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UK’s growth agenda

LTV = loan to value, LTI = loan to income, FTB = first time buyers, FCA = Financial Conduct Authority, BoE = Bank of England​.

Regulators are embracing pro-growth initiatives​

• Affordability stress-testing has eased (FCA). MAB average customer can 
now borrow an additional £30k+.

• Higher LTV products more available and increased LTI flexibility.

• Rental payment history recognised as part of affordability assessment 
to supports FTBs (FCA roadmap).

Lender & customer confidence is improving​

• Lending appetite is strong with all-time high product count (33,000).

• Product mix normalising 2-year fixes >50% of fixed rate products.

• BoE rate cuts – six in this easing cycle with further cuts predicated in 2026.

Busiest ever 
Boxing Day on 
Rightmove as 
home-hunters 
prepare for 
2026 move.

“

“



MAB Purchase: 8.6%*

Refinancing is our biggest opportunity by far

Annual 
Protection 

Reviews

Purchase: £191bn

Remortgage: £109bn

PT: £261bn

MAB Remortage: 8.6%*

MAB PT: 3.0%*

* MAB market share at H1 2025.

UK Finance 2026 forecast.

Credit bureaus

Property portals

Price Comparison Websites 

Major employers



MAB is 
uniquely equipped…
…to lead the digital 
transformation of our sector

MAB’s proposition combines:

• Specialist Network

• Digital Broker Model 

• Omnichannel Platform

• Unparalleled customer reach

• Leading Broker & Intermediary Brand

• Highly Scalable



Active sector investment
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MAB 3.0: Platform
Expanding our proposition across home moving value chain

Arrange 
survey

Instruct a 
conveyancer

Property & 
mortgage search

Find a 
property

Finalise mortgage 
& protection

Arrange 
utilities

Exchange 
contracts

Completion



A brand set 
for the future
Business alignment: Our existing brand no 
longer reflects MAB’s scale, digital capability, 
or expanded product and service offering.

Long-term value: The rebrand strengthens 
recognition, trust, and cohesion across the 
network, with consumers and partners, 
supporting sustainable growth and future-
proofing MAB’s market position.

Cultural evolution: Aligning the rebrand with 
internal values strengthens focus, improves 
consistency and will help drive a unified 
digital-first operating culture.

Evolving market: As the industry shifts 
towards digital consumer behaviour, this 
requires MAB to evolve its brand to remain 
relationship-driven and relevant. 

A brand for a digital age
New channels and technologies demand a 
more ‘considered’ visual identity.

An evolving business model
New services, products and business 
acquisitions mean we need a more resilient 
brand architecture.

Better audience reach
A brand that resonates from a visual and verbal 
sense with our broad customer demographic.



2000 2012 2022 2026 2030

New Refinancing

Early Researchers

Lifetime Customer Value

Home Moving Services

Unproceedable Nurture

Tenants

Strategic  M&A

Investment in MAB Team

Platform Rebuild Data & AI Capability added

Digital Customer Nurture Tools

Transforming 

Customer Acquisition, Retention Product Reach, Productivity & Margins

Estate Agents

Organic Refinance

New Build

National Lead Source

Organic Refinance

Estate Agents

New Build

Organic Refinance

National Lead Source

New Build

Organic Refinance

Employers

Estate Agents Estate Agents

Transforming Customer Acquisition, Retention, 
Product Reach, Productivity & Margins

Cross sector reach – 
exceptional by design



Introducing Yaiza Luengo, COO
Technology leader with over 20 years’ experience in financial services…

Technology & 
Innovation Data & AI Revenue 

Leadership
Enterprise
Platforms Transformation

…majoring on digital transformation, enterprise platforms, 
data & artificial intelligence



Yaiza Luengo
Chief Operating Officer



Customer lifetime value
2026-27 is refinance led. Defend our base, win market share & build lifetime value.​

These results reflect journeys prioritised by TAM opportunity and shaped by customer journey insight, improving both customer experience and broker effectiveness.​

Cohorts and proposition strategy

Defend
Retention

Build
Lifetime value

Trigger: FTB 
and home mover decisions.​

Offer: end-to-end advice and 
readiness support​.

Win: awareness, conversion 
and cross-sell.

Win
Share Capture

Trigger: refinance 
consumers outside 
of our sphere.​

Offer: simple switching, 
advice-led execution.​

Win: new customers and 
re-engagement loop.

Trigger: rate expiry, 
payment change.​

Offer: monitoring-led 
proactive refinance and advice.​

Win: lower leakage, 
repeat business.

Target TAM cohorts

Refinancing

FTB & Home movers

Protection

Families



Customer lifetime value
2026-27 is refinance led. Defend our base, win market share & build lifetime value.​

These results reflect journeys prioritised by TAM opportunity and shaped by customer journey insight, improving both customer experience and broker effectiveness.​

CX & Customer journey insights (2025)

343,935 leads generated

413,071 customers invited

52% invite to sign-up conversion​

Funnel effectiveness 
(customer experience impact)

Targeted, timely invitations and low-friction journeys are 
converting intent into active engagement at scale ​.

Engagement quality (customer journey maturity)​

1,281,482 documents uploaded​

1,096,899 customer authored documents​

86% for all App uploads

Engagement quality
(customer experience maturity)

Customers are actively progressing through journeys, 
not passively transacting. Journeys are designed to support self-
progression with advice where it matters most.



MAB Platform & Tech: Our enabler for digital scale

Efficiency outcomes

The five-dimensional data foundation enables intelligence to scale & advice to become increasingly cognitive over time​

Reduced 
duplication

Earlier 
insights

Less 
reworking

Greater adviser 
capacity

Scalable 
productivity

App based input, AI financial 
analysis, protection gap, 

open finance, credit score

Customer lifetime value, 
capture life events

Sourcing, product selection, 
Personal finance hub

Criteria enablement, 
valuation, LTV

Faster onboarding, intelligent 
lead distribution

Customer journey intelligence ​ / Platform-enabled, data-led advice​

Cases (product)
Advice & submission 

intelligence

Property 
data

(ID and attribution)
Persistent property level 

insight

Personal 
consumer data 

Ultra-personalized 
affordability & needs 

insight

Time 
Lifecycle and changes 

over time

Lead
Early Intent and 

engagement data

Efficiency emerges from how data is structured, connected & reused 
across the customer journey



Productivity: Tech as an enabler for 
driving revenue & margin
More cases, faster completion and stronger compliance outcomes 
through data-led execution​

Speed

Faster case completion

• Reduced case times through 
automation and streamlined 
workflows ​.

• Faster case placement and 
fewer handoffs ​.

Result: quicker progression to 
completion, more capacity.

Volume

More cases

• Higher case volumes through 
nurture, retention and improved 
conversion.

• Powered by data intelligence, 
reducing reliance on gut feel ​.

Result: more cases per adviser, 
more completions​.

Quality

Compliance and 
rework reduction

• Higher compliance pass rates with 
fewer errors and resubmissions ​.

• More consistent outcomes and 
fewer delays ​.

Result: higher completion rates, 
protected revenue.

Automation & smarter 
case placement

Less adviser & admin 
processing time

More adviser 
capacity

More cases 
completed

Revenue 
Increase & 
Margin



Uptime: 99.99% 
(an hour of downtime in a year)

MAB as a 
platform business
Solid foundations underpinning 
a productivity engine

• Instruction Detection
• Threat Detection
• Security Remediations

• Fault Tolerant
• Highly Available
• Auto Scaling

• Monitoring & Alerting
• Application Insights

• Ransomware Protection
• Rapid Disaster Recovery

S
e

cu
ri

ty

Monitoring

B
a

ck
u

p
s

Infrastructure



Scale at speed & low capital intensity
Tiered access for enhanced API partner integration

Basic

• Includes the ability to push 
leads into Platform and receive 
real time status updates.

Value: Simple and low friction 
with clear visibility of outcomes.​

Enhanced +

• Advanced  Introducer 
with AR in Group – Shared 
data model with controlled 
transparency.​

• Submit and incrementally 
update customer data 
throughout the lifecycle​​.

Value: Full collaboration and 
transparency within a compliant 
group structure.​

Enhanced

• Data submission 
without conversational 
visibility ​.

• Submit structured customer data, 
including updates, to create and 
enrich cases.

• Partner receives enhanced insight, 
but without direct visibility of 
customer/broker privileged data.

Value: Enhanced capability 
that maintains clear separation 
between introducer and 
regulated advice.



The software factory: efficient, 
reliable & consistent
MAB has developed a robust software vision, with a focus on accuracy & efficiency

Documented, consistently applied, 
project methodology

Clear documentation defining requirements

Industry leading architecture, 
with robust controls​

Portfolio aligned development squads

New ideas and centres of excellence

Regular productivity reviews



Scaling advice
Delivering efficiency & productivity while remaining focused on advice quality​

Attract, engage and 
convert more 

prospects into leads. 
AI tools are 
achieving 

25% chat to lead 
conversion rates.

Retaining more pre-
advice’ customer. 

C. 15% of customers 
without a deposit 

return within 
6 months.

Full adoption of MAB 
Platform reduces AR 

staff time by 
c. 5 hours per case.

AI and automation 
improves accuracy 
and productivity. 

AI bank statement 
reading saves 

30 mins per case 
and automates field 

population.

Digital services 
provide introducer 

automated case 
updates, eIDV, 

document 
upload, etc..  

Automated 
mortgage 

monitoring and deal 
alerts improved

Digital tools​
and AI

MAB customer​ 
nurture

Customer, broker
& Introducer Portals

AI &
Automation

Partner 
integrations

Automated 
after-market nurture



Platform Scale: Service / Fulfilment Model​
Served by trusted advisers, supported by a robust digital-first technology capability​

Tools

% Digital
Target 90-100%
Exceptions include walk-ins
& MAB Contact Centre.

Target varies between 20-80%
​Specialist / Complex ​  >  Commercial ​  > New Build ​  > Later Life​  > 
First Time Buyer​ ​  > Home Mover​  > Remortgage​​ >Product Transfer​

Target 90-100%
Exceptions include customer 
initiated engagement & 
MAB Contact Centre.

Research Advice After Market

Attract, engage and 
convert more 

prospects into leads. 
AI tools are 
achieving 

25% chat to lead 
conversion rates.

Retaining more pre-
advice’ customer. 

C. 15% of customers 
without a deposit 

return within 
6 months.

Full adoption of MAB 
Platform reduces AR 

staff time by 
c. 5 hours per case.

AI and automation 
improves accuracy 
and productivity. 

AI bank statement 
reading saves 

30 mins per case 
and automates field 

population.

Digital services 
provide introducer 

automated case 
updates, eIDV, 

document 
upload, etc..  

Automated 
mortgage 

monitoring and deal 
alerts improved

Digital tools​
and AI

MAB customer​ 
nurture

Customer, broker
& Introducer Portals

AI &
Automation

Partner 
integrations

Automated 
after-market nurture



Layer 3: Products - The Experience
A hyper-personalised Ecosystem

Layer 2: Capabilities - The Brain
AI-Driven Intelligence & Predictions

Layer 1: Assets - The Foundation
Unrivaled Proprietary Data Scale

The data asset
Leveraging the market’s deepest proprietary dataset to power intelligent, lifetime customer value.



Emilie McCarthy
Chief Financial Officer



2025 Status Update

Delivering MAB 2.0: Clear progress

Adjusted cash conversion is adjusted cash generated as a percentage of adjusted operating profit​.

Profitability is Adjusted PBT margin​.

New lending market share includes purchase and remortgage lending but excludes Product Transfers (PTs). Total lending includes PTs​.

Revenue
• ~19% growth in 2025 
• Doubling over 5Y = 15% CAGRDOUBLE

Adjusted cash conversion
• A strength of the model
• Continued delivery>100%

Profitability
• Product mix, newer advisers, strategic spend
• EPS and ROCE up>15%

Market Share
New Lending | Total Lending

• New lending - flat
• Product Transfer - increaseDOUBLE



2024 revenue multiplier based on adviser number and productivity

Revenue multiplier update

Average revenue per adviser (£k)Multiplier
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2024 revenue multiplier based on adviser number and productivity

Revenue multiplier update
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Profitability: At inflection point

Adj. PBT £mRevenue £m Margin % Adj. EPSp

1 Consensus estimate   2 Excludes Dashly technology investment

13.0% 12.0% 12.8 11.8% 9.7% 12.0% 11.3%

144

2019 2020 2021 2022 2023 2024 2025

C.318

C.35.8

19

30.1
28.6

37.1 37.8

29.8

39.5
C.43.91



• Procurement optimisation
• Processes best practices
• Centralised administrative expenses

• Higher adviser productivity
• Higher Profitability, accretive earnings
• Absorb Head office cost
• Surplus reinvestment in strategic spend

• New lead sources
• Geographic expansion
• Expand product offering​

Growth Revenue

Operational 
Optimisation

Financial

How do invested businesses create value?

Synergies

Future Priorities
• Integration and synergies realisation​
• Expansion to the entire home moving process

2025 Priorities
• Consolidation of minority interests to gain control
• Expansion in the south for market share
• Increased footprint in later-life



A scalable platform with two growth engines

AR 
Network 

(AR)

Invested 
Business

(IB)

Head Office (HO)

Supported by

Revenue

Cost of sale

Administrative Expenses

Advisers#

Total Productivity

1st Charge Productivity

Greater transparency on margins

AR IB HO

# Mainstream advisers



Cost structure – variable or fixed

Existing programs and 
initiatives includes:

• Lead cost optimisation through Data
• Standardisation of the mortgage journey
• Technology tools to automate case admin

• Role centralisation for scale
• Procurement 
• Technology convergence

Fixed

Semi-Fixed

Variable

AR

• Commission 
pay away

• N/A

Cost of sale

Administrative

Categorisation
(Fixed/Variable)

IB

• Lead cost
• Adviser cost
• Case admin
• Distribution

• People
• Non-people
• Technology

HO

• Distribution

• People
• Non-people
• Technology

Significant operating 
leverage opportunities 
with Head Office & 
Invested Businesses

Illustrative



How growth translates into profit

FixedSemi-FixedVariable

Platform & AI

• Higher productivity in IBs slows headcount 
growth and COS

• Digitised admin in IBs slows headcount

• Automation of support functions in ARs

• Increased IT resource productivity

Group synergies

• Streamline duplicated functions

• Centralised procurement

2026 Initiatives in progress 2029

Illustrative



Profitability & shareholder returns roadmap

2026 Full year impact of invested businesses 
higher profitability. 

2027 Administrative function at scale
Centralised operating model

2028 AI and technology for case 
management Procurement

2029 Platform optimisation

2025 2026 2027 2028 2029

COS %

Admin 
Expense %

Adj. PBT %

RoCE %

Illustrative



Peter Brodnicki
Founder & CEO



Team Board Advisers 
/ PR

Investor 
relations FTSE 250

Capital 
allocation

model

Foundations for MAB 2.0



Shaping the future of the 
Intermediary Sector
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Disclaimer

Mortgage Advice Bureau (Holdings) plc (“MAB” or the “Group”). Certain statements included or incorporated by reference within this 
announcement may constitute "forward-looking statements" in respect of the Group's operations, performance, prospects and/or financial 
condition. Forward-looking statements are sometimes, but not always, identified by their use of a date in the future or such words and 
words of similar meaning as "aims", "anticipates", "believes", "continues", "could", "due", "estimates", "expects", "goal", "intends", "may", 
"objectives", "outlook", "plans", "potential", "probably", "project", "seeks", "should", "targets", or "will" or, in each case, their negative or other 
variations or comparable terminology.

By their nature, forward-looking statements involve a number of risks, uncertainties and assumptions and actual results or events may differ materially 
from those expressed or implied by those statements. Accordingly, no assurance can be given that any particular expectation will be met, and reliance 
should not be placed on any forward-looking statement. Additionally, forward-looking statements regarding past trends or activities should not be taken 
as a representation that such trends or activities will continue in the future. Except as required by applicable law or regulation, no responsibility or 
obligation is accepted to update or revise any forward-looking statement resulting from new information, future events or otherwise. Nothing in this 
announcement should be construed as a profit forecast.

This announcement does not constitute or form part of any offer or invitation to sell, or any solicitation of any offer to purchase any shares or other 
securities in the Company, nor shall it or any part of it or the fact of its distribution form the basis of, or be relied on in connection with, any contract or 
commitment or investment decisions relating thereto, nor does it constitute a recommendation regarding the shares or other securities of the 
Company. Past performance cannot be relied upon as a guide to future performance and persons needing advice should consult an independent 
financial adviser authorised under the Financial Services and Markets Act 2000 (as amended). Statements in this announcement reflect the knowledge 
and information available at the time of its preparation. Liability arising from anything in this announcement shall be governed by English law. Nothing 
in this announcement shall exclude any liability under applicable laws that cannot be excluded in accordance with such laws.
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