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TYPICAL PACKAGER HANDLED £216 MILLION FOR 21 LENDERS IN 2006 

Over four-fifths of packagers reported growth in business between 2005 and 2006 

Packaging grew significantly in 2006, with 81% of packagers reporting increased volumes of business in 2006 as compared with 2005, according to brand new research of packagers conducted on behalf of IMLA, the Intermediary Mortgage Lenders Association.  
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Based on the data provided by the 54 respondents to the independent survey, the average volume of mortgages packaged in the year was £216 million.  The research covered both large and small packagers.  41% of them packaged over £200 million, while 13% packaged over £500 million.  A minority of just 9% packaged less than £50 million. 

Godfrey Blight, director of IMLA, says: “Packagers clearly think their sector is in good shape, with the largest proportion of respondents – almost 60% – reporting that business increased a lot between 2005 and 2006.  A further 22% said it grew to a lesser extent.”

The typical packager employs 12 people.  7% of respondents were small firms of less than five people, and 24% employ between five and ten.  At the other end of the scale, 28% have between 21 and 50 staff, and 13% have between 51 and 100.  No firm employed over 100 people.

Godfrey Blight says: “Most firms remain fairly small in scale, and as such are able to provide the targeted, personal service that intermediaries are looking for to help them arrange their more difficult cases.”

Indeed, according to respondents, the most important benefits for intermediaries of dealing with a packager are the support they provide for difficult cases and their knowledge of product lenders.  Both were mentioned by nine out of ten respondents, while personal service was mentioned by eight out of ten.  Other key benefits were having an underwriter on site and the access to several lenders under one roof, given by more than seven out of ten respondents to the survey.  Packagers’ views of how they add value to intermediaries matched closely those of intermediaries in IMLA’s recent survey of brokers (issued March 2007), with support for difficult cases mentioned by eight of of ten respondents, and access to several lenders and knowledge of product lenders mentioned by six out of ten. 

Packaging firms do tend to package for a wide range of different lenders, with the average packager working with over 20 lenders.  Almost 43% package for over twenty lenders.

Most of packagers’ activity is business-to-business, although a small portion (11%) is business-to-customer.
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Not surprisingly, non-conforming mortgage business makes up the majority of packagers’ volume and mainstream accounts for just 9%.  Sub-prime represents 37% and self-certification 27%.  Buy-to-let also accounts for a significant proportion of business, at 22%.

Godfrey Blight concludes: “Several things emerge from this new research.  Packagers are successfully growing their businesses by providing a valuable function to intermediaries, helping them to place their difficult, mostly non-conforming, cases with a wide range of lenders.  Both packagers and intermediaries agree that personal service and expertise are key to the relationships between the two parties.” 

“Packagers are clearly doing many things right and fill an important role in the mix of the UK mortgage industry.”       

- ENDS -
More information can be viewed at the IMLA website www.imla.org.uk. IMLA began in 1988 as the Association of Mortgage Lenders and was instrumental in the creation of the CML. It changed its name to IMLA in 1995.  Subsequently IMLA helped bring the Association of Mortgage Intermediaries (AMI) into being and was instrumental in bringing the mortgage advisers qualification CeMAP to fruition. 

For further information please contact:

Peter Williams, Executive Director, IMLA

Tel: 020 8390 5872 or email consultpwilliams@btinternet.com
Brian Thorn, Director, Wriglesworth

Tel: 020 7845 7900

NOTES TO EDITORS

About IMLA 

IMLA, which was first established in 1988, represents the interests of mortgage lenders, both specialist and prime who originate their business via the intermediary market rather than direct or through a branch network.   Currently over 60% of mortgages are sold through intermediaries and this market continues to grow.

IMLA provides a unique opportunity for senior industry professionals to meet on a regular basis to discuss key current initiatives and contribute actively through IMLA and other fora such as the Council of Mortgage Lenders.
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IMLA membership 2007 

	Accord Mortgages
	Leeds Building Society

	Advantage Homeloans
	Lehman Brothers

	Allied Irish Bank (GB)
	London Mortgage Company

	Amber Homeloans Limited
	Money Partners Limited

	Bank of Scotland
	Mortgage Express Limited

	Beacon Homeloans Limited
	Mortgages plc

	Birmingham Midshires
	Norwich & Peterborough Building Society

	Bristol & West plc
	Paragon Mortgages Limited

	Chelsea Building Society
	Platform Home Loans Limited

	CHL Mortgages
	Portman Building Society

	db mortgages    
	Preferred Mortgages Limited

	edeus
	Rooftop Mortgages Limited

	Freedom Lending
	Southern Pacific Mortgages Limited

	Future Mortgages Limited
	Standard Life Bank Limited

	GE Home Lending Limited
	The Mortgage Business plc

	GMAC-RFC Limited
	The One Account Ltd

	Halifax Intermediaries
	The Royal Bank of Scotland plc

	Intelligent Finance
	UCB Home Loans

	Kensington Mortgage Company
	West Bromwich Building Society
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