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Despite Brexit uncertainty, mortgage lending is 
up, with £275b in new loans in 2018, and growth 
forecast to continue.

SOURCES:
FCA “Commentary on Mortgage lending statistics - June 2019”

Office for Budget Responsibility. “The Economy Forecast: Housing Market”

The Office for Budget Responsibility forecasts the 
volume of transactions will continue to grow 
through 2024 (with a slight dip in 2019).

Despite a downgrade in the overall growth rate 
as a result of Brexit uncertainty, transaction 
volumes are forecast to grow at a 3.1% CAGR 
between Q1 2019 and Q2 2024. Transaction 
volumes are expected to reach 343k per 
quarter. 

There is approximately £1.4 trillion in outstanding 
mortgage debt in the UK.

TRANSACTION FORECAST 2019-2024



The mortgage brokerage industry generated £1.31b in 
fees and commissions, up 13% from the previous year.

Mortgage Introducer.
FCA “Product Sales Data.” 

More customers use a mortgage intermediary.

The proportion of mortgage sales where an 
intermediary was involved grew to 72% in 2018, 
an increase from about half that, since 2010. 
This continues alongside growing volumes.

UK MORTGAGE INDUSTRY: COMPLETION VOLUMES BY QUARTER



But technology is causing disruption to traditional 
brokerage business models:

The industry still looks very different from before 2008, and 
technology is helping it evolve quickly. ‘Old fashioned’ brokers 
risk being left behind. 

Data from the FCA shows there are 5,210 directly authorised 
mortgage intermediary firms in the UK (in addition to 14,169 firms 
with Appointed Representative status). This is still considerably 
less than the 30,000 brokers operating in the space before 2007.

2007: 
30,000 brokerage firms

2019: 
5,210 

FCA Authorised
14,169

Appointed Reps

FCA data, retrieved from Money Marketing.



At the “prime” end of the market, automation is playing a big 
role in processing very straight forward customers. 

Several large ‘robo-brokers’ have emerged over the last 5 
years and increasingly serve the “easy’ customers through 
mostly low-contact, automated processes.  

At the other end of the market, traditional mortgage brokers 
who have not invested in a strong marketing proposition 
(particularly around digital customer acquisition) are being left 
behind as customer research usually starts online. 
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“ROBO-BROKERS”

TRADITIONAL 
BROKERS

'Robo-brokers’ are capturing the prime market and 
using automation.



There are £1.3b in 
fees available to 
firms in 4 key 
categories: 

❶ SPECIALISTS
Very specialist, high 
service levels serving 

niche customer groups

❷ ROBO ADVISORS
Highly automated, little 

direct service, high 
volume. Niche customer 

/ product focus.

TRANSACTION VOLUME
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❸ VOLUME 
PLAYERS

Significant product 
availability (insurance, other 

lending etc), highly 
automated 

❹ TRADITIONAL HIGH 
STREET 

Strong client relationships, Low 
automation and volumes. 

Difficult to scale.

= Tech Enabled + 
High Growth

Our analysis identifies 4 key 
categories for growth in the 
mortgage  brokerage industry: 



Market Research
Better understand your 

customers, competitors & 
industry.

Strategy Consulting
Solve strategic business 
challenges and identify 

opportunities.

Business Plans
Get ready to raise capital 
from investors or set a new 

strategy.

Market Entry
Drive growth through new 

markets and products.

WHAT WE DO:

We help 
companies 
transform their 
businesses to 
capture new 
opportunities:



We're unapologetically entrepreneurial in our approach, 
which we've developed by helping hundreds of businesses 

(large and small) launch, grow and expand.
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