
(7) Do you have a question
w for our broker mentors?

Email your question to:
sarahmegginson@keymedia.com

BROKER ON BROKER
Mortgage broker Rebecca Dalton from Two Red Shoes believes
that for most good brokers the best interests duty is 'already in place
in spirit' - but it's adapting to the very precise legislation that could
present some challenges

Q lt's been a very volatile
year as the pandemic

continues to evolve. With so
much uncertainty, how can
brokers not just survive but
prosper in the current market?

•
I think most brokers are doing
exactly this. The market is

extremely busy, while at the same
time lending is complex and
confusing - confusing enough for us,
but impossible to navigate as a
consumer. This is the time to offer
value and work hard to assist as
many clients as possible.

I Based on what you've
* witnessed in your own

business, do you believe we'll
see many borrowers needing to
continue their loan deferrals
beyond September?

•
Perhaps the answer to this is a
little mixed. On the whole I feel

it is fortunate that many of my
clients have not been affected or
have only been moderately affected
by COVID to date, and therefore
there have been few deferrals.
However, what is clear is that this is
a long-term change; there will be no
quick reversal, and some industries
will remain affected for a longer
time than we initially anticipated.
I am concerned about the flow-on
effect this could have on the
economy as a whole, in which we
have such a large number of people
out of work or working reduced
hours - and of course, what will
those in industries such as travel
and events do moving forward?
Time will tell.

PITSTOP MENTORING

Q We are almost on the
countdown to Christmas.

What do you believe brokers
should be most focused on over
the next few months?

•
This is the traditional selling
season, and 2020 will be a

spring sale season with less stock.
Moving towards Christmas, people
will be conscious of their budgets;
ways to improve their cash flow and
make savings will be key. We should
give value and educate, use our
knowledge. Where there is
confusion we can create clarity for
consumers as well. Should they sell?
Should they stay? What does it look
like? These simple equations are
easy for us to rationalise so we can
potentially make emotional
decisions rational and unemotive
in a confusing time.

With the best interests
duty set to roll out on

1 January, what is your advice
for brokers to get BID-ready?

•
BID is already in place in
spirit for the brokers I know;

the consumers' best interests are
always at the forefront of our
choice, and this is in fact the reason
we hold the position we hold. The
challenge will be adapting to the
very precise requirements of the
legislation, and to this end brokers
may need to streamline and
regulate their systems and ensure
they are meeting the technical
constraints of the legislation - as
well as the spirit - without
overburdening the client with
paperwork that will be meaningless

"Brokers may need to streamline and
regulate their systems and ensure
they are meeting the technical
constraints of the legislation - as well
as the spirit"

to them. We need to be reflective of
the financial planning industry and

what they have learnt walking this
path before us. HJD

Are you new to the industry, or simply keen to learn from experienced brokers who have words of wisdom to share? This is your opportunity for
pitstop mentoring! If you have a question you'd like a senior broker to answer, contact us and look out for an expert answer in a future issue.
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