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Products & Services and Price & Value Assessment - Information for Distributors

Target Market — Self Build

Our approach

This document is being provided to you to fulfil our responsibilities to assess that our products provide fair
value and have been appropriately communicated with our distributors under PRIN 2A.4.15R and PRIN
2A.3.12 R (2). Itis designed to support you to comply with your responsibilities under PRIN 2A.3.16 R and
PRIN 2A.4.16 R.

Please note that you are ultimately responsible for meeting your obligations under ‘The Consumer Duty’.
This information is intended for intermediary use only and should not be provided to customers.

Summary of our assessment
We have assessed that:
e This product range continues to meet the needs, characteristics, and objectives of customers in the
identified target market.
e The intended distribution strategy remains appropriate for the target market.
The product provides fair value to customers in the target market (i.e. the total benefits are
proportionate to total costs).

1. Product characteristics & benefits

The products are designed to meet the needs of the target group, most notably the need to secure finance
on a self-build home. The product features and criteria are designed to support these needs:
e Suitably structured funding for a project to self or custom build, renovate or convert a property to be
the client’s new home
¢ Confidence that funds are available at the right time during the build and agreed as part of the
application process
e Stage releases not subject to valuations during the build which may mean the client receives less
than they expect or need Flexible lending and property criteria
Capital and repayment, interest only (to 75% LTV) or part and part repayment options
¢ Up to 10% overpayments of the original capital balance allowed each calendar year
Product fees may apply

The features listed are not exhaustive and full eligibility criteria, and individual fees and charges can be found
on our website at www.mansfieldbs.co.uk/intermediaries/mortgages

2. Target market assessment

This product has been designed for customers who:

e require funds for self-build, custom build, conversion and renovation projects

e require funds released in stages as the self-build progresses

e require funds released in advance/in arrears of each stage to provide a suitable cashflow

e require stage releases linked to the cost of each stage of work, to provide funds at the right time to
cover build costs

e require stage releases not subject to valuations during the build — to remove the risk of the client
receiving less than they expect or need

e require up to 85% of project costs available

e accept a variable interest rate and variable monthly payments

e want the flexibility to repay their mortgage on a capital repayment and interest basis, part and part or
interest only basis

e are aged at least 18 at the time of application, and 85 before the end of the mortgage term
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This product has not been designed for mortgage customers who:

are purchasing a fully built residential property to live in or to let

are building a property to let

are severely credit impaired borrowers

do not meet our lending or property criteria

need to port their mortgage during the product term

want to repay their mortgage in full during the product term without penalty

3. Distribution requirements and strategy

business

Products are available via BuildLoan only

Intermediaries can obtain further product information from BuildLoan

Applications must be through advised sale

A distributor must hold appropriate FCA permissions and be authorised to engage in mortgage

¢ Intermediaries can be either an appointed representative of a network or a directly authorised
mortgage broker

o Distributors must comply with the terms and conditions of any relevant distribution agreement or
arrangement with the society

¢ Distributors are required to inform us if they identify that the product no longer provides fair value by
emailing us at products@mansfieldbs.co.uk or calling us on 01623 676339

o Distributors should share information with us on request to enable us to review the Products &
Services and Price & Value Assessment

¢ Where a product could cause harm or no longer provides fair value we will mitigate any actual or
potential harm and where necessary communicate this with affected intermediaries and consumers

The above FCA distribution requirements ensure that distributors are appropriately authorised to provide the
relevant regulated financial services and will comply with the commercial terms agreed between the distributor
and Mansfield Building Society.

4. Reviewing this assessment

Initial Review

Within 12 months of the effective date.

Periodic At least every 12 months.

reviews

Review ¢ An event or circumstance arising that would reasonably suggest this assessment is
triggers or no longer appropriate:

events

- amaterial change to the design or distribution of the product (not including pricing
changes related to cost of fund movements)
- changes to policy and regulation that relate to how we should identify and assess
target markets or fair value
- pricing changes relating to cost of fund changes should not impact our
assessments as they are caused by external factors
¢ Significant changes to metrics and MI:
- increase in the number of complaints relating to a product
- increased level of customers entering hardship, such as falling into arrears
- anincrease in early termination of products
- any other information to suggest this assessment is no longer appropriate
¢ A material change(s) is made to this assessment
e Any evidence of consumer harm within this target market
e Any evidence that the product or distributor conduct are materially different to the
intended outcome(s)
¢ Significant changes within the market that may impact the assessment and/or society
performance
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e An instruction from a regulator to withdraw the product(s)

5. Vulnerable Customers

We define vulnerable customers as ‘Any customer who, due to their personal circumstances, whether
permanent or temporary, requires additional assistance, care or special considerations by the Society when
we engage with them, in order to prevent any customer detriment’.

These could be poor health, such as cognitive impairment, life events such as new caring responsibilities,
low resilience to cope with financial or emotional shocks and low capability, such as poor literacy or numeracy
skills.

The target market for the product may include some customers with characteristics of vulnerability or who
may experience vulnerability over time. Self-build projects are complex procedures which can sometimes
result in financial or emotional stress. Whilst we recognise that there will be some self build clients — likely to
be those with a low loan to cost requirement, significant cash of their own and/or who already own their plot,
for whom a valuation based product may be suitable, a significant proportion of self-builders will need the
guarantees provided by a cost-based mortgage product and for many the further enhanced cashflow provided
by an advance stage payment product. Therefore, they may require additional advice and support from a
specialist distributor to ensure they understand the information being presented to them and the implications
of the arrangement they are entering into to reduce the risk of harm occurring.

To help our vulnerable customers we take the following approach:

Tailored products: We may offer flexibility in product features, dependent on product choice, which can help
meet the needs of customers.

Support Services: We provide a personalised and empathetic approach to help you and your family through
any tough times and support you in regaining and maintaining better control of your finances. This includes
the following support services:
¢ Education and training for our staff to ensure they have the appropriate skills and experience
to recognise and respond to the needs of vulnerable customers.
¢ the society take care when interacting with vulnerable borrowers by using the TEXAS, IDEA
and CARERS protocols
e web content and information is available to customers here: www.mansfieldbs.co.uk/worried-
you-cant-make-your-mortgage-payments/

Early intervention: We are proactive in identifying potential problems and taking steps to address them
before they escalate. Some examples of ways we identify vulnerability include:

mortgage payments stopping suddenly

regular late or missed payments

unusual transactional activity on an account (for example, large lump sum payments/credits)

avoidance of communication with the Society

an individual who fails to comprehend the information provided to them, either verbal or written
provides conflicting answers to questions

evident signs of agitation

this may involve contacting vulnerable customers and providing support and advice

We have a Customer Care Policy, that includes more information and a list of characteristics, and this has
been considered when completing this assessment. We have also tested the product to assess whether it
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will meet the identified needs, characteristics, and objectives of the target market, including customers in the
target market who have characteristics of vulnerability.

Vulnerable customer monitoring takes place throughout the customer lifecycle, and this includes regular
reporting.

Intermediaries should continue to comply with your obligations to ensure that you treat customers in
vulnerable circumstances fairly.

Please contact us if you need any further information about how we support the needs of all our customers
in relation to the product.

6. Our Assessment of Value

We have developed a comprehensive and robust assessment process which evaluates several aspects of
our business to determine the value of our mortgage product. This analysis is used to ascertain whether the
product delivers fair value for customers.

The outcomes of the assessment process are presented to the Product Committee allowing for challenge
and further investigation before we sign-off the outcomes and share the summary of our assessment with
you.

Interest rates, fees and charges have been benchmarked both internally and externally.

Our fair value assessment has considered the following:

The range of features | The interest rates, fees | The cost of funding the | Any limitations on the
that the product | and charges customers | product and any other | scope and service we
provides, the quality of | pay for the product, | reductions in costs to | provide or the features
the product, the level of | comparable market | the customer made
customer service that is | rates, advice fees paid | possible by economies
provided and any other | to intermediaries and | of scale.

features that the | non-financial costs
product may offer. associated with
operating the product.

Results of our assessment

Our assessment concluded that the product continues to deliver fair value for customers in the target market
for the product. Fees and Charges are under review in line with the regulatory framework of Consumer Duty
to ensure that they represent fair value.

You are ultimately responsible for meeting your obligations under Consumer Duty.



