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The finance broking industry is 
currently enjoying a period of 
growth in market share at 51.9% 
of settled loans. However, with 
50% of established brokers aged 
50 years and over, the industry 
is at risk of having an inadequate 
number of trained professionals 
to maintain this growth once 
established brokers retire. 

For this reason, the Mortgage 
and Finance Association of 
Australia (MFAA) undertook 
research to determine what 
motivates young professionals 
to join the industry, their 
challenges and aspirations, 
compared with that of 
established finance brokers. 

This information not only 
enables the industry to better 
target recruitment efforts, but by 
knowing what the right type of 
support is, it ensures long-term 
retention of young talent.

OVERVIEW
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THE IMPORTANCE 
OF YOUNG 
PROFESSIONALS

With brokers now responsible for writing 51.9% of settled loans, it’s more important than ever 
that lenders play their part in supporting the industry to attract, develop and retain new talent for 
continued industry growth and prosperity.
 
At Pepper, providing brokers with access to research and education has and will continue to be one of 
our key priorities. That is why we are proud to have teamed up with the MFAA to present the views 
and findings from this latest report on understanding the next generation of brokers.
 
A key take-out for me from the report is that in order to retain young professionals, it’s necessary to 
provide support and assistance on the key challenges faced when first entering the industry, as well as 
ongoing education as their businesses mature and become established. 
 
Pepper’s broker education program, known as ‘Better Business’, includes a digital education 
platform that provides training to new and established brokers on some of the main challenges 
outlined in this report. To learn more about Pepper’s educational resources, go to pepperonline.
com.au/education
 
We hope you find this report useful and that it helps to attract more fresh and motivated minds to 
join our industry.

Mario Rehayem
Director, Sales and Distribution 
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ATTRACTING AND 
RETAINING YOUNG 
PROFESSIONALS

The MFAA is committed to ‘future proofing’ the industry by identifying the challenges that lie ahead as 
well as showcasing the success of existing members in the industry.  The MFAA Industry Intelligence 
Service (Report 1, 2016) reflects that close to one third of brokers are either new, supported by their 
existing trail income or not fully committed to their profession. The industry is also exposed to an ageing 
membership that will seek opportunities to exit their businesses in the forthcoming years. 

The MFAA recognises the importance of developing improved strategies to attract and retain young 
professionals to support industry growth, in both volumes and market share. To achieve this, it will 
be imperative to have access to improved data on young professionals (YP) as well as garner a better 
understanding of the existing YP challenges and barriers to success within our industry. 

Last year, the MFAA mobilised a panel of YPs to examine what motivates and challenges them. The panel 
looked at their differences, as well as synergies in an effort to learn more about how they can succeed. 
The learnings, along with research conducted with the broader membership of YPs have provided valid 
conclusions for the industry. 

The YP Report informs the industry about what can help shape the future of the broker profession. The 
MFAA would especially like to thank Pepper for their support in sponsoring this initiative for the benefit of 
the broader industry.

We would love to receive any feedback, so if you have any questions, please feel free to email us at the 
MFAA on info@mfaa.com.au 

Siobhan Hayden
CEO, MFAA



YOUNG 
PROFESSIONALS’ 
PATH TO INDUSTRY.

Young members were asked what they did before they became a 
broker, how they first heard about finance broking as a profession 
and what their motivation was to join the industry. 

While the most common entry point for young professionals was via the finance industry with many 
previously working in a bank, a large proportion had no practical financial experience prior to entering the 
industry, having coming from white-collar roles or straight out of university. 

In terms of the motivation to join the industry, the bulk of young professionals were attracted by the 
income growth potential, lifestyle factors and the opportunity to become their own boss. This emphasis on 
personal income is an indication that the greater industry must assist young professionals to establish stable 
businesses, or risk losing them to financial stress in their early years. 

Young professionals’ understanding of finance broking as a profession comes from personal accounts from 
friends and family or their own experiences working directly with a broker. The low response to media 
coverage and online research as a driver of awareness shows a key area of opportunity to attract new 
entrants to the industry.

This group refers to broker members under 
the age of 35 years. They make up 19% of the 
MFAA’s membership base. 

Finance industry eg: 
worked in a bank  47%

White collar roles 19%

Other 16%University 12%

Wealth knowledge  
industry eg: financial  
planner, accountant 12%

Blue collar roles 6%

High school/TAFE 2%

CAREER PATH

Friend/family member 
32%

Other, primarily 
personal interaction 

with a broker 35%
Engaged a broker for  
personal needs 28%

Online research 13%

Media coverage/
advertising 5%

HOW YPS  
HEARD ABOUT  
THE  INDUSTRY

70% 
Income 
growth 

potential  

65% 
Lifestyle 

factors 

54% 
To become 

own boss  

52% 
Better 
future 

prospects  

47%
A challenge

15%  
Other  

MOTIVATION TO PURSUE A  CAREER AS  A  F INANCE BROKER
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SETTLING INTO  
THE INDUSTRY
By asking young professionals to answer 
questions relating to the challenges they face, and 
areas where they are lacking in knowledge and 
looking for more support, key barriers to success 
and retention were identified. 

If more experienced brokers assist young 
professionals with these challenges early on in 
their careers, they are more likely to become 
valued and long-standing assets to a team. 

Where young professionals are looking for the most guidance is around 
generating leads, marketing their services and running an effective 
business. While these skills can be honed over time, wisdom in these 
areas is best imparted by experienced brokers. 

If these initial skills around business building, brand awareness and 
sales can be developed, young professionals are likely to have long and 
prosperous careers. 

52% of respondents listed their top four challenges as:
• Lead generation/sales
• Lender policies changes and service levels
• Time management skills
• Building a referral network

36% of respondents want to learn more about:
• Best practice business processes and developing 

a business plan
• Mentoring and networking with  

experienced brokers

33% of respondents want to learn more about:
• Client relationship management
• Marketing and social media
• Lender processes confusion and  

product selection
• Referral network and recognition

27% of respondents listed their top four 
challenges as:

• Business management/self-employed  
change of status

• Marketing and awareness
• Client management and relationship
• Access to support from other brokers/industry 

network

CHALLENGES

WHAT YPS WANT TO LEARN MORE ABOUT

Other challenges raised:
• Sexism - female brokers not being respected with clients
• Ageism - young professionals being perceived as too young
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ASPIRATIONS  
AND PERCEPTION 
OF SUCCESS

Young professionals are aware that they must:
• Fill gaps in their knowledge and seize new opportunities in the marketplace as 

ageing brokers retire. 
• Position technology as an opportunity, not a threat, evolving their service offering  

to meet their client’s changing needs.  
• Raise the professional reputation of the industry among customers. 
• Learn crucial business management skills and seek out opportunities to diversify 

their services in order to solidify relationships with existing customers and reach a 
broader audience. 

Young professionals believe that their personal 
success and that of the broader industry is reliant on 
whether they are able to overcome concerns and seize 
opportunities in four key areas. 

Ranked in order of importance:

Client centric focus and empathy 

Effective communication  
and relationship skills

Confident personal attitude  
and work ethic

Integrity and authenticity in actions

Effective administration  
and detail focus

QUALIT IES  OF  A  SUCCESSFUL  BROKER
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FUTURE OF  
THE INDUSTRY
If growth in the finance broking industry is to be 
maintained, it’s imperative that outgoing brokers 
prepare young professionals to take over the reins 
of the industry. 

According to MFAA membership statistics, more than 
50% of the industry are 50 years and over. 
With such a sizeable proportion of the industry set to retire in 
the near future, it’s vital that we understand the direction that 
the next generation wants the industry to move in, as well as the 
barriers they believe are standing in the way. 

In terms of this responsibility, the young professionals surveyed 
believe that not enough is being done to 
recruit young people to the industry, which may 
result in a threat to the broker market share. 

Digital disruption to current 
business practices

 

Legislation impact to earning 
such as ‘Fee for Service’

Changes to the way lenders 
communicate and provide 

service

Clear message that ‘retail 
based lender shop front’ 

employees lack skills
 

Service diversification is key 
to business success in the 

future
 

Growing influence of women 
as consumers and brokers

Challenge of providing 
financial support for new to 

industry brokers

Increased awareness of the 
MFAA among consumers

 

Increased consumer 
awareness of the value  
of a mortgage broker

OTHER ISSUES IMPACTING FUTURE OF  THE INDUSTRY INCLUDE: 
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ESTABLISHED 
BROKERS’ PATH 
TO INDUSTRY
This group refers to broker members  
who are 35 years and older. They make up  
50% of MFAA’s membership base. 

Where the career paths of older generation brokers 
differs most significantly to young professionals is in the number of 
university entrants. While the finance industry and while collar roles continue 
to be the main point of entry into the industry, the rise in university entrants 
symbolises a new opportunity for recruitment. To boost numbers in the industry, 
promotion of opportunities in the industry and education around the role of a 
broker should be targeted at students. 

In terms of the motivation to join the industry, the 
appeal for established brokers was first and foremost to have a flexible work/life 
balance, and secondly, the option to be their own boss. The biggest contrast in 
what motivates younger generation, compared to established brokers is income 
growth potential, better future prospects and a challenge. Again this shows 
that the key to retaining younger brokers is to assist them to establish solid and 
profitable businesses early on in their careers. 

Finance industry eg: 
worked in a bank  56%

White collar roles 20%

Other 12%

University 1%

Wealth knowledge  
industry eg: financial  
planner, accountant 7%

Blue collar roles 6%

High school/TAFE 1%

CAREER PATH

42% 
Income 
growth 

potential  

51% 
Lifestyle 

factors 

44% 
To become 

own boss  

31% 
Better 
future 

prospects  

27%
A challenge

17%  
Other  

MOTIVATION TO PURSUE A  CAREER AS  A  F INANCE BROKER
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SHARED 
LEARNING
Peer learning is an opportunity for new entrants 
and established brokers alike. 

Armed with an 
understanding of the 
aspirations of younger brokers and 
a sense of the challenges they face 
when first entering the industry, 
for the sake of the industry’s 
future, established brokers have 
a responsibility to mentor and 
support the next generation. 

Where established 
brokers most want 
support is in marketing 
their businesses, and as a 
characteristically tech-savvy 
generation, YPs are well-placed to 
help them. 
In 2016, the MFAA will launch 
a mentoring program that will 
connect new entrants and 
established member brokers and 
allow for the sharing of knowledge. 

This learning 
opportunity is by no means 
one-sided and shouldn’t be seen 
as a burden. It is in both parties’ 
interests and can be a mutually 
beneficial exercise for all involved. 
While they may not possess as 
much expertise and knowledge 
around mortgage broking, young 
professionals bring a unique set of 
skills to the table. 

A preferred learning 
environment for YPs 
is through peer connection at 
events, both face-to-face and via 
digital platforms. 

53% 
Marketing, 

branding 
and lead 

generation 43% 
Building a 
business

32% 
Referrals and 

sales skills
34% 

Technology

17% 
Motivation

12% 
Other

AREAS WHERE ESTABLISHED BROKERS WANT MORE SUPPORT
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WHERE THE  
GENERATIONS DIFFER
The changing face of the industry - young 
professionals and established brokers compared. 

Path to industry
• increase in number of YPs entering 

industry via wealth knowledge 
industry

• increase in number of YPs entering 
industry via university or TAFE

• increase in number of YPs entering 
via non-finance blue collar roles

What this means for the industry 
- Where previously the industry 
was dominated by ex-banking 
professionals, the younger generation 
comes from a much broader and 
more educated experience base. This 
shows a shift of potential employment 
backgrounds that should encourage 
the industry to broaden its targeting 
for the new breed of broker entrants.

Areas seeking support
• Far above their older 

counterparts, YPs looking for 
support in softer business skills, 
particularly around marketing, 
branding and lead generation. 

What this means for the industry 
- If organisations are able to support 
YPs in these key areas they will 
more likely develop engagement and 
brand loyalty from these future long-
term employees.

Motivation to pursue a 
career as a finance broker
• YPs are motivated by income and 

future job security.  
• Established brokers attracted by 

lifestyle and flexibility associated  
with industry. 

What this means for the industry - 
These motivators must be considered 
when developing recruitment advertising 
and other YP targeted collateral. 




