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CHAIRMAN’S OPENING
Good morning
Can I welcome you all here to these the Council of Mortgage Lenders Product Knowledge Seminars
My name is John Woods

I am Chief Executive of Moneyfacts Group

And I will be chairing these sessions today

I’ll start by talking for a few minutes on where the mortgage market is at present

And then I’ll introduce today’s sessions

But first I’ve been asked to deal with the usual housekeeping points

As some people will want to be able to pick and choose which seminars they go to today

It is important each session ends at around 5 past each hour to give people time to come and go 

So I’ll ask both speakers in each session to speak first

And then will take questions at the end if there is time

But if not I’m sure all our speakers will be happy to answer any questions you have if  you come up in the breaks

I’ve been asked to say that there are no fire alarm tests timetabled for today

So if the alarms go off it’s the real thing

The fire exits are situated

Finally can I ask you to ensure your mobiles are switched off

Offenders will be liable to a fine of £10

And all proceeds will go to the FSA Staff Benevolent Fund
This industry has taken a lot of stick over the last year or two

Criticism in the press and by politicians

Regulation

MCOB

FSA

Etc.

Add to that 

All the additional paperwork you have to cope with

And the current uncertainties of the property market

And it is not surprising that people in this industry

Are feeling a bit brassed off

I’ve been an observer of the mortgage industry for over 30 years

And I still think its one of the straightest there is

The fact is that whilst people go on about the “problems with the mortgage industry”

There have been comparatively few real areas of complaint

Certainly no more, probably less, than you’d expect from any large Consumer Industry

Politicians and Regulators may bang on about how awful things are

And how careful the customer must be

But strangely I have never really heard them explain what this means in practical terms

One of the Treasury Ministers responsible for mortgage regulation was asked what particular misdoing it was addressing

And the reply was Endowment misselling and Accelerator Mortgages

Endowments were already regulated and had been for over fifteen years
Accelerator Mortgages still aren’t regulated and won’t be

I sometimes think that everyone is so keen to criticise this industry that they’ve forgotten how far it has come over the last few years

In the first issue of Moneyfacts we were able to show all the mortgage products from all the major lenders on one sheet of A4 paper and even then it was well space out

In those days no lender had more than one mortgage product  

All products were variable

Virtually every mortgage was at exactly the same interest rate

There were no fixed rates

There were no capped rates

We wouldn’t have known what a cap and collar was

We would probably have thought it was something to do with sado masochism

The same would have applied to tie ins
There were no 100% except in Scotland

There were no discounted variable rates

There were no incentives

There were no loyalty rates

Now I talk of all this as if it was 40 years ago

In fact the first 100% didn’t come in until February 1989

The first fixed rate didn’t appear until May 1989

The first capped rate came in later that year

The first flexible mortgage from a major lender wasn’t introduced until 1994

Buy to lets came in 1996 and Current Account mortgages not until 1997
Fifteen or 16 years years ago Personal Finance journalists didn’t write about mortgages

What were they supposed to write?

Nationwide has a really exciting variable rate mortgage at 12.75% with a 95% LTV

And so does Abbey National
And so does Alliance and Leicester

And so does Bristol and West

And bugger me so does Cheltenham and Gloucester

People sometimes forget that until the middle or late eighties the lender was doing you a favour to give you a mortgage

Those were the times of quotas and waiting lists

Remember we are talking less than 20 years ago

There is the old joke from that time
Question: How do you apply for a mortgage?

Answer: On you knees

Up to say 1990 lenders offered a one product suits all choice

No one asked the borrower what they wanted

They got a standard variable rate mortgage, with interest calculated annually and fixed monthly repayments

And what’s more they had to take out the lenders insurance

As someone who has been an observer of this industry for longer than most 
I sometimes think there is a danger that people, whether they are in Government, in the Civil Service or Politicians or Regulators or Consumerists

Are taking what we now have for granted without appreciating how far it has come in a very short time

The mortgage industry is now an enormously sophisticated retail market

Mortgages and loans are now a retail product

They are packaged, marketed and priced like any other retail product

The figures are gob smacking

Lending on residential mortgages now totals nearly £800 billion

For those of you who are at all interested

That’s more than the combined national debts of


Austria


Denmark


Belgium


South Africa


Mexico


Poland

And India

And Indonesia

Chile


Argentina


And


New Zealand

Or if you want it in simpler terms

It’s a bit more that the GDP of Canada but a bit less than Italy

Whichever way you put it it’s a hell of a lot of pasta or maple syrup

The mortgage industry has grown over the last fifteen years not because the public is gullible and unsophisticated and needs protection

But because the public or at least a very high proportion of it

Like choice and can cope with it

In the Sunday Express at the end of March there was an article which read

“Greedy Mortgage Lenders are pushing thousands of homeowners into a spiral of debt by allowing them to take out bigger loans than they can afford”

Now obviously no one wants anyone to get into debts they can’t manage

But it does seem to me we have got to decide what we want

No one ever thanks a lender if they are refused a mortgage
I am personally very grateful to the Manager of the Co-operative Building Society in Croydon in 1969 who was prepared to lend me £100 more than any other lender

Which meant I could afford to buy the £2,950 flat I was after

And that put me on the housing ladder

I didn’t think he was being greedy

I thought he was being helpful
I didn’t think the ones who wouldn’t lend that amount were looking after me
I thought they were unhelpful bastards

Now I’m sorry to go on about the past

And I realise how backward we were then

I remember in the 70’s or 80’s the Halifax Building Society as it was then was reviewing every single piece of documentation it produced

So as to cut it down to the absolute minimum

They pruned the mortgage offer down to 2 pages

The mortgage instructions were the same

They reduced the mortgage to a single two page piece of A4

And they got the report on title down to a single sheet

As we know one of the greatest advances of the last few years

Is that the mortgage offer for example has now gone up from 2 pages then to up to 12 pages now

And this obviously helps the borrower to understand things so much better

Particularly as they will also receive

The Intermediaries business card

An IDD

A company brochure
A mortgage KFI
The mortgage application form

The mortgage suitability letter

The MPPI statement of price

The MPPI statement of demands and needs

The MPPI policy summary
And the MPPI application form

The building and contents statement of price

The building and contents statement of demands and needs

The building and contents policy summary

And the building and contents application form

The life and protection statement of price

The life and protection statement of demands and needs

The life and protection policy summary

And the life and protection application form

The lenders KFI

The mortgage offer

The MPPI acceptance and terms and conditions

The building and contents acceptance and terms and conditions
The life and protection acceptance and terms and conditions

And any cooling off letters any one feels like sending out

And then there’s 

The mortgage itself

All the various policy documents

The paperwork to do with any repayment vehicle

The Estate Agents money laundering requirements

The Intermediaries money laundering requirements

The Solicitors money laundering requirements

And not to forget the solicitors client care letter

And that is of course before you get to any of the documentation actually to do with the property purchase itself

What I find interesting is how far the client has obviously come since my day

It is sad to think that then

We still thought it was our job to sort out the paperwork for the Client

Not to send it to them

Talking of cooling off letters

No one who has just spent a couple of hours filling in a 18 page life policy proposal form

Understands why they then get what appears to be an endless stream of letters asking them if they are really sure they want that policy

Why else do you think they filled in that awful form

Do you think they really wanted to give a complete stranger details of their weight, sexual orientation, drinking habits and every illness however minor since they were born

Dear God
Do you honestly think they gave all those details about that embarrassing little problem with the haemorrhoids for the fun of it

To show that I don’t treat these speeches simply as an opportunity to string a few cheap laughs like that together

We at Moneyfacts as a piece of research have actually counted up the number of sheets of paper a customer will receive in the normal course of taking out a mortgage

Obviously it depends on each borrowers exact circumstances

Which providers they use

What additional products they take
Whether they go direct or through an intermediary

But you can reckon that in total it will come to a bit over 200 pages of A4

Now obviously that’s just for the mortgage

It doesn’t include anything to do with the property purchase itself such as agents particulars, survey reports, solicitors correspondence, copy contracts, deeds, leases, property information forms or Home Information Packs when they come in

If you did include these

It would increase the figure to well over 300 pages in the case of simple freeholds with no problems

Or 350 pages in the case of more complicated freehold purchases particularly new estates

And that could go up to around 450 pages

Or about five pounds in weight

In the case of leaseholds

Obviously those figures don’t include anything to do with any property the customer is selling

Or anything to do with such things as removers, utilities or changes of address

I came across some other interesting figures recently

15% of the UK adult population is illiterate

A further

10% have some form of reading difficulties

Putting it the other way round

This means that only 75% of the UK population can read and write sufficiently well to even start to read all the stuff we send them

Another fascinating statistic is that about the same percentage – a bit under 75% - own their own home
We must hope to God that it’s the same 75%

This industry is an essential part of the economy

It enables people to buy their own home

Remember it wasn’t that long ago that the average man in the street would never have thought he or his children

Could ever own their own house

Now over 70% of the population do
Put that another way 
This industry now provides directly or indirectly seven out of ten homes in the Country

Not the Councils

Not the housing associations

Not the regulators

Not even that nice Mr Prescott much as he’d like you to think he does

And the Government want to make home ownership available to a further 5% of the population 
Over the next 5 years

Around 1 million households in total

To do that they’ll need you 

They can’t do it

The regulators can’t do it

So stick with it
Things may get better

I am very pleased to have been invited to Chair today’s seminars
We have a series of topical sessions throughout the day

Starting with


Arranging an overseas mortgage
Then at 11.15


Self Cert and non conforming lending
Followed just before lunch by


Buy to let and Commercial Mortgages

And then in the afternoon we have
Lifetime mortgages and home reversion plans

Followed by
Understanding the credit scoring and underwriting process
And finally

Using the Internet as a distribution channel

So to start our first session

Arranging an overseas mortgage 
I’d like to introduce our first speaker

Simon Conn 
10.15 ARRANGING AN OVERSEAS MORTGAGE 
Simon is Managing Director of Conti Financial Services

Simon started with Legal & General as a sales consultant in 1980 and left in 1992 to become an IFA
He formed Conti Financial Services, which specialises primarily in the overseas mortgage market, in 1994
10.15 ARRANGING AN OVERSEAS MORTGAGE 

Conti Financial Services now employs around 24 staff and lends in more than 25 countries

Simon Conn

START



10.15

WARNING



10.35 (or 20 mins after start)

STOP




10.40 (come what may)

10.15 ARRANGING AN OVERSEAS MORTGAGE 

Thank you Simon

Our second speaker is

Pammi Babbra
Of Powell Callen Solicitors based in Aberystwyth
Powell Callen specialise in property law and have a dedicated team of European Lawyers working in Spain and Portugal
10.15 ARRANGING AN OVERSEAS MORTGAGE 

Pammi Babbra
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