
UNDERSTANDING THE NEXT 
GENERATION OF BROKERS
Young Professionals Summary Report 

At Connective, we work to support the growth and sustainability 
of our industry. To attract, develop and retain new talent we must  
understand their needs and provide them with the knowledge 
that will equip them to succeed. That is why we have partnered  
with the MFAA on the Young Professionals report. This is a  
summary of the key findings. 

Mortgage brokers wrote 
55.7% of all residential 
loans written in Australia*,  
the highest broker market 
share figure ever.

Three key attributes that make a successful broker 

Interpersonal Technical Sales

Independent research conducted by Connective. 

“If someone has these 
traits, regardless of how 
they came to the profession, 
we believe they can be 
a successful broker”

 Mark Haron,  
Director, Connective  

 & Deputy Chair,  
Combined Industry Forum

The path to industry is diversifying 
Broking as a career has become more widely known and recognised. You don’t  
need prior finance experience to know that broking is a career option.

When asked ‘What were you doing before you became a broker?’ the  
majority responded that they came from a financial institution. However, the  
research has revealed a downward trend over time. 

Brokers joining the industry from financial institutions:

“We’re attracting  
talent from more diverse 
professional and educational 
backgrounds. This tells 
me that the industry has a 
strong brand…and we’re 
attracting increasingly 
diverse skill-sets…which 
will help us better adapt and 
respond to future change”. 

 Mike Felton, CEO, MFAA
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41% 35% 50%

* July-Sept 17 quarter—MFAA Industry Intelligence Service, Fifth Edition’



The challenges of being a broker 
When asked to identify the top  
three professional challenges they face, 
most brokers said lead generation and 
keeping up-to-date with lender policy, 
regulation and compliance changes. 

Neither the life experience of the Over 35’s, 
nor the technological experiences of the 
Young Professionals, has helped either 
generation overcome these challenges.

65% 54%

Lead generation. Staying up-to-date  
with lender products  
and policy changes.

Motivations for becoming a broker 
To attract and retain Young 
Professionals it’s important to 
understand their drivers.

At 57%, ‘income growth  
potential’ was a stand-out 
motivator for Young Professionals, 
but compared to the previous 
survey, this figure has dropped 
significantly from 70%.
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Income growth potential 57%  70% 41%

Lifestyle factors 42% 65% 50%

To become my own boss 40% 54% 43%

Customers come first 
When asked what would define their success, the Young Professional’s top ranked response was ‘focus on 
customer experience’. 

“The consumer is at the heart of everything the industry does. It’s so positive to see that customer 
experience and good consumer outcomes are front and centre with these Young Professionals. The 
focus alone, is why this profession will continue to thrive”. 

Mark Haron, Director, Connective & Deputy Chair, Combined Industry Forum.

Brokers are satisfied
We can see that Young Professionals  
find great satisfaction in the career that  
they’ve chosen, hopefully meaning 
that our Young Professionals view 
their job as a life-long career.

50% 50% said they would have 
become a broker sooner.
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This communication provides general information which is current at the time of production. The information contained in this communication 
does not constitute advice and should not be relied on as such. Professional advice should be sought prior to any action being taken in 
reliance on any of the information. Connective disclaims all responsibility and liability (including, without limitation, for any direct or indirect or 
consequential costs, loss or damage or loss of profits) arising from anything done or omitted to be done by any party in reliance, whether 
wholly or partially, on any of the information. Any party that relies on the information does so at its own risk. 

For more information, please contact Connective. 
www.connective.com.au 
1300 65 66 37

http://www.connective.com.au

