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Securing a Dream Home Against the Clock

How a £2.025m regulated bridging loan let a Buckinghamshire buyer move first and sell on
their own terms

Loan amount £2,025,000
Security property value (surveyed) £3.35m
Loan-to-value Approximately 60%
Rate achieved 0.57% per month
Standard panel rate 0.61% per month
Term 12 months
Interest Retained — no monthly payments
Lender Precise Mortgages
Introducer John Blackwood, Virtue Financial
Route to market 3mc Referral Service (3RS)
The Challenge

A rare property had come onto the market, and the client could not afford to wait.

The client had found their dream home: a £1.8m property that ticked every box. There was,
however, a familiar problem standing in the way. They already owned a substantial asset, a ten-
bedroom, Grade Il listed mansion in Buckinghamshire and conventional logic said they should sell it
first, then buy. In a competitive market for a property like this, that approach carried a real risk: lose
the chain, lose the house.

The client wanted certainty. They needed to move quickly enough to secure the purchase outright,
without being forced into a rushed or discounted sale of their existing home simply to satisfy a
lender's timetable. That meant finding a way to unlock the equity tied up in the Buckinghamshire
mansion fast, on workable terms, and without the transaction unravelling over the property's

unusual size, age, or listed status.
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The Solution

The enquiry reached 3mc via the 3mc Referral Service (3RS) — a route built specifically so
introducers can hand over complex cases with confidence that the client will be looked after end to
end. From that point, 3mc took full ownership of the advice process: assessing the client's position,
identifying the right lender, and structuring a solution that would hold up under the scrutiny a

property of this nature inevitably attracts.

The outcome was a £2.025m regulated bridging loan arranged with Precise Mortgages, secured
against the client's unencumbered Buckinghamshire mansion. Because the property was free of any
existing charge, the loan could be structured cleanly and progressed quickly, exactly what the

timeline demanded.

3mc's position on the Precise Bridging Premier panel made a tangible difference to the price of the
deal. Rather than being placed on Precise's standard bridging range, the case qualified for
preferential panel pricing, bringing the rate down by 0.04 percentage points — from 0.61% to 0.57%
per month. On a loan of this size and over a 12-month term, that reduction represents a meaningful
saving, achieved simply through the strength of the relationship between 3mc and the lender.

Interest on the facility was retained rather than serviced monthly, meaning the client faced no
ongoing repayments during the term. The full balance, including accrued interest, is settled when
the bridge is repaid, typically on sale of the secured property or refinance onto a longer-term facility.
For a client focused on completing a purchase quickly, this structure removed monthly cash-flow
pressure from the equation entirely and let them concentrate on timing their eventual sale properly,

rather than under duress.

Challenges Overcome

Few properties of this kind move through a lending process without friction, and this case was no

exception. Three issues in particular had to be worked through before the loan could complete.

v/ A down valuation of £400,000 against the expected figure, on a property whose size, heritage
status, and limited pool of comparable sales made an accurate valuation inherently difficult.

v/ Complex insurance requirements specific to a listed mansion, where standard buildings cover
does not adequately reflect the cost and constraints of restoring or repairing a heritage
property.

v Atight timeline, with the onward purchase needing to be secured before the seller's patience
or the wider market moved on.
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Each of these had the potential to stall or derail the case. The down valuation alone could have
reduced the available loan-to-value to a level that no longer worked for the client, while the
insurance and timing pressures threatened to push the completion date beyond what was workable.
Resolving all three required close, continuous coordination between 3mc, the lender, and the

surveyors and insurers involved, rather than a single quick fix.

The Outcome

The client secured their dream home. More importantly, they did so without being forced to sell the
Buckinghamshire mansion under pressure or accept a price driven by a deadline rather than the
market. The bridging facility gave them complete control over the timing of that sale, and the peace
of mind that comes from knowing the purchase was never at risk of falling through for want of

funding.

It is a clear illustration of what bridging finance is for: not a last resort, but a deliberate tool that lets
a buyer act when the opportunity is in front of them, rather than when their existing property

happens to sell.

Key Benefit

Speed and flexibility turned a difficult timing problem into a secured opportunity.

This result was only possible through close collaboration: the original broker identifying the need
and trusting it to specialists; 3mc taking ownership of the advice process via the 3mc Referral
Service; and Precise Mortgages providing the funding on preferential terms. Between them, the
client was able to act decisively in a competitive market, without having to compromise on the home

they wanted or the price they accepted for the one they already owned.

*3mc for intermediaries only




