
FY19: Interim Results

For the six-month period ended 30 November 2018



Who we are and what we do
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Å A non -bank, specialist finance provider

Å Customer outcome -led ðòfair, flexible, trusted, personal ó

Å Operate a hybrid model; flexibility to either fund on our own balance sheet, or 

to broke -on to other lenders

Å All own balance sheet lending is to UK SMEs who meet our credit criteria; we 

broke -on business lending outside our credit criteria and all consumer finance

Å Multi -product - solutions from a range of finance products that SMEs require

Å Delivered a robust quantity and quality of earnings through: 

ü commercial underwriting (net write -offs of c.1% of net portfolio)

ü cautious bad debt provisions (2% of the net portfolio) 



3

Delivered a transformation

2014

1 site

13 staff

£19m book

£4m revenue

£1m profit

2018

7 sites

185 staff

£145m book 
£30m revenue

£8m profit



Asset Finance Vehicle Finance Asset-secured 
and PG -backed 

Loans

Commercial (i.e. 
invoice) Finance

Four operating divisions
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Dealing with circa 20,000 SME borrowers and consumers

Origination £30.4m
Book £91.5m
Interest rate 12-18%
Typical term        3 years 
Net bad debt      1%

Origination £24.9m
All new and used vehicle 
finance deals brokered 
to other lenders ςno 
balance sheet risk

Origination £17.8m
Book £14.5m
Interest rate 14-22%
Typical term        3 years 
Net bad debt      1%

Origination £9.2m
Book £36.1m
Interest rate 4%+fees
Typical term        2 years 
Net bad debt      <0.5%



Adherence to core competencies
Robust lending criteria, processes and risk/reward pricing
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Å Spread is fundamental in lending to smaller SMEs and creates a natural hedge:
Å Largest sector by value and no. of deals less than 5 % of portfolio

Å Multiple SIC codes ðtop 10 sectors account for < 1/3rd of the portfolio

Å Largest lease c. £300k. Average deal size £15k. 

Å Largest invoice finance facility c. £1.0m. Average £150k .

Å LTV advance on hard assets, typically 70%; on IF facilities, typically 55% of sales ledger

Å Security is paramount and timely follow -up essential:
Å Personal guarantees from the directors/proprietors of each SME; all soft asset leases and all loans

Å Assiduous follow -up on arrears and impairments, turning impaired deals into Charging Orders

Å Strong track -record in collections; 75% of impaired value recovered over the past 10 years

Å Margin is risk-priced to maintain profitable growth:
Å Policy decision not to relax price or credit criteria to chase aggressive top -line growth

Å NIM maintained at circa 12% in spite of increased competition
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Highly diversified lending
Credit risk ðno major concentrations by region or sector 
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LONDON

Tyneside

Hertfordshire

Barnsley, Doncaster and Rotherham

Berkshire

Leeds

Aberdeen City and Aberdeenshire

Barking & Dagenham and Havering

NW Manchester

Birmingham



Robust business model
Reasons we will stay strong through the credit cycle
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Å Spread and diversity ðof introducer channel, asset category, lending product, sector, 

geography, deal size and deal quality

Å Operating model flexibility ðlending and broking

Å Borrower resilience ðlending to independent businesses for ôstaple-dietõ consumer 

products, not multiple -outlet, retail chain businesses reliant on consumer discretionary 

spend

Å Small individual exposures ðmeaning that impaired receivables can typically be 

recovered through charging orders and payment plans

Å Human underwriting ðeyes on every deal

Å Well-provided ðcarrying bad debt provisions twice the amount of annual net write -offs

Å Fixed interest rate deals ðno exposure to interest rate rises for business already written
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FY19 H1 financial highlights
Robust performance across all key metrics

ÅTotal deal origination

ÅRevenue

ÅProfit before tax

ÅEarnings per share

ÅGrossôOwnBookõlending portfolio

ÅNet assets

ÅFunding facilities

ÅBlended cost of borrowing

ÅNet bad debt write -offs

£82.3m up from £74.9m*

£16.0m up from £13.9m*

£3.9m up from £3.5m*

3.62p per share up from 3.23p*

£142.1m up from £130.1m*

£51.0m up from £47.9m**

£169.5m up from £162.6m**

4.0% down from 4.1%**

£0.5m down from £0.7m*

+10%

+15%

+11%

+12%

+9%

+6%

+4%

-2%

-29%

V

V

V

V

V

V

V

V

V

Notes
*   comparative is H1 2017/18 or 30 November 2017
** comparative is 31 May 2018 or 12m to 31 May 2018



Å Conscious management choice to reduce lending in the form of Loans and to focus on other

divisional growth

Å Continued flexibility to fund on own book or broke -on : 80% of revenue is own book interest ; 20% is

broked -on commissions

Å £19.6m of unearned income at 30 November . Over 50% of next 12 months revenue ôsecuredõ
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Revenue growth
Strong organic growth in Asset and Invoice Finance

By Division (£m) H1 2018/19 H1 2017/18 +/ -

Asset leases 9.1 7.9 15%

Loans 1.4 2.3 (39)%

Invoice finance 3.7 3.0 34%

Vehicles commission 1.8 0.7 57%

Total 16.0 13.9 15%
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Other Indicators

Funding
ÅFacilities in place of £169.5m with headroom of £71m for future growth .

IFRS 9

ÅNew Accounting standard on bad debt provisioning introduced ; no material impact (£0.2m or 0.1% of the
portfolio) on restated May 18 Balance sheet reflecting existing cautious approach to provisioning

ÅNet Bad Debt charge of £0.5m for the period compared with £0.7m in the same prior year period .

Investing for Growth

Å Increased expenditure in key governance roles - Head of Compliance, Head of Risk
- Head of Marketing, Head of Systems & Innovation

Å Increased expenditure to fuel future growth - Additional sales staff for invoice finance
- Additional staff in marketing
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New strategic plan in progress 
Transformation - phase 2

2023

? sites

? staff

£350m book 
£90+m revenue

2018

7 sites

185 staff

£145m book

£30m revenue

£8m EBITDA


