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Welcome to a comprehensive guide on strategies for scaling 
your business as a mortgage broker.
This eBook is brought to you by Connective, a leading aggregator in the mortgage broking industry. 
At Connective, we are committed to empowering brokers with the tools, strategies, and support 
necessary to thrive in a competitive market. Our mission is to help you succeed by providing access 
to valuable resources, industry insights, and professional development opportunities.

Scaling a business as a mortgage broker requires a blend of industry knowledge, marketing savvy, 
and exceptional customer service. In this eBook, we have compiled actionable insights andstrategies 
designed to help you navigate challenging times and leverage various tools for business growth. 
Whether you are just starting out or looking to expand your existing business, this  guide offers 
practical advice and real-life examples to support your journey.

Let’s dive in.

INTRODUCTION

VERSION 1.0, AUG 2024

CONNECTIVE | STRATEGIES FOR SCALING YOUR BROKERAGE

3



VERSION 1.0, AUG 2024

CONNECTIVE | STRATEGIES FOR SCALING YOUR BROKERAGE

4

Understanding the Market 
Research and Analysis 
• Market Research: Begin with understanding the current mortgage market. Use resources like 

industry reports, housing market trends, and economic forecasts. 

• Competitor Analysis: Identify your main competitors and analyse their strengths and 
weaknesses. What services do they offer? What are their pricing strategies? 

• SWOT Analysis: Conduct a SWOT analysis to understand your strengths, weaknesses, 
opportunities, and threats. 

Identifying Your Target Market 
• Demographics: Determine the age, income level, and employment status of your ideal clients. 

• Psychographics: Understand their lifestyle, values, and needs. 

• Geographic Segmentation: Focus on specific regions where you see growth potential. 

ACTIONABLE ITEM

Create a detailed profile of your ideal client. This will guide your marketing and 
service strategies. 
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Marketing Strategies 
Online Marketing 
• SEO and Content Marketing: Optimise your website for search engines and regularly publish 

valuable content. 

• Social Media Marketing: Use platforms like LinkedIn, Facebook, and Instagram to connect with 
potential clients. 

• Email Marketing: Develop an email newsletter to keep your clients informed about market 
trends and services.

Offline Marketing 
• Print Advertising: Use local newspapers, magazines, and real estate brochures. 

• Direct Mail: Send personalised mailers to potential clients in your target areas. 

ACTIONABLE ITEM

Develop a content calendar for your blog and social media channels to ensure 
consistent and relevant postings. 

Building a Referral Network  
• Referral Programs: Create a referral program that rewards clients and partners for new 

business leads. Accountants and financial planners are some of the most productive 
relationships you can build. 

• Networking Events: Attend industry events, local business meetings, and real estate expos. 

Networking and Relationships
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ACTIONABLE ITEM

Create a list of potential referral partners and reach out to them with a 
collaboration proposal.  

Partnering with Real Estate Agents 
• Collaborations: Develop partnerships with real estate agents to get client referrals. 

• Joint Marketing: Co-host seminars or webinars with real estate agents to educate potential 
clients.

ACTIONABLE ITEM

Choose a CRM system that fits your business needs and start inputting your current 
client and lead information.  

Leveraging Technology
CRM Systems
• Customer Relationship Management (CRM): Use CRM software to manage leads, track 

interactions, and automate follow-ups. 

• Data Analytics: Analyse client data to identify trends and improve your services. 

Social Media Tools  
• Scheduling Tools: Use tools like Hootsuite or Buffer to schedule and manage your social media 

posts. 

• Analytics Tools: Monitor engagement and adjust your strategies based on performance data.
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Communication Best Practices 
• Timely Responses: Respond to client inquiries promptly and keep them updated throughout 

the process. 

• Personal Touch: Personalise your communications to build stronger relationships. 

Handling Client Concerns  
• Proactive Problem-Solving: Address issues before they escalate. 

• Feedback Loop: Regularly seek client feedback and use it to improve your services. 

Providing Exceptional Customer 
Service 

ACTIONABLE ITEM

Create a client communication plan that outlines how and when you will 
communicate with clients during the mortgage process. 

Staying Updated with Industry Trends  
• Industry Publications: Subscribe to mortgage industry magazines and newsletters. 

• Webinars and Conferences: Attend relevant events to stay informed about the latest trends 
and regulations.  

Continuous Learning and 
Adaptation
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Setting Goals 
• SMART Goals: Set Specific, Measurable, Achievable, Relevant, and Time-bound goals for your 

business growth. 

• Short-term vs. Long-term: Balance short-term objectives with long-term aspirations. 

Tracking Key Performance Indicators (KPIs) 
• Lead Conversion Rate: Measure the percentage of leads that become clients. 

• Customer Satisfaction: Use surveys and feedback forms to gauge client satisfaction. 

• Revenue Growth: Track your revenue growth over time. 

Measuring Success 

ACTIONABLE ITEM

Develop a dashboard to track your KPIs and review it monthly to assess your 
progress.

ACTIONABLE ITEM

Set a goal to complete at least one professional development activity per quarter.

Professional Development   
• Certifications: Pursue advanced certifications and training. 

• Mentorship: Seek out mentors in the industry for advice and guidance. 



This eBook does not necessarily reflect the opinion of Connective, nor is it intended to provide definitive advice. It is intended to 
provide general information only. While every care has been taken to ensure the accuracy of the information it contains, neither 
Connective nor its employees can be held liable for any inaccuracies, errors or omission. Copyright is reserved throughout. No part of 
this publication can be reproduced or reprinted without the express permission of Connective. All information is based on current laws 
and regulatory guidance as at publication release and Connective takes no responsibility for any factors that may change thereafter.

email us 

info@connective.com.au

visit us 

www.connective.com.au

call us 

1300 65 66 37
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