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PROFILE ARKLE FINANCE

Who, or what, is Arkle Finance?

Demonstrating the Weatherbys Group’s long established 
racing connections, Arkle was named after the famous 
winning race horse which itself was named after a mountain 

in Scotland (not a lot of people know that). Next year will mark 
Arkle’s 20th year and things have changed in that time.  Initially, 
it looked after internal requirements like the group car fleet, but 
eventually it moved into the wider market of external customers, 
both directly, and via brokers. The Broker side grew very rapidly, 
particularly through the credit crunch, and it still represents the 
greater part of the overall portfolio.  

Afl’s main focus is on the finance of equipment which is new 
to the customer, whether it is new or used itself, provided the 
price is right. Most types of equipment will be considered and the 
most appropriate finance instrument will be used. Afl is highly 
customer centric and tries hard to stick to each of its main tenets, 
which are; open and clear documentation; fair dealings with all 
stakeholders; and responsible lending.

Whilst a relatively small player, Afl’s book is now around £75 
million; it has grown organically at about 10 percent per annum 
on average, and has ambitions to reach a £100 million portfolio 
in the not too distant future.  It has 35 staff, many of whom have 
already been with Afl for more years than they care to remember.

Market issues
There are a number of things which are close to Afl’s heart, 
not least of which is the ancient debate about interest rates and 
commissions.  Over the years, an inexorable top down (rather 
than customer originated) focus on rate as being the prime 
consideration for borrowers, rather than on a simple willingness 
to provide a facility at all, or on doing things fairly and properly, 
has led to remarkable ducking and diving in the market for the 

creation of new approaches and income streams in search of 
compensation for lost interest (profit). This all leads to further 
mistiness rather than transparency, and reduces customer 
product choice, which surely cannot be a healthy situation.

Brokers are a fundamental piece of the market and as a funder, 
Afl sees the relationship between itself and its brokers as an 
entirely symbiotic one. It strongly defends its brokers’ rights to 
earn a fair commission for all their efforts in establishing their 
customer’s needs, and then sourcing appropriate facilities.  At 
the same time, Afl aims to preserve the customers interests too, 
by ensuring that the rates charged  are never excessive. Those 
brokers which have funding lines with Afl tend to share this view 
anyway; we work together to provide what the customer needs 
in the simplest safest way for all parties.  

In the same vein, and in order to stay around to service its 
potential future customers, Afl also believes it must itself be 
allowed to charge interest rates which ensure it remains a 
sustainable operation. On this front, severe concerns exist 
regarding the current market race to the bottom, since this is 
ultimately a self-defeating approach, especially when turnover is 
chased at the expense of credit quality as well.

If customers need new equipment to run or expand their own 
business, but cannot readily afford to purchase it, then of course 
it is the role of funders to seek to provide the ability to use it, but 
clearly they need to earn money in doing so.  Not being able to 
generate a sufficient return could be the beginning of a market 
problem seen many times before.

In a time when funds are readily available, arrears have been 
benign and interest rates are low, running a fixed rate portfolio 
is a relatively easy matter, but woe betide those who have 
undercharged, or ignored potential affordability issues, when 
their customer base starts to come under more severe economic 
pressure.  But, was it Gordon Brown who said boom and bust 
had been defeated (or something like that) so perhaps there isn’t 
a problem after all?

Skill levels
Another fear we have for the leasing market is the long running 
lack of effective training in the market. There are of course 
notable exceptions, but there seem to be fewer and fewer people 
at the coalface who really know what they are talking about, 
what rules they should be applying, and why. In a generational 
sense then, people are often being taught the basics by others 
who have had no comprehensive training themselves. In the long 
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term, this is not a good thing if you have a fiduciary relationship 
with your customers and want to provide them with the most 
appropriate product for their needs, or if the ‘powers that be’ 
expect you to look after the customers’ interests.  

When we challenge some of the methods or assumptions that 
we see, we often get told “well everyone else does it,” and that is 
fine whilst all the trends are going in the right direction but in our 
view the risks are not always properly understood. We feel there 
are some problems brewing and that this will eventually damage 
the market perception of leasing as a product if standards are 
not raised.  

Accordingly, it has been really good to see new initiatives 
on the training front by the FLA, the NACFB and the Leasing 
Foundation, but alongside the on-the-job training and 
apprenticeships, some more cost effective lower level educational 
qualifications are probably still needed in the marketplace. 

The future of Leasing
The demise of asset finance leasing has been predicted on many 
occasions, but so far Leasing has happily survived all that has 
been thrown at it, indeed in some ways is more vibrant than 

ever.  As a product however, it has been gently evolving over the 
years and now seems to have reached a point, particularly in 
the ‘soft’ asset market, where in practice many now sell it as a 
faux Hire Purchase arrangement.  For a Finance Lease at least, 
three key aspects; the meaning of a lease under UK law; how 
such an instrument should be accounted for, by lessee and Lessor 
alike; and the tax treatment which should be applied and why, 
no longer appear to have their previous alignment, particularly 
in relation to the passage of title.  It will be very interesting to see 
what emerges from the current HMRC consultation and our own 
fervent hope is that they will seek to re-clarify the distinctions 
between an Hire Purchase deal, and a Finance Lease, from their 
own perspective, or clearly redefine them for the future.

2017 and beyond
It almost goes without saying that the UK economy at 
large, including asset finance and leasing, holds quite a few 
imponderables right now, but that just makes things all the more 
exciting. As always, the forward view at Afl is very positive, as 
there is plenty more we can do. n


