2014 HALF YEAR RESULTS

RICHARD PYMAN - CEO

“

Shawbrook Bank’s performance in the first six months of 2014 has been
very strong. Our growth has continued after a successful year in 2013, and we
are pleased to report pre-tax profit for the first half of 2014 of £18.6 million. [1]
Since the start of our journey as a bank we’ve maintained an unwavering focus
on sustainable growth. We’ve chosen to operate in specialist markets where
we have a competitive edge on service and knowledge. Our traditional savings
and lending model means we have a permanent and stable source of liquidity
through retail deposits. We’re highly capitalised, and have made significant
investment in infrastructure to support our expansion.
These elements, combined with our specialist teams and human approach to
decision making, have helped us to create a customer-focused bank with an
impressive rate of growth and profitability. As we move into the second half of
2014 and beyond, we are in an excellent position to progress our strategy of
controlled growth.

”

[1] Underlying profit of £18.6m is after adding back the costs of the Centric acquisition and Tier 2 debt interest
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H1 PERFORMANCE HIGHLIGHTS

P R E T A X P R O F I T S [1]

•
•

Balance sheet assets of £2.4bn
Increase in deposit base from £1.03bn (H1 2013)
to £2.11bn (H1 2014)
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•

H1 2014 Originations of £621m in new loans to
SMEs (£418m) and Consumers (£203m), of which
£521m is secured against property and assets

12

18.6

•

Regulatory capital increased from £88m (H1 2013)
to £178m (H1 2014)

8

•

Total capital ratio of 15% at Group level
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•

Post tax ROE of 20% YTD

[2]
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[1] Underlying profit of £18.6m is after adding back the costs of the Centric acquisition and Tier 2 debt interest
[2] RoE is calculated as Profit after Tax (after deducting the Subordinated Debt interest) divided by average Shareholders’ equity
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WHAT DOES SHAWBROOK STAND FOR?

PERSONAL

PRAGMATIC

•

We support SMEs and Consumers

•

We are approachable, polite, responsive and
knowledgeable

•

Our brand is supported by four pillars

•

We are proud to have our values acknowledged
through a selection of industry awards

PROGRESSIVE

EXPERT
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WHAT WE HAVE ACHIEVED IN 2014

BOOK SPLIT H1 2014

•

•

•

•

We are delivering very strong half year results that
continue the growth momentum of our 2013 results
with a pre-tax profit of £18.6m
All business areas are delivering exceptional sustained
and controlled growth following an excellent 2013 – our
loan book is now over £2bn

Secured Lending
£357m

£497m

Savings

Our promise to deliver excellent customer service is
made possible by our committed, knowledgeable staff.
Our headcount has increased by 47% in the twelve
months to H1 2014 including Centric
We are investing over £7m in our business in 2014

£2.11bn

Centric
Commercial
Mortgages

•

Asset Finance

We have strong, yet realistic growth plans that are
already seeing us delivering a post tax 20% + ROE

£716m

£212m
Consumer
Lending
£181m
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SAVINGS

•

Customer base increased by 20% from over 40,000 customers
at December 13 to over 50,000 customers at June 14

•

We reached £2.11bn retail deposits in June 14, an increase of
68.3% from £1.26bn at June 13

DEPOSITS

£bn

Janet Haines - Shawbrook Savings Client
Former maths teacher, Janet Haines’ first priority was to look at
banks providing maximum protection (FSCS Compensation
Scheme) and secondly she wanted a bond that would give the
best rate.

“

I knew that Shawbrook was a fairly new bank but it ticked
both boxes so I opened a 2 year fixed rate bond and followed
that up by opening another 2 year bond. Being so impressed by
their service, I recently opened a 3 year bond as well.

3

When transferring money into the bond I was given a week to
add a further investment if I so wished. I have found that other
banks do not offer this facility.
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I particularly like the fact that I speak to somebody in the UK
when I telephone and not to someone in an overseas
call centre.
Communication is excellent and Shawbrook offers a personal
service that sadly is not so common nowadays.

”
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COMMERCIAL MORTGAGES

•

£232m new business in H1
BROKER QUOTES

•

Growth of 101% in the twelve months to June 2014
Steve Olejnik, Mortgages for Business

“

The Shawbrook team certainly have the personal touch; it's
like working with good friends. Great communicators, they take
the time to understand our needs then go the extra mile to find
the right solution. In my book, they definitely are my "go to"
lender of choice.

LOAN BOOK

£m
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Lucy Hodge, Vantage Finance
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Shawbrook have achieved tremendous success in the
market place, quickly establishing themselves as market leaders
by getting under the skin of the sectors in which they operate in
and reacting in an extremely well thought out manner always
giving them a highly competitive edge. Not only have their
products evolved significantly from inception, but their service
and back office operations are consistently improving in
reaction to feedback to make the overall journey even better
for brokers and their clients. Shawbrook are a first class lender
and I look forward to watching them achieve even more success
in the space, because I have no doubt there is more to come.

H1 2013

2013

H1 2014
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ASSET FINANCE

•

£182m new business in H1 2014
CUSTOMER QUOTES

•

Growth of 30% in the twelve months to June 2014
D Harding, Managing Director, D&G Cars

“

A brilliant team of people from the top down! We have
been fortunate enough to have been supported by them,
especially during the recession. Their flexibility has been
incredible, unlike many other financial institutions who take
advantage of these situations!

LOAN BOOK

£m
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Russ Rucastle, Director, Bdv Recovery
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I have been using Shawbrook Asset Finance for many years.
During the turbulent times in 2011, in which my company along
with many others suffered, I found Shawbrook a listening ear
and a friend. The team were instrumental and loyal during our
restructure and have continued to support us throughout. A
true partnership that I wish to continue for many years.

”
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SECURED LENDING

•

£103m new business in H1 2014
BROKER QUOTES

•

Growth of 57% in the twelve months to June 2014
£400k Buy-To-Let Secured Loan with Shawbrook
Touchstone were approached by a client for a £400,000
secured loan on a residential buy-to-let property. A secured
loan fitted the bill perfectly as the client was on a low tracker
mortgage rate that he wanted to retain.

LOAN BOOK

£m

Touchstone approached Shawbrook with this deal because they
knew that Shawbrook would look at the merits of the case and
ensure that it offered the best outcome for the customer.
Shawbrook were happy to review the information prior to
incurring valuation costs. Shawbrook provided updates at each
stage of the process and the loan was completed in rapid time.
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Shawbrook secured loans demonstrated yet again their
proactive approach to lending and will assist as much as possible
to get the deal done. It is pleasing and refreshing to deal with a
lender who take a ‘can-do’ approach. Thanks to all of the team
at Shawbrook who helped on the case and for the prompt and
efficient service.

228
80
0

163

2012

H1 2013

2013

Philip Moore, Director, Touchstone comments:

H1 2014

”

9

CONSUMER LENDING

•

£100m new business in H1 2014
PARTNER QUOTES

•

Growth of 193% in the twelve months to June 2014
Shawbrook has implemented a real time, fully integrated
e-signature and ID verification service technology providing a
faster, safer and simpler way to sign our credit agreements in
the consumer credit marketplace. It offers us a paperless, online
process, allowing us to reduce the amount of administrative
work whilst improving productivity and achieving cost savings.
LOAN BOOK

£m

Alan Marney, Director of Financial Services, Anglian Windows
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Anglian’s finance packages are an important part of our
customer proposition. Shawbrook Bank has been a welcome
entrant into the home improvement lending sector. We value
their expertise in our market, which is evident from board level,
through to sales and operations. We also like their relationship
based approach to service. Shawbrook are able to cope with
significant levels of business and we continue to work with them
on exciting new innovations, such as Sign Now and other
automated processes.

”
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CENTRIC COMMERCIAL FINANCE

•
•

Centric Commercial Finance joined Shawbrook in
June 14 with over £200m of SME advances
Shawbrook’s substantial backing provides Centric with a
strong platform to meet the growth ambitions of UK
businesses. As a result, individual facility limits have been
increased

CUSTOMER QUOTES
Richard Howe, Managing Director of Allmakes

“

The decision by the previous lender to exclude certain regions would
have presented serious obstacles to the continued growth of our business.
Rather than being formula driven, Centric demonstrated a commercial
approach. We met the ultimate decision-maker, Centric’s Chief Executive
very early on in the process. He and his team took the time to visit us to
understand our business and our objectives to tailor the right facility for our
needs. That commitment gave us greater confidence right from the outset,
he continued.
We are doing everything that the Government has asked of us in driving
British exports. By getting close to the business and providing access to the
senior team, Centric delivered certainty to the transaction and with it the
consistency and stability which is so highly valued by growing businesses.

”

David Sharman, Chief Financial Officer of Antler

“

This asset-based lending facility from Centric has provided Antler with
the additional headroom we need to continue to invest strategically, both in
our brand and for international growth. They were pragmatic, took the
time to understand our business and importantly, worked closely and
effectively with us to get things done.

”
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2014 INVESTMENT IN THE BUSINESS

•

Acquisition of Centric Commercial Finance

•

Development of new Secured Lending broker platform
– launching in H2 2014

•

Leadership appointment of MD Savings & Outsourced Services

•

New SME Lending lines
- Fixed rate commercial mortgages
- Product switching initiative
- Large loans
- New range of short term loans

•

New Consumer Lending lines
- Increase in secured loans to £500k
- Increased LTV on secured buy-to-let range
- Launch of personal unsecured loans

•

Technology Investment
- Apps for consumer lending
- e-Signature for consumer lending
- Online ID verification consumer lending
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OUR PEOPLE

•

411 staff June 14 (280 staff June 13)

•

47% increase in headcount in the twelve months to June 2014

•

Charity Committee and CSR programmes established

•

Our specialist sales teams undertake training on a quarterly
basis to ensure high levels of conduct

A SNIPPET OF LIFE AT SHAWBROOK
Luke Mudd, Business Development Executive, Commercial

“

I source new client and broker leads and allocate them to
Business Development Managers and Strategic Partners. I have
seen the team grow enormously, yet we still have the same
energy and enthusiasm for what we do.

”

Thomas O’Reilly, Treasury ALM Manager

“

I assist the Treasurer in many aspects including management of
the balance sheet, funding channels and the maintenance of key
internal and external stakeholder relationships. Treasury is a dynamic
and interesting place to be as Shawbrook continues to grow.

”

LIFE FILLS US WITH STORIES.
STORIES FILL US WITH LIFE.
Shawbrook is supporting the development of three new Contact the Elderly groups in
Dorking, Glasgow and Brentwood. The monthly Sunday afternoon tea parties are a lifeline of
friendship for isolated people aged 75 and over.

Contact the Elderly

If you are interested in driving a couple of lonely older people once a month to Sunday tea, or
hosting a tea party just twice a year please contact us today.
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WE ARE SUPPORTING STUDENTS AT OUR
OLD SCHOOLS.

Shawbrook is supporting Future’ First’s work across the country. To find out how you
can help at your old state school visit;

Future First

w w w. f u t u r e f i r s t . o r g . u k / r e g i s t e r / s h a w b r o o k

CHARITY COMMITTEE

We aim to maintain the unique Shawbrook spirit
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Leoca Norford, Sales Support Administration, Healthcare

“

My role involves managing the day-to-day broker proposals,
NHS tender processes and pay outs. I ensure that they are
submitted for internal approval, accurately completed and submitted
on time. The role is varied and there is plenty to learn.

”
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EXTERNAL ENGAGEMENT

“

…with the commercial mortgage business, we
operate that through brokers but we also treat all
the customers as though they were our own
customers as well. We meet them and … we get
close to .. the underlying business. With regard to the
asset finance and the invoice discounting side, the
relationship is direct and absolutely key.
Richard Pyman, CEO
Shawbrook Bank presenting to
Treasury Select Committee Inquiry,
SME Lending - 10 June 2014

”

“

As principal sponsor to the NACFB, Shawbrook has been a key
supporter of initiatives we have introduced to help brokers navigate the
complexity of the new regulatory requirements with the change in
consumer regulation passing from the OFT to the FCA. We recently ran a
number of well received compliance services workshops in conjunction
with the compliance company SimplyBiz and will be developing further
material over the coming months. We look forward to working further
with the team at Shawbrook who have been very encouraging of this
approach to bring additional clarity to our industry, ensuring that brokers
are aware of the need to have all the appropriate permissions to meet the
new regulatory requirements.
Adam Tyler
Chief Executive, NACFB

”
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OUR FUTURE GROWTH & MOMENTUM

1.

Market Opportunity - Many lenders withdrew from
1)! Market opportunity: The financial crisis has led to
the market during the financial crisis
many lenders withdrawing from markets due to
liquidity issues
Scalable platform

Market
opportunity as
incumbents have
withdrawn

2)! Focus on specialist but important assets: We
concentrate on entering markets in which Shawbrook
can differentiate itself through our knowledge of
assets and excellent service.

2.

Focus on specialist but important assets - We
concentrate on entering markets in which Shawbrook
3)! Strongly capitalised
with no legacy assets:
can bank
differentiate
itself through knowledge and service
Shawbrook has a tier 1 capital ratio in excess of 15%
and has no historic toxic assets weighing on
performance

Proven
management
team

Focus on
specialist but
substantial
asset classes

3.

Strongly capitalised - No legacy assets with a tier 1
4)! Funded through retail deposits: Retail deposits
capital
ratio instable
excess
provide Shawbrook
with a permanent
source ofof 15%
liquidity

5)! Proven Management team: Combined management
team have an excellent track record across a wide
range of specialist lending products having written
over £5bn of specialist loans

4.

Funded through
retail deposits

Strongly
capitalised bank
with no legacy
assets

Funding through retail deposits - A permanent and
stable source of liquidity

6)! Scalable platform: Shawbrook has the infrastructure
to scale rapidly through both organic and acquisitive
growth

5.

Proven Management - Combined management team
have an excellent track record across specialist
lending products

6.

Stable platform - Shawbrook has the infrastructure
to scale rapidly through both organic and
acquisition growth
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