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Asset Advantage is an award winning, privately owned, 
finance business specialising in providing asset finance 
and loans to SME businesses throughout the UK via a 
premium panel of introducers.

Our finance products utilise a combination of 
experience, expertise and uncompromising business 
processes to deliver the perfect solution to our clients

To find out about joining our select panel of introducers 
and our award winning SME finance solutions please 
call Tracy Millsom on:

01256 316 200

www.assetadvantage.co.uk
or visit our website on:

Banco BNI Europa has extended its investment in P2P invoice finance platform MarketInvoice by £45m a 
year. Brian Cantwell spoke to executive chair Pedro Coelho about this route to the invoice finance market

Accessing invoice finance 

D oes the bank see P2P as a serious dis-
ruptor for the invoice finance mar-
ket?

I believe we can be considered as one of 
many types of institutional investor which 
finance these types of platform.

As you know, these types of peer-to-peer 
lending markets started as a service between 
peers but as the market evolved and matured, 
you see more and more institutional invest-
ment interest. That I think is just a normal 
trend, depending on the maturity of the 
platform and the quality of the teams, and 
also on the maturity of the organisations to 
accept this new asset class. 

This is an asset class which we are familiar 
with because we know what credit risk is, we 
know what factoring or invoice discounting, 
or SME lending is, so we look at those teams 
and platforms and we see if they actually fol-
low the same type of criteria and profits that 
they would incidentally follow if they were 

inside our bank. 

Do you have exposure to asset finance and 
leasing in your balance sheet already?
We have exposure to different types of lend-
ing, not only invoice discounting. We have 
invoice discounting with MarketInvoice, 
and we have platforms. Obviously in the 
case of MarketInvoice, being the largest in 
Europe, the commitment is much larger; but 
we also have commitments with other plat-
forms, with other types of credit, like real 
estate lending, SMEs, and consumer lending, 
which provide us with blended return and 
deals, and a desirable certification, not only 
in geographical terms but also in terms of 
types of client and segment.

So is the P2P model becoming more stable?
Yes, I believe that like elsewhere in the indus-
try there will be winners and losers at the 
end. Obviously we try to come up with what 

will be the winners in the future. There are 
two advanced markets for P2P: China and 
the US. And there you already see problems 
of winners becoming stronger, who are con-
solidators, and the losers going bankrupt, 
what we see there will be a continuation 
during the proliferation of these platforms.

Some of them probably choose to special-
ise, some of them are trying to proliferate 
across different types of credit as well, which 
is a new trend for instance in the US.

Is this your only P2P investment, and are 
you considering more?
We have a long-established relationship 
with MarketInvoice; we have disclosed our 
commitment and have increased our com-
mitment, because our relationship is moved 
forward and has been strengthened. But dur-
ing this process in the last year and a half 
we have been actively looking for different 
kinds of partnership, and we have commit-
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ments with other platforms as well, across 
Europe. 

Is it a good way for banks without an asset 
finance or P2P legacy to gain exposure?
That’s correct. Particularly for a bank like 
ours, as an online bank growing its bal-
ance sheet, it is a good way to diversify very 
quickly away from the typical geographical 
or segment risk. If I did not have this option 
I would probably be 100% exposed to the 
Portuguese economy, so it might be good 
one day and perhaps not the next day, you 
never know!

I would say that it gives more comfort to 
us, because we think it means better diversi-
fication. We have lower risk on our balance 
sheet, and this has also allowed us, as we 
have said, to quickly move up in terms of 
the size of balance sheet and establish rela-
tionships that produce other types of com-
mitment. You never know in the future. We 
also look at fintech as a way to partner to 
advance in tech terms. 

Do you think more European online banks 
will seek greater exposure to asset finance?
I see a trend in the challenger banks. The UK 
has probably been at the forefront of this in 
Europe, certainly with the number of licenc-
es that the Bank of England has approved.

I do believe that some of them will have 
a sustainable model; others may have more 
difficulties because I do not think just an app 
will create value. A bank is not Facebook; it 
is not by having a large number of users that 
you are going to attract more investors. You 
have to have a business model associated 
with a bank, by having that licence. 

We see that the winners are neither the 
purest fintechs or the traditional banks. Ulti-
mately in 10 years, or sooner, you will see a 
merging of interests – fintechs with banking 
licences or banks using fintechs to advance 
more quickly in the market. Whether this is 
from a transactional point of view, whether 
it’s having access to clients that they would 
not have otherwise, or to quickly adopt 
technology that would take much longer to 
develop, that’s how I see it.

Banks that do not have legacy currently 
have an advantage over the ones that do. 
They can selectively partner and grow at a 
quicker rate, than they otherwise would in 
the traditional model. 

Are fintech banks getting the P2P model?
I think banks have different objectives. Some 
banks, like HSBC, JPMorgan, and ING may 
take an equity stake in the platform, initially 
to see how it sits with them, and probably 
create trust about the model internally. They 

need to access it from outside, because they 
cannot create a model like this internally. 
Once they have experienced it maybe even-
tually that can integrate them into the bank 
in the future.

 It is very difficult to continue the tradi-
tional way of banking. There are challenger 
banks: for them it is more a clean way of 
quickly giving clients access to assets that 
they wouldn’t have, to have the diversifica-
tion that we just mentioned. It is all about 
diversification and access to clients that we 
otherwise would not have. But we probably 
would not want to integrate MarketInvoice 
because it’s an attractive business to me, but 
maybe other banks would in the future as 
the platforms try to become quite large. 

What level of allocation do you have on the 
balance sheet for P2P?
I can tell you indirectly that we try to fol-
low the growth of the platform. According 
to their growth, we would like to commit 
a certain percentage of the production or 
origination from the platform. Assuming the 
platform has a good historical performance 
already, then we would like to have a per-
centage of that future origination, that is the 
way we look at it. For smaller platforms we 
have a smaller allocation, and for larger ones 
we have a large allocation.<
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With award winning service and over 
30 years of expertise, Hitachi Capital 
Business Finance provides a flexible 
range of asset finance solutions – 
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