
STORY/ James Mitchell 

The Financial System Inquiry helped turn the 
spotlight back onto business lending. Now’s the 
time for brokers to shine in this growing space 
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COMMERCIAL LENDING is on the rise. 
NAB’s Commercial Property Index rose 

two points in the third quarter of 2014 – 
its �rst positive read since March 2011.

And while property-related 
transactions are part of the 
commercial �nance market, the needs 
commercial lending can support are so 
much broader.

A quick look at the volumes of The 
Adviser’s inaugural Commercial Business 
Writers 2015 ranking will no doubt turn 
you on to the bottom-line bene�ts of this 
growing sector. 

We’ve broken the report down into 
two sections: commercial �nance, 
namely commercial property deals; 
and business �nance, which includes 
everything from SME lending and debtor 
�nance to asset and motor vehicle loans. 

Everyone knows residential loans are 
going gangbusters right now, so as you 
make hay while the sun shines, it may be 
a good time to check out the commercial 
side of things. 

According to ABA Finance Broker of 
the Year 2014 and managing partner of 
Wells Partners Greg Wells, lenders are 
now gathering more detailed results 
from their books that indicate brokers 
are generating an increasing amount of 
commercial business.

“They’re getting more accurate data 
showing the quality coming out of the 
third-party channel, the average loan 
size, the cross-sell, the new-to-bank 
client; all these things are key pro�t 

drivers for the banks and they’re being 
monitored a lot closer,” Mr Wells says.

“The banks understand the evolution of 
the broker more and more.”

Evolution of the broker
Unsurprisingly, commercial lending is 
dominated by the majors, with a few 
regional players, like Bank of Queensland, 
hot on their heels. 

After a record year of pro�ts for the 
banks, coupled with the Financial System 
Inquiry’s bid to boost business lending, 
all signs are pointing to a hot proposition 
for brokers. 

“I think commercial is probably 
hot at the moment because all the 
banks are trying to grow their balance 
sheets,” says Discovery Finance director 
Jayden Vecchio.

He wrote $87 million in commercial 
loans in 2013/2014 across 24 deals. 

“I think the big four in particular 
understand the value brokers who play in 
the commercial space can bring to them,” 
he says.

Pub �nancing specialist Daniel Green 
of Green Finance Group agrees that the 
banks are keen to grow their commercial 
loan books. 

He should know – his brokerage took 
out the second and third positions in 
our top 10 business writers ranking with 
combined volumes of $144.7 million. 

“I just think all the banks are holding 

onto a lot of cash and all I can put it 
down to is that the residential market is 
cooling, they’re sitting on a heap of cash 
at the moment and conditions are ripe for 
them to lend to commercial clients,” says 
Mr Green.

“You can get some big licks of money 
out there at the moment,” he adds.

The spotlight on residential property 
often leaves the sheer scale of commercial 
�nance – and its opportunities – in 
the shadows.

But don’t underestimate the size of 
the market or your ability to capture 
commercial clients.

FAST chief executive Brendan Wright 
told The Adviser that when you look at 
the numbers, commercial lending is a 
compelling story.

“We’ve got 2.8 million SMEs in 
Australia,” Mr Wright said.

“These businesses are the engine 
room of our economy and their owners 
are generally motivated, intelligent 
individuals who care about their �nancial 
future,” he said. 

“They are crying out for the kind of 
specialised service that only a broker 
can provide.”

Mr Green recently wrote two 
transactions worth a combined 
$200 million.

That’s a good way for a bank to get their 
cash out the door if they’re just sitting 
on it, he says, adding that low rates are 

As we move into 2015, there is a growing enthusiasm among 
brokers to embrace the opportunities that new revenue streams 
present – and commercial lending is no exception.

Commercial finance is an obvious way for brokers to develop 
a more holistic service o�ering and many brokers who take the 
plunge into commercial quickly see the advantage it presents 
in terms of boosting their income. Many brokers will also attest 
that the addition of commercial finance is a fantastic way to 
bolster existing client relationships, positioning them to take care 
of more of their needs.

Moving into new areas of business can take a lot of hard work 
and commercial lending can be complex at first, but FAST is firm 
in its belief that it represents an extraordinary opportunity for 
those brokers ready to look beyond home loans.

We are thrilled to partner with The Adviser to bring you this 
dedicated commercial report and we congratulate those brokers 
who have made up this year’s rankings. You should all be 
very proud.

  
A MESSAGE FROM OUR PARTNER, FAST

Brendan Wright
CEO FAST
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fuelling commercial loan demand just as 
much as they are residential mortgages. 

“My last two commercial deals were as 
low as 4.65 per cent,” Mr Green says.

“The dearest deals we’re doing at the 
moment are in the low � ves but a lot of 
that is on the back of the volumes we’re 
putting through the banks,” he says.

“I recently had a client who’d gone 
to one of the majors for a $10 million 
deal. He was quoted at 6.35 per cent and 
I managed to get that priced through 
another lender at 4.74 per cent, and, 
again, that’s o¤  the back of the volumes 
we are doing.”

Brokers are starting to recognise the 
huge opportunity commercial presents. 

Mr Wright sees this as a combination 
of factors. 

“Clearly, the message is � ltering 
through to the industry that 
commercial is a great opportunity,” 
Mr Wright says. “But I also think it’s 
an indication of brokers’ increasing 
appetite to grow their businesses 
and develop a more holistic product 
o¤ ering. We see enormous opportunity 
for brokers to become more of a 
one-stop � nancial shop for their 
clients,” he says.

“Commercial and asset � nance are 
an obvious way for brokers to expand 
their businesses.”

Diversi� cation is one of those words 
or phrases like ‘value proposition’, 
‘convergence’ and, more recently, 
‘vertical integration’ that get thrown 
around a lot in this industry. 

The bottom line is it makes sense to 
broaden your service o¤ ering with your 
existing client base. 

Many existing home loan clients are 
self-employed or small business owners 
so it’s logical to tap into this opportunity.

How to: commercial lending
The � rst obvious advantage is a 
signi� cant boost to your income. 

The addition of commercial � nance 
options provides a great way to diversify 
and boost your revenue streams and 
ensure a more stable cash ¦ ow. It’s also 
a fantastic way to better service your 
client base. 

Meeting more of your clients’ needs 
strengthens the relationship as the 

  BUSINESS LENDING: 
$22,908,715

I started as a commercial broker 
in 2003. While residential lending 
is a prerequisite in the broking 
space, the trick is how to balance 
your day between the more 
involved requests and scenarios 
that exist in the commercial 
piece and the residential lending 
opportunities that present 
themselves that can be knocked 
over quickly.

 Was it a di�  cult move? 
The move to commercial was not 
difficult, the issue to deal with is 
that as a broker, across all facets 
of lending, including commercial, 
residential, equipment and 
development, where to invest your 
time for the best result. Our clients 
will mainly determine this, but it is 
still a balancing act. 

 How has FAST been able 
to help?
FAST have great relationships with 
the key lenders in our space, which 
allows us access to decision-
makers. When forums are held with 
invited lenders, this gives the more 
senior brokers the opportunity to 
show that we are a very important 
part of their businesses, as they 
are of ours. This should not be 
taken for granted, as we all need 
each other to continue to expand 
the commercial piece. 

 What advice would you 
give a broker moving into 
commercial lending for the 
fi rst time?
Don’t submit applications hoping 
or expecting that credit managers 
will just sign off. Commercial 
applications must come forward 
with comprehensive notes, 
SWAT analysis, and supporting 
documents, which allow the 
lenders to read the proposal 
without trying to make their 
own conclusions. 

Andrew Kelly  
managing director, 
Anasta Financial 
Consulting

BROKER NAME COMPANY NAME $ COMMERCIAL LOANS NO. OF COMMERCIAL LOANS

Adam Slade-Jacobson Monark Property Partners $93,410,000 3

Jayden Vecchio Discovery Finance Group $87,020,000 24

Marshall Condon Mortgage Choice South Yarra $82,655,000 9

Kevin Wheatley Bayside Commercial Mortgages $82,400,000 7

Marwan Rahme Kanebridge Group $80,529,833 17

Matt Cunli� e Mortgage Choice Brisbane $72,640,000 7

Jeremy Fisher 1st Street Home Loans $58,625,000 8

Simon Xiao Yi Cai Cadaco Pty Ltd (t/a C Loans) $44,849,438 105

Scott Smith Cairns Finance $37,273,209 17

Scott Partridge Mortgage Choice $34,789,416 12

TOP 10 COMMERCIAL BROKERS

PROFILE - 
ANDREW KELLY 

“Clearly, the 
message is 

filtering through 
to the industry 

that commercial 
is a great 

opportunity”

Andrew Kelly  
managing director, 
Anasta Financial 

ANDREW KELLY 
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number of touch points between you 
and your client increases with the 
addition of new � nance deals. It also 
helps hedge against the risk of losing a 
client to another broker or group.

Every mortgage broker is 
di¤ erent and every broker’s 
business and aspirations are unique, 
Mr Wright explains.

“But diversifying into commercial 
lending is generally quite a good � t for 
many residential brokers,” he says.

“It’s not a huge leap from residential 
lending and it can actually support a 
broker’s existing residential business.”

However, it requires a commitment 
from the broker to want to diversify 
and learn a new product stream. 

Adding a commercial o¤ ering 
certainly requires training, but just 
how much will depend on how a 
broker chooses to take their � rst steps, 
Mr Wright says.

“Support from your aggregator 
with commercial lenders is essential,” 
he says.

“If you have access to a good 
BDM, they can be a key resource 
for product support, training and 
strategic planning.”

A referral model with a more 
experienced commercial or asset 
� nance specialist can be a good � rst 
step for many brokers, o¤ ering an 
introduction to the area and reducing 
the amount of training required.

Finding clients
“The best thing a resi broker can do 
is a§  liate him or herself with a good 
commercial broker and split the 
commissions,” Mr Green says.

“If a residential broker is good at 
what they do, stick to that and come 
up with some sort of agreement or an 
alliance with a commercial broker who 
specialises in commercial lending,” 
he says.

Partnering with an existing 
commercial broker is a great way to 
learn the ropes, split commissions 
and get comfortable with commercial 
lending procedures. 

But you can also start out by 
looking in your own backyard – ask 
your existing clients if they require 
any vehicle � nance, help with 
their business loans or funding for 
commercial property. 

And don’t be afraid of wearing out a 
bit of leather. 

Mr Vecchio has only been a broker 
for two years. At � rst it was plenty of 
doorknocking and grunt work, he says.

“That’s what you have to do when 
you start out,” he says.

“Now I’ve built some networks and 
I associate with the right referrers but 
it’s all about changing with the market.”

For Mr Wells referrals are key. Often 
in areas you wouldn’t expect. 

“We’ve always looked at the 
accountancy area as they are a key 

 When did you fi rst decide to 
diversify into commercial fi nance?
We started o� ering commercial fi nance about 
four years ago. 1st Street was established in 
2002 and we initially specialised in residential 
lending. The demand for commercial lending 
was growing and we had been outsourcing it so 
we decided that it would be better overall if we 
brought it in-house.

 Was it a di�  cult move? 
Commercial lending is a more complex 
proposition. We had to upskill our knowledge 
of both the commercial loan process and 
the commercial fi nance space, and we also 
obtained commercial lending accreditations with 
all the lenders.

 How has your workload increased?
The time required to process a commercial loan 
is approximately double that of a residential loan 
and the settlement time is twice as long too. 
Commercial lending clients generally have higher 
expectations as they are often experienced and 
savvy investors.

 Was your existing aggregator able 
to help?
Our aggregator is set up for both residential and 
commercial lending. We also have an ACL so we 
are able to deal directly with lenders.

 What advice would you give a 
broker moving into commercial 
lending for the fi rst time?
It is important to keep in mind that commercial 
loans and residential loans are very di� erent 
from each other. To o� er commercial lending 
requires additional accreditations, a new 
process with a di� erent timeline, fewer deals 
and often a di� erent type of client. 

 What are the opportunities for 
brokers?
The loan sizes are much larger so there are 
opportunities for higher remuneration for 
brokers but it also important to keep in mind 
that there are fewer commercial lending 
clients throughout the year. Commercial clients 
are often ‘stickier’ in that once they have a 
commercial loan they keep it for longer periods.

Jeremy Fisher  
director, 1st Street 
Home Loans

COMMERCIAL LENDING: $58,625,000

BUSINESS LENDING: $38,450,000

PROFILE-
JEREMY FISHER 

Jeremy Fisher  
director, 1st Street 

JEREMY FISHER 

www.theadviser.com.au34

l COVER STORY

P031_Cover Story_Vb_AM.indd   34 27/11/2014   7:17:25 PM



in¦uencer in a client’s decision to take 
up �nance,” Mr Wells says.

“The accountants are �elding the 
initial enquiry, be it �nancing for a 
commercial property or even a car and 
what we are doing is sales coaching 
the accountancy �rms to then provide 
the leads to us and to see if we can 
come up with a good solution that is 
competitive against what they may be 
looking at,” he says.

“Accountants like the idea that they 
can access �nance expertise in people 
like Wells Partners who can provide 
their clients with choice.” 

The free service saves the client time 

and money from shopping around, and 
from the accountant’s perspective, it 
creates a one-stop shop.

Most accountants now realise 
that if they’re just crunching out tax 
returns, that’s yesterday’s method of 
accounting, Mr Wells says.

“The future of accounting is a 
very broad-based activity, much like 
broking, so the more products and 
services they can o¤er their clients 
the stickier the client is to the �rm,” 
he says.

How to: business lending
Business lending is a di¤erent animal. 

Brokers would ideally move into 
commercial property deals and 
get comfortable with them before 
venturing into SME lending and 
debtor �nance. 

But in terms of �nding clients, the 
same deal applies. 

“I think for brokers it’s initially about 
mining their existing customers,” says 
Peter Langham, chairman of the Debtor 
and Invoice Finance Association (DIFA).

“Simply look at their balance 
sheet: do they have trade debtors 
on their balance sheet? If they do, 
then talk to a specialist – it’s all about 
mining that existing customer base,” 
Mr Langham says.

“I think far too many Australian 
businesses are willing to use their 
personal assets, like the family home, 
as security for a business facility. If we 
can get them to use the business assets 
to fund the business that frees up the 
personal assets and that means they 

can build their own personal net worth 
– they can go and buy that investor 
property. It’s not all tied into one and 
the knock-on e¤ect is the broker can 
say, ‘I’ve done your home loan, I’ve 
done your business loan, go and grow 
your own personal assets’,” he says.

Once you’ve diversi�ed your 
business, have a growing client base 
and are comfortable with commercial, 
you have two growth options – cover all 
bases or specialise. 

Some brokers write any commercial 
and business deals that come their way, 
eager to get the deal done and, more 
importantly, put a ring around their 
clients by servicing all their needs. If 
not they’ll walk. 

Others like Mr Vecchio, based in 
Brisbane, believe in sticking to a niche.

“If you’re a great resi writer and 
you’re very good at investor loans, 
then maybe commercial’s not for you,” 
he says.

“A broker needs to ask themselves 
‘How is this going to add value to 
my clients?’

“To do commercial well you have 
to specialise in an area, you have to 
o¤er more value-add than just doing 
the �nance. 

“If you’re doing construction 
and development you need to give 
more advice than just getting the 
loan through, you need to look at 
cost structures and those kinds of 
things too.”

Asset and vehicle finance
Peter Schroeder of Mildura Finance 
made the grade this year as our 
number one business broker, writing 
$167.3 million across almost 3,000 deals. 

Mr Schroeder’s main focus is asset 
and vehicle �nance. Having diversi�ed 
the brokerage in 2004 o¤ the back of 
his background in asset �nance, the 
company has built a reputation as the 
go-to guys for car loans. 

While dealing with their own 
extensive client base, Mildura also 
service the clients of six aggregators 
across the country and have over 5,000 
brokers sending them business.

Now, the company is focused on 
educating and training brokers to write 
asset and vehicle �nance themselves. 

“That has been our focus – educating 
and training brokers and showing them 
how to go about it, how to �nd clients 
and how to write it,” Mr Schroeder says.

BROKER NAME COMPANY NAME $ BUSINESS FINANCE NO OF DEALS

Peter Schroeder Mildura Finance Limited $166,932,433 2,994

Daniel Green Green Finance Group $85,844,670 98

Jamie Giles Green Finance Group $58,928,754 48

Jeremy Fisher 1st Street Home Loans $38,450,000 114

Andrew Kelly Anasta Finance Consulting $22,908,715 29

Mary Nebotakis Natloans $22,000,000 720

Mark Caesarowicz Caesar & Co Pty Ltd $15,211,945 687

Junies Lim National Fleet Finance and Insurance Pty Ltd $9,500,000 230

Justin Doobov Intelligent Finance $7,300,000 57

Colin Lamb Mortgage Solutions Australia $5,235,642 26

TOP 10 BUSINESS BROKERS

“You can 
get some 

big licks of 
money out 
there at the 

moment”
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referral to the provider and they do all 
the heavy lifting, Mr Langham says.

“There’s no accreditation; unlike 
something like equipment �nance, where 
the �nancier relies on the information 
given to them by the broker, in debtor 
�nance – because it is so specialised – the 
provider will do all the due diligence,” 
he says.

Typically, Mr Langham says, there’s 
an upfront payment ranging from $500 
to thousands depending on the size 
of the deal and brokers may receive 
a trail depending on how much the 
client borrows. 

“It’s all about �nding the opportunity, 
¦icking it onto the specialists and it’s all 
pretty easy,” he says.

Mr Langham points out most brokers 
don’t realise that if they have a client that 
takes on debtor �nance their business 
should grow with the additional working 
capital that you have sourced for them.

“As that business grows they’ll buy 
more machinery, they’ll buy more 
trucks, they’ll buy a bigger house, or you 
might go and �nance a boat.

“The broker that can build that sort of 
relationship is the one that can bene�t 
the most,” he says.

Lending, whether it be residential 
or commercial, as any good broker will 
testify is more than just commission 
and trail.

You’re helping your client become 
more successful in life. And business. 

“What we tell our brokers is if they 
are at a barbeque and someone says 
they are buying a car, the broker can 
do it,” he says.

Mining your own client base is the 
best starting point.

Mildura Finance has found that the 
average client owns 1.5 cars, which are 
changed over every 31 months, so you 
have the opportunity to see your client 
every 2.5 years. 

The average broker has 300 clients. 
That’s 450 cars which are going to be 
changed over in a three-year term – 
that’s the opportunity. 

In addition, Mr Schroeder has 
noticed how new homeowners are 
likely to purchase a new car within 12 
months of settlement. 

“A person buys a new house, within 
12 months they change their car,” he 
says. “That is very common.

“So if you have just done a home 
loan for your client, probability says 
that in the next 12 months they are 
going to change that car over – why 
wouldn’t you write the car for them 
as well?”

Debtor finance
On paper, debtor �nance sounds like a 
nightmare. Just reading that subhead 
probably makes some brokers fearful. 

But according to Mr Langham it’s 
easy as. 

All a broker really has to do is give the 

  

Brisbane-based broker Daniel 
Green had 18 years’ experience 
in business banking under his 
belt when he set up Green 
Finance four years ago.

Initially he only intended to 
write commercial loans, but 
soon found a flow-on effect from 
his clients and began writing 
cars, residential, and later 
moved into his speciality – pub 
and hotel finance.

“I’m probably the only finance 
broker that specialises in pubs 
Australia-wide and I have 
clients all over the country,” 
Mr Green says. 

“I’ve become known for that 
and I even have bankers ringing 
me when their customers 
are looking to buy a pub,” 
he says.

Green Finance now boasts 
15 staff across three different 
areas – commercial, financial 
planning and insurance.

By specialising, brokers 
differentiate themselves 
from every other broker 
out there. 

Be it pubs, SMSFs, motels 
or pharmacies, if you don’t 
specialise, then you’re not only 
competing with every other 
broker out there, you’re also 
competing with the banks who 
are trying to do the same thing, 
says Mr Green.

“If you’ve got a mum and dad 
trying to buy an investment 
property then that’s a deal every 
broker should be able to handle; 
but if you’ve got a mum and dad 
trying to buy a pub then you’re 
not competing against anyone,” 
he says.

However, Mr Green warns that 
commercial is not every broker’s 
cup of tea. 

“I’ve been in banking for 20 
years and it’s taken me that long 
to understand it,” he says.

Green Finance recently 
introduced residential loans 
into the business and Mr Green 
admits he simply didn’t 
understand them.

“We had to bring in a specialist 
home loan writer to handle it.”

DANIEL GREEN – 
THE SPECIALIST

  BUSINESS LENDING: 
$85,844,670

“A person 
buys a new 

house, within 
12 months 

they change 
their car”

A person buys a new 
house, within 12 months 

they change their car,
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