and educate the consum-
er, the regulator has created an even 
greater need for mortgage advisers 
who, with skill, care and diligence 
stand to gain from increased regu-
lation. 

Bring on 21st March 2016!

Practically speaking, this means that 
most Let to Buy transactions will like-
ly be classed as CBTL, which would, 
of course, make them regulated 
transactions. To be clear, from 21 
March 2016, when MCD comes into 
full effect, a BTL mortgage (a prop-
erty occupied as a dwelling under a 
rental agreement) will be one of the 
following:

• An ‘investment property loan’. 
(These will form the vast ma-
jority of BTL lending which can 
include non-FCA regulated BTL 
mortgages) or; 



Why second charge 
loans and when should 
they be used? 
 
 
Jeff Davidson from Fluent Money shares his top tips on how to spot
where second charge lending may be more appropriate than a 
remortgage.

Second charge loans are an important resource which can benefit cli-
ents of every professional adviser looking to access funds for capital 
raising.

Strong words, but having a real alternative to the remortgage/further 
advance option ensures that clients have access to a complete set of 
choices before a decision is made.

Which choice is best for the client? 
The key aspect in any situation involving client advice is not to pre-
judge the solution until there is a complete understanding of the cli-
ent’s circumstances. I am constantly amazed talking to some advisers, 
who have a very narrow view point as to what they will offer their cli-
ent. Some would never step outside the remortgage path while others 
are the opposite and prefer a secured loan option. While both options 
do provide the funding required, the question that should be asked is 
whether the choice is actually the best one for the client.

From our perspective at Fluent Money, we believe that each method 
has its merits and it is vital that as second and first charge lending will 
not only share the same regulator but also the same methodology for 
the first time after April, advisers are able to see when one method is 
more appropriate than the other.

The regulator already expects advisers to ensure that clients are in-
formed of all the choices, regardless of whether they actually use them 
and as the MCD takes effect. It will become even more important for 
the welfare of the client and from a compliance perspective that there 
is a clear pathway to follow which led to the final advice.

How we can help 
At Fluent Money, we want you to consider us as your personal resource 
for all things to do with a second charge loan. We can show you the 
best loan option for your client, based on the factfind you have com-
pleted and then to process the paperwork when you have completed 
the form filling.

The most important role we can fulfil is to provide you with access to 
the accumulated experience that we have in the business to make sure 
that you can phone or email us to discuss potential clients’ needs and 
be secure in the knowledge that we can provide the peace of mind that 
your advice will be based on what is best for the client.

For those of you who are new to second 
charge lending, please consider the following 
typical examples when a second charge may 
be a more viable option to a remortgage.

When… your client is already on a  
competitive mortgage rate

When… your client is tied into their 
mortgage with heavy redemption  
penalties

When… your client has an interest only 
mortgage

When… your client needs a larger sum 
over a longer term to bring the monthly 
cost down

When… your client needs funds quickly 
with no upfront fees

When… your client’s credit status has 
changed since their last mortgage 
application

When… your client needs early settle-
ment flexibility

When… your client needs to raise capi-
tal for a non-traditional purpose

When… your client is unable to obtain a 
remortgage or further advance

When... a soft credit search at quotation 
stage is important

About Fluent Money
We have been asked to offer a bit more 
background about Fluent Money and 
to outline the type of service you can 
expect from us.

Clients looking to raise capital secured 
against their residential property must 
be made aware that they have more 
options as to their best funding solu-
tion over and above a remortgage. In-
evitably this means that second charge 
loans will become an even more im-
portant, and appropriate, option in the 
advice process.

It is our job to provide you with that 
one vital resource to ensure you are 
providing clients with the best second 
charge advice available depending on 
their circumstances.

Fluent Money was formed in Septem-
ber 2008 as a second charge specialist, 
dedicated to the wider intermediary 
channel. Our aim then is the same as 
it is now – to ensure all our processes 
are geared up to provide professional  
advisers with a whole of market  
resource to allow them to maximise 
the potential of the second charge 
marketplace. 

Our directors have over 70 years’ com-
bined experience in the finance indus-
try and we have put together a team of 
professionals who can help you access 
the products you need, as quickly as 
possible.

This vast experience and industry ex-
pertise helped us to become one of 
the first second charge distributors to 
have been granted its full permissions 
by the FCA.

As the most successful second charge 
distributor in the market, you can be 
sure that the help we can give you will 
only be of the highest quality and we 
are able to provide you with a clearer 
understanding of where second charge 
loans are most appropriate as well as 
providing you with recommendations 
from which you can make a choice for 
your client.

Working with Fluent Money will 
provide you with the following:
> Access to unrivalled knowledge of 
the second charge market – whatever 
your query we can help.

> Whole of market coverage to ensure 
that the scenarios we research for you 
are taken from the most suitable in 
terms of cost and benefit to the client

> World class communication – once 
you send us the completed paper-
work, you will have access to consist-
ent updates on progress via email, 
online or phone call.

So why not embrace the ‘Year of the 
Second Charge’ and maximise the 
growing number of opportunities in 
what promises to be an exciting year 
for the specialist mortgage market-
place. Speak to us today about how 
we can help your clients access the 
right loan for them from our extensive 
panel of lenders. And remember, with 
a dedicated customer account man-
ager and 24/7 access to your account 
online we’re always here for you.

Get in touch
01204 477600 
mailto:brokerteam@fluentmoney.co.uk



Who are we?
Loan.co.uk is a packager, specialising in 
providing introducers, such as you, with 
access to range of products that compli-
ment rather than replace your existing 
proposition. Our products cover the sec-
ond charge, buy-to-let and commercial 
bridging markets. 

I would like to take this opportunity to in-
troduce Loan.co.uk to you, to explain our 
proposition and to set out how we can 
work with you and everyone at The Right 
Mortgage network. 

Our senior management team, has a com-
bined experience of over 100 years in spe-
cialist lending. This includes many years 
spent in large brokers and packagers as 
well as extensive experience at senior  
levels within market leading lenders.

Starting Out...
Loan.co.uk entered the specialist market 
some 18 months ago. We saw changes in 
the market and the pending new regula-
tory regime as an opportunity to return 
with a fresh, simple and straightforward 
approach to specialist lending. 

As a company we decided that the second 
mortgage market and in fact the whole 
specialist lending market lacked a trans-
parent and credible consumer friendly 
brand. This prompted us to invest in our 
compelling digital identity, designed to 
provide consumers and introducers alike 
with a clear proposition.

We have developed a customer-focused, 
informative and friendly website for our 
mutual clients to ensure we instil in them 
the trust, confidence and sense of profes-
sionalism they need to have, to work with 
us.

Our online introduction portal
On top of this we are currently in the 
process of rolling out our easy to use

All of us at Loan.co.uk are committed to 
complete transparency about all of these 
aspects of our business.

Our commitment to your  
clients
We are committed to helping your clients 
borrow practical amounts of money sensi-
bly with repayment terms that are tailored 
to their needs and individual circumstanc-
es. We pride ourselves on an ability to 
educate our introducers and their clients 
on the products we offer, when they can 
be used and why they might be needed in 
certain circumstances.

One very important thing I would like to 
state clearly – we never forget that we are 
an extension of YOUR service and YOUR 
product suite. We treat this responsibility 
with the respect and care that it deserves. 
Our objective is to provide YOUR cus-
tomer with a fantastic experience for the 
short time we know them and to protect 
the long-term relationship you have with 
them.

We focus on introducers who want to help 
their clients find more solutions to their 
needs and we look forward to building a 
long term relationship with the network 
and with each of you. If we sound like a 
company you would like to work with, why 
not give us a try? We think you will be 
pleasantly surprised.

It only remains for me to thank you for 
taking the time to read this article and for 
the team at The Right Mortgage Network 
for the opportunity to contact you in this 
way.

Paul McGerrigan, CEO of loan.co.uk

As we enter 2016, the specialist lending 
market in general and second mortgages 
in particular are a focus for many in the 
UK consumer credit market. With second 
mortgages falling under the same regu-
latory regime as mainstream mortgages 
from 21st March 2016, providers such as 
loan.co.uk have realised that a major ob-
jective must be to raise our introducer’s 
knowledge of (and confidence) in Second 
Mortgages. 

Those of you who have experience offer-
ing your clients second mortgages will 
already be aware of how they can help  
clients for whom a traditional re-mortgage 
or further advance may not be an option 
or may not be good advice. 

Circumstances where this could apply in-
clude; clients with an existing mortgage, 
which is subject to substantial ERC’s, cli-
ents who have mortgages were the exist-
ing rate is too good to lose or scenarios 
were clients want the flexibility to make 
unlimited repayments without heavy  
penalties. 

During a robust fact find process, occa-
sions to advise on second mortgages 
ahead of, or instead of, a remortgage will 
become apparent – providing the intro-
ducer is aware of the benefits the products 
can provide. Second mortgages are like all 
other financial services products, you can 
only discuss them and help your clients if 
you understand the product. Our job is to 
help you understand the market, find the

The advantages of second charge loans
Paul McGerrigan, CEO of loan.co.uk 

most suitable products and get them paid 
out as quickly as possible. For example, 
clients can borrow on a fixed rate second 
mortgage with minimal or no penalty. This 
is unlike traditional high street mortgages 
where we know high penalties are in place 
for early repayment. With many lenders the 
borrower also has the ability to accelerate 
repayments making lump sum reductions 
at no cost. With no upfront payments re-
quired, second mortgages can help where 
the client is seeking to keep their initial fi-
nance costs to a minimum and this is on 
top of the highly competitive rates that 
are now available in the market.

There are many other times when a sec-
ond mortgage MAY be an option to be 
considered. Over the coming months we 
will work with you to ensure that you are 
fully equipped to identify these and we 
will always be available to discuss a sce-
nario or client circumstance with you. Our 
goal is to ensure that you have the knowl-
edge you need to provide your client with 
the best possible advice – even if the out-
come is that a second mortgage is not  
appropriate.

Whilst MCD poses a number of challenges 
for second mortgages, the introduction of 
an advised process to the sector and the 
partial harmonisation of this process with 
first mortgages provides considerable op-
portunity to use second mortgages with 
more clients where appropriate.  For those 
of you with experience in second mort-
gages, the replacement of the traditional

consideration period of up to 17 days 
means, that where speed is of the es-
sence, the client can access their funds-
much quicker than before. The reflection 
period prior to funding is considerably 
shorter and less restrictive for customers 
who want their funds as fast as we can get 
them.

The legislative requirement to understand 
more about second mortgages, the intro-
duction of an ESIS (the new KFI) and the 
move towards an offer document rather 
than a credit agreement will all help to nar-
row the differences between a first mort-
gage and a second mortgage. This will in 
turn ensure more mortgage advisors and 
IFA’s become familiar with the products 
and increase the wide spread understand-
ing and usage of second mortgages. 

There will of course remain differences 
and we will be focussed on ensuring that 
our introducers are fully aware of where 
the opportunities lie to use seconds. We 
will achieve this by training, individuals 
and groups, providing telephone support 
and providing comprehensive help and 
support via our new introducer website, 
which is currently in BETA testing.

So over the next few months we will be 
spending considerable time talking to you 
about how second mortgages can work 
for you and your customers – we will be in 
touch shortly!

Introducing... 
 

Paul McGerrigan, CEO of loan.co.uk 

introducer website and portal to assist 
you in understanding, identifying and in-
troducing specialist lending opportunities. 
This straightforward portal will be contin-
ually developed and evolved and will be a 
key platform for the company in capturing 
a greater share of the specialist lending 
market over the next 3 years, post MCD. 

Proprietary sourcing system
www.Loan.co.uk has also invested signifi-
cantly over the last 12 months building a 
market leading, state of the art, proprie-
tary sourcing system. This is currently in 
Beta testing and will be rolled out in time 
post MCD.

While technology and marketing are  
important strands of our strategy, the 
key to success is in the strength of our  
relationships with you, the lifeblood of our 
business.

Our commitment to you
Having been in lending and broking for al-
most 20 years personally, from small start 
ups to large multinational corporations, in 
roles such as underwriting, National Sales 
Director and Regional Operations Man-
ager, I fully understand the importance 
of getting cases accepted for your clients, 
getting them processed efficiently, getting 
you remunerated quickly and maintaining 
communications with you throughout the 
process. My commitment to you is that 
we will always do everything we can to  
deliver on these key areas whilst we work 
with your firm servicing your clients.

As part of our commitment to providing 
these exceptional levels of service we have 
been and always will be focused (both pre 
and post MCD) on finding the best rate 
and the most suitable product for your 
clients. To fully deliver on this pledge we 
will ensure that your clients understand 
the products, how they work, their cost, 
the fees that are charged and why they 
are charged. 
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