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PRESS RELEASE: FOR IMMEDIATE RELEASE 5 AUGUST 2008
Peter Williams, executive director of IMLA, responds to today’s announcement from the FSA that firms must ensure they treat customers who are behind with mortgage payments fairly in current market conditions. 
“IMLA strongly contests the suggestion made by the FSA that all specialist lenders systemically operate a ‘one size fits all’ approach to arrears management.  MCOB 13 sets out a rigorous set of requirements regarding arrears and possessions. At the heart of it is the onus on the lender to work hard to reach a reasonable agreement with the customer in difficulty.  All IMLA members adhere to MCOB 13 rules and regulations as set out by the FSA meaning they treat borrowers in difficulty as sympathetically as possible.  Particularly in troubled times when arrears are mounting, it is in the interests of all parties to find an effective solution to overcome homeowners’ problems.  
The principles of TCF ensure borrowers in distress are treated as individuals and that even in the worst case scenario of possession, the borrower is given the best advice and assistance.  While lenders clearly have to make commercially viable decisions when managing arrears, keeping people in their homes is preferable in a market such as this.  By repossessing assets and selling them at a discount to their book value because of falling house prices, lenders could crystallise their losses. In some situations, however, delaying an inevitable sale of the property means the debt will continue to rise with no realistic chance of the borrower ever clearing it.
In short, specialist lenders are committed to taking account of the interests of both customer and lender through open dialogue between the two parties, who both stand to benefit from finding alternative means of managing arrears and avoiding possession if at all possible. Indeed a number of specialist lenders are actively developing their arrears management processes to put even more emphasis upon working with individual borrowers.”  

· ENDS –

For further information please contact:

Brian Thorn / Sarah Davidson, Wriglesworth                              Tel: 020 7427 1400

NOTES TO EDITORS 

IMLA is the specialist trade body representing the interests of lenders who market their products primarily through brokers, rather than direct or through a branch network. The sub prime market makes up around 8% of the UK mortgage market and had a value in excess of £20 billion in 2005. Alongside that market is the self-certification market making up a further 10% and with a value in 2005 of around £30 billion. Both sub-prime and self-certification loans are almost exclusively sold via brokers rather than direct through lenders’ branches. 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.

IMLA was formed 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.

More information can be viewed at the IMLA website www.imla.org.uk.
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