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Regional brokers 
in the spotlight
How some of the country’s most 
successful regional brokers 
have built their businesses

M
uch of the focus in reporting on the 
Australian housing market focuses on 
just a few urban centres, and when 
conversation does stray outside 
Sydney and Melbourne, it generally 

just includes the country’s other capitals. Yet, 
more than a third of the Australian population 
lives outside of the capital cities. Regional centres 
provide the country with its resources, its 
sustenance and much of the natural beauty that 
draws people from around the world. And, just 
like in capital cities, mortgage brokers in regional 
centres help people realise their dream of home 
ownership.

Being a regional broker brings with it its own 
unique set of challenges and opportunities. 
Australian Broker spoke to some of the nation’s 
most successful regional brokers to fi nd out how 
working outside a capital city gives their business 
its own character. 

Regional brokers play a pivotal role in the third party channel, not only as business-owners but 
also as trusted advisers within their communities. They are integral parts of their local business 
community, as much as the local butcher or post office. As the third party channel continues to 
grow, regional brokers will play a key role in showing how broking is valued by all customers.

In regional and remote areas, consumers have less access to expertise when it comes to 
buying a home, and regional brokers play an essential role in providing advice to help these 
consumers and their local communities.

NAB Broker is pleased to recognise Australia’s top regional brokers for the excellent work 
that they do, both as an important business in their local communities, and as individual 
representatives in the third party industry. We remain committed to individuals and businesses 
that make the broker channel great, and believe regional brokers will always play a key role in 
the growth of the channel. 

I would like to congratulate all the brokers featured, as well as all other regional brokers out 
there working to meet the needs of their local community.

Steve Kane
General Manager, NAB Broker
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can be hard for them to contact 
me, or send me certain 
documents in a timely manner. 
In fact, many of my customers 
are forced to send me their loan 
applications by mail which can 
add a week or more to the loan 
process,” Collins says.

But Collins enjoys the unique 
benefi t of being positioned in 
Toowoomba residents’ minds as a 
long-time expert in fi nancial 
services.

“Having lived and worked in 
Toowoomba as a local bank 
manager for a long period of time, 
I am in the fortunate position 
that a lot of the local community 
already know who I am and the 
services I offer. Beyond that, as a 
regional broker word of mouth 
plays a critical role in the success 
of my business. In a small town 
everyone knows everyone, so if 
you provide a service that is 
second to none, you can be 
assured of generating repeat and 
referral business.”

of our commercial clients,” 
Robinson says.

Robinson says building trust 
and reputation in the 
community has been vital to 
the success of his business, 
which last year settled more 
than $96m.

“Success is measured from 
both an economic and intrinsic 
viewpoint. Bush culture is 
founded on reputation and 
integrity, and is cultivated by 
“word of mouth”. RSP has 
ensured that our service 
delivery is consistent, 
predictable, reliable and 
professional: every day with 
every touch point. These 
founding behaviours in 
conjunction with perseverance, 
tenacity and innovation have 
underpinned our strong growth.  
From an economic viewpoint, 
we developed a profound value 
add proposition that was 
measurable and tangible: 
characteristics that are diffi cult 
to attain in the fi nancial 
services industry.  These are 
the two key drivers for our 
strong client engagement and 
profi t growth.”

Working in a regional centre like 
Toowoomba means Mortgage 
Choice broker Julian Collins faces 
some interesting geographical 
challenges. While capital city 
brokers may hone in on a specifi c 
suburb within their city, Collins’ 
territory extends well beyond the 
boundaries of his town.

“Our marketing area isn’t 
small. In fact, as a mortgage 
broker operating out of 
Toowoomba, I often fi nd my 
clients will come from towns that 
are situated up to fi ve or six 
hours away. As such, you have to 
be patient and know that some 
deals will move slower than 
others. Customers can’t just 
jump in the car and pop around 
to see me in fi ve minutes,” he 
says.

Collins says keeping in contact 
with clients can also be a 
challenge.

“A lot of my customers don’t 
have consistent mobile phone 
reception or internet access, so it 

Ian Robinson and his business 
partner Brad Sewell noticed a 
gap in the market in the Wagga 
Wagga and Dubbo regions. 
Agribusinesses and regional 
commercial enterprises needed 
help sourcing fi nance to grow 
their operations and increase 
productivity, but often had little 
idea of how to obtain credit.

“The business started from 
the distinct recognition that 
there was a latent demand for 
specialised and professional 
credit advisory services for 
agribusiness and commercial 
businesses in regional and 
rural Australia. The Australian 
banking system has extended 
$60bn to Australian 
agribusiness alone, yet these 
businesses operate in remote 
areas without access to 
specialised services. We 
continually witnessed that the 
quality of credit submissions 
from clients were compromising 
their ability to access credit on 
the best available terms. There 
is a broad chasm in the 
knowledge gap between client 
and bank. 
We close that gap to the benefi t 

JULIAN COLLINS
MORTGAGE CHOICE
TOOWOOMBA, QLD

KEY FACTS

Mortgage Choice Toowoomba 
2014 settlements: $51.4m

The Toowoomba region covers: 12,973 km2

Toowoomba population: 140,220

Number of private dwellings: 57,250

Source: Mortgage Choice, ABS

KEY FACTS

Robinson Sewell Partners 
FY14 settlements: $96,697,000

Average deal size: $3,900,000

Wagga Wagga population: 52,042

Families: 13,440

Source: Robinson Sewell Partners, ABS

AS A REGIONAL BROKER WORD OF MOUTH PLAYS A CRITICAL
ROLE IN THE SUCCESS OF MY BUSINESS

BUSH CULTURE IS FOUNDED ON REPUTATION AND INTEGRITY

IAN ROBINSON
ROBINSON SEWELL PARTNERS
WAGGA WAGGA, NSW
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