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Warren O’Connell
Head of Business 
Development - Sourcing 
Iress

Go big or go home: 
The scale of Iress’ 
mortgage reach

Warren O’Connell, Head of Busi-
ness Development at Iress, talks 
about the scale of our distribution 
and why it’s locked in tighter than a 
fixed-rate mortgage.

One of the most interesting parts of 
my role across our Sourcing busi-
ness is showcasing the true size and 
scale of our distribution footprint. 

And, honestly, the sheer reach never 
fails to surprise people.

It’s bigger than you think

Not many people know this, but 
our mortgage data powers all the 
big-name aggregators in the UK, 
including MoneySuperMarket and 
Compare the Market. We also pow-
er Sprive, the mortgage payment 
app featured on Dragons’ Den. This 
speaks volumes - quite literally. 
Across our entire client base, we 
saw over 5.1 million mortgage sourc-
ing requests in July alone.

We also work with most leading 
back-office systems through our 
mortgage sourcing and Lender 
Connect propositions, which leads 
to some pretty impressive numbers 
too.

Last year, more than 66 million 
mortgage quotes went through our 
web services. That’s the equivalent 
of one for every person in Britain. 
So, you could say we’re helping to 
power the nation’s mortgages.

One database to power them 
all

There’s another important point 
I remind people of: we have one 
database for all our mortgage 
sourcing. That database powers 
Trigold, our digital clients and our 
latest mortgage platform, Xplan 
Mortgage (XPM).

People often tell me that the Tri-
gold brand is to mortgage sourcing 
what Hoover is to vacuum cleaning. 
That’s something we’re very proud 
of, and I hope one day the same will 
be said for XPM. 

Why keep a good thing to 
ourselves?

You might also be surprised to 
learn that, in our ambition to make 
the mortgage application process 
better for everyone, we licence 
Lender Connect to some of our 
direct competitors, including 
Twenty7Tec and Mortgage Brain.

So, whenever a broker applies 
for a mortgage with any of 
our Lender Connect partners 
(Accord, Coventry, Darlington, 
Leeds, Nationwide, Principality or 
TSB), there’s a good chance that 
somewhere along the way, the data 
flows through an Iress system.

Helping brokers adopt and make 
better use of technology requires a 

team effort. Sometimes that means 
putting rivalries aside so more can 
benefit.

So how much of the market 
do we actually have?

One of the questions I get asked 
most is, “What percentage of the 
market does Iress have?”

It’s not an easy one to answer. 

I’m sure if you added up all of the 
market-share claims from the key 
players, the number would easily 
add up to more than 100%.

So instead, I prefer to focus on the 
things we can measure: real licence 
numbers and the partners access-
ing our services. 

And this is where things get inter-
esting.

The bit you don’t always see

Licence numbers and key advis-
er firms only tell part of the story. 
There’s a growing trend for users 
to choose their CRM or back-of-
fice system first, then select their 
sourcing platform based on what 
integrates with it.

That has some interesting implica-
tions for us.

Our industry-leading APIs allow 
these platforms to integrate with 
XPM in several ways.

The first is what we call ‘screen-
based’ integration. Data is pushed 
from the back office into the XPM 
screens, allowing the user to con-
tinue the onward journey in a famil-
iar environment.

The alternative is ‘web service’, 
where the user stays within their 
back-office system and gets the 
sourcing results there.

The beauty of XPM is that we can 
do both.

We don’t insist on one approach; 
we like to offer choice. Both have 
their advantages, and ultimately it’s 
up to the end user to decide what 
works best for them.

For the broker, that means they can 
continue using the XPM screens 
they’re familiar with and get all the 
benefits that come with them.

Or, through a web service, the ex-
perience is built directly into their 
existing workflow.

And that’s where it gets even more 
interesting…

Our clients’ users count too

One of our key clients in this space 
is ACRE. We’ve powered their mort-
gage solution (and more recently 
protection) since its inception.

So, when I’m asked about our reach, 
in addition to our 10,000 users, it’s 
important to include ACRE’s 5,000 
users in that picture too.

Every ACRE customer is effec-
tively accessing Iress technology; 
they just don’t necessarily see our 
screens.

The same goes for our other key 
clients, including Access FS and its 
new Elev8 platform, which also re-
lies on our mortgage and protection 
data. 

The proof is in the doughnut
To give people a flavour of what our 
reach really looks like, I often use 
the ‘doughnut’ diagram to bring it 
to life:

More than meets the eye

And there you have it: a clearer pic-
ture of the true reach of Iress and 
the footprint we have across the 
mortgage market. 

So much of that reach happens be-
hind the scenes. 

You might not always see the Iress 
name or an XPM screen, but our 
data and technology could still be 
powering the journey.
And for me, that’s what makes our 
distribution footprint so fascinat-
ing.

If you’re building your own CRM, 
thinking of switching CRMs, or sim-
ply want to talk mortgage sourcing, 
I’d love to hear from you. 

I’d also be happy to show you what 
our reach really means. Maybe over 
coffee and a doughnut?

You might not always 
see the Iress name or 
an XPM screen, but our 
data and technology 
could still be powering 
the journey

“

“
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Robert Bowes
Product Lead (Mortgages)
Iress

New approaches 
to later-life lending 
for borrowers and 
families
Later-life lending is no longer a stan-
dalone option at the end of the mort-
gage journey. As housing wealth, re-
tirement income and family support 
become increasingly connected, 
there is a necessary shift to a more 
aligned approach to advice, product 
design and Consumer Duty.

For years, the mortgage market 
operated around a simple assump-
tion - people bought a home, repaid 
the mortgage during their working 
lives and entered retirement mort-
gage-free. Equity release sat out-
side that journey, reserved for a rel-
atively small group of homeowners 
with a specific need for cash.

This is changing fast. People are 
buying their first homes later, car-
rying borrowing further into retire-
ment and navigating a more gradual 
transition between work and retire-
ment. At the same time, many older 
homeowners hold significant hous-
ing wealth while their children and 
grandchildren face higher deposits, 
expensive rents and more demand-
ing affordability tests.

The result is a market in which one 
generation’s housing position can 
directly affect another generation’s 
ability to buy, move or remain in their 
home. Later-life lending is therefore 

not simply an equity release ques-
tion. It is becoming a family advice 
question.

Family circumstances are 
becoming more complex

Family support has always played a 
role in the housing market, but the 
conversation is changing. A parent 
or grandparent may now be consid-
ering whether to gift a deposit, pro-
vide a loan, use a family mortgage 
structure or release equity from 
their home. Each route has different 
implications for affordability, inher-
itance, tax, benefits, estate planning 
and the borrower’s own financial re-
silience.

A lifetime mortgage may, in some 
circumstances, allow an older 
homeowner to access property 
wealth without moving home. Equi-
ty release is a key facilitator of this, 
alongside retirement mortgages 
and retirement interest-only, or RIO, 
mortgages. Later-life lending can 
be used for purposes including re-
financing, home improvements and 
gifting money to family.

But the fact that a product can 
achieve an objective does not mean 
it is automatically the right way 
to achieve it. A family gift funded 

through a lifetime mortgage may 
help a younger borrower reach a 
lower loan-to-value band, but it 
can also reduce the estate and in-
crease the balance owed over time 
if interest is rolled up. The parents’ 
need for future care, their income in 
retirement, their attitude to inher-
itance and the possibility of moving 
home all matter.

The question should not be some-
thing like, “Can the older generation 
release enough money to solve the 
younger generation’s deposit prob-
lem?” It should be broader, like, 
“What outcome is the family trying 
to achieve, and what are the best 
ways of achieving it?”

That distinction is central to good 
consumer outcomes.

RIO or lifetime mortgage?

The choice is not simply between a 

standard residential mortgage and 
equity release. For some borrowers 
in their sixties or seventies, a main-
stream mortgage may remain ap-
propriate. A RIO mortgage may work 
where there is sufficient, sustaina-
ble income to service the interest 
and a credible repayment strategy 
for the capital. A lifetime mortgage 
may be more suitable where af-
fordability is constrained, monthly 
payments need to be optional, or 
the borrower wants to remain in the 
property for life or until moving into 
long-term care.

These products solve different 
problems and carry different risks.

A RIO mortgage creates an ongoing 
payment obligation. That may be 
manageable while income remains 
stable, but advisers need to con-
sider what happens if employment 
ends, pension income changes or 
one borrower dies. A lifetime mort-

Innovation should not 
create a new layer of 
complexity that advisers 
and customers have to 
decode alone.

“

“

gage may remove the requirement 
for monthly payments, but com-
pound interest can erode equity and 
reduce the inheritance available to 
beneficiaries. Both products may 
have early repayment charges, and 
both need to be considered along-
side downsizing, using other assets 
or delaying the family gift.

Recent market commentary has 
reinforced the point that later-life 
lending is moving towards the 
mainstream. UK Finance figures 
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reported in August 2026 showed 
37,300 loans to older borrowers in 
the second quarter, including 5,730 
lifetime mortgages. The important 
message is not simply that the mar-
ket is growing. It is that a substan-
tial number of older borrowers are 
making decisions that sit across the 
traditional boundaries of mortgage 
advice and equity release advice.

The industry should respond by 
making those boundaries easier for 
consumers to navigate, not by ex-
pecting consumers to understand 
them in advance.

Consumer Duty must be 
visible in the conversation

Consumer Duty is sometimes treat-
ed as a compliance framework that 
sits around the advice process. In 
later-life lending, it needs to be visi-
ble inside the conversation itself.

That starts with vulnerability, but 
vulnerability should not be reduced 
to a tick-box assessment based on 
age. An older client may be finan-
cially confident but dealing with 
bereavement, cognitive decline, 
health costs, caring responsibilities 
or pressure from family members. A 
client who wants to release funds 
for a grandchild may feel that say-
ing no is not an option. Another may 
be making a decision while anxious 
about losing their home or running 
out of money.

The adviser should create enough 
space for the client to understand 
the trade-offs and make a decision 
that is genuinely theirs.

In practice, that means testing un-
derstanding rather than simply pre-
senting information. Can the client 
explain what happens to the bal-
ance if interest is rolled up? Do they 
understand when the loan becomes 
repayable? Have they considered 
how a future move into care could 
affect the plan? Are they aware that 
a gift may be irrevocable and that a 
lifetime mortgage may reduce the 
value of their estate?

It also means widening the advice 

team where necessary. A mortgage 
adviser may need to involve an eq-
uity release specialist, a financial 
planner or a solicitor. Where family 
members are part of the conversa-
tion, their presence should support 
informed consent, not replace it.

The Equity Release Council has built 
consumer protections and adviser 
resources around the need for safe, 
responsible use of property wealth. 
The wider industry should apply the 
same discipline to the hand-off be-
tween mainstream mortgage advice 
and later-life advice.

Collaboration should be 
designed into the journey

The customer experience is still 
too often organised around prod-
uct categories and professional 
boundaries. A client may begin with 
a mortgage adviser, be referred to 
an equity release specialist, speak 
separately to a financial planner and 
then need legal advice before the 
family can act. Each professional 
may do their job well, but the overall 
journey can still feel fragmented.

Collaboration needs to be more 
than a referral at the end of a failed 
mortgage application. It should be-
gin at the point when the client’s 
objectives are first captured.

For advisers, that means asking a 
few broader questions early:

	⚫ Is the borrower’s objective con-
nected to another generation’s 
housing needs?

	⚫ Does the client expect to work 
beyond traditional retirement 
age?

	⚫ Is the proposed repayment 
strategy dependent on an un-
certain future event?

	⚫ Would the client benefit from 
comparing a standard mort-
gage, a RIO and a lifetime mort-
gage in the same conversation?

	⚫ Are there health, care, vulner-
ability or estate-planning con-

siderations that should trigger 
specialist support?

For lenders, it means making criteria 
and product features easier to com-
pare. The market will need products 
that reflect the reality of modern 
later life: flexible repayment options, 
clear treatment of gifts and family 
support, portability, drawdown, in-
heritance protection and transpar-
ent early repayment terms. Innova-
tion should not create a new layer of 
complexity that advisers and cus-
tomers have to decode alone.

Technology plays a key role. It can 
help provide a single, connect-
ed view of the customer’s options. 
Sourcing, affordability, protection, 
equity release and financial plan-
ning should not operate as isolated 
processes where the adviser has 
to re-key the same information. Im-
proved data continuity and re-use 
can reduce duplication, improve au-
ditability and enable the adviser to 
frame conversations and compare 

outcomes effectively.

The industry should move 
from referral networks to 
advice ecosystems

The blurring of mortgage and equity 
release is not a reason to turn every 
mortgage adviser into an equity 
release specialist. It is a reason to 
make the pathway between disci-
plines more reliable.

The best model may look less like a 
collection of product silos and more 
like an advice ecosystem. The first 
adviser recognises the need, cap-
tures the client’s objective and rel-
evant circumstances, and makes a 
warm, informed referral. The spe-
cialist adds depth without forcing 
the client to start again. The lend-
er provides criteria and product in-
formation in a form that supports 
comparison. The wider advice team 
helps the family understand the im-
pact beyond the immediate trans-
action.

That is particularly important when 
property wealth is being used to 
help younger family members. An in-
tergenerational gift is not a product. 
It is a set of decisions with conse-
quences that may last for decades.

Later-life lending can play a valua-
ble role in those decisions. But its 
future credibility will depend on 
whether the market can make the 
benefits understandable, the risks 
visible and the advice journey joined 
up.

The opportunity is not to make eq-
uity release the answer to every 
family’s housing problem. It is to en-
sure that every relevant family has 
access to a properly informed con-
versation about the options. That is 
how the market can become more 
mainstream without becoming less 
careful.

Consumer Duty is 
sometimes treated as a 
compliance framework 
that sits around the 
advice process. In later-
life lending, it needs 
to be visible inside the 
conversation itself.

“

“
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Aidan Walker
Senior National 
Accounts Lead

Skipton Building Society

Why mortgage lending 
must catch up with the 
modern borrower
The traditional borrower is fading 
fast. If the industry wants to keep 
home ownership within reach, af-
fordability assessments must 
evolve to reflect how people earn, 
save and live today.

The mortgage market has long been 
built around a relatively straightfor-
ward borrower: one single applicant, 
employed with a consistent salary 
and a saved deposit. That custom-
er still exists, but they no longer re-
flect the reality of today’s market. 
The danger is that lending models 
designed for yesterday’s borrow-
er will increasingly fail tomorrow’s 
homeowner.

Today’s aspiring homeowners are 
increasingly likely to have variable 
income, be self-employed, receive 
support from family members, or 
need to purchase with others. At the 
same time, affordability has tight-
ened amidst the backdrop of geo-
political turbulence and economic 
volatility. According to the latest 
Skipton Group Home Affordability 
Index March 2026*, the average age 
of a first-time buyer in England is 
now 34, compared to 29 in the mid-
1990s, whilst the average deposit 
has grown to exceed the average 
annual income.

The result is a growing mismatch 
between how people live and how 
mortgage affordability is often as-
sessed.
Access to home ownership should 
not depend on having the “right” 
type of income, the “right” fami-
ly structure or the “right” deposit 
route, the market risks shutting out 
capable, creditworthy borrowers 
simply because their circumstances 

don’t fit traditional lending assump-
tions.

The reality is that the market has 
changed. The UK labour market is 
more fluid than it once was. The lat-
est ONS Labour Market Overview, 
published in August 2026, esti-
mated the UK employment rate for 
people aged 16 to 64 was 75.1% for 
the period April to June 2026. More 
people build successful careers 
through contracting, freelancing, 
overtime, bonuses, portfolio ca-
reers or business ownership. These 
income streams are not inherently 
riskier; they simply require a more 
nuanced approach to assessment.
This presents both a commercial 
and social opportunity for lenders. 
The challenge is to distinguish com-
plexity from risk.

A borrower with fluctuating income 
may still have a strong record of 
meeting financial commitments. 
A renter paying more each month 
than a proposed mortgage may 
still be blocked by deposit barriers. 
By combining better data, open 
banking, automated verification 
and experienced underwriting, 
lenders can make more informed 
decisions without compromising 
responsibility.

Supporting underserved borrowers 
is not about lowering standards, 
it’s about raising the quality of de-
cision-making. There is a meaning-
ful difference between declining a 
customer because they cannot af-
ford a mortgage and declining them 
because their income, household or 
deposit story does not fit the sim-
plest box.

This is where brokers play a crucial 
role. They understand the story be-
hind the application: the contractor 
with consistent long-term earnings, 
the customer benefiting from fam-
ily support, the renter with years 
of proven payment discipline, or 
the buyer using shared ownership 
to make home ownership possible. 
Their insight helps translate real-life 
circumstances into responsible 
lending outcomes.

Lenders can support this by provid-
ing clearer criteria, more consistent 
treatment of non-standard income 
and practical routes into ownership. 
Solutions such as Joint Borrower 
Sole Proprietor models, higher loan-
to-income options where appropri-
ate, longer terms, high loan-to-value 
innovation and products that recog-
nise proven rental payment behav-
iour. None is a silver bullet, but to-
gether they create a more inclusive 
and resilient market.

The mortgage industry cannot solve 
housing affordability on its own. Is-

sues such as supply, planning, taxa-
tion, rental costs and wage growth 
all sit beyond the control of lenders 
and brokers, but the mortgage mar-
ket can control how intelligently it 
responds to the market in front of 
it. We can either keep asking mod-
ern borrowers to look traditional, or 
build lending models that recognise 
the way people actually earn and 
live.

That means investing in better data, 
embracing product flexibility, lis-
tening to brokers and using under-
writing expertise to make nuanced 
decisions. It also means engaging 
constructively with regulators and 
policymakers on reforms that widen 
access without compromising sus-
tainability.

The traditional borrower is not com-
ing back in volume. The customers 
of the future are already here, work-
ing hard, earning differently, forming 
households differently and navigat-
ing a market that often feels stacked 
against them. The opportunity for 

lenders, brokers and technology 
partners is to build a fairer, more 
flexible and more evidence-led path 
to ownership around the lives peo-
ple lead. 

*Skipton Group Home Affordability Index, March 2026

Please read the following information carefully

If you do not agree or understand any part please do not use 

the Skipton Group Home Affordability Index, or act or omit to 

act in consequence of it.

The Skipton Group Home Affordability Index is not a bench-

mark for the purposes of UK Benchmark Regulation, nor for 

the purposes of any other legislation or regulation. The Skip-

ton Group Home Affordability Index is produced for informa-

tion purposes only and must not be used or relied upon for 

commercial purposes, including as a reference for:

• determining an amount payable under a financial instrument 

or a financial contract;

• determining the value of a financial instrument; or

• measuring the performance of an investment fund with the 

purpose of:

•tracking the return of such index; or

•defining the asset allocation of a portfolio; or

•computing the performance fees.

It must not be used for any decisions and/or advice.

We can either keep 
asking modern 
borrowers to look 
traditional, or build 
lending models that 
recognise the way 
people actually earn 
and live.

“

“
Access to home 
ownership should not 
depend on having the 
“right” type of income, 
the “right” family 
structure or the “right” 
deposit route

https://www.bbc.co.uk/news/articles/cge8e2dq9plo
https://www.bbc.co.uk/news/articles/cge8e2dq9plo
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Kay Westgarth 
Head of Retirement 

Distribution
Aviva

The conversation around later-life lending has moved well 
beyond simply unlocking housing wealth in retirement. 
Increasingly, we’re seeing customers use property wealth 
to support wider family goals, from helping children and 
grandchildren onto the property ladder through to funding care, 
home adaptations and improving retirement outcomes. 

As these needs become more diverse, the distinction between 
traditional lending and equity release continues to blur. The 
opportunity for advisers is to consider the full spectrum of 
later-life lending solutions, ensuring recommendations reflect a 
customer’s individual circumstances, objectives and long-term 
financial resilience. 

Collaboration across the mortgage and equity release sectors 
will be essential in delivering better customer outcomes and 
supporting the growing role that housing wealth plays in 
intergenerational financial planning.
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Andy Sykes
Senior Corporate 

Account Manager 
Leeds Building Society

The realities of  
Shared Ownership

Andy Sykes, Senior Corporate Ac-
count Manager at Leeds Building 
Society, says brokers’ long-term ad-
vice matters as much as the initial 
mortgage recommendation.

Shared Ownership, then. There has 
- rightly - been a growing conver-
sation across the mortgage market 
about the value of what we might 
call ‘holistic’ advice. At its best, be-
ing a broker is not simply about find-
ing the most competitive product 
on day one: it’s about understanding 
a customer’s circumstances, am-
bitions and likely financial pathway 
over time. Few areas demonstrate 
that more clearly than the Shared 
Ownership scheme.

What Shared Ownership 
offers buyers

Shared Ownership remains an im-
portant route into home ownership 
for people who may not otherwise 
be able to buy on the open market. It 
allows buyers to buy an initial share 
of a home, usually with a mortgage, 
while paying rent on the remaining 
share to a housing provider. Accord-
ing to the National Audit Office’s 
(NAO) report into Shared Owner-
ship March 2026, the model is now 
the largest government-backed 
home ownership scheme.

A growing part of the market

Its scale is increasing too. The 
same NAO report notes that annual 
delivery of new Shared Ownership 
homes rose from 11,128 in 2014-15 
to 20,353 in 2024-25, making up 
around 11% of all new build supply 
that year. Government statistics 
also show that, of reported 
private registered provider Shared 
Ownership sales in 2024-25, an 
estimated 70% were to first time 
buyers through social housing sales 
and demolitions. That matters, 
because for many customers this 
is their first experience of both 
mortgage borrowing and leasehold 
obligations.

Having the right conversation

For brokers, the opportunity - and 
responsibility - is to help custom-
ers look beyond the initial purchase. 
The right conversation should cover 
not only affordability today, but also 
how that affordability might change 
as rent, service charges, household 
income, credit profile and mortgage 
rates change and move over time. It 
should also include a realistic dis-
cussion about staircasing: the pro-
cess by which shared owners buy 
additional shares in their home, po-

For brokers, the 
opportunity - and 
responsibility - is to help 
customers look beyond 
the initial purchase. 

tentially reaching 100% ownership 
and moving to a freehold or stand-
ard leasehold position.

Planning for staircasing costs

Staircasing can be a powerful route 
to greater security, but it’s rare-
ly straightforward. Shared owners 
typically need to fund not only the 
extra equity share, but also asso-
ciated transaction costs such as 
valuations, legal fees and landlord 
administration charges. The NAO 
report I mention above highlights 
example staircasing costs ranging 
from £800 to £2,568. In a high-
er-rate environment, those addi-
tional costs can influence whether a 
customer staircases sooner, later, in 
larger steps, or not at all.

Keeping advice relevant over 
time

That is where long-term advice can 
make the difference. A broker who 
understands the customer’s original 
purchase can revisit the plan with 

context: has their income changed, 
has their family grown, have they 
maintained a clean credit record, 
and will their current lender support 
additional borrowing? If not, is 
there another lender with a more 
suitable appetite, and would early 
repayment charges make a switch 
uneconomic? These aren’t one-off 
product questions; they are lifecycle 
questions.

Thinking through the exit 
strategy

There’s also the question of the 
eventual exit strategy. For some 
customers, the aspiration may be 
to staircase fully and remortgage 
away from Shared Ownership into 
a standard mortgage. For others, 
the right outcome may be a partial 
staircase, a product transfer, or 
a move to a different property. 
The best advice helps customers 
understand each route before they 
need to act, rather than only when a 
fixed rate ends or a life event forces 
a decision.

Shared Ownership should be seen 
neither as a simple stepping stone 
nor as a problem product. It is a 
valuable tenure, particularly for 
first time buyers, but it is complex. 
That complexity increases the 
need for informed, consistent and 
relationship-led advice. Brokers 
who can explain the trade-offs 
clearly - at purchase, at review, 
at staircasing and at exit - will be 
central to helping customers make 
confident decisions.        

Your lasting value

In a market where affordability re-
mains stretched, the value of the 
broker is not just in opening the 
door to home ownership. It’s in help-
ing customers understand what sits 
beyond that door - and how to keep 
moving towards the ownership out-
come they want.

In a market where 
affordability remains 
stretched, the value of 
the broker is not just 
in opening the door to 
home ownership. It’s 
in helping customers 
understand what sits 
beyond that door 

“

“

https://www.nao.org.uk/wp-content/uploads/2026/03/investigation-into-shared-ownership.pdf
https://www.gov.uk/government/statistics/social-housing-sales-and-demolitions-2024-25-england/social-housing-sales-and-demolitions-2024-25-shared-ownership
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Ryan Brailsford
Distribution Director
Pepper Money

Modern borrowers 
need a modern 
lending approach

There was a time when many mort-
gage applications followed a famil-
iar pattern.

A customer in permanent employ-
ment with a single source of in-
come, a straightforward financial 
history, and a conventional route to 
homeownership.

Today, that picture looks very 
different.

The reality is that customers’ finan-
cial lives are now far more varied. 
Some are self-employed. Others 
combine employed income with 
freelance work, bonuses or a side 
business. Many have experienced 
life events affecting their financial 
journey. Increasingly, borrowers 
simply don’t fit neatly into tradition-
al lending models.

And the scale of this change is 
significant.

Pepper Money’s latest Specialist 
Lending Study identified more than 
2.2 million UK adults with multiple 
income streams, alongside hun-
dreds of thousands of people with 
thin credit files or those who have 
recently become self-employed. 
These aren’t niche customer groups. 
They’re a growing and increasingly 

representative part of today’s mort-
gage market.

Customer circumstances have 
evolved, but borrowers haven’t be-
come riskier. They’ve become more 
diverse.

One of the biggest misconceptions 
is that customers who sit outside 
traditional high street lending 
criteria are fundamentally different. 
At Pepper Money, we describe these 
customers as just-off-high-street: 
people whose circumstances may 
need a more individual view, but 
who still have strong ambitions and 
credible routes to homeownership.
Many are financially responsible 
borrowers with stable incomes, 
strong aspirations, and clear 
affordability.

They may be running a success-
ful business, or earning through 
a combination of salary, bonuses, 
and commission. They may have 
recently become self-employed af-
ter years in employed work or have 
experienced a short-term financial 
challenge in the past having since 
rebuilt their position.

These customers aren’t looking for 
different rules. They simply want 
their circumstances to be viewed in 

Modern borrowers 
aren’t asking for special 
treatment. They’re 
asking to be understood, 
and as customers 
evolve, our approach 
to lending must evolve 
with them.

the right context.

Our industry has made huge strides 
in recognising that affordability is 
about more than a single employ-
ment type or a perfectly linear finan-
cial history. But there’s still more we 
can do to ensure lending approach-
es reflect the reality of modern life.

The cost of assumptions

One of the biggest barriers facing 
today’s borrowers isn’t always ac-
cess to lending. It’s knowing that 
suitable options may exist in the 
first place.

Too often, customers assume they 
won’t qualify because their in-
come is complex, they’ve recently 
changed careers, or their circum-
stances don’t look like what they 
consider to be a “typical” borrower.
This can lead to self-exclusion be-

fore they have even sought advice.

Our Specialist Lending Study found 
that only 45% of people who are 
likely to need a specialist mortgage 
lender recognise they do, meaning 
more than half may be overlooking 
potential solutions entirely.
This highlights an important chal-
lenge for our industry.

If customers don’t understand the 
options available, many could delay 
their plans unnecessarily or miss 
opportunities already within reach, 
including solutions designed for 
just-off-high-street borrowers.

Advice has never been more 
valuable

This is where the role of the broker 
becomes increasingly important.

In a market where customer circum-
stances are becoming more varied, 

In a market where 
customer circumstances 
are becoming more 
varied, great advice is 
no longer just about 
finding a product. It’s 
about finding the right 
route forward.

“

“
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https://www.pepper.money/broker/resources/specialist-lending-study/
https://www.pepper.money/broker/resources/specialist-lending-study/
https://www.pepper.money/broker/just-off-high-street/
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derstand their options, supporting 
someone who has recently become 
self-employed, or reassuring a bor-
rower who thinks past financial dif-
ficulty has closed doors, the value 
of advice continues to grow.

A market that reflects modern 
life

Today’s challenge is ensuring our 
lending approaches keep pace with 
the way people actually live and 
work.

The customers who fall outside 
traditional lending models aren’t 
unusual. In many cases, they’re in-
creasingly representative of modern 
Britain.

Our Specialist Lending Study has 
consistently shown that millions 
of people have circumstances that 
may require a different approach 

to underwriting, yet many remain 
unaware of the options available to 
them.

That creates an opportunity for 
lenders and brokers. By understand-
ing customers more holistically, as-
sessing circumstances in context 
and challenging outdated assump-
tions, we can help more people 
move closer to their homeowner-
ship ambitions.

Because modern borrowers aren’t 
asking for special treatment. They’re 
asking to be understood, and as 
customers evolve, our approach to 
lending must evolve with them.

great advice is no longer just about 
finding a product. It’s about finding 
the right route forward.

That means understanding how in-
come is generated rather than simply 
labelling an employment type.

It means taking time to understand 
the context behind a customer’s 
circumstances.

And it means recognising that the 
strongest outcome often comes 
from understanding the full story, not 
simply reviewing an application at 
face value.

The brokers who deliver the greatest 
value are those who can look beyond 
assumptions and identify opportuni-
ties others may miss.

Whether that’s helping a customer 
with multiple income streams un-
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First time buyers remain one of the most important segments of the 
market, with Building Societies providing increasing support for home 
ownership in this sector. There are now 1 in 3 first time buyers taking 
mortgages out with mutuals.

With rising living costs, changing interest rates and complex lending 
criteria, the journey onto the property market can be a tricky place to be.

Over the last few years Building Societies recognise the fact that 
more needs to be done to assist first time buyers and non traditional 
borrowers. You can find products that enhance the borrowing potential 
with smaller/complex incomes. For example, if you earn £20k p/a, there 
are products that use estimated income from renting a room to a lodger 
to supplement affordability on a mortgage. There is a presumption that 
lenders won’t accept the letting of a room, but they are out there.

Other products such as assisting a student at university, with little or no 
income to buy their first property, are available with parental assistance.

Building Societies continue to find innovative ways of assisting 
customers with smaller or slightly intricate incomes, it’s a question of 
finding it.

Look beyond the label on complex cases

The idea of a ‘typical’ mortgage borrower is becoming increasingly 
outdated. Contractors, apprentices, self-employed applicants and people 
with multiple income streams are now a normal part of the market, but 
their circumstances don’t always fit neatly into an automated process.

For brokers, packaging these cases well is increasingly important. Giving 
lenders a clear picture of the applicant’s circumstances, explaining unusual 
income patterns and providing supporting evidence upfront can help an 
underwriter understand the story behind the numbers.

Lenders have a role to play too. Clear criteria, accessible BDMs and 
experienced underwriters who are prepared to look at cases individually 
can give brokers greater certainty before submission.

Specialist lending shouldn’t be about making a complicated case more 
complicated. It should be about combining good information with 
human judgement to find responsible solutions for borrowers whose 
circumstances need a closer look.

Sheryl Kirk
Head of National 
Accounts
Lendco

Jacqueline Durbin
Global Head of
Product - Life, 
Pensions & Mortgages
Iress

When a case gets complicated, sticking to mainstream lenders can 
sometimes mean missing out on a perfectly good deal. Not every 
borrower, property or scenario fits neatly into standard criteria, and 
that’s where looking beyond the obvious can make the difference.

Specialist lenders manually underwriting on a case-by-case basis can 
look at the deal as a whole, rather than simply deciding whether it ticks 
every box. It’s about understanding the story behind the numbers, 
identifying strengths and working out how it can be structured to 
make it work.

This is also where a good BDM adds real value. The right conversation 
early on can help shape a case before it reaches underwriting, rather 
than finding out at the end that it doesn’t fit.

When things get complex, look for lenders that bring together their 
BDMs and Underwriters to look at the bigger picture and, where 
possible, find a way forward.

Socio-economic shifts have fundamentally re-written the rules of 
mortgage borrowing, meaning consumers no longer fit into neat, linear 
categories. Individuals are living longer, working later, and carrying 
debt deeper into retirement, while increasingly deploying housing 
wealth as a fourth pillar of long-term financial security. Yet, while the 
boundaries between mainstream and later-life borrowing have blurred 
in the real world, silos persist across both the advice market and the 
technology that supports it.

Looking ahead, I’m excited by the opportunity to build an 
interconnected ecosystem that mirrors the reality of modern family 
finances, evolving our sourcing technology to merge mainstream, 
specialist, and later-life solutions enabling advisers to move 
effortlessly across product categories and help deliver holistic advice 
strategies.
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Intermediary Mortgage 
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Complex is 
becoming the 
new normal

The mortgage market was built 
around a borrower who is becoming 
increasingly hard to find. A perma-
nent, salaried employee with a sin-
gle income, an unblemished credit 
file, a 25-year horizon and a retire-
ment date coinciding neatly with 
the final mortgage payment. For 
decades, lending criteria, affordabil-
ity models and application process-
es were designed with this individu-
al in mind. The trouble is, fewer and 
fewer real people fit the template.

Consider how working lives have 
changed. Around 4.4 million peo-
ple in the UK are self-employed, 
close to 15% of the workforce, while 
many others combine employment 
with freelance work, contracting or 
a second income stream. Pay is in-
creasingly made up of variable ele-
ments: commission, bonuses, over-
time and allowances. People change 
jobs more often, take career breaks 
and phase gradually into retirement. 
Household structures have shifted 
too, with later partnerships, blend-
ed families and multi-generational 
arrangements all shaping how, and 
with whom, people borrow.

Add to this the financial legacy of re-
cent years. The pandemic and cost-
of-living squeeze left many other-
wise financially resilient households 

with temporary credit issues. These 
are historic events, not indicators of 
current risk, yet they can still shut 
the door on mainstream lending 
long after the borrower’s circum-
stances have recovered.

None of this necessarily makes 
these borrowers riskier. It simply 
makes them harder to assess using 
a standardised, tick-box approach. 
Indeed, IMLA’s Mortgage Afforda-
bility Paradox report found little ev-
idence that loans written at higher 
income multiples within today’s af-
fordability framework are any more 
likely to default. Risk is not a func-
tion of a borrower’s job title or the 
shape of their payslip; it stems from 
poor underwriting and weak af-
fordability assessment. IMLA esti-
mates that some 3.5 million house-
holds who, on historic trends, would 
have been expected to buy their 
first home since the financial crisis 
have not done so, principally be-
cause of tighter lending conditions 
after 2008.

The good news is that the 
market is adapting

Specialist lending has grown from a 
niche into an established part of the 
market over the past decade, and 
what was once regarded as special-

What was once 
regarded as specialist, 
such as taking a holistic 
view of a borrower’s 
finances, is increasingly 
simply what good 
lending looks like.

ist, such as taking a holistic view of 
a borrower’s finances, is increasing-
ly simply what good lending looks 
like.

Criteria are evolving accordingly. 
More lenders now take a rounded 
view of income, recognising mul-
tiple income sources and variable 
earnings. Rental payment history is 
being used as evidence of a borrow-
er’s ability to sustain housing costs. 
Recent regulatory changes on loan-
to-income limits and stress rates 
have given responsible lenders more 
room to serve creditworthy borrow-
ers whose circumstances do not fit 
the standard mould. Encouraging-
ly, the system’s resilience has held 
throughout: arrears remain low by 
historic standards and are forecast 
to fall further, according to IMLA’s 
latest New Normal report.

Technology is transforming the 
mortgage journey through digital 
identity checks, open banking and 
automated verification. But the 

lenders serving complex cases best 
are those combining that efficien-
cy with skilled human underwriters, 
empowered to exercise judgement. 
Algorithms can process standard 
cases in seconds, but it takes an 
experienced underwriter to read a 
sole trader’s accounts, understand a 
contractor’s day rate or distinguish a 
historic credit event from a current 
problem. Success lies in combining 
automation with expertise.

For intermediaries, this evolution 
represents both an opportunity 
and a responsibility. Complex cas-
es are where professional advice 
adds the most value, and it is no 
coincidence that the intermediary 
share of lending continues to climb, 
at around 90% and rising on IM-
LA’s projections. Many borrowers 
with non-standard circumstances 
assume they will be declined and 
never apply. Advisers are uniquely 
placed to close that confidence gap, 
matching real people to the growing 
range of solutions available.

That places a premium on advis-
ers familiarising themselves with 
the specialist end of the market, its 
lenders, criteria and processes, even 
if their core business has historical-
ly been mainstream. It also puts an 
onus on lenders to be transparent 
and consistent about criteria, so ad-
visers can place cases with confi-
dence, and on technology providers 
to present that information clearly 
at the point of research.

The direction of travel is clear. The 
“traditional” borrower is not coming 
back, and a mortgage market that 
keeps waiting for them will serve 
an ever-shrinking share of the pop-
ulation. The lenders who will thrive 
are those who treat today’s varied 
borrowers not as exceptions, but as 
the market itself. Complex circum-
stances need not mean a compli-
cated outcome: with the right crite-
ria, the right processes and the right 
advice, they can, and should, be met 
with a simple, suitable mortgage.

Complex circumstances 
need not mean a 
complicated outcome: 
with the right criteria, 
the right processes and 
the right advice, they 
can, and should, be m
et with a simple, 
suitable mortgage.

“

“

https://www.imla.org.uk/perch/resources/publications/imla-the-mortgage-affordability-paradox-the-picture-in-2025.pdf
https://www.imla.org.uk/perch/resources/publications/imla-the-mortgage-affordability-paradox-the-picture-in-2025.pdf
https://www.imla.org.uk/perch/resources/publications/imla-the-new-normal-prospects-for-2026-and-2027.pdf
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From the GCC to the UK: 
The future of Specialist 
Lending

What GCC Clients Can Teach Us 
About the Future of Specialist Lend-
ing

For years, specialist lending was 
viewed as a niche segment of the 
mortgage market, reserved for a 
small group of non-standard bor-
rowers. Today, that distinction is 
becoming increasingly blurred.

The reality is that traditional mort-
gage cases are evolving and Bro-
kers need to respond to this shifting 
market. Modern clients are increas-
ingly likely to earn income from mul-
tiple sources, hold assets across 
jurisdictions, operate businesses 
internationally or have financial pro-
files that cannot be accurately un-
derstood through a simple payslip 
and P60.

This is especially true amongst 
GCC customers (Gulf Cooperation 
Council Countries – namely UAE, 
Kuwait, Saudi Arabia, Qatar, Bahrain 
and Oman), where wealth creation, 
entrepreneurship and internation-
al mobility often produce highly 
successful property investors and 
borrowers whose financial circum-
stances do not fit neatly into con-
ventional underwriting frameworks.

At Nomo, these complex profiles are 
not viewed as exceptions. They are 
increasingly the norm.

Complexity Doesn’t Mean 
Higher Risk

One of the biggest misconcep-
tions in lending is that complexity 
equates to risk.

In reality, many GCC clients 
represent some of the strongest 
credit profiles in the market. 
However, their financial affairs often 
differ significantly from traditional 
UK borrowers.

The challenge is often not afforda-
bility. It is helping underwriters un-
derstand the client’s financial story.

Packaging for Success: 
Helping Underwriters See the 
Full Picture

For brokers, the quality of case 
presentation has never been more 
important.

When dealing with GCC clients and 
other internationally connected bor-
rowers, documentation alone rarely 
tells the complete story.

The most successful applications 
are those where brokers provide 
context before underwriters need 
to ask for it.

Anticipate Cross-Border 
Questions

International borrowers inevitably 
raise additional underwriting con-
siderations.

Questions around source of wealth, 
source of funds, overseas income 
verification and foreign currency ex-
posure should be addressed proac-
tively.

Providing information around in-
come evidence and assets upfront 
can significantly reduce underwrit-

Those who succeed will 
be the organisations 
that recognise 
complexity not as a 
barrier to lending, but as 
an opportunity to serve 
modern borrowers 
more effectively.

ing queries and improve turnaround 
times.

Product Innovation: Lending 
for a Global Client Base

While brokers play a crucial role in 
packaging, lenders must also evolve.
The UK’s mortgage market has his-
torically been designed around sal-
aried employees with domestic fi-
nancial footprints.

That model increasingly falls short 
for affluent international customers.
As global wealth becomes more 
mobile, lenders will need to build 
criteria that recognise how suc-
cessful individuals accumulate and 
manage wealth today.

Rethinking Income 
Assessment

Many GCC professionals and entre-
preneurs have earnings structures 

that differ significantly from tradi-
tional employees.

Income may be generated through a 
variety of sources. Forward-thinking 
lenders are increasingly recognising 
that a holistic assessment of these 
resources often provides a more ac-
curate picture of affordability than a 
narrow focus on salary alone.

Embracing International 
Financial Profiles

The number of internationally mo-
bile clients purchasing UK property 
continues to grow.

For these borrowers, overseas bank-
ing relationships, foreign currency 
income, and international assets are 
often signs of established financial 
strength rather than complexity. 

At Nomo, supporting international-
ly connected GCC clients has been 

The best outcomes 
occur when technology, 
broker expertise, and 
underwriting judgement 
work together.

“

“
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writing judgement work together.

The Future of Specialist 
Lending

The evolution of the mortgage mar-
ket is not simply about serving more 
complex customers. It is about rec-
ognising that complexity has be-
come a defining characteristic of 
modern borrowing.

The experience of GCC customers 
illustrates this perfectly.

Many are affluent, financially so-
phisticated, and highly creditwor-
thy, yet their circumstances do not 
align with traditional lending as-
sumptions. They represent a grow-
ing segment of borrowers whose 
needs challenge the market to think 
differently about affordability, doc-
umentation, and risk assessment.

Those who succeed will be the or-

ganisations that recognise com-
plexity not as a barrier to lending, 
but as an opportunity to serve prop-
erty finance needs more effectively.

Intermediary use only. T&Cs apply. Nomo accounts are not 

currently available to UK residents. Your customer’s property 

may be at risk if they do not keep up the payments on their 

Nomo property. Properties in England, Scotland, and Wales.

Nomo by Bank of London and The Middle East plc (“BLME”) 

is a trading name of BLME. BLME is registered in England and 

Wales (no. 05897786), authorised by the Prudential Regula-

tion Authority, and regulated by the Financial Conduct Author-

ity and the Prudential Regulation Authority. BLME’s Financial 

Services Register number is 464292 and registered office is 

at 20 Churchill Place, Canary Wharf, London E14 5HJ.

a core part of our proposition. This 
has required underwriting approach-
es that recognise the realities of 
cross-border wealth (for both UK ex-
pats and GCC nationals alike), while 
maintaining strong risk management 
and responsible property finance 
standards.

Technology Should Enable 
Better Conversations

Technology has transformed mort-
gage distribution, but complex cases 
still require judgement.

The goal of digitisation should not 
be to eliminate complexity through 
rigid decisioning models. Instead, 
technology should help surface rel-
evant information more effectively 
and support faster, better-informed 
underwriting decisions.

The best outcomes occur when tech-
nology, broker expertise, and under-
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The Realities of Shared Ownership: A Balanced Perspective
Shared ownership has long served as a crucial lifeline. For many buyers, it 
represents the only accessible route onto the property ladder without family 
financial assistance—or a way to stay housed after a significant life change 
without turning to the private rented sector.
It offers genuine long-term stability, relieving buyers of the constant anxiety 
of short-term tenancy agreements and frequent moves.

However, the long-term journey is rarely seamless. Increasing your equity 
share (“staircasing”) or transitioning out of shared ownership onto a 
standard full mortgage often presents unexpected hurdles.

High friction costs—ranging from mandatory formal valuations and legal fees 
to restrictive terms in older leases—frequently catch homeowners off guard. 
While these complications matter less to buyers who plan to stay long-term, 
financial circumstances and personal goals inevitably evolve over time.

That is why prospective buyers must look beyond the initial attraction of 
getting a key in the door and calculate the full lifetime cost of the scheme. 
Today, as traditional mortgage lenders extend loan terms and offer more 
flexible deposit and affordability criteria, standard market options may be 
more accessible than buyers realize.

Ultimately, the right path depends entirely on individual circumstances, but 
having wider choices on the market is a clear win for buyers.

Today’s mortgage customer might have a deposit gifted by both parents 
and grandparents. The two applicants may have three incomes between 
them, including self-employed earnings of less than 12 months, alongside 
missed credit card payments within the last three years.

Not long ago, this would have been considered a complex case reserved 
for a challenger or specialist lender. Today, it can potentially fit with a high 
street lender.

Broker criteria search activity reflects this changing borrower profile, with 
brokers regularly researching a broader mix of criteria. 

This means brokers can no longer rely solely on good relationships with 
the same familiar group of lenders. They must look across the market and 
understand which lender is best suited to each individual client. Lenders 
are continually adapting their products and criteria to reflect changing 
circumstances, so yesterday’s answer may not be today’s. Wider research 
is becoming essential to delivering the right outcome.

Emily Hollands
Group Head of 
Intermediary Sales
and Distribution
Precise

John Davison
Head of Product, 
Proposition & 
Distribution
Perenna 

The traditional idea of a ‘complex’ case is becoming less relevant as 
more borrowers are self-employed, have multiple income streams, or 
have potential credit issues. These factors don’t automatically make 
someone higher risk, but they do require a more individual assessment 
than a standard employed applicant with a single source of income.
 
The biggest difference brokers can make is providing context from 
the outset. Explaining how income is earned, what sat behind a past 
credit event and what has changed since helps underwriters build a 
complete picture of the case.
 
The relationship between brokers, borrowers and lenders is also 
becoming more valuable. Many borrowers now arrive having 
researched their options through social media or AI tools, but that 
information is often general rather than tailored to their circumstances. 
Brokers help turn that information into practical recommendations that 
reflect an individual’s needs and financial situation.”

The later life borrower has changed. People are living longer, working 
beyond state retirement age and earning out-of-work income 
throughout retirement from a much wider range of sources than 
previous generations.

The mortgage industry should change in light of this but it hasn’t. 
Many outdated assumptions on eligibility remain rooted in age-based 
expectations rather than individual circumstance.

As demographics change and evolve, brokers, lenders and 
intermediaries must work together to develop a better, more bespoke 
approach. Too often, standard mortgages are discounted prematurely, 
despite older borrowers having perfectly strong, predictable and often 
guaranteed incomes, asset bases and clear repayment strategies. This 
is not only a disservice to the customer, but also holds back lenders.

There is an increasingly untapped market of perfectly eligible 
borrowers in the later-life market whose needs can only be met by an 
innovative sector willing to adapt to societal change. We must be that 
change.
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Modern landlords 
need modern 
lending solutions

But beyond the headline figures, 
the research highlights a more 
important shift. Today’s landlords 
are becoming increasingly diverse in 
how they build, manage and finance 
their portfolios, raising important 
questions about whether traditional 
lending approaches remain fit for 
purpose.

For brokers and lenders alike, 
recognising and responding to this 
evolution will be essential to making 
mortgages happen.

A changing landlord 
landscape

The data shows there is no longer a 
single blueprint for buy to let success.

In London, landlords continue to 
benefit from higher rental income 
and strong asset values, despite 
comparatively lower yields. In 
contrast, regions such as the 
North West, North East and Wales 
are delivering stronger yields 
and attractive income returns, 
encouraging investment focused on 
cash flow.

At the same time, landlords in areas 
such as the Midlands and Yorkshire 
and The Humber are often managing 
larger, more established landlord 
businesses, reflecting a highly 
professional approach to property 
investment.

This variety of strategies 
demonstrates that today’s landlords 
cannot be viewed as a single 
customer segment. Borrowing 
requirements are increasingly shaped 
by portfolio composition, income 
objectives, asset locations and long-
term investment plans.

Diversification is creating 
greater complexity

Perhaps the most significant trend 
emerging from the research is 
the extent to which landlords are 
diversifying both geographically and 
by property type.

Many landlords now own properties 
across multiple regions rather than 
concentrating investment close to 
home. By spreading capital across 
markets with different yield profiles, 

rental demand and growth prospects, 
they are building more resilient 
portfolios capable of weathering 
market fluctuations.

Alongside this, there’s also growing 
variation in property type, with 
increasing interest in HMOs and 
multi-unit blocks, which offer the 
potential for stronger income returns 
but require a more structured and 
informed approach to financing.

As portfolio strategies become 
more sophisticated, financing 
requirements inevitably become 
more complex. Landlords increasingly 
require lenders that can assess 
portfolio strength holistically rather 
than relying on a narrow view of 
individual properties or conventional 
borrowing models.

Why lender innovation 
matters

The traditional buy to let borrower 
is becoming less common. In their 

place is a landlord who may own 
properties across several regions, 
generate income from multiple 
sources and invest across different 
property types.

This evolution creates a clear need 
for lenders to ensure their products, 
criteria and underwriting approaches 
keep pace with changing market 
realities.

Brokers increasingly need access to 
solutions that can cater for everything 
from straightforward single lets to 
larger portfolios, specialist property 
types and more complex ownership 
structures.

Today’s investors are actively 
reviewing, refinancing and reshaping 
portfolios in response to market 
conditions, creating demand for 
lending that supports long-term 
growth and flexibility.

At Foundation, we’ve built a Buy to Let 
proposition designed to reflect

Brokers increasingly 
need access to solutions 
that can cater for 
everything from 
straightforward single 
lets to larger portfolios, 
specialist property 
types and more complex 
ownership structures.

“

“

The latest regional snapshot data from the Pegasus 
Insights Landlord Trends research, commissioned by 
Foundation offers an encouraging snapshot of the 
buy to let market. Despite ongoing economic pres-
sures, most landlords remain profitable, confident and 
engaged.
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this shift, with products and criteria 
that support a broad range of land-
lord needs, from standard buy to let 
cases through to HMOs, multi-unit 
properties and more complex port-
folio scenarios.

The growing role of brokers

As landlord borrowing becomes 
more nuanced, brokers play a vital 
role in navigating lender criteria and 
identifying the most suitable solu-
tions.

Clients are no longer simply seeking 
finance for a single property pur-
chase. Many require a broader fund-
ing strategy capable of supporting 
a portfolio spanning multiple loca-
tions, property types and invest-
ment objectives.

This places greater emphasis on 
specialist knowledge and lender 
relationships. Brokers need to un-
derstand not only product features 
but also how individual lenders ap-

proach portfolio assessment, spe-
cialist properties and complex cas-
es. The right lender choice can have 
a significant impact on whether a 
deal proceeds smoothly or encoun-
ters unnecessary barriers.

Looking ahead

While it’s important not to ignore 
the pressures within the market, 
particularly in regions where mar-
gins are tighter, the overall direction 
of travel is encouraging. Landlords 
remain profitable, confidence is still 
evident and, perhaps most impor-
tantly, there’s a clear willingness to 
adapt.

Diversification, both in terms of ge-
ography and property type, is a sign 
of a market that is thinking long 
term and acting accordingly. 

As these strategies become more 
common, lenders and brokers must 
continue adapting to ensure land-
lords can access funding that re-

flects the realities of modern port-
folio management. In that context, 
the current market is not simply 
one to manage, but one that contin-
ues to offer real opportunity and a 
greater chance of making mortgag-
es happen.
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Stephanie Charman
Chief Executive
Association of 
Mortgage Intermediaries

Asking a lot of our  
housing wealth

For many years, the mortgage mar-
ket has viewed later life lending as 
something of a specialist niche. 
Customers bought their first home, 
worked their way up the property 
ladder, repaid their mortgage and, 
only if necessary, considered equity 
release in later life. That neat pro-
gression no longer reflects reality.

Today’s borrowers are living longer, 
working later, buying their first 
homes at an older age and carry-
ing mortgage debt further into re-
tirement. At the same time, house 
prices and affordability pressures 
mean older generations are increas-
ingly using the wealth tied up in 
their homes to support children and 
grandchildren onto the property lad-
der. As a result, the distinction be-
tween mainstream mortgages and 
later life lending is becoming ever 
more blurred. Many of today’s first-
time buyers will, after all, become 
tomorrow’s later life borrowers.

Property has always been a sig-
nificant household asset, but it is 
increasingly becoming a family as-
set too. We are asking a lot of our 
housing wealth: retirement income, 
care needs, living inheritances and, 
increasingly, deposits for the next 
generation.

The ‘Bank of Mum and Dad’, increas-
ingly the wider ‘Bank of Family’ as 
grandparents step in too, already 
provides almost £10bn a year and 
supports over 170,000 first-time 
buyers. As affordability challeng-
es persist, that role is only likely to 
grow.

For some families, that may involve 
releasing housing equity through a 
lifetime mortgage. For others, it may 
mean extending an existing mort-
gage, taking out a Retirement Inter-
est Only (RIO) mortgage, downsiz-

ing or simply restructuring finances. 
The right solution will depend en-
tirely on individual circumstances, 
objectives and future plans.

These are decisions that can be 
complex, emotionally sensitive and 
often irreversible, which is precisely 
why advice is essential.

Borrowers no longer fit neat 
categories

Many people in their sixties and 
seventies are healthier, economical-
ly active and financially engaged for 
much longer than previous genera-
tions. Others may have substantial 
housing wealth but relatively mod-
est pension income. Increasingly, 
consumers do not see retirement as 
a single event, but as a gradual tran-
sition. As a result, the market can no 
longer be viewed as a simple choice 
between a standard mortgage or 
equity release.

Instead, there is now a growing mid-
dle ground, with a wider range of 
borrowing options available to meet 
different needs at different stag-
es of later life. Consumers should 
not be expected to understand 
the technical differences between 
these products or decide which part 
of the market they belong in – that 
is the role of a professional adviser.

Financial decisions are also becom-
ing more interconnected. Helping a 
grandchild onto the property ladder 
may affect retirement income, while 
releasing equity could influence in-
heritance planning and future af-
fordability. 

These are rarely isolated decisions. 
Increasingly, advisers need to look 
beyond a single transaction and 
consider the wider financial picture, 
balancing today’s needs against to-

The future of later life 
lending is therefore not 
simply about developing 
new solutions, it is about 
building a blueprint for 
the later life sector.

morrow’s priorities.

This also highlights the importance 
of collaboration across the advice 
profession. Mainstream mortgage 
advisers, later life specialists, pro-
tection advisers and financial plan-
ners all have valuable expertise 
to contribute. The same is true of 
lenders: genuine collaboration be-
tween mainstream lenders and eq-
uity release specialists will be key 
to developing the hybrid and blend-
ed solutions older borrowers in-
creasingly need. Consumers should 
experience a seamless journey, 
supported not in silos but by a con-
nected ecosystem built around the 
customer. Not every adviser needs 
to become a later life specialist, but 
every adviser should be able to rec-
ognise the need, have that initial 
conversation and refer confidently 
to an appropriate specialist – much 
as a GP refers a patient to a consult-
ant, with the relevant information 
travelling with them.

Advice for every stage of life

Product innovation has its place, but 
it only delivers better outcomes if 
consumers can weigh up the choic-
es available and their long-term 
consequences. Breaking down the 
silos between mainstream mort-
gage advice and later life specialists 
is vitally important.

The future of later life lending is 
therefore not simply about devel-
oping new solutions, it is about 
building a blueprint for the later life 
sector, and AMI is already doing that 
work, engaging with the FCA, and 
wider trade bodies and industry to 
define what the future later life ad-
vice model should look like.

Rather than viewing later life lend-
ing as a specialist destination at the 
end of someone’s financial journey, 
the industry should see it as anoth-
er stage in a lifetime of borrowing, 
planning and decision-making.

Advisers need to 
look beyond a single 
transaction and consider 
the wider financial 
picture, balancing 
today’s needs against 
tomorrow’s priorities.

“

“

The products may change over time, 
but the need for trusted, profession-
al advice remains constant. As the 
boundaries between mainstream 
mortgages and later life lending con-
tinue to blur, advisers have an in-
creasingly important role in helping 
consumers make informed decisions 
that support not only their own long-
term financial wellbeing, but often 
that of future generations as well.
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Jessica Hughes
Product Manager - 

Retirement
Iress

Longer mortgage terms are becoming increasingly popular and many first 
time buyers are older than in previous generations meaning that more 
borrowers are likely to be taking mortgages into the traditional retirement 
age bracket. Later life lending and equity release are potentially going to 
become more of a mainstream consideration potentially to cover off those 
existing loans.

Currently the industry is still operating in distinct silos with sectors, 
firms and attitudes still remaining disconnected. But as the use of Later 
Life Lending products and the people accessing them will become more 
interconnected with the mainstream residential industry, I hope that the 
conversations and stream of change within the market will continue to 
break down these barriers. We are all ultimately working towards the 
common goal of helping the end consumer get access to all options 
open to them. As the customers’ needs change I believe the industry will 
adapt so that they can access the correct advice and make the best fully 
informed decision for themselves.

Josh Hart
Senior Business 

Development Manager 
Iress

Borrower profiles have shifted dramatically over the last 5 years and 
continue to change, driven by ongoing economic volatility and cost of 
living challenges. Complex scenarios spanning non standard income 
structures such as contractors, adverse credit, and bespoke cases are 
now a daily reality for brokers. As applications become more layered 
and multifaceted, the administrative burden pre and post submission 
continues to grow, making it increasingly difficult for intermediaries 
to manage client expectations and timelines. To stay competitive and 
deliver a strong broker experience, lenders must examine packaging 
requirements and journey and explore embracing smart technologies to 
drive efficiencies. Potential integrations such as Open Banking, AVMs, 
automated ID verification can replace slow, manual uploads with instant, 
verified data. This has the ability to eliminate time consuming tasks like 
chasing missing or illegible documents, allowing underwriters to focus 
their time on cases that truly require human expertise.



38 39Iress Industry Voice Issue 27 2026 Iress Industry Voice Issue 27 2026

Tanya Elmaz
Managing Director of 

Intermediary Sales,
Together

Property: The 
missing half of FCA 
mortgage reform

If, like me, you’re encouraged by any 
changes that make mortgages more 
accessible, the recent reforms an-
nounced by the FCA were welcome 
news. 

For far too long, mainstream mort-
gage criteria and affordability have 
been out of step with how millions 
of Britons actually live, denying fi-
nance simply because the individ-
ual is self-employed, gets paid in a 
foreign currency, is reaching retire-
ment age or has had minor credit 
issues. The changes look to address 
these common stumbling blocks in 
mortgage applications.

But what if the borrower isn’t the 
issue?

When the property becomes 
the problem

Together’s latest research has un-
covered over 1.5 million homes that 
would still be unmortgageable* to 
most high-street lenders, even with 
the proposed changes.

It highlights that the borrower is 
only half of the equation when de-
termining whether a mortgage ap-
plication is accepted or rejected. In 
fact, many properties can fall out-
side mainstream lending criteria be-
cause of their condition, construc-
tion, legal complexity or location, 
regardless of the applicant’s ability 
to repay.

While the term “unmortgageable” 
often conjures images of derelict 
buildings or abandoned homes, 
the reality is often very different. 
Many are family homes, investment 
properties or desirable assets that 
simply require a more detailed as-
sessment than standard lending 
processes are designed to provide.

The unusual suspects: The 
properties that fall outside 
standard criteria

The properties that struggle to se-
cure finance are often not as unusu-
al as many people think. While some 
may require significant refurbish-
ment, others can be perfectly hab-
itable homes that simply fall outside 
mainstream lending criteria.

Examples include listed buildings, 
flats above commercial premises, 
non-standard construction homes, 
ex-local authority properties, homes 
affected by flooding concerns and 
properties with legal complexities 
such as flying freeholds. Short-
lease flats can also prove challeng-
ing, despite remaining attractive to 
buyers and being in areas of strong 
demand.

Many of these properties form an 
important part of the UK’s housing 
stock. Older homes can provide 
more affordable entry points onto 
the property ladder, while refur-
bishment projects can help bring 
underused properties back into 

For advisers, property 
complexity can become 
just as significant as 
borrower complexity

productive use. Yet factors such as 
condition, construction type, lease 
length or legal complexity can pre-
vent them from fitting neatly into 
traditional lending models.

The result is that a property can 
be considered higher risk by a 
mainstream lender, even when there’s 
clear market demand and a borrower 
with the means to support the loan. 
For advisers, this is where property 
complexity can become just as 
significant as borrower complexity.

Why it matters for brokers

Increasingly, the role of the broker is 
shifting from adviser to interpreter. 
Borrowers, properties and circum-
stances rarely fit into neat catego-
ries, meaning successful outcomes 
often depend on connecting the dif-
ferent pieces of a complex case.
For example, a self-employed in-
dividual with historic credit issues 
may also be trying to purchase a 
home constructed using concrete, 

adding three layers of issues to re-
solve (or three reasons for automat-
ed criteria to reject your case).

That requires brokers and lenders 
to become skilled problem-
solvers, able to look beyond a 
single issue and understand how 
borrower circumstances, property 
characteristics and future plans 
fit together. In a market where 
complexity is becoming the norm, 
finding a solution is often less about 
ticking boxes and more about seeing 
the complete picture.

Flexibility throughout the 
mortgage process

The FCA is right to challenge the 
industry to think differently about 
how it assesses borrowers. But if 
we want a mortgage market that 
genuinely reflects modern Britain, 
we must also think differently about 
how we assess properties.
Because mortgage accessibility is 
shaped not only by the person mak-

ing the application, but by the prop-
erty itself. Until both sides of that 
equation are addressed, mortgage 
reform may only solve half of the 
problem.

Specialist lending can help bridge 
that gap, giving brokers more op-
tions when a viable case falls out-
side mainstream criteria and ensur-
ing property complexity does not 
automatically become a barrier to 
finance.

Read the full report here 

*Analysis was conducted using Searchland property intelli-

gence data (May 2026) and supplementary government and 

industry datasets as part of Together’s Unlocking ‘unmort-

gageable’ properties report

That the borrower is 
only half of the equation 
when determining 
whether a mortgage 
application is accepted 
or rejected

“

“

https://togethermoney.com/insight-reports/unmortgageable-properties?utm_medium=paid_content&utm_source=iress&utm_campaign=lets+build+this+together&utm_content=mc_uc1131_brok
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Chris Flowers
Equity Release 
Specialist Lead
Royal London Equity Release  

Rethinking the  
Bank of Family
The Bank of Family is often por-
trayed as parents helping young-
er generations onto the property 
ladder. However, that picture may 
no longer reflect the reality facing 
many families.

In 2024-25, 31% of recent first-time 
buyers in England reported receiv-
ing help from family or friends to-
wards their deposit. This suggests 
that family support remains an im-
portant part of the homeownership 
journey. But while the demand for 
support is easy to recognise, the 
source of that support could be 
more complex. 

One factor may be where the family 
wealth is held. Across Great Britain, 
property wealth represents the larg-
est proportion of household wealth, 
accounting for 40% of the total. By 
comparison, net financial wealth 
accounts for 14%. In other words, a 
significant amount of family wealth 
may not be sitting in bank accounts 
or investment portfolios. Instead, it 
may be tied up in homes. For advis-
ers, this raises an interesting ques-
tion. If a younger family member 
needs support today, but much of 
the family’s wealth is held within 
property, what options are available 
to support them?

Traditionally, discussions about 
property wealth, inheritance and 
first-time buyer funding may some-
times take place separately. One 

conversation focuses on helping 
someone purchase a property now, 
whereas the other focuses on pass-
ing wealth on at a later stage of life. 
Increasingly, however, the bound-
aries between those discussions 
may be less clear. 

The timing of financial support 
may matter as much as the amount 
provided. An inheritance received 
decades into the future and finan-
cial support provided now may ulti-
mately come from the same family 
wealth. The difference is when that 
wealth can make an impact. This is 
where the concept of a “living lega-
cy” becomes relevant.

Rather than viewing wealth transfer 
purely as an event that takes place 
after death, some families may con-
sider whether support could be pro-
vided earlier. In doing so, they are 
reframing a traditional inheritance 
question into something broader: 
when could family wealth provide 
the greatest value?

Decisions involving property wealth 
affect far more than the person re-
ceiving support. A home can repre-
sent decades of memories, financial 
security in retirement or potential 
care needs. For these reasons, any 
discussion about accessing proper-
ty wealth should aim to consider it 
alongside other options. 

In some cases, using savings and 

The Bank of Family has 
not disappeared, but 
it’s not simply a pot of 
spare money. 

investments or choosing to down-
size could be more appropriate. On 
the other hand, where these options 
aren’t realistic, a Lifetime Mortgage 
may form part of the conversation, 
enabling homeowners to access 
some of the value held within their 
property while continuing to live 
there*. However, the potential chal-
lenge for advisers is that these cas-
es rarely sit neatly within one area 
of expertise.

A discussion that starts with help-
ing a first-time buyer could lead to 
wider conversations about gifting 
and estate planning. If a family de-
cides to provide an early inheritance, 
it could affect the value of their es-
tate and inheritance tax liability**. 
The tax treatment will depend on 
individual circumstances and the 
rules in force at the time. What ini-
tially appears to be a mortgage con-
versation may evolve into a broader 
family wealth conversation.

The Bank of Family has not disap-
peared, but it’s not simply a pot of 
spare money. While some families 
will offer support from savings, 
others may need to consider other 
assets. Where property represents 
a significant part of family wealth, 
advisers may find themselves help-
ing clients think about not only how 
wealth is passed on, but also when 
it could make a real difference. This 
may be a useful prompt for a broad-
er client conversation. 

*A Lifetime Mortgage could affect your client’s entitlement to 

means-tested benefits and will reduce the value of their es-

tate. They should understand the features and risks and take 

specialist advice before proceeding.

**Equity release can interact with inheritance tax planning, 

but outcomes depend on individual circumstances and pre-

vailing tax rules. Advisers should ensure any recommenda-

tions are supported by appropriate legal and tax advice before 

implementation.

Decisions involving 
property wealth 
affect far more than 
the person receiving 
support. A home can 
represent decades of 
memories, financial 
security in retirement or 
potential care needs. 

“

“

41Iress Industry Voice Issue 27 2026



42 43Iress Industry Voice Issue 27 2026 Iress Industry Voice Issue 27 2026

Paul McCarthy
National Key 

Account Manager
Homes - Mortgage Division

Santander

Sadna Zaman
Proposition Development

Manager for Home Finance
Canada Life 

Shared Ownership remains one of the most effective routes onto the 
housing ladder, but it is not simply about getting the keys to a first home. 
It is a long-term homeownership journey, and one where mortgage brokers 
play a vital role in helping customers navigate their future options.

In today’s higher interest rate environment, decisions around staircasing 
require careful consideration. Increasing ownership can deliver significant 
benefits, from building greater equity to reducing monthly rental payments 
and progressing towards full ownership. However, customers must also 
weigh the impact of additional borrowing, higher mortgage costs and the 
fees associated with the staircasing process.

This is where the value of expert mortgage advice becomes particularly 
important. Brokers are uniquely placed to move the conversation 
beyond the initial purchase and help customers understand how Shared 
Ownership can evolve over time. By modelling the trade-off between 
higher mortgage repayments and reduced rent, while taking account 
of wider scheme costs, brokers can help customers make informed, 
sustainable decisions that align with their long-term financial goals.

Ultimately, successful staircasing is about balancing aspiration with 
affordability, and mortgage brokers are central to ensuring customers 
achieve both.

Equity release is playing an increasingly important role in 
intergenerational wealth planning. Here at Canada Life, we’re seeing 
Lifetime Mortgages being used to help families whilst safeguarding later 
life security. In the first half of 2026, 15% of borrowers used some or all 
of the money they released to gift to children and grandchildren, and 
we’re expecting this proportion to grow in the second half of the year 
following the launch of our interest-servicing product, Advantage. 

For advisers, the opportunity is to include property wealth in client 
conversations. It is often overlooked when homeowners are considering 
how to fund retirement; clients usually consider their state, workplace 
and personal pensions. Instead, property wealth is emerging as a 
fourth pillar of retirement planning and can enable people to meet their 
personal objectives. For many, this includes supporting family members 
and joining up outcomes across generations.

Tony Hall
Head of Business 
Development
Saffron for
Intermediaries

James Pagan
Director of Product, 
Portfolio & Operations
April Mortgages

As borrowers’ circumstances become more varied, there is a real opportunity 
for advisers who are prepared to look beyond the mainstream market.

For brokers accustomed to dealing predominantly with high street lenders, 
specialist lending can appear daunting. But this is often where it gets 
interesting, and where advisers can add enormous value – the key is having 
the right lender relationships.

Complexity rarely comes in just one flavour. An adviser might encounter a 
first-time buyer who is self-employed with short track record needing family 
support with affordability. Or a landlord living overseas, buying through a 
limited company. Individually, each element may be manageable; it is when 
several are layered together that a mainstream lending model can struggle.

That’s when access to experienced underwriters prepared to discuss the 
case, understand the different elements and apply judgement becomes 
particularly valuable. A good relationship between broker and specialist 
lender can make a complicated mortgage considerably easier for the adviser 
and, ultimately, the borrower.

There is another benefit too. Borrowers who have struggled to find a 
mortgage tend to remember the adviser who found them a solution. As 
complexity becomes more commonplace, specialist expertise can be a very 
good way for brokers to build relationships that last.

A client in their late 50s, sixties or seventies may have sustainable 
income, meaningful equity and a credible repayment strategy, yet find 
mainstream options narrowing because of age. This can narrow their 
choice considerably and hasten the move towards equity release too 
early.

RIO and equity release each serve distinct needs but advisors will 
increasingly consider whether mainstream Interest Only or Part and 
Part could provide the right balance of affordability, certainty and 
control.
 
This thinking shaped April Mortgages’ Interest Only+ proposition, 
combining repayment options with longer-term certainty and 
flexibility as circumstances change. Collaboration across mainstream 
mortgages, equity release, pensions and wealth advice will give 
advisors a broader toolkit, helping clients move between markets 
when their needs make it right, rather than simply because they have 
reached a particular age.
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David Siggery
Retirement Key 
Account Manager
Aviva

From first-time buyer 
to family strategy 
How later life lending can support 
joined-up family advice

It’s clear there are many challenges 
facing today’s UK housing market, 
particularly for first-time buyers. 
Many are contending with rising 
deposit requirements, high rental 
costs that limit the ability to save 
and stricter affordability assess-
ments.

Second-time buyers face similar 
pressures. Stamp duty, childcare 
costs and higher interest rates can 
restrict affordability, while slower 
house price growth may limit the 
equity available to move to a larger 
or more desirable home.

Alongside this sits another impor-
tant dynamic: a significant propor-
tion of property wealth in the UK is 
held by homeowners aged 55 and 
over. Many are mortgage-free, fi-
nancially comfortable, and keen to 
support children or grandchildren at 
key life stages.

This is where later life lending can 
play a role within a broader, more 
structured family wealth conver-
sation that supports both genera-
tions and aligns with longer-term 
planning. In practice, this support 
often happens informally. Without 
regulated advice, however, these 
arrangements can be inefficient, 
tax-ineffective or lead to unintend-
ed outcomes. 

Bridging the advice gap

Mortgage advice and later life lend-
ing have traditionally been viewed 
as separate areas of advice. But in 
reality, decisions are often intercon-
nected. A parent’s home wealth and 
a child’s ability to buy or move home 
may be closely linked.
A joined-up, advice-led approach 
can help deliver better outcomes 
across generations, while making 

sure recommendations are suitable, 
informed and compliant with FCA 
expectations.

Case study – a coordinated 
family approach

Consider a family where the par-
ents are in their late sixties, living in 
a property valued at £850,000 with 
no outstanding mortgage. They 
have stable pension income, are 
comfortable financially, and would 
like to help their child, while also 
keeping in mind their estate plan-
ning. Their child has saved £40,000 
but needs £80,000 to access a suit-
able loan-to-value (LTV). High rent, 
day-to-day living costs and afforda-
bility assessments mean they are 
finding it hard to save.

Without advice, families in this situ-
ation may delay purchasing a home, 
take on higher LTV borrowing, or 
provide informal support without 
fully understanding the potential tax 
or estate planning implications. But 
with regulated advice, and where 
appropriate, a lifetime mortgage 
could allow the parents to release 
capital to support a gifted depos-
it, retain a contingency reserve and 
factor longer-term planning into the 
decision. Any tax considerations 
would be addressed by an appropri-
ately qualified specialist. 

For the child, this approach can 
improve LTV positioning, increase 
access to a broader range of mort-
gage products and support overall 
affordability. For parents, it can pro-
vide controlled access to housing 
wealth, flexibility through a con-
tingency cash reserve. However, it 
should be remembered that taking 
out a lifetime mortgage will not al-
ways be suitable and it will reduce 
the amount of inheritance the par-
ents will be able to leave to their 
children.

Supporting second-time 
buyers

The same principles can also ap-
ply to second-time buyers who are 
struggling with a deposit gap when 
moving home. Where suitable, ac-
cessing money from the family 
home can help improve LTV, widen 
product choice and reduce the need 
to stretch affordability at a time 
when household costs are already 
under pressure.

An advice opportunity, 
handled responsibly

If advisers don’t consider later-life 
lending for families, there’s a chance 
they may seek support elsewhere. 
In turn this can fragment advice 
relationships with clients and lead 
to less consistent outcomes. By in-
corporating or facilitating later life 
conversations at the right time, ad-
visers can support Consumer Duty 
requirements, strengthen family re-
lationships and build longer-term, 
intergenerational trust.

Addressing risks and 
sensitivities

Later life lending won’t be suitable 
in every case. Advice must consider 
all available alternatives, the cost of 
borrowing, clearly explaining the im-
pact of compound interest, assess 
vulnerability, financial resilience 
and the impact of financial strain 
in later-life, involve family members 
where appropriate, and outline the 
potential effects on the estate. In-
dependent legal advice should al-
ways be taken to make sure clients 
are fully informed and comfortable 
with their decisions.

A joined-up approach to 
family advice

Where suitable, later life lending can 
form part of a joined-up approach to 
intergenerational planning. Advisers 
who recognise the interconnected 
nature of family finances are well 
placed to support better client out-
comes and build sustainable, long-
term relationships with clients.

A joined-up, advice-
led approach can help 
deliver better outcomes 
across generations

“ “

Find out more

Find out how Aviva’s equity release 
products can support joined-up 
family advice, and use the Lifetime 
Mortgage Calculator to explore po-
tential outcomes and support client 
conversations.
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https://connect.avivab2b.co.uk/adviser/retirement/equity-release/Aviva-Lifetime-Mortgage-Lifestyle-Max/
https://connect.avivab2b.co.uk/adviser/retirement/equity-release/Aviva-Lifetime-Mortgage-Lifestyle-Max/
https://connect.avivab2b.co.uk/adviser/retirement/equity-release/Aviva-Lifetime-Mortgage-Lifestyle-Max/
https://connect.avivab2b.co.uk/adviser/resources/product-support/tools-and-calculators/lifetime-mortgage-calculator/
https://connect.avivab2b.co.uk/adviser/resources/product-support/tools-and-calculators/lifetime-mortgage-calculator/
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Later-life lending:  
involving a specialist 
solicitor early

As the later-life lending options 
available to clients aged 55 and over 
continue to expand, the historic 
product silos of traditional mortgag-
es, retirement interest-only (RIO) 
mortgages and lifetime mortgages 
are becoming increasingly blurred.

For mortgage brokers and later-life 
lending specialists, this creates 
more options for clients. But from 
a solicitor’s perspective, it also cre-
ates a compelling reason to look 
beyond the product itself and con-
sider the legal transaction that sits 
underneath it.

The adviser’s role is, rightly, to es-
tablish what is suitable for the client. 
Ours is different. We need to ensure 
that the proposed lending can be 
secured against the property, that 
the title supports the transaction 
and that the client understands the 
legal commitments they are making.

In the lifetime mortgage market, the 
Equity Release Council (ERC) makes 
clear that product suitability is the 
responsibility of the financial advis-
er, while the solicitor provides in-
dependent legal advice and under-
takes the conveyancing required to 
establish the lender’s security. The 
solicitor must also satisfy them-
selves that the client has the nec-
essary mental capacity and is not 
entering into the arrangement under 
duress or undue influence.

Increasingly, we are seeing later-life 
cases where the legal position is 
every bit as important as the lend-
ing proposition. Joint ownership, 
historic transfers, existing charges, 
family members living at the prop-
erty, trusts, divorce, bereavement or 
simply an unusual title can all create 
complications.

What initially looks like a straight-

forward case can become consid-
erably more complicated once the 
title and mortgage offer is reviewed. 
Involving a specialist later-life con-
veyancer early can therefore iden-
tify potential issues, reduce avoid-
able delays and improve the client 
journey.

Dual or separate 
representation – why does it 
matter?

One associated issue that brokers 
should consider early on is wheth-
er the transaction will be dealt with 
under dual legal representation or 
whether separate legal representa-
tion will be required.

Dual representation – where the 
borrower’s solicitor also acts for the 
lender – is familiar territory in main-
stream residential mortgage con-
veyancing, subject to the solicitor 
meeting the lender’s requirements. 
With one legal firm dealing with 
both parties, the process can be rel-
atively streamlined.

Lifetime mortgages are different. 
For an equity release product pro-
vided by an ERC provider mem-
ber, the customer and provider are 
separately legally represented. The 
customer must receive independent 
legal advice, while the provider has 
its own legal representation (cur-
rently chosen from a solicitor panel 
of one).

For brokers operating across both 
mainstream and later-life lending, 
this distinction is worth understand-
ing at the point of recommendation. 
It can affect the number of parties 
involved, communication channels, 
legal costs and timescales.

Separate representation should not, 

The important point 
is to identify the 
requirements early and 
manage expectations 
from the outset.

however, be viewed simply as an 
additional hurdle. Independent legal 
representation provides an impor-
tant layer of consumer protection 
and establishes clear responsibili-
ties between the lender and client. 
It also gives the solicitor an oppor-
tunity to identify concerns around 
capacity, understanding, undue in-
fluence or duress. The ERC Stand-
ards require the solicitor to meet the 
customer physically as part of the 
independent legal advice process 
and often involves the only face to 
face meeting of the advice process.

The important point is to identify 
the requirements early and manage 
expectations from the outset.

A close working relationship with a 
specialist later-life law firm can help 
identify potential problems, explain 
any additional legal work or costs 
and establish realistic timescales. 
This is particularly important where 
a case is working towards a short 

mortgage offer expiry date or where 
timing is commercially significant.

There is also a wider point. As lat-
er-life lending becomes more so-
phisticated, the conveyancing 
journey needs to be considered 
alongside product selection. We are 
increasingly seeing lenders outside 
the traditional lifetime mortgage 
market recognise the value of ad-
ditional legal diligence in particular 
circumstances, particularly around 
capacity, vulnerability and owner-
ship. With clients often opting to 
spend more on a quicker and more 
efficient journey.

The future of later-life lending may 
be about removing the tradition-
al boundaries between products. 
From a legal perspective, we should 
be doing the same between the 
stages of the customer journey.
For brokers and later-life advisers, 
the message is simple: bring your 

Better collaboration 
between adviser, 
lender and solicitor can 
mean fewer surprises, 
clearer expectations 
and, ultimately, a better 
experience for the client.

“

“

solicitor into the conversation early 
– particularly when the case is not 
completely straightforward.

Better collaboration between ad-
viser, lender and solicitor can mean 
fewer surprises, clearer expecta-
tions and, ultimately, a better expe-
rience for the client.

Because finding the right lending 
solution is only part of the job. Mak-
ing sure it works in the real world is 
where the legal process earns its 
place.
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The mortgage journey is no longer linear

Today’s borrower may move from freelance income to salaried work, buy 
through shared ownership, receive family support and then later go on to 
consider a RIO or Equity Release solution. Treating these stages as separate 
markets risks missing the real advice opportunity over time.

For brokers, the answer is to package the whole story, not simply submit 
a set of figures. Explain how income is earned, how it has been evidenced, 
what has changed recently and what the clients next realistic milestone 
is. A concise timeline can be as valuable as a spreadsheet and it helps 
the Lender understand the customer’s trajectory, not just their current 
snapshot.

For shared owners, that means discussing staircasing alongside the re-
mortgage route. The right question is not only whether a larger share 
is affordable today, but whether it remains resilient if rates, income 
or household circumstances change. For older borrowers, RIO and 
Equity Release should be considered together where appropriate, with 
vulnerability, family objectives, longevity and future repayment risk properly 
explored.

Lenders also need to move beyond rigid boxes. Clearer criteria, better use 
of data and closer collaboration between mainstream, specialist and later-
life providers would create more consistent outcomes. Brokers should not 
have to translate the same customer story into incompatible formats for 
every lender.

The goal is a joined-up market that follows the customer’s life, rather 
than forcing the customer to fit the product. That will require better 
conversations, better packaging and a willingness across the industry to 
design journeys around people, not product silos.
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Speed up applications with 
Iress Lender Connect

Are you tired of endless rekeying 
and disjointed systems slowing 
down your mortgage applications? 

It’s time for a smoother journey.

Disconnected platforms often create unnecessary 
admin for lenders and frustrating delays for brokers. 
Iress Lender Connect is here to change that.

Designed to bring the mortgage market together, 
Lender Connect uses secure API technology to 
seamlessly transfer data from broker CRM and sourcing 
software directly into lender portals. There is no new 
software to install and no complex new processes to 
learn. Just a faster, more connected way to do business.

Why choose 
Lender Connect?

Save Time

Pre-populate up to 
90% of a Decision in 
Principle and speed 
up applications by 
up to 20 minutes.

Reduce Admin

Cut rekeying 
by up to 40%, 

minimising manual 
touchpoints and 
data entry errors.

Seamless Integration

Transfer customer 
data instantly at the 
touch of a button.

Whether you’re a broker accelerating client 
outcomes or a lender streamlining originations 

Lender Connect delivers a frictionless 
experience for everyone.
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