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For partner firms - Applies from 15 July 2026

This guide is operational only and is not legal or regqulatory advice. Your firm should satisfy itself about
its own regulatory position and take its own legal advice where needed.

Introduction

From 15 July 2026, PayLater becomes a regulated credit agreement. This guide is for partners
whose users set PaylLater up with the customer at the point of sale, most often when selling an
add-on product, rather than sending the customer a link to apply on their own. It explains how to
offer PayLater fairly in that setting, what to tell the customer, and how to keep the customer’s
interests first. It sits alongside your firm’s own policies, procedures and staff training.

Your firm’s responsibilities

This guide is intended to support partner firms distributing PayLater. Nothing in this guide
removes or replaces your firm’s own legal or regulatory obligations. Your firm remains
responsible for complying with any obligations that apply to it, including those arising from its
FCA permissions, internal policies and procedures, and applicable law.

1. How PayLater works and your role

PayLater is interest-free credit that lets a customer spread the cost of what they buy from you.
From 15 July 2026 it is regulated consumer credit, overseen by the FCA under its Consumer Duty.
Bumper is the lender.

Setting PayLater up with the customer

In this route your user works through the application together with the customer, rather than
sending a link for the customer to complete on their own. When your user does that, your firm is
assisting the customer through the application process for a regulated credit agreement, so it is
important that the customer receives clear, fair and accurate information throughout the journey.
The rest of this guide is about doing it well.

2. Keeping the add-on and the credit separate

This is the part to get right. Where PayLater is offered alongside an add-on product, keep the two
decisions apart and make that clear to the customer.

- Treat the decision to buy the add-on and the decision to take PayLater as two separate
choices, and present them that way.

- Do not make an add-on cheaper, and do not let its price or terms depend on the customer
taking PayLater.

- Do not use the availability of credit to sell an add-on the customer would not otherwise buy.

- Do not pressure the customer. They are free to decline the add-on, decline PayLater, or both,
with no disadvantage.

- Make sure the customer knows the cash price of the add-on on its own. Credit should never
be used to blur what the add-on costs or whether it is worth it.

3. What the customer needs to know before they commit

Because your user is the one speaking to the customer, your firm should ensure the customer
receives a clear explanation of the important features and risks of the loan before they commit,
and should not rely solely on information contained in the paperwork.
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Provide the risk warning

Ensure the customer is provided with the approved PayLater risk warning and disclosure in the
form supplied by Bumper, set out below. It should be communicated before the customer
decides whether to proceed. Do not shorten, reword or omit it.

Approved customer warnings and disclaimer

PaylLater is an interest-free regulated credit agreement provided by Bumper International
Limited. No set-up fees apply. A one-off late payment fee of up to £20 may apply.

Borrowing more than you can afford, paying late or missing payments may negatively impact
your credit score and your ability to obtain credit in the future.

Bumper International Limited is authorised and regulated by the Financial Conduct Authority.
Credit is subject to status. 18+, UK residents only. Ts&Cs apply.

If you are worried about borrowing or repayments, free and impartial debt advice is available
from MoneyHelper at moneyhelper.org.uk.

Cover the key facts about the loan
Ensure the customer receives a clear explanation of the loan, covering at least:

- what PayLater is and how it works;
- the total amount payable and the payment schedule;
- thatitis a regulated credit agreement;

- what happens if a payment is missed, including any charges, the effect on their credit file and
recovery; and

- that they can withdraw from the agreement within 14 days.

Point the customer to the detail

The full detail comes from us. Ensure the customer knows they can read how PaylLater works in
our FAQs at https://www.bumper.co/paylater-frequently-asked-questions, and that they will
receive the full terms and conditions and pre-contract information for the loan from us before
they commit. Encourage them to read the terms, give them time to do so, and let them ask
questions. Do not rush anyone through the application.

4. User incentives

A modest incentive may be payable to the user who sets a PayLater agreement up with the
customer. It is built so it does not disadvantage the customer:

- it does not change the cost of the credit. PayLater stays interest-free and is limited to the
value of the invoice, so the customer pays no more because an incentive is payable;

- it does not change the outcome of the application. Bumper makes the credit decision on the
same basis either way; and

- itis modest.

So the incentive must not shape how PaylLater is offered. Offer it fairly, only where it suits the
customer, and never steer a customer toward PayLater, or toward an add-on, to earn it.

Disclose the incentive

Be open with the customer if your business or user may receive an incentive for setting up a
PayLater agreement. Explain, in plain terms, that it does not change the cost of the credit, does
not change the price of the add-on, and does not affect whether an application is accepted. The
disclosure should be clear, prominent and provided before the customer commits to the credit
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agreement. Never present the incentive, or PaylLater, as something the customer should do to
help you.

5. Financial promotions: use ours only

Use only Bumper-approved PayLater materials when referring to or promoting PayLater. Do not
create, adapt or distribute PayLater communications unless they have been approved by Bumper
before use. If you need new materials, please speak to us and we will consider them. This helps
ensure all PayLater communications remain accurate, clear, fair and consistent with applicable
regulatory requirements.

Any PaylLater materials that pre-date the new rules should be withdrawn from use.

6. Vulnerable customers

A conversation at the point of sale is often where a customer’s circumstances first show. You are
not expected to assess or label anyone. What helps is treating customers fairly, recognising
potential signs of vulnerability, and escalating concerns where appropriate.

Vulnerability is broad. The FCA describes a vulnerable customer as someone who, because of
their personal circumstances, is especially susceptible to harm, particularly where a firm is not
acting with appropriate care. It can be permanent or temporary, it comes and goes, and it is often
invisible. Anyone can be affected, whatever their age or background.

What can make someone more vulnerable
The FCA points to four broad drivers. Treat them as a guide, not a checklist. A customer may fit
more than one, or none of them neatly.

- Health: a condition or disability that affects day-to-day life.

- Life events: such as bereavement, job loss or a relationship breakdown.

- Resilience: low ability to withstand a financial or emotional shock.

- Capability: low confidence or knowledge in managing money, or limited English or digital
skills.

Signs to watch for
- difficulty understanding or remembering what has been said, or asking the same thing again;
- confusion or distress, or someone who seems rushed or under pressure;
- someone else speaking for the customer, or pressure from a third party;
- mention of a recent life event, an illness or money worries;
- a decision that seems out of step with what the customer wants or understands.

How to respond
- Slow down and give the customer time. Do not pressure or rush them.

- Use plain language, and check understanding by asking the customer to tell you, in their own
words, what they are agreeing to.

- Let the customer involve someone they trust, and make reasonable adjustments where you
can.

- If something does not feel right, pause the application process and consider whether
escalation is appropriate. Where necessary, escalate to us at escalations@bumper.co.

What not to do
- Do not diagnose, label, or make assumptions about a customer’s capacity.
- Do not pressure a customer or talk them into PayLater or an add-on.
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- Do not record sensitive details you do not need. Capture only what is necessary, and only with
the customer’s agreement.

Escalating a concern

How you raise a concern depends on where the customer is. If the customer is already in our
journey, or is already our customer, you can flag a concern to us at escalations@bumper.co,
sharing only what is necessary. If they have not yet applied, do not send us health or other
sensitive details. Give them time and encourage them to raise it themselves when they apply.
Information about a person’s health or circumstances is sensitive personal data, so keep it to
what is needed and hold it under your own data protection obligations.

We rely on your firm’s own vulnerable-customer training. This guide supports it and does not
replace it.

7. Fraud and financial crime

The assisted route puts your user at the front line of spotting fraud. Follow your own procedures,
and in particular:
- comply with your firm’s customer verification and fraud prevention procedures;

- be alert to applications made or prompted by someone else, or built on details that do not fit
the person in front of you;

- never help, coach or complete an application on information you know or suspect to be false
or incomplete.

Escalate any suspected fraud through the agreed channel straight away.

8. Data protection

In this route your user handles the customer’s application and financial details directly. Handle
that information under data protection law and your own policies: collect only what the
application needs, keep it secure, and do not keep it longer than you need. Do not use it for
anything beyond the PayLater application without a proper basis. For the data each of us handles
for our own purposes, you and Bumper are each independent controllers.

9. Complaints and escalation

Complaints may relate to the credit agreement, the goods or services being financed, or both.
Responsibility will depend on the nature of the complaint:

- Credit complaints (affordability, payments, agreement terms): Bumper handles these.

- Goods or services complaints: your firm handles these.
Sometimes the two overlap, and a customer may also have a section 75 claim against us.
If a customer complains, acknowledge it and record it under your own complaints procedure. If it
concerns the PaylLater credit, refer it to us straight away. If it relates to both the goods or service

and the credit, use the agreed escalation route so we can look at it together. Route any concern
about the finance data to us at escalations@bumper.co.

10. Getting help

Your Bumper account manager is your first point of contact. You can also reach us by live chat at
bumper.co or email support@bumper.co.
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