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DIVERSE PEOPLE,
DIVERSE THINKING 
Promoting and supporting gender diversity and equality in mortgage 
broking has long been one of FAST’s core principals, explains CEO 
Brendan Wright, because it brings in fresh perspectives and 
approaches that improve business and strengthen the industry 

WHILE
the landscape at industry 
events is still largely a sea 

of dark suits, the number of women 
in broking is growing, injecting 
some much-needed diversity into a 
traditionally male-dominated field. 

The industry’s changing make-up 
was clear at FAST’s fifth annual 
Women in Business series, where 
women led at the podium and filled 
the majority of the seats, reflecting 
the aggregator’s flourishing female 
demographic. 

In the last two and a half years, 
FAST has added 187 women brokers 
to its ranks, representing almost a 
third of the aggregator’s population. 
Eighty-three women were onboarded 
in the last 12 months alone. 

This mirrors the trend across the 
industry. According to the MFAA’s 
Industry Intelligence Service report, 
the number of female brokers grew 
by 8.7% to 32% during the reporting 
period from April to September 
2016. At the same time, the number 
of male brokers grew by 5.7% to 
68% of the industry. The report 
says this suggests that women are 
entering the industry, or remaining 
in the industry, at stronger rates 
than men. 

“Gender diversity just makes 
sense,” says FAST CEO Brendan 
Wright. “What diversity can bring to 
you personally in your life and also 
in business is something that drives 
really sustainable business success. 

“The concept of diversity in 
thinking as leaders – and you are 
leaders in the businesses that you 
run – can make all the difference 
when you let go and know that 
you don’t have to come up with all 
the answers.” 

Creating an environment in 
which people of different genders, 

had to build awareness and provide 
women with opportunities. 

There was no event or workshop 
in the market at the time specifically 
geared towards women, so FAST 

established and launched its first 
Women in Business event in 2013. 
It was a huge success, with 100% of 
delegates saying they’d attend again. 

The event has since expanded to 
five states, providing women with 

races, ages and experience can work 
together fosters diverse thinking, 
leading to better business outcomes, 
Wright explains. 

Shortly after he became CEO of 

FAST in October 2012, Wright went 
about making this happen. There 
was a growing desire to make the 
business more diverse, and in order 
to support and encourage women 
to join broking and finance, FAST 

a forum where they can openly 
discuss how to turn challenges into 
opportunities and how to make 
their mark, and where they can 
connect and build community with 
other women going through the 
same things. 

This year’s series attracted 350 
women from across the industry, 
including brokers, lenders, service 
providers, loan writers, assistants 
and industry body members. 

Wright says there are practical 
and tangible benefits to having 
more women in the industry, 
including that it promotes “diversity 
in thinking”, which in turn can 
help people and businesses solve 
problems more effectively. 

As a result of increased gender 
and ethnic diversity, and having 
a mix of people with different 
experiences and skills, the culture 
at FAST has evolved, becoming 
more inclusive internally, more 
comprehensive strategically, and 
more representative of its customer 
base at large. 

Cracking the ceiling 
When Carol Curtis, director of 
Curtis Property Investments, started 
her broking career back in 2004, it 
was perceived to be a ‘‘hobby job” for 
stay-at-home mums. This perception 
has evolved as more women have 
entered the profession and lending 
space, she says, but there is still a 
shortage of women, especially on the 
lending side. 

One of the hurdles that Curtis’s 
daughters have had to deal with 
as credit representatives for 
her company is being perceived 

“Gender diversity just makes sense. 
What diversity can bring to you 
personally in your life and also in 
business is something that drives 
really sustainable business success”  

Brendan Wright, FAST

GENDER DIVERSITY AT FAST 

20 women 
onboarded in FY17 YTD

53 women 
onboarded in FY15

83 women
onboarded in the last

12 months 

187 women brokers
joined in the last

2.5 years

114 women
onboarded in FY16

1/3
of all FAST brokers

are women 
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as “too young”, despite their 
qualifications, knowledge and 
previous corporate experience. 

While this is one such obstacle 
to being a woman in broking, there 
are also some advantages. One 
of the upsides is that it provides 
flexibility around which women can 
build their families. Also, a lot of 
the work revolves around building 
and maintaining relationships, 
which Curtis believes women are 
particularly adept at. For a long-
term client-broker relationship to 
succeed, it is important to build trust 
and empathy, she says. 

“It is not just a financial 
transaction with the client, but a 
goal or dream we aim to fulfil, which 
is why connecting with them on a 
personal level becomes important. 
I believe clients are more open to 
dealing with female brokers, due to 
these reasons – which further creates 
opportunities for female brokers to 
succeed in this industry,” she says. 

Not only are there more women in 
the industry nowadays, but there are 
also more female clients looking for 
trusted advisers. 

Nearly 50% of Australian women 

are the key decision-makers regarding 
their own and their families’ finances, 
while 89% of women are at least 
jointly responsible for financial 
decisions, according to data from the 
March 2017 BT Australian Financial 
Health Index, which surveyed more 
than 4,000 people. 

Curtis has noticed this as well. 
“Over the past few years, a lot more 
females are purchasing properties 
themselves and are obtaining advice 
from their own financial planners 
in regard to SMSF structures and 
purchasing property through this. 

“I also feel that more female 
clients are approaching brokers 
because they feel more comfortable 
approaching other females in regard 
to their finances.”

Regardless of whether a broker is 
male or female, owning a business 
and juggling the personal and 
professional demands is difficult and 
stressful, which is why Curtis really 
appreciates the support, training 
opportunities and events FAST hosts 
for its brokers. 

“It was great to see so many 
women attending [Women in 
Business] and how the number of 

    THE NUMBER OF WOMEN ENTERING BROKING IS GROWING

Source: MFAA Industry Intelligence Survey, 2016

Of the brokers who 
were recruited during 
the six-month period, 
what proportion 
were men and what 
proportion were 
women?

What proportion of 
brokers were men 
and what proportion 
were women, at the 
end of the six-month 
period?

Number of men recruited 
during period

Number of men at end 
of period

Number of women 
recruited during period

Number of women at end 
of period

68%

32%

28%

72%

Reporting period: April–September 2016

From left: Kathy Tracey, Mortgage Link; Sal Bazzi, BDM, Westpac; Brendan Wright, CEO, FAST; 
Megan Moss, BDM, Westpac; Effie Zahos, editor, Money magazine
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female brokers is growing. I was also 
glad that there was some attendance 
from our male counterparts – to 
show tangible support for women in 
the industry,” she says. 

Curtis is of the mind that the 
more knowledgeable and up to 
date you can be, the more credible 
you’ll become. Working in a male-
dominated environment has not set 
her back. Instead, it’s motivated her 
to perform better and stay at the top 
of her game, she says. 

“I have always overcome 
challenges by learning more and 
being solution-oriented,” she says.

Expanding your reach
Megan Mouradian, director of 
Lighthouse Finance Group, has 
been a mortgage broker for 13 years 
and previously worked for a major 
bank for a decade. She believes 
that with greater diversity in the 
industry brokers can have a wider 
reach across the community and 
potential clients. 

“Consumers want brokers to be 
invested in their requirements, 
and not every broker will suit 
every consumer. Without being too 
general, female brokers may have a 
different approach, which may better 
suit some consumers. Also, with 

more female brokers in the industry, 
this may encourage more females 
to explore mortgage broking as a 
career,” she says. 

While there are still more men 
working as brokers, the industry 
doesn’t feel dominated by them 
because there are so many high-
performing women brokers, she 
says. Furthermore, there are many 
women in the industry supporting 
brokers in various roles, whether 

as loan writers, administrative 
assistants, or as aggregator BDMs 
and lenders.  

“The mortgage broking industry 
has a range of opportunities for 
women, and I believe success is 
driven by individual effort and 
education, not gender. The current 
challenges in the industry are 
universal and not gender-related,” 
Mouradian says. 

Curtis and Mouradian, both FAST 

brokers, say they appreciate events 
like the Women in Business series 
because they provide women with 
an intimate format in which to hear 
from inspiring speakers and further 
their learning and training, swap 
stories and experiences. 

“Mortgage broking can be stressful 
and lonely at times, so these events 
are a great way to touch base with 
others facing the same challenges,” 
Mouradian says. AB

“The mortgage broking industry has 
a range of opportunities for women, 
and I believe success is driven by 
individual effort and education, 
not gender”  Megan Mouradian, Lighthouse Finance Group

Carol Curtis, director, Curtis Property Investments Megan Mouradian, director, Lighthouse Finance Group

1 Learn to say no 
Say ‘no’ more. This has been one of the hardest skills for me to 

learn. I always took ‘no’ as an insult to the person who was asking for 
something to be done, when in fact it was quite the opposite. It shows 
you have direction, focus and a plan. 

2 Make ’em wait – and set ‘unplug’ times 
I’m still learning this, but the idea is to not be accessible 24/7 and to 

be proactive rather than reactive when it comes to emails and voice calls. 
Just because an email lands in my inbox at 7pm doesn’t mean I have to 
respond then and there. Sunday afternoon now is strictly family time!

3 Use just one calendar 
I’ve never really understood the concept of having a personal 

calendar and a work one. There’s only one of me, so I run just one 
calendar. By scheduling everything into the one diary I have a better 
picture of what my personal and work commitments are.

4 Never underestimate yourself 
Be proud of your achievements and don’t be afraid to take on risks. 

I moved from banking to TV and then from TV into magazines. I had no 
experience in either of these fields, but that didn’t stop me from applying. 
Women are often their own harshest critics. Don’t let your insecurities get 
in the way of moving forward. So long as you know you can get the 
results, go for it!

5 Bust the myth on work-life balance 
You can have it all: a full-time job, kids, a husband and a home, 

so long as you accept that it will come at a price. Learn to let go of 
perfectionism. As a working mum who chooses to juggle all of this, I have 
to accept the trade-off for doing what I love, because only then will I be 
able to live guilt-free.

Effie Zahos is the editor of Money magazine; a regular personal finance 
commentator; and was a keynote speaker at the FAST Women in Business series.


