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uying property is one of the most 

emotionally charged fi nancial 

transactions anyone can make. 

Whether it is buying the new family 

home, helping offspring get on the 

property ladder, or creating an 

investment for the future, these purchases can 

be part of a life-defi ning event. Given this, it is 

understandable that there is some stress in the 

experience. However, the level of this stress is 

clearly higher than it should be, even if you’re 

relatively wealthy. Indeed, as wealthy buyers 

often have quite complex fi nancial backgrounds, 

these stress levels can be heightened, especially 

when trying to make their circumstances fi t with 

the formulaic, algorithm-driven processes 

beloved of most mainstream lenders.

It’s something that worries us, particularly 

when our clients tell us of bad experiences they 

have had attempting to secure property fi nance 

on the high street or online.

As a result, in conjunction with The Times, 

we decided to commission research revealing 

the experiences of being a high-net-worth 

buyer in today’s property fi nance market. 

The results may not be altogether surprising, 
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ampden & Co may be the UK’s 

newest private bank but the 

fi ndings of this research, carried 

out in association with The Times, 

highlight age-old problems.  

Taking out a mortgage is still 

not as simple as it could be and 

most of us believe that banks should be doing 

more to help families onto the property ladder. 

This appears to be the case regardless of the 

amount of money you have — as the results in 

this report reveal. 

The readers of our personal fi nance pages 

and Hampden & Co’s private banking clients 

have straightforward priorities when it comes 

to money: pay off their mortgage, grow their 

wealth and support their families.  

We believe that it shouldn’t be impossible 

to achieve these aims — but it can be complex. 

With many of us juggling the competing 

but they are alarming. For instance, only three 

in ten of our respondents felt like they were 

‘treated like a person’ when they last took out 

a mortgage. That’s pretty damning.

Of course, it doesn’t have to be like that 

and, within this report, we balance the results 

from the survey with our experience of how 

a private bank can help clients manage a 

property purchase through a service that is 

personal, thoughtful and fl exible.

We thoroughly enjoyed working with 

the team at The Times, and are delighted 

to bring you this handy summary of the 

research, together with commentaries from four 

of my colleagues.

I hope you fi nd it interesting, and please do 

contact us if you have any queries or would like 

more information.

Graeme Hartop

CEO

Hampden & Co

priorities of family, career and retirement 

planning against a backdrop of political 

uncertainty, good quality and pertinent 

advice is important. 

In an age when opinions are available 

everywhere, from the local pub to social media, 

it is essental that there are trusted sources  

from whom you can be assured of accurate, 

considered, impartial, advice. Here at The 

Times, we strive to achieve this each week 

and this research report supplies important 

insights into the areas that concern our readers. 

We hope you fi nd it as interesting as we do. 

Carol Lewis 

Deputy Editor, Personal Finance & Property 

The Times 
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One

BRINGING A LITTLE BEAUTY TO THE MORTGAGE PROCESS
By Jeremy Vaughan, Managing Director, Banking

“The home is  
the centre and the 
circumference, the 
start and the finish, 
of most of our lives”

– Charlotte Perkins, Author

Hampden & Co | Property Finance Review 2019
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87%

Hampden & Co
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 WHAT THE RESEARCH SAYSOne

BRINGING A LITTLE BEAUTY 
TO THE MORTGAGE PROCESS

well remember the excitement 

and delight I felt when I received 

the keys to my fi rst home. I 

am increasingly saddened that 

the experience of securing a 

mortgage in today’s world is 

frequently the direct opposite of 

that, as is demonstrated in this 

report, and also refl ected in what I hear from 

our clients. Arranging a mortgage should not 

be the dispiriting experience it has become, 

especially as it is the most signifi cant fi nancial 

transaction most people will make.

You can probably understand what drives 

the perception of poor service when it comes 

to getting a mortgage. A complex application 

form leads to a telephone call with someone 

in a call centre who’s reading from a script 

and doesn’t have a clue who you are. It’s 

frustrating, particularly if you’re worried about 

how the mortgage is progressing. The basic 

need of dealing with someone who 

understands your circumstances, and what 

you are trying to achieve, is all too rare.

The results of the fi rst Hampden & 

Co Property Finance Review make for 

discouraging reading. Four out of ten of our 

high-net-worth respondents said that they 

had ‘experienced diffi culties’ when arranging 

a mortgage, and only three out of ten felt 

that they had been ‘treated like a person’.

Furthermore, with rising property prices 

excluding the vast majority of fi rst-time 

buyers who don’t have parental support, 

the ability of a bank to understand a family’s 

fi nance in the round will become more and 

more important. That 87% of those we spoke 

to want lenders to be doing more suggests it 

is more important than ever that banks invest 

time and understanding in their clients.

The benefi t of providing a professional 

banking service is not just restricted to 

personal property. 61% of those surveyed 

admitted they did not fully understand recent 

changes to tax on investment properties. 

While my team and I are not tax advisers, the 

service we offer of working closely alongside 

our clients’ other advisers means that we can 

help ensure that they are getting the right 

advice from the right professional.

The inescapable conclusion is that many 

banks are letting their clients down when 

it comes to property fi nance, which makes 

me all the more proud of the personal and 

professional service that we provide. ●

I

Jeremy can be contacted at:
jeremy.vaughan@hampdenandco.com

Want banks to be doing more 
to help families get on the 

property ladder

30%

Described the recent experience of taking 
out a mortgage as “easy”

Did not fully 
understand the 

recent tax changes 
that impact property 

investment61%
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HOW TO CREATE A FRUSTRATION-FREE MORTGAGE EXPERIENCE
By Matt Dobson, Banking Director

“Progress is made  
by the improvement  

of people, not  
the improvement  

of machines”
– Donald Knuth, Author

Hampden & Co | Property Finance Review 2019
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The largest proportion arranged their mortgage direct 
with their existing bank instead of shopping around

n our survey, we spoke to 400 

wealthy individuals who had 

recently taken out a mortgage. 

Not surprisingly, the majority 

stated their highest fi nancial 

priority was repaying their 

mortgage (56%). The importance 

people attach to this does not, 

however, translate into service received, 

with 40% claiming they had experienced 

diffi culties when arranging mortgages.

Speaking with wealthy clients every day, 

I know that circumstances can be complex. 

A recent client of mine wanted to borrow 

£1.15 million towards the price of his dream 

family home. His was not a typical income; he 

had a six-fi gure salary paid in pounds and a 

bonus paid in Euros. He had been turned down 

by a swathe of high-street lenders. Like many 

people (33%, according to our survey), he had 

approached his own bank in the fi rst instance, 

but due to the untypical nature of his income 

they were unable – or unwilling – to help.

That my client wanted the money on an 

interest-only loan for more than ten years only 

added to the headwinds. Since the fi nancial 

crisis, and in part due to the historic mis-selling 

of endowments, interest-only mortgages are 

not as common as they used to be, but they 

are now generally available. I was astonished 

to see that 81% of respondents arranged their 

mortgage on a repayment basis but that, of 

these, 39% would have preferred interest-only. 

For those with a credible way to repay the 

sum borrowed there should be no barriers to 

borrowing interest-only, if it’s right for them.

I was more pleased to see that 76% of 

our respondents said they received fi nancial 

advice as part of their mortgage application. 

For those with complex needs, a robotic 

application process will add to woes. Even 

advised mortgage processes are all too often 

automatic, formulaic and impersonal.

My fi rst step when speaking with new 

clients is arranging to meet for a coffee so that 

I can understand more about their individual 

situations and how a mortgage might fi t with 

their overall plans in life. This often highlights 

other factors that can infl uence the timing of 

the mortgage, and means that when the clients 

and I stay in touch over the phone they have 

the confi dence to know that I understand 

exactly what they want. It’s not diffi cult, and 

it’s hopefully a level of service that as an 

industry we can recapture. ●

I

Hampden & Co
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Matt can be contacted at: 
matthew.dobson@hampdenandco.com

Stated that paying 
off their mortgage 
was their highest 
fi nancial priority

felt they had been treated like 
people during the process

Experienced diffi culties when 
arranging their mortgage

Arranged their 
mortgage on a 
repayment basis

of these would 
have preferred 

interest-only

4
10

39%

81%

56%

33%

3/10



aving found the perfect 

home for his family, John*, 

a successful banker, 

wanted to borrow £1.15 

million towards the £2 

million purchase price. 

His was neither a typical 

mortgage – he wanted the 

money on an interest-only loan for more than 

ten years –nor a typical income. He had a 

six-fi gure salary paid in pounds, and a bonus 

in euros. As a result, when we met he had 

been turned down by a swathe of high street 

lenders. 

For many wealthy people – from 

bankers to barristers, and entrepreneurs to 

entertainers – success often comes with a 

fl uctuating income and complex fi nancial 

arrangements. High Street mortgage 

lenders are seldom comfortable with such 

circumstances, which trigger a host of 

red fl ags in their highly codifi ed approval 

processes.

According to our survey of 400 people 

earning £100,000 or more, 40 per cent had 

diffi culty arranging a mortgage because 

of the complexity of their circumstances. 

Whether they were self-employed, relied 

on dividend income or received variable 

bonuses, high street banks didn’t want 

to know.

A robotic application process added to 

these high fl yers’ woes. With the majority of 

mortgage approval processes automatic, 

formulaic and impersonal, fewer than one 

in three of those questioned emerged 

feeling as if they had been treated like a 

person. Choice is also a big issue. 81% of 

respondents arranged their mortgage on a 

repayment basis but, of these, 39% would 

have preferred interest-only.

The solution for John, which we were 

able to help with, was to have a personal 

banker guide the process – rather than a 

computer. And instead of kicking off with a 

barrage of paperwork, the fi rst step was to 

have a conversation to gain a full picture of 

John’s fi nances. From that, we knew he was 

perfectly capable of making the repayments. 

And as the application went through, John 

was only a phone call away from checking 

on its progress. It was no time at all before 

the mortgage was approved. ●
 

*John’s name has been changed for this article

H
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HELPING YOUR FAMILY UP THE PROPERTY LADDER
By Samantha Dunne, Banking Director

“If history could teach 
us anything, it would 
be that property is 
inextricably linked 

to civilisation”
– Ludwig von Mises, Economist

Hampden & Co | Property Finance Review 2019
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ccording to the UK House 

Price Index for March 2019, 

the average cost of a fi rst-

time property in London 

was £400,645. Meanwhile, 

the average graduate 

salary in the city is around 

£27,000. That’s a ratio of 

over 15:1. While London is an extreme case, 

the average property price for fi rst-time 

buyers across Great Britain was £190,999, 

so it is an issue not confi ned to the capital.

Small wonder that there’s so much talk 

these days about the Bank of Mum and Dad 

(or Grandma and Grandpa), and I was not 

surprised to see that, of those we surveyed, 

82% have either helped, or plan to help, 

children or other family members on to the 

property ladder – and 56% say they will 

contribute to the repayments. Given this, it 

is equally unsurprising that 87% of those we 

spoke to want banks to do more in this space.

I see this frequently at Hampden & Co, 

and also believe that this type of help is 

crucial for banks to be offering to their clients. 

Affl uent parents are increasingly frustrated by 

their inability to help their children to be able 

to buy their fi rst home, other than by buying a 

property outright for their child. But as soon as 

we get into that territory, the shadowy clouds 

of stamp duty, capital gains and inheritance 

tax begin to gather. 

Unless the younger family member has 

their own savings to put towards a deposit, 

most parents will want to contribute a lump 

sum. As a result, 39% of those downsizing, 

or considering it, are doing so to release 

equity to support their family. But many 

people appear unaware that some, more 

personal, lenders will extend even interest-only 

mortgages to family members that include 

parents’ or grandparents’ income in their 

judgement of affordability.

I have worked with a number of families 

to help them get their children on the property 

ladder and, as well as the direct fi nancial 

support, the broader introduction of helping 

the children to understand and take control 

of their fi nancial futures is something that is 

always well appreciated. ●

HELPING YOUR FAMILY
UP THE PROPERTY LADDER

A

Samantha can be contacted at: 
samantha.dunne@hampdenandco.com

Have either already helped their 
children or other family members 
onto the property ladder or are 

planning to in the future

Said they were ‘intending’ or ‘considering’ 
downsizing their current home in the future,

with one of the main reasons being to
“release equity to support family”

Answered ‘yes’ when asked: 
‘Would you consider bridging fi nance that would 

allow you to buy a property before you sell?’

While people may downsize, they are not
looking to sacrifi ce quality of life.

60%

82%
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INVESTING IN PROPERTY
By Graeme Morris, Banking Director

“Someone is sitting 
in the shade of a tree 

today because someone 
planted a tree a long 

time ago”
– Warren Buffet, Investor

Hampden & Co | Property Finance Review 2019
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roperty investments have long 

been an important source of 

personal wealth for affl uent 

individuals. Our survey 

found that 59% of those we 

spoke to had some form 

of investment in property, 

and over a quarter said that 

somewhere between 40-60% of their total 

wealth was held in property (excluding the 

value of their main home).

There has been much discussion about 

the London property market in recent weeks, 

with both prices and transaction volumes 

declining (according to the UK House Price 

Index). The fact that 76% of our respondents 

were concerned about the impact of Brexit on 

house prices therefore may not shock many, 

but I was surprised to see that only 8% were 

considering reducing the level of their property 

investment, with 53% seeking to maintain it 

and 40% planning to increase their portfolios. 

Furthermore, falling prices in housing 

markets such as London now mean that many 

in this group are on the lookout for bargains. 

But bargains don’t stay on the market for 

long, so some investors look to have fi nance 

available so they can act quickly. For example, 

25% of those that we surveyed and who had 

multiple investment properties had all their 

properties covered by one mortgage, which 

allows for more fl exible fi nancing and can be 

used to create ‘lines of credit’.

Strikingly, 57% of those investors with 

multiple properties had all of them mortgaged 

individually but, of these, 55% would prefer 

to have some or all of their properties 

mortgaged together. Refl ecting on these 

results makes me wonder whether this ‘multi-

property’ mortgage service is something that 

all property investors understand.

The other stand-out result for me was the 

fact that 43% of respondents had previously 

invested in commercial property, and 73% 

are considering doing so in the future. For 

experienced investors, commercial property is 

an interesting way to diversify a portfolio, and 

one that I have been speaking to more clients 

about in recent months.

So while current political discussions 

do appear to be raising concerns amongst 

investors, the level of concern has not, 

for most, reached the point of action. It is 

certainly going to be an interesting few 

months ahead … ●

INVESTING
IN PROPERTY

P

Four

Graeme can be contacted at:  
graeme.morris@hampdenandco.com

Have all their 
properties 
mortgaged 
individually

25% 17%

17%

LONG TERM LETS HOLIDAY LETS COMMERCIAL

Types of investment property respondents hold

40%

53%

76%
Are concerned about a 

negative impact on property 
values due to Brexit

Plan to increase their holding

Plan to maintain holding

57%

55%
Would prefer 

to have all 
properties 
morgaged 
together



Location  London 
020 3841 9922 
 

Third Floor 

36 Dover Street 

London  

W1S 4NH

Location   Edinburgh 
0131 226 7300 
 
9 Charlotte Square 

Edinburgh 

EH2 4DR

Authorised by the Prudential Regulation Authority 

and regulated by the Financial Conduct Authority 

and the Prudential Regulation Authority. Hampden 

& Co plc is registered in Scotland with company 

registration number SC386922. Our registered 

office is at 9 Charlotte Square, Edinburgh EH2 4DR.

If you need help with your mortgage, 
or have a client who might, please do 
contact us for a chat.


