
Q3 SME PULSE SURVEY

THANK YOU

THE RESULTS

We know the knowledge of our 
broker panel is our best resource 
when it comes to understanding 
the SME lending market. 

Almost two-thirds are yet to be convinced that the 

Consumer Duty rules will benefit the industry and 

their clients.

Just over half are seeing a dampening of demand 

from commercial property investors in response to 

increased interest coverage ratios

That’s why we have launched our SME Pulse Survey, a quarterly survey, providing you with the 
opportunity to share your views on the market with us

We’ll use the insight gained from the survey to improve our bank in ways that will benefit both you, 
the broker, and the businesses we lend to. We’ll also aim to track emerging patterns in the sector over 
time and share those with you.

The majority cited rising 
costs as the driving force, 

over a third pointed to 
growing business 

con�dence

43%
Over half of brokers see a 
rising appetite from SMEs 

for external funding, up 6% 
from Q2 Pulse

54% 40%
Property purchase was the 

most common purpose 
for taking out a loan 
followed by business 

expansion

To find out more visit: www.digitalmortgages.net/business

KEY HEADLINES FOR Q3
“Despite some lingering economic and market 

uncertainty, it’s highly encouraging to see that SME’s 

appetite for external finance is trending upwards, with 

property purchase and business expansion dominating 

the reasons for this rising demand.

 

On the flip side, we’re still seeing a large chunk of broker 

respondents struggling to access the type of finance 

required by their clients, with many stating a lack of 

appetite from lenders, so this is a figure which must 

improve across the board. 

 

“As a lender, we are constantly evolving our o�ering in a 

bid to increase the number of small businesses we are 

able to support in the current economic environment. A 

key part of this is utilising tech e�ciency to ensure that 

we can deliver speed, ease and certainty for our 

intermediary partners and their clients.”

David Castling
Head of Intermediary Distribution

Do you currently find it 
di�cult to access financing 
on behalf of your clients?

6.

Yes
42%No

58%

With some forecasts 
predicting that commercial 
real estate is reaching the 
peak of the trough in asset 
value, do you expect to see 
an increase in demand from 
clients for investment in 
commercial real estate?

10.

Yes
50%

No
20%

Not 
sure
30%

Do you think the introduction of the 
Consumer Duty rules will have a 
positive impact on the industry/your 
customers?

13.

Yes
40%

No
27%

Not 
sure
33%

60%

53%

What is the most common purpose for taking out 
a loan among your clients?1.

Managing cash flow 2%

0 15 30 45 60 %

Growth & business expansion 29%

Purchasing stock 2%

Recovery from Covid-19 0%

Bridging cash flow gaps 0%

Refinancing existing debt 27%

Property purchase 40%

Other 0%

Do you believe that SMEs’ appetites for external 
finance is increasing or reducing?2.
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23%
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23%

54%

How concerned are you that SMEs’ appetite 
for external finance may be reducing?3.

0%

Extremely 
Concerned

Extremely 
Unconcerned
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25%

17%

25% 25%

8%

0%

What do you think is causing any potential slow 
down in appetite for business lending?4.

Higher interest rates 100%

0 20 40 60 80 100 %

Lack of product options 8%

Complex processes 
and regulation 17%

83%Economic uncertainty

Ongoing Covid-19 impact 0%

0%

Appetite of lenders 67%

Other

Why do you think that SMEs’ appetite for external 
finance may be increasing?5.

Lower interest rates 4%

0 10 20 30 40 %

Business confidence 36%

More product options 18%

11%Greater appetite from lenders

Improvements in Govt 
regulation/policy

0%

Improvements in lender policy 7%

14%

Increased costs 43%

Other

What is the main advantage you look for when 
searching for a lender? 7.

Ease of doing business - 
slick platform, good customer service

27%

0 10 20 30 40 %

Speed and e�ciency - 
quicker time to o�er/completion

20%

Value for money - 
competitively priced products

37%

17%Other

With increased interest 
coverage ratios across the 
market, are you seeing a 
dampening of demand from 
commercial property 
investors?

8.

Yes
53%No

33%

Not 
sure
13%

Which asset classes are you seeing 
reduced demand from?9.

Grade B and C

0 20 40 60 80 %

Grade A O�ces 38%

38%

38%

Retail 56%

56%

19%Care Homes

Industrial

Residential

Were you able to 
comfortably meet the 
31 July deadline for 
Consumer Duty?

11.

Yes
80%

N/A
20%

What was the main area you had to focus on or 
change as part of the Consumer Duty rules?12.

Fees &charges that provide fair value 13%

0 10 20 30 40 50 60%

Services that meet the needs 
of a specified market

10%

Communicating in a way which
supports customer understanding

57%

Provide support that meets customers
needs through the lifecycle

13%

7%

How you recommend 
products and services


