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Dear Ms Dwyer 

 
ACCC REQUEST FOR CALL – ANZ SUNCORP APPLICATION FOR MERGER AUTHORISATION 

 
1. The Mortgage and Finance Association of  Australia (MFAA) refers to the Request for 

Information dated 10 May 2023 in relation to the merger authorisation lodged with the ACCC 

on 2 December 2022 by ANZ with respect to its proposed acquisition of  Suncorp Bank (the 

Request).  

 
2. The MFAA is Australia’s peak industry body for the mortgage and f inance broking industry with 

over 14,500 members. Our members include mortgage and f inance brokers, aggregators, 

lenders, mortgage managers, mortgage insurers and other suppliers to the mortgage and 

f inance broking industry. 

 
3. As an industry association, the MFAA’s role is to provide leadership and to represent its 

members’ views. We do this through engagement with governments, f inancial regulators and 

other key stakeholders on issues that are important to our members and their customers. This  

includes advocating for balanced legislation, policy and regulation and encouraging policies 

that foster competition and improve access to credit products and credit assistance for all 

Australians. 

 

 
OUR RESPONSE 

 
4. We are responding to the Request to assist the ACCC’s review of  the proposed acquisition 

and have endeavoured, in the timeframe provided for the response, to provide a factual and 

fulsome response to the ACCC’s questions.  

 
5. We note for completeness that both ANZ and Suncorp are each a member of  the MFAA and 

both are members of  the MFAA’s National Lender Forum, a forum comprising lender members 

f rom major banks, mid-tier banks and non-bank lenders which distribute their product through 

the broker, or third-party, channel. Bound by strict competition law protocols, the forum 

discusses matters af fecting the third-party channel, including key issues facing the industry as 

a whole and works on those issues with the MFAA in a solution focused way.  
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Key features of the mortgage and finance broking industry 

 
6. There are more than 19,0001 brokers in Australia, the majority of  which are small broking 

businesses. Collectively brokers facilitate more than two thirds of  all new residential home 

loans2 and at least four in ten small business loans in Australia.3 

 
7. Mortgage and f inance brokers are systemically important to the Australian economy. It is 

widely accepted that brokers are critical in driving choice and competition in the Australian 

lending landscape, which has resulted in not just improvements in product features, price, 

customer experience and innovation, but, for smaller lenders and new-to-market lenders 

without extensive branch networks or branches at all, provide a critical distribution channel for 

consumers and business owners.4 

 
8. In addition to responsible lending obligations for both lenders and mortgage brokers alike, 

mortgage brokers are subject to an additional obligation to act in their customers’ best interests 

(the Best Interests Duty) and to prioritise their customers’ interests when providing credit 

assistance (the conf lict priority rule). This along with associated conf licted remuneration 

reforms and information sharing and reporting obligations has resulted in a robus t regulatory 

f ramework that places higher obligations on mortgage brokers to that of  lenders when helping 

customers in obtaining a home loan.5 

 
9. The broker channel has experienced signif icant growth since the commencement of  the 

mortgage broker Best Interests Duty and conf licted remuneration reforms which came into 

ef fect on 1 January 2021. Mortgage broker home loan market share has increased f rom 59.4% 

in the quarter ending 31 December 2020 to 69.3% in the quarter ending 31 December 2022.6 

This highlights the continued increase in conf idence by consumers in the broker channel 

following the introduction of  the mortgage broker Best Interests Duty and associated reforms. 

Importantly, f irst home buyer schemes are also highly dependent on mortgage bro kers, with 

brokers facilitating 72% of  the Home Guarantee Schemes (comprising the First Home Loan 

Deposit Scheme, New Home Guarantee and First Home Loan Deposit Scheme). 7 

 
10. Observations around trust and conf idence in the channel are further supported by data on 

mortgage broker complaints to the external dispute resolution scheme the Australian Financial 

Complaints Authority (AFCA). Complaints made to AFCA in relation to mortgage brokers make 

up less than 0.5% of  all banking and f inance complaints8 and just 0.3% of  calls to the f inancial 

counselling National Debt Helpline are related to mortgage brokers. 9 

 
11. Our industry research also shows that mortgage brokers are increasingly diversifying their 

businesses into commercial lending, largely in small and medium enterprise (SME) business 

lending. In the six months to September 2022, over 6,000 mortgage brokers also wrote a small 

business loan. This represents 31.8% of  the total mortgage broker population, an increase of  

over 10% compared to 2018, when 21.2% of  mortgage brokers were also operating in the 

commercial lending space.10 

 
 

 
 
 

 

 
1 MFAA Industry Intelligence Service Report 15th Edition 1 April 2022 – 30 September 2022 pg 4. 
2 MFAA Industry Intelligence Service Report 15th Edition 1 April 2022 – 30 September 2022 pg 4. 

 

3 Productivity Commission research paper Small business access to finance: The evolving lending market pg 44. 
4 See Deloitte Access Economics Report the Value of Mortgage Broking pg vii. 
5 For details in relation to post-Financial Services Royal Commission regulatory reforms including the Best Interests Duty, 
please refer to the MFAA’s response to a further request for information as part of its application for ACCC authorisation for 

the MFAA’s Disciplinary Rules (Attachment B page 5 onwards) here. 
6 See MFAA Media Release 28 February 2023 here. 
7 See page 6 of the First Home Loan Deposit Scheme Trends and Insights report 2021-22 here 
8 AFCA Datacube 
9 Financial Counselling Industry Funding Model Discussion Paper November 2022 pg 37 
10 MFAA Industry Intelligence Service Report 15th Edition 1 April 2022 – 30 September 2022 pgs 25 and 43 . 
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Considerations for the ACCC 

 
12. The competition that brokers bring to the lending landscape is signif icant and continues to 

grow, as noted above. It is our view that consumers and business owners who choose to use 

the services of  a broker should be af forded the service levels, support, and pricing that is on 

par with that provided to customers of  a lender’s branch network. This enables customers to 

have access to lending with certainty irrespective of  the channel they c hoose and the 

corresponding opportunities and benef its of  personal choice and competition within the 

mortgage and lending market. 

 
13. Changes in the competitive lending landscape in Australia should always, in our view, be 

considered against the impact on all customers regardless of  whether they access home 

lending products via a mortgage broker or directly through a lender. Equally we believe that 

any service or pricing disparity in favour of  a lenders’ proprietary channels should be viewed 

as disadvantaging the approximately 70%11 of  customers who choose to use a broker. 

 
14. By extension, the impact of  the investment (for example, technology and product innovation) 

made by lenders into the third-party distribution channel to support brokers and by extension 

their customers, should also be considered when assessing the impact of  competitive changes 

in the Australian lending landscape. This is to ensure the competition that brokers drive 

through of fering choice is not diminished through a reduction in this support or investment, to 

the detriment of  consumer choice. 

 
15. The criteria that brokers consider in recommending a loan based on a consumer’s individual 

circumstances include product features, pricing including availability of  products for 

specialised segments of  the market, pricing discretions of fered based on the loan being sought 

and the characteristics of  the borrower, credit policy, lender business development support for 

brokers, turnaround times (‘speed to yes’) and investment in technology platforms to support 

the broker distribution channel. Our general observations are that each of  these factors vary 

signif icantly across lenders. 

 
16. Lenders that are more competitive within the broker channel invest more heavily, in terms of  

support, education and technology, to better respond and support the ability of  brokers to help 

their customers. 

 
Switching / Refinancing 

 
17. It is important for reasons of  consumer protection, preserving market integrity and competition 

that the consumer experience is consistent regardless of  whether a consumer is dealing 

directly with a lender or dealing with a broker. It is equally important for a competitive and 

ef f icient home lending sector, that f riction for a borrower, in both obtaining a home loan and 

switching or ref inancing their home loan, is minimised. 

 
18. In this heightened ref inancing market, it is therefore also timely for us to raise with the ACCC 

our continuing concerns on the impediments to switching.12 In the current economic 

environment, as borrowers face both cost-of -living pressures and higher mortgage interest 

rates, it is important that a customer’s ability to switch home loans is made as ef f icient as 

possible and that material impediments to switching and  f riction within the discharge process 

are eliminated. The f indings of  the ACCC Home Loan Price Inquiry Report (the Report) in 

2020 remain very relevant today, including that: 

• the discharge process continues to be unnecessarily dif f icult and lengthy for borrowers 

• unclear and/or complicated steps for borrowers, including Discharge Authority forms 

that are dif f icult to access and complete, or administrative hurdles such as lenders 

requiring in-person contact before processing a discharge request  

 
 

11 MFAA Industry Intelligence Service Report 15th Edition 1 April 2022 – 30 September 2022 pg 4. 
12 Australian Bureau of Statistics noted that in March 2023, value of external refinancing was 28.5% higher compared to a 
year ago, see here. 
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• uncertainty about how long the discharge process will take and unnecessary delays in 

the process (including through the use of  retention strategies by existing lenders). 13 

 
19. We have made these observations to the Australian Banking Association (ABA) through its 

current review of  the Banking Code of  Practice. 

 
20. We would separately seek a meeting with the ACCC to discuss our observations of  systemic 

issues with current in-market discharge practices and their impact on competition,14 

opportunities to make the process easier for our broker members and their customers, 

including to give ef fect to the ACCC’s recommendations in its Report.15 

 
Response to specific questions 

 
21. Our responses to the ACCC’s specif ic information requests are detailed in Attachment A. We 

make no claim for conf identiality on any of  the information provided to the ACCC in this letter. 

 
22. If  the ACCC wishes to discuss any aspect of  our response, please do not hesitate to contact 

me at a  or Naveen Ahluwalia on . 

 

23. We would also welcome a follow up meeting if  the ACCC would like to understand more deeply 

particular aspects of  our responses below. 
 

Yours sincerely 

 

 
 

Anja Pannek 

CEO 

Mortgage & Finance Association of  Australia 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

13 ACCC Home Loan Price Inquiry Final Report November 2020 pg xii. 
14 Pending further details from Government on its recent announcement on a more formal mechanism, it is important for 
MFAA as an industry association with a majority of small business members to raise these matters with the ACCC.  
15 ACCC Home Loan Price Inquiry Final Report November 2020 pg 11. 
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The information that is required (f rom a customer) to enable a broker to source a 
business or agri loan for a customer will be driven by lender requirements and will 
always include f inancial statements and business information.  

 

b. the key factors that brokers consider in determining the 
suitability of  loan of fers for their customers and the weight 
brokers place on these factors (for example, the extent to 

which accessibility of  a bank’s branch or physical presence 
of  a lender is a relevant factor) 

The factors that brokers will consider in sourcing business or agri-loans for their 
customers range signif icantly and will include: 

• the lenders that brokers are accredited with to refer business and agri loans – 

brokers will generally need to be accredited with a lender to facilitate a loan to 

that lender on behalf  of  their customer 

• the specif ic needs of  the business/agri customer  

• the credit risk appetite of  the lender which will depend on a number of  factors 

including the nature of  the customer’s business, the nature of  the loan sought 

and the geographic location of  the business, and  

• the relationships that brokers have with specialised areas within the lender, and  

in particular the knowledge and support of  lenders’ business relationship teams. 

c. whether brokers generally compare loan of fers f rom 
lenders on their panels only or give preference to those 
lenders’ of fers (rather than seeking other options) 

We note that the number of  lenders in market for both business and agri loan products 
is potentially not as extensive as that of  the home loan market, and loan products for 

both business and agri customers are more custom/bespoke in nature than home 
loans. The types of  business loans that brokers source for their customers includes 
equipment f inance, invoice f inancing, insurance premium f inancing or a general 

business loan to fund business acquisitions, start-up costs, capital investments, 
property acquiring or development. Business/agri loans can be secured (ie by way of  
security on plant/equipment/property/f ixed or f loating charges across the business) or 

unsecured.  
 
For business loans, some aggregators that support commercial brokers (or mortgage 

brokers that also write commercial loans) will have lender panels, however we do not 
have comprehensive data at hand to indicate the extensiveness of  these panels. 
Commercial brokers may facilitate a commercial/business loan through an aggregator 

panel (and thus through aggregator systems) and/or could also facilitate a 
commercial/business loan direct to a lender however we understand that in all cases 
the broker will need to be accredited with the lender to do so.  

 
In terms of  agri loans specif ically, we understand that of ten this is very individualised 
and the types of  business loans sourced for agri customers could range f rom crop 

funding, equipment f inance, farm machinery etc. As an extension to this comment, agri-
brokers are highly specialised and the way in which agri-brokers work on behalf  of  their 
customers is generally through working closely with a business/agri manager within a 

lender. We are not aware of  the existence of  panels with respect to agri-lending.  
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d. whether brokers typically approach lenders to negotiate 
loan of fers on their customers’ behalf  and the extent to 
which brokers share information about other lenders’ of fers 

to facilitate negotiations for a better deal 

This depends on the nature of  the loan sought. As noted, there is a wide variability in 
terms of  the types of  loans sought for both business and agri-customers and some loans 

are highly customised and there may be fewer lenders in market to meet the customer 
need which by extension will mean there is less opportunity for negotiation. For less 
customised products, particularly for commercial loans (ie general business loans, 

equipment f inance, vehicle f inance etc) brokers will seek pricing requests to obtain 
market pricing particular to their client needs and may seek to share pricing with o ther 
lenders to obtain the best price for their client however we cannot comment on how 

extensive this practice may be. 
 

e. how long negotiations with lenders take (on average) and 
the extent to which lenders are willing to adjust their of fers 
because of  the negotiation process 

We cannot comment on how long the negotiation process takes on average with 
lenders. This will vary by lender and also in how brokers approach this on behalf  of  

customers. 

f . how many lenders/of fers brokers would generally shortlist 
for their customers 

See our comments above. It depends on the nature of  the loan product and how many 
lenders there are in the market to meet the customer need.  

g.  

what technology platforms brokers use to collect, compare 
and share information about lenders’ loan of fers. 

 
Some aggregators have technology platforms to compare information in relation to 
commercial loans and lodge applications, however this is an evolving area. Brokers also 

go direct to lenders to obtain pricing for comparison purposes and to lodge applicatio ns. 
 
Agri loans are generally not submitted via origination systems - proposals and  

supporting documents are presented directly to the lender who manages the 
assessment process, with the broker’s support. 












