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Michael's Message

Michael Russell
Managing Director

2006 is shaping up to be another successful year for Choice Aggregation
Services. In line with our strategy to consolidate before completing another
acquisition, I'm pleased to advise that Brendan & Peter have recently completed a
full review of our value proposition with the aim of identifying some new initiatives
to add to our broker offering.

Among the initiatives we are presently working on, is the stream-lining of our
communications to ensure we furnish you with the sort of information that can
better add value to your business. To this end, the “Choice News Bulletin” has now
replaced the monthly news letter “Have You Heard”.

The Choice Bulletin is designed to provide you with updates on marketing,
training, sales, compliance & risk, industry developments as well as an update on
our top 20 group and individual performers.

Turning now to our State based support.

I’'m delighted to advise that in line with our continued commitment to support your
business at a State level, we have appointed 3 new Broker Liaison Managers,
Beverley Gisborne — WA, Jason Trivett — QLD and Danielle Shelley — NSW.

Please join me in welcoming Beverley, Jason and Danielle into the Choice family.

As we enter our last month of the Choice financial year we are
closely watching our top performers to see who will qualify for our

Platinum Achievers programme to be launched on the 1st July 2006.
The target to qualify for the Platinum Achiever’s program is $50m in paid settlements as a

group and $25m in paid settlements as an individual.

Michael Russell

Finally, stay tuned for an exciting new product announcement next month that will see you
able to expand your client offering and further diversify your income!

On behalf of all Choice Aggregation staff, thank you again for your continued support in
building our partnership.

"You can dream, create, design and build the most
wonderful place in the world......but it requires people
to make the dream a reality."
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Marketing & Sales Spotlight

Brendan O’'Donnell
Head of Sales and Marketing

Welcome to the Choice News Bulletin! Ongoing
communication and sharing of information is critical to the
success of any business. As our valued partners in
growing our business we have reviewed our current
methods of communication in order to provide more
appropriate and relevant information.

The Choice News Bulletin will be published every two
months and will provide updates as to what is happening
at Choice Aggregation Services, the Industry as well as
the results of our top performers. Further, we will
continuously identify best practice business and sales
initiatives that we can share with you in order to assist you
in growing your own business. Added to this we will
provide information on compliance and risk related issues,
new developments within Choice and highlight existing
and new training and education programmes that we have
on offer.

As part of our annual review of our value proposition we
have reflected on the importance of our values, our vision
and our mission as a company.

The primary purpose of an aggregator should be to
build a professional network of mortgage brokers who
run successful, rewarding and profitable businesses.
At Choice Aggregation Services our mission, vision
and values is built on this premise. We recognise that
the market is beginning to mature and we will no
doubt experience a consolidation amongst
aggregators and brokers. Whilst our industry is still
attracting new brokers, this is beginning to taper off
and at the same time we are experiencing a
consolidation and the emergence of sizeable broker
groups managed by successful brokers.

“Whilst we have no desire to be the biggest we
certainly aim to be the best aggregator in the industry”

Brendan O'Donnell

Our Vision

“To provide an outstanding
business opportunity for
individuals to generate a safe
and substantial income
throughout their working lives
and into retirement. We will
continue to afford this
opportunity by providing
superior business solutions
through listening and
responding to the critical
issues and needs of our
brokers.”

Our Mission

“To build the most
professional network of
mortgage brokers across
Australia who share our
values and willingly embrace
our business philosophies.”

Our Values

We respect the rights of;

1. Our brokers

2. Our Lenders

3. Our Employees

4. Our Shareholders

who we will treat at all times with
honesty, compassion and
confidentiality.

We support non-negotiable
adherence to;

1. Compliance

2. Accountability

3. Ethics

4. Collaboration &

5. Engagement

We embrace philanthropy, social
responsibility and aim to enhance
the quality of life for all our
stakeholders.

Next p




Choice News Bulletin

Edition 1 - May/June 2006

Partnering mortgage professionals

Marketing & Sales

Michael's Message
J Spotlight

Colonial.

National Rankings

aggregation services

Commercial Beat

Team & Individual

Training Update Compliance & Risk Best Practice

Million Dollar Club New Developments Print [X] Close

mumﬂark,

Marketing & Sales Spotlight

During March 2006 we held a Strategic business planning
review session where we recognised the need to segment
our members in order to move away from a “one size fits
all” approach and provide more targeted service and
support. We have segmented our member base into three
core segments namely Platinum, mid tier and below $1m
in settlements. The Platinum segment is defined as
Groups that do $50m in settlements a year and also
individuals who do $25m in settlements a year. The Mid
Tier is all Groups and Individuals that do $12m or more in
settlements a year. Our State Managers will be developing
there relationship, sales and service support plans around
these segments and will be engaging with all our members
over the course of the next few months.

We have evolved our Choice Aggregation Service brand
over the past two months and will be introducing a range
of marketing material to better position ourselves in the
market and amongst you our members. One of the
cornerstones to successful branding is to build the brand
from “inside” being our own members and the Choice staff.
We are also in the process of reviewing and updating the
Choice Aggregation Services website.

Competition

Targeting our service!

Segmentation is
key to better
support.

Building the Choice
Aggregation Services
brand.

Over the past year we have made a number of
acquisitions that have resulted in a significant
increase in the number of Groups that we have in
Choice Given this significant growth and the changing
market one of our key aims to retain and uphold “the
family” spirit of our partnership which requires that we
stay true to our values and close to your business in

order to ensure your success. To this end we have Members of
decided to move away from reference to brokers and Choice Aggregation
agents and instead refer to you as “members”. Being Services.

recognised as a member of Choice Aggregation
Services provides a closer link to the nature of the
business we collectively operate in and further
reinforces the importance of us providing “members”
with the support and services you need in order to be
successful in your own business. To this end we will
be distributing a framed member certificate in early
July to all our groups within Choice Aggregation
Services. [

Framed member
certificates for
all members.

4 Previous Next p
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Marketing & Sales Spotlight

The Choice Home Loans retail brand, continues to
grow in the market with approximately 30% of all active
groups operating under the brand. The Choice Home : ‘H‘lﬂ'.:l-.:.'h..'--:ZT..L.:-::FE-:.l'::_'-!. SERVICES MATIONAL COMFERENCE
Loans website has been further enhanced and we have ¥y s the e .." VOTELTH

engaged with specialists in the area of website B
optimization in order to increase the leads from the

Michael's Message Commercial Beat Training Update Compliance & Risk Best Practice

-

website for Choice Home Loans members. The Client ChﬂiCE The_ Chgice_ Aggregation Services Annual anfe_ren.ce remains one of the
care programme is now entering its 4th year and further HOME LOANS major highlight on our calendar. Our key objective is to bring together all our
refinements and enhancements to the programme are stakeholders to share in the challenges of our industry and to recognise the
underway. exceptional performance of our member network. [J

O
In our efforts to better understand the needs of our Our theme for 2006 is Reach for the Stars, the rationale behind this theme is

that we want all our brokers, management and staff to set well defined goals
that are achievable but at the same time challenging, reinforcing that as
individuals we need to Reach for the Stars to fully realise our true potential.

members we will be undertaking a member survey
during the month of June 2006 and we would appreciate
your participation in the survey. The results will be
summarized and feedback provided in the Choice news
bulletin.

Member Survey
coming in
June 2006.

To register and be included in the draw go to...

www.choiceconference.com.au

Don’t worry if you have already registered as you will automatically be
included!

4 Previous Next p



http://www.choiceconference.com.au

Choice News Bulletin

Edition 1 - May/June 2006

Partnering mortgage professionals

Marketing & Sales
Spotlight

Team & Individual

Michael's Message Commercial Beat

Training Update

Million Dollar Club

Compliance & Risk

New Developments

aggregation services

Best Practice

Print [X] Close

> National Rankings Competition

Marketing & Sales Spotlight

Peter Baumgartner
National Sales Manager

Good News — Nationally Choice settlements results continue to grow. The
month of April was the second best month we have ever had. Whilst the results
in WA have been absolutely outstanding, we have experienced increases in all
States. In comparison to April 05, excluding acquisitions, settlements increased
by 44%. With Acquisitions, we increased 107% on April 05. Probably the most
positive outlook in April results in the average settlements per consultant which
has increased by 24% in comparison to April 05 results. This is a significant
increase across the country, and certainly a positive outlook for all our
consultants.

We have also been working diligently towards some strategic alliances, as a
way of providing additional referral sources as well as volume to our members.
We are pleased to confirm that two top ten Financial Planning groups,
Retireinvest and Millennium3, have joined Choice Aggregations Services and
are now operational. We will be launching next month to the Retireinvest
members, a lending campaign, with the view to generate referral business to
our members. Combined both groups have approximately 700 financial
planners, and over the next twelve months and beyond should provide some
great opportunities to consultants countrywide.

Second best
month ever!

Strategic Alliances

. .
millennium3
FINANCIAL SERVICES PTY LTD ABN 61 094 529 987
AUSTRALIAN FINANCIAL SERVICES LICENSEE
AFS LICENCE NUMBER 244252

I RETIREINVEST

Peter Baumgartner
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Commercial Beat

Dennis D'Angelo
National Commercial Lending Manager

Welcome to the first edition of “Commercial Beat”. This
section will replace the monthly Commercial Newsletter,
previously circulated to all Choice members.[]

O

In this section we will endeavor to provide you with
information about commercial lending from a member’s
perspective, some update on relevant lender information
and also, from time to time, key market information.[]

O

Many members are currently looking to expand in the
commercial segment. It has been great to see some new
faces enroll in our Commercial Lending Course and also
our Commercial PD days. [

O

| thought it may be worthwhile to reiterate some key
points that were raised in our PD Days, namely the
difference between commercial and residential lending.[]

The major differences between residential and

commercial lending

In a recent newsletter, Mark Harrison — Director of Ashe
Morgan Commercial highlighted one of the major
differences between commercial and residential as “most
critically, the credit process is entirely different.

Competition

“Credit process
different!”

Credit for commercial finance is not a system based
process as it is with residential. It is an individual approval
system where the lender makes an expert assessment on
the quality of the loan application”.

This is all so true, but I'd like to elaborate a little on this
and also point out some other differences:

The Credit Application Process — As stated above,

generally there is not a ‘set’ process in commercial. The
commercial application process may require (depending
on the deal) the lender to know some more detailed
information on the borrower — background, industry, future
projections, trading trends, lease terms, security type,
basis of customer valuation estimates etc.

It doesn’t necessarily mean the members need to be an
expert in putting together the submission - many of our
lenders do this for us (AMW for instance specialise in
this). But it does require the broker to ascertain this
information or at the very least prepare the client that the
lenders will require this information.

Dennis D'Angelo

Each application
unique to the
individual!

No need to be
an expert but
information
gathering is key.

Next p
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Commercial Beat

The Broker/Lender relationship — Again understanding
the lender’s requirements, risk appetite, service offering
is a critical part of commercial lending. The streamlining
of application forms and submission process is far less
important than knowing who to call and understanding
how they operate. BDMs/RMs (and even Credit
Departments) will differ significantly from one lender to
another and even from one person to another within the
same institution. Developing this relationship is a critical
aspect of success in this segment.

Lender Policies/Guidelines — The “commercial lender
snapshot” located under commercial documents on the
Choice website provides the general parameters for
commercial transactions. With some of our lenders, these
parameters are not so flexible (however the advantage
with these lenders is that where it does fit within
guidelines, the level of information required is similar to
home loan), however, with most of our Bank lenders,
these parameters are simply “guidelines”. Other aspects
(i.e. client financial strength, history) may enable the deal
to be written outside guidelines. Hence, gaining the right
information from the borrower can be critical.

Pricing — As per above, pricing is generally flexible and
will often depend on deal size, LVR, income strength,
security type etc.

Competition

Security and Valuations — The valuation process does
take longer than residential and can vary somewhat from
the owner’s estimate. It is also important to understand
that the lender may vary the LVR against the property
depending on the property type. If the property has a
“specialised” use only, the lender will generally lend a
lower LVR. Also contamination issues (petrol, oil etc) may
affect the LVR. Again, the more you find out about the
security (Location, Lease term, Tennant, Usage, etc) the
more accurate a response you'll receive from the lender.

“You need to
understand your
client and lender
better!”

“Relationships
are the key!”

Most of our Bank lenders will also consider various

business assets/goodwill as security also. Franchise

Business, News agencies, Rent Rolls, Pharmacies, Child

Care, Hotels, Post Offices etc (without Freehold).
“Check the

parameters!” In very simple terms, commercial lending requires you to
understand your client and your lender a little better.
However, the actual process can be easier, more flexible
and far more relationship driven than what you have

experienced with residential.

4 Previous Next p
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Commercial Beat

A recent example of a commercial transaction If you are looking to do more of this type of lending, it is
imperative you form close relationships with local

A Brisbane-based member recently received a referral commercial lenders. In many cases, the feedback they

for a $1.5M dollar deal secured solely against the provide can be a huge part of your learning process and

business - nightclub leasehold (no freehold security was “BankWest in assist in sourcing and settling future deals. They will also

offered). The deal was work shopped with the local go that extra yard to win the deal for you.

commercial manager at BankWest who was most helpful

in providing possible suggestions on how the deal could I look forward to seeing more of you at future PD and

be structured.[ Training days.

O

After some negotiation, BankWest was chosen as the

preferred lender for the transaction. As the broker was

due to go on leave, the commercial manager at

BankWest offered to facilitate the deal in his absence.

Upon his return from leave, the deal had been approved

and it settled the next month.J

O

| mentioned earlier how commercial lending is much

more flexible and also much more relationship based. _ _

The above is an example of a deal ($1.5M) which was lending is

approved without being within strict property LVR policy flexible!

(in fact had zero property security) and then facilitated

through to approval largely via a strong local lender

relationship.0

action!”

Commercial

4 Previous
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Training Update
IE—gltraear;d:fnSC;’IIeDs rrltrr]]Z”Marketing

All the state PD sessions in April we were again fortunate to have Rogen
International present. The presentation was focused on building a strong referral
network, and was attended by close to 300 of our members nationally. We would
like to once again thank ING for sponsoring Rogan on our behalf. The two
sessions Rogen Presented at the PD days, Building Brand awareness and
building a strong referral network were received very well by our members whilst
the majority of our members receive value from Rogen Presentations there were
some comments regarding relevance. We recognise the need to further segment
certain parts of these presentations.[]

O

25 new members attended our Certificates IV Facilitated Workshop (5 day) course
across the country. They are now diligently working on completing their
assignments and accreditations. A reminder to all, that the week after the
Certificate IV course we arrange accreditation sessions with our lenders. This is
open to all our members if they wish to be accredited and provides you with an
opportunity to freshen up on a particular lender. Please contact your State office
for the next accreditation dates.[]

O

The next date for Certificate IV Facilitated Workshop is from 19th - 23rd June.[]
O

We recently launched our Commercial Training Programme. Kevin Conlan, Head
of Education for the MIAA, presented our first formal Commercial training in three
states, 28 members attended. The feedback from this training has been very
positive. This was a great opportunity to up skill in commercial lending. The
course will be developed further, so anyone who currently does the odd
commercial loan or who is looking to diversify should attend. Dennis D’Angelo
also conducted Commercial PD sessions around the country, with 75 members
attending. We have recognised that there is a gap within the industry in regard to
commercial development. We intend on taking a lead role in this market, in
assisting and developing all our commercial writers.[

"To be successful, one has to train, train
and keep on training!"
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Compliance & Risk

Garry Dowd

Head of Compliance & Risk Management

Welcome to the new look newsletter and Compliance update - in each issue | will
give a short summary of issues to keep Brokers informed of recent compliance

developments or risk issues that you should be aware to minimise risk in your
business.

National Regulation & Certificate IV Qualifications

The proposed National Regulation is due to be discussed further at the State
Ministerial Council on Consumer Affairs in May, however general opinion is that
implementation would not be before 2007 before all processes bringing it into law
are complete.

The intention of National Regulation in respect to existing broker's qualifications
can be derived from the follow excerpt from page 70 of the National Regulation
Discussion Paper:

"Experience alone does_not guarantee appropriate skill or knowledge. Brokers
who do not have the benefit of a active industry association may be unaware of

new developments, both product and regulatory. Therefore, there should be some

formal training, even for those who have been in the industry for a while. Certainly,
if new legislation is introduced, knowledge of the legislation plus other legislative
requirements such as Uniform Consumer Credit Code and State fair trading acts
should be a required training component.”

From the above it it clear that both new and existing members
will be required to attain a minimum level of training - we believe

this minimum requirement will be set at Certificate 1V in Financial
Services (Finance/Mortgage Broking). For this reason Choice have recently launched a

campaign to all exisiting members to attain Certificate IV in readiness for National
Regulation - we strongly recommend all brokers to immediately commence working to
this goal.[]

Further information on the paths to attain Certificate IV can be found in my seperate
communication or visit the Choice Member's Web Site. [

Garry Dowd

Cross State Border Transactions & WA Legislation Update

Due to different State based legislation, problems arise when a transaction crosses
State/Territory borders.

For example, what law applies if a broker located in Queensland sells a loan to an NSW
resident secured by Victorian property?

The rule of thumb is that the law of the place of residence of the borrower will apply.
Accordingly, if the borrower is resident in NSW, the law of NSW will apply.

Next p
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Compliance & Risk

This issue seems to be topical at the moment for purchasers into the WA market i.e.
investors from other States. Whilst the jurisdictional limit of the WA legislation is
unclear, the above rule of thumb can apply for Brokers dealing with purchases in the
WA market. However, please note that WA requires Finance Brokers to be licensed
and accordingly any brokers dealing with clients resident in WA (for either purchases in
WA or other states) must be licensed in WA.

Brokers who have operations in WA or are considering operating in WA should note
the following recent legislative change to the residency requirement.

An exemption was Gazetted on 5 May 2006 such that persons applying for a finance
brokers licence no longer need to be a resident of WA, provided they are a resident of
Australia.

Accordingly, finance brokers in other states and territories can now become licensed
and legally carry on business in Western Australia without the requirement to be a
resident or, in the case of a body corporate, have a resident director.

The main requirements to obtain a licence are:

* be 18 years or older;

* be afit and proper person to hold a licence;

» understand the duties and obligations imposed by the Act on finance brokers;

* completion of Certificate 4 in Financial Services (Finance/Mortgage Broking)
including relevant supplementary Western Australia material provided by an
approved training provider;

* two years full time relevant experience in the preceding five years.

Further information on WA Broker licensing can be obtained at the website for
WA Consumer & Employment Protection - link provided below.

http://www.docep.wa.gov.au/consumerprotection/financebrokers/index.htmil

4 Previous
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Best Practice

In any business big or small one of the keys to success is to learn from others. This

section of the Choice News Bulletin will be developed to provide best practice stories and

case studies. With over 450 Choice Aggregation Services groups we have the opportunity “Success Stories!”
to create a platform where our members can share some member best practice success

stories. Our State Managers will facilitate and coordinate best practice articles and stories

at State level for publishing in the Choice News Bulletin. Further, Choice management will

also be sourcing success stories from the industry that we will share with you.

Watch this space for more detail.............
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Commonwealth Bank of Australia

Exciting initiatives from the Commonwealth Bank

We have listened to our broker partners and as a result, the Bank has removed
NetBank fees for scheduling payments and everyday transfers to third parties,
effective April 3.

Scheduled and third party payments (excluding third party payments within a
transfer group*) on NetBank will now be free of charge in line with other
everyday NetBank services such as unlimited access to account balances,
transaction information, transfers to a customer’s own accounts and BPAY
payments.

*Third party payments made using the NetBank transfer group service —a
specialised service used mostly by businesses — will continue to attract a fee.
This initiative adds to the latest campaigns launched by the Commonwealth
Bank to support our valued mortgage brokers at Choice.

Current offers include:

Special offer 0.70% pa discount for Standard Variable Rate loans of $250,000 or
more for Mortgage Advantage / Mortgage Advantage Plus customers. For a
limited time only, customers taking out a new Standard Variable Rate Home /
Investment Home Loan of $250,000 or more within a MAV/MAVPIlus package can
receive a 0.70% pa discount. (Other eligibility conditions apply.)

This offer has applied to all new applications received from 15 February 2006, with the
exception of Low Doc loans.

Low Doc Loans available now across more of Colonial’'s home/investment home loans

products, including

* Fixed Rate Loans for 1to 5, 7, 10 & 15 years; and

» Rate Saver loans (excluding 1 & 3 Year Special Rate Savers).

(The applicable Fixed Rate and Rate Saver interest rates apply. Existing Lender’s
Mortgage Insurance guidelines apply)

MAV/MAVPIus pricing on Low Doc Loans up to 80% LVR
You can now include the following Low Doc loans in MAV/MAVPIus packages:

» Standard Variable Rate Home/Investment Home Loans;
* Fixed Rate Loans for 1to 5, 7, 10 & 15 years; and
¢ Lines of Credit.

Only the standard package discount can be given for Low Documentation loans (i.e. no
further discounts) and the standard package fee policy applies. All forms (including
Home Loan Terms & Conditions as well as MAV/MAVPIus Terms & Conditions) will be
updated shortly.

For more details visit (‘Edge’, 10 February) or contact your Relationship Manager.
https://adviser.colonial.com.au
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National Rankings

Congratulations to our top 20 groups in Australia. Moving forward we Congratulations to our top 20 Individuals in Australia. Moving forward
will communicate the top 20 groups in each month.

National Group Rankings for April 2006

Volume

we will communicate the top 20 individual each month.
National Individual Rankings for April 2006

Group State
1. Approved Home Loans WA
2. CHL Leederville WA
3. MOR Mortgage Options ACT
4. NewCo WA
5. HJT Homeloan Pty Ltd VIC
6. Independent Mortgage Finance Services WA
7. SRB Finance Services VIC
8. Trinity Finance Group Pty Ltd VIC
9. Andrew Peake & Shaneen Moore VIC
10. RAC Broking Pty Ltd WA
11. Investor Finance Pty Ltd VIC
12. Precise Finance Solutions Pty Ltd NSW
13. Refund Home Loans Pty Ltd VIC
14. Nanmon Financial Services Pty Ltd VIC
15. Brmac Pty Ltd WA
16. Kaysey Pty Ltd WA
17. Balken Mortgage Services Pty Ltd WA
18. SAS Home Loans NSW
19. Sharfrey & J&S Mortgage Solutions WA
20. Sydney South West Lending Solutions NSW

$32,729,622.01
$22,049,178.11
$14,085,540.00
$14,046,873.86
$12,878,700.00
$12,582,346.04
$12,568,466.28
$12,519,933.05
$11,543,383.08
$10,801,466.29
$9,934,344.30
$9,778,729.24
$9,391,613.76
$9,162,104.94
$8,664,040.50
$7,540,897.14
$7,474,020.62
$7,184,00.00
$7,051,835.73
$7,050,355.50

No. of loans Group State Volume No. of loans
142 1. Harry Tan VIC $12,878,700.00 25
107 2. Michael O'Reilly ACT $12,874,179.00 72
76 3. Michelle Coleman VIC $9,162,104.94 38
51 4. Sean Shen NSW $7,184,000.00 6
25 5. Craig Corbett NSW $6,801,477.58 23
59 6. Glenn Ruthven VIC $6,757,453.05 28
60 7. Justin Doobov NSW $6,657,282.16 17
57 8. Lucio Baroni WA $6,486,146.45 29
42 9. Peter Webster QLD $6,330,809.00 19
54 10. Mark O'Reilly QLD $5,747,900.53 32
52 11. Ronald Cole WA $4,950,500.00 11
39 12. Robert Wheeler QLD $4,519,467.74 29
32 13. Jenna Ford NSW $4,323,050.00 12
38 14. Karen Stevens WA $4,299,141.92 17
41 15. Shaneen Moore VIC $4,091,571.20 14
36 16. Rolf Latham QLD $3,952,645.00 15
32 17. Edward Nixon ACT $3,894,313.00 16

6 18. Terry Chidgey QLD $3,856,484.34 20
35 19. Lisa Welch WA $3,834,015.84 16
24 20. Rolf Schaefer VIC $3,818,360.90 16
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Team Competition Individual Competition

Top Consultant by loan volume from 1st October 2005

Group State Volume No. of loans Consultant State Volume
1 CHL Leederville WA $173,943,552.12 752 1 Harry Tan VIC $84,336,384.27
2 Approved Home Loans WA $159,228,911.56 742 2 Michelle Coleman VIC $64,887,686.20
3 Independent Mortgage Finance Services WA $96,559,710.51 429 3 Michael O'Reilly ACT $55,427,419.30
4 HJT Homeloan P/L VIC $84,336,384.27 207 4 Lucio Baroni WA $40,856,517.84
5 NewCo WA $84,133,529.38 284 5 Mark O'Reilly QLD $34,805,659.52
6 Trinity Finance Group Pty Ltd VIC $81,931,682.78 324 6 Glenn Ruthven VIC $34,256,870.46
7 SRB Finance Services VIC $76,019,038.45 342 7 Park Wei NSW $30,603,784.00
8 Nanmon Financial Services P/L VIC $71,994,026.20 261 8 Graham Weinberg NSW $29,910,860.00
9 Kaysey Pty Ltd WA $60,022,998.92 311 9 Marc Meloni WA $28,119,759.60
10 MOR Mortgage Options WA $58,996,154.30 331 10 Janine Carpetner WA $27,829,899.77

Top Consultant by number of sales from 1st October 2005

As you are aware the winner of the team and individual competition is announced at the
Gala Dinner at this year's national conference at the Twin Waters Resort on the Consultant State No. of Sales
Sunshine Coast. Looks like again the team competition will come down the wire with

. / : 1 Michael O'Reilly ACT 311
CHL Leederville and Approved Home Loans. Both look like smashing last year's team 2 Michelle Coleman VIC 234
settlement record.[] 3 Harry Tan VIC 207
0 4 Lucio Baroni WA 192
In the respective individual competitions, Harry Tan and Michael O'Reilly have cleared 5 Mark O'Reilly QLD 184
6 Robert Wheeler QLD
away from the pack.[] ) 153
7 Terry Chidgey QLD 139
l 8 Glenn Ruthven VIC 132
Congratulations to all our top ten competition leaders.[] 9 Marc Meloni WA 124
] 10 John Bradley WA 119
Peter Baumgartner(]

National Busines Manager
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Million Dollar Club

$100 Million

Anna Vanopoulos - WA
Debra Gebbie - WA

$75 Million

Michael O'Reilly - ACT
Sam Olliver - WA

Ken Gibson - ACT

$50 Million

Wayne Banks-Smith - VIC
Paul Maris - WA

$25 Million

David Philipsen - VIC
Edward Nixon - ACT
Jake Mounsey - VIC
Robert Germanos - NSW
John Pilton - WA

Andre Thane - WA

Colin Sheppard - VIC
Graeme Chalmers - WA

Competition

Set your goals in life

Understand and anticpiate the obstacles
Clear your mind of any doubt

Create a positive attitude
Embrace change

Stay focussed on your purpose and goals

Smile and enjoy life
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New Developments

Brendan O’'Donnell
Head of Sales and Marketing

Seniors Market and Reserve Mortgages

As you are all aware there is a lot of discussion in the
industry around the seniors market and the pros and
cons of providing over 60’s with the ability to access
cash from there home. Without doubt the reverse
mortgage market will become a significant market in the
years ahead Data monitor research has provided figures
that indicate significant growth going forward in this
market. We have also been actively assessing this
market from a strategic perspective and recognise the
importance of the market. Unlike the traditional
mortgage market this market requires an even greater
focus on the client needs. The reasons for a loan in this
market is vastly different to the traditonal market and the
approach with clients needs to be different.

We are in the process of evaluating a number of
strategic alternatives and will keep you posted as to our

plans going forward.

Competition

“A significant
market!”

Data monitor —
significant growth
expected..

“Different approach
needed.”

Brendan O’Donnell
Head of Sales and Marketing

Diversifying Products and Services

From a strategic perspective we recognise that it is
important to stick to ones knitting so to speak and to
focus on the core business of mortgage finance.
Having said this, within the market there is an
emerging need for brokers to provide a more holistic
service to clients. With this in mind and after some
extensive research we have recognised the need to
provide loan cover insurance for clients. Clients are
making there biggest single life purchase and are very
often concerned about the inherent risks associated
with the decision. Providing loan cover in this instance
is seen as a value added service. We are in the
process of finalising a strategic alliance with an
insurance company and will be launching this to all
our members over the course of the next two months
which will provide value add in your business and
another revenue stream.

“Strategic alliance
with insurance
company!”

"Loan cover
insurance provider
soon to be launched"

Next p
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Julie Ryburn
Head of IT, Administration and Finance

T3 platform

Over the past few months we have undertaken a full
review of the T3 system. Whilst we pride ourselves of
having one of the best systems in the market place we
also recognise that we need to continuously update and
upgrade the system.

T3 is a Visual Basic 6 application which has been used
by our members for over 5 years. The product has been
greatly enhanced over the course of its lifetime however
we have reached a stage where we believe, given the
availability of more user friendly technology which is web
based, we can now look at a significant upgrade to the
current T3 system. We have already commenced with the
development of the enhancements to T3. The new
project has been referred to as “Member 360”. The initial
release of this will take place in September/October of
this year and will focus on providing members with a
more user friendly interface. Further, the way in which we
are developing the new software is to allow for more
benefits to be added to the system to meet our members
growing needs.

aggregation services

Commercial Beat Training Update Compliance & Risk Best Practice

Team & Individual

" Million Dollar Club New Developments Print [X] Close
Competition

Julie Ryburn

A key component of this will be in the area of CRM
applications that we will look at once we have
launched phase one of Member 360. Full testing will CRM applications

113 l”

T3 evolves! take place with selected members in the different
States and we will be engaging with members on an
ongoing basis to obtain input and requirements.[]

Meeting the

increasing need of
our members.

Member 360

4 Previous Next p
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Cheryle Thompson
Commissions Systems & Services Manager

Commissions

aggregation services

Commercial Beat Training Update Compliance & Risk Best Practice

Team & Individual

" Million Dollar Club New Developments Print [X] Close
Competition

Cheryle Thompson

The Choice Aggregation Services commission system allows for both split and separate
payment facilities (available for use by all principals), and is a very easy way to save time
and headaches when calculating monthly commission payments. Splits may be set up for
consultants and/or referring offices, with a separate report being produced for each
consultant and/or referring office showing totals due. These reports automatically calculate
the correct upfront and trail payments for each of these entities, with the principal only

being required to make the payments based on these figures.

If required, these separate payments can also be automated via the Choice Aggregation
Services commission system. On receipt of a signed authority from the principal, the
monthly commission calculations made for all consultants and/or referring offices can be
automatically paid out each month, with these distribution amounts being deducted from
the main company's total payment. Each payee is therefore automatically paid each month
on behalf of the main agency, with no messy calculations, cheques or direct deposits
required. Please note that if any clawbacks taken from a separate payee result in a
negative amount due, then the separate payment is not made in that month and the

clawbacks revert to the main agency.

To take advantage of either of these very convenient options, please contact the Broker

Liaison Manager in your state.

4 Previous
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	Button11: 
	Text44: Commercial Beat
	Text46: Compliance & Risk
	Text18987-39872: Garry Dowd
Head of Compliance & Risk Management
	Text2: The major differences between residential and commercial lending 
	Text1111: In a recent newsletter, Mark Harrison – Director of Ashe Morgan Commercial highlighted one of the major differences between commercial and residential as “most critically, the credit process is entirely different. 
	Text22987987098: “Credit process different!”
	Text27: Credit for commercial finance is not a system based process as it is with residential. It is an individual approval system where the lender makes an expert assessment on the quality of the loan application”.

This is all so true, but I’d like to elaborate a little on this and also point out some other differences:

The Credit Application Process – As stated above, generally there is not a ‘set’ process in commercial. The commercial application process may require (depending on the deal) the lender to know some more detailed information on the borrower – background, industry, future projections, trading trends, lease terms, security type, basis of customer valuation estimates etc.

It doesn’t necessarily mean the members need to be an expert in putting together the submission - many of our lenders do this for us (AMW for instance specialise in this). But it does require the broker to ascertain this information or at the very least prepare the client that the lenders will require this information.

	Text229879870981978987: Each application
unique to the
individual!





No need to be
an expert but
information
gathering is key.
	Text45: Training Update
	Text1621222: We recently launched our Commercial Training Programme. Kevin Conlan, Head of Education for the MIAA, presented our first formal Commercial training in three states, 28 members attended. The feedback from this training has been very positive. This was a great opportunity to up skill in commercial lending. The course will be developed further, so anyone who currently does the odd commercial loan or who is looking to diversify should attend. Dennis D’Angelo also conducted Commercial PD sessions around the country, with 75 members attending. We have recognised that there is a gap within the industry in regard to commercial development. We intend on taking a lead role in this market, in assisting and developing all our commercial writers.

	Text160987-93875: Welcome to the new look newsletter and Compliance update - in each issue I will give a short summary of issues to keep Brokers informed of recent compliance developments or risk issues that you should be aware to minimise risk in your business.
	Text15: National Regulation & Certificate IV Qualifications
	Text1709878431987153: Due to different State based legislation, problems arise when a transaction crosses State/Territory borders.

For example, what law applies if a broker located in Queensland sells a loan to an NSW resident secured by Victorian property?

The rule of thumb is that the law of the place of residence of the borrower will apply.  Accordingly, if the borrower is resident in NSW, the law of NSW will apply.

	Text170938098: Accordingly, finance brokers in other states and territories can now become licensed and legally carry on business in Western Australia without the requirement to be a resident or, in the case of a body corporate, have a resident director. 

The main requirements to obtain a licence are: 
•     be 18 years or older; 
•     be a fit and proper person to hold a licence; 
•     understand the duties and obligations imposed by the Act on finance brokers; 
•     completion of Certificate 4 in Financial Services (Finance/Mortgage Broking)       including relevant supplementary Western Australia material provided by an approved training provider; 
•     two years full time relevant experience in the preceding five years.
	Button26: 
	Text47: Best Practice
	Text19907823-987-3982`7: In any business big or small one of the keys to success is to learn from others. This section of the Choice News Bulletin will be developed to provide best practice stories and case studies. With over 450 Choice Aggregation Services groups we have the opportunity to create a platform where our members can share some member best practice success stories. Our State Managers will facilitate and coordinate best practice articles and stories at State level for publishing in the Choice News Bulletin. Further, Choice management will also be sourcing success stories from the industry that we will share with you. 

Watch this space for more detail………….          



	Text22097554: “Success Stories!”

	Text48: Commonwealth Bank of Australia
	Text49: National Rankings
	Text40122122: Team Competition
	Text11: 1   CHL Leederville
2   Approved Home Loans
3   Independent Mortgage Finance Services
4   HJT Homeloan P/L
5   NewCo
6   Trinity Finance Group Pty Ltd
7   SRB Finance Services
8   Nanmon Financial Services P/L
9   Kaysey Pty Ltd
10 MOR Mortgage Options
	Text401245455: Individual Competition
	Text119804392509090999: 311
234
207
192
184
153
139
132
124
119

	Text51: Million Dollar Club
	Text17678: The Broker/Lender relationship – Again understanding the lender’s requirements, risk appetite, service offering is a critical part of commercial lending. The streamlining of application forms and submission process is far less important than knowing who to call and understanding how they operate. BDMs/RMs (and even Credit Departments) will differ significantly from one lender to another and even from one person to another within the same institution. Developing this relationship is a critical aspect of success in this segment.

Lender Policies/Guidelines – The “commercial lender snapshot” located under commercial documents on the Choice website provides the general parameters for commercial transactions. With some of our lenders, these parameters are not so flexible (however the advantage with these lenders is that where it does fit within guidelines, the level of information required is similar to home loan), however, with most of our Bank lenders, these parameters are simply “guidelines”. Other aspects (i.e. client financial strength, history) may enable the deal to be written outside guidelines. Hence, gaining the right information from the borrower can be critical.

Pricing – As per above, pricing is generally flexible and will often depend on deal size, LVR, income strength, security type etc.

	Text209869567: A recent example of a commercial transaction
	Text229879870981: 
“Relationships are the key!”







“Check the parameters!”



	Text29: Security and Valuations – The valuation process does take longer than residential and can vary somewhat from the owner’s estimate. It is also important to understand that the lender may vary the LVR against the property depending on the property type. If the property has a “specialised” use only, the lender will generally lend a lower LVR. Also contamination issues (petrol, oil etc) may affect the LVR. Again, the more you find out about the security (Location, Lease term, Tennant, Usage, etc) the more accurate a response you’ll receive from the lender.

Most of our Bank lenders will also consider various business assets/goodwill as security also. Franchise Business, News agencies, Rent Rolls, Pharmacies, Child Care, Hotels, Post Offices etc (without Freehold).

In very simple terms, commercial lending requires you to understand your client and your lender a little better. However, the actual process can be easier, more flexible and far more relationship driven than what you have experienced with residential.

	Text22987987098154555: “You need to understand your client and lender better!”

	Text1767854572: A Brisbane-based member recently received a referral for a $1.5M dollar deal secured solely against the business - nightclub leasehold (no freehold security was offered). The deal was work shopped with the local commercial manager at BankWest who was most helpful in providing possible suggestions on how the deal could be structured.

After some negotiation, BankWest was chosen as the preferred lender for the transaction. As the broker was due to go on leave, the commercial manager at BankWest offered to facilitate the deal in his absence. Upon his return from leave, the deal had been approved and it settled the next month.

I mentioned earlier how commercial lending is much more flexible and also much more relationship based. The above is an example of a deal ($1.5M) which was approved without being within strict property LVR policy (in fact had zero property security) and then facilitated through to approval largely via a strong local lender relationship.

	Text17678545721212: If you are looking to do more of this type of lending, it is imperative you form close relationships with local commercial lenders. In many cases, the feedback they provide can be a huge part of your learning process and assist in sourcing and settling future deals. They will also go that extra yard to win the deal for you.

I look forward to seeing more of you at future PD and Training days. 



	Text2298798709813424: “BankWest in action!”









Commercial lending is flexible!

	Text52: New Developments
	Text19092390832: Over the past few months we have undertaken a full review of the T3 system. Whilst we pride ourselves of having one of the best systems in the market place we also recognise that we need to continuously update and upgrade the system. 

T3 is a Visual Basic 6 application which has been used by our members for over 5 years. The product has been greatly enhanced over the course of its lifetime however we have reached a stage where we believe, given the availability of more user friendly technology which is web based, we can now look at a significant upgrade to the current T3 system. We have already commenced with the development of the enhancements to T3. The new project has been referred to as “Member 360”. The initial release of this will take place in September/October of this year and will focus on providing members with a more user friendly interface. Further, the way in which we are developing the new software is to allow for more benefits to be added to the system to meet our members growing needs.
	Text31: T3 platform
	Text2298437-9183: “T3 evolves!”



Meeting the increasing need of our members.




Member 360




	Text2098719184791483: A key component of this will be in the area of CRM applications that we will look at once we have launched phase one of Member 360. Full testing will take place with selected members in the different States and we will be engaging with members on an ongoing basis to obtain input and requirements.

	Text21948731-984173: CRM applications
	Text20: 
Diversifying Products and Services

From a strategic perspective we recognise that it is important to stick to ones knitting so to speak and to focus on the core business of mortgage finance. Having said this, within the market there is an emerging need for brokers to provide a more holistic service to clients. With this in mind and after some extensive research we have recognised the need to provide loan cover insurance for clients. Clients are making there biggest single life purchase and are very often concerned about the inherent risks associated with the decision. Providing loan cover in this instance is seen as a value added service. We are in the process of finalising a strategic alliance with an insurance company and will be launching this to all our members over the course of the next two months which will provide value add in your business and another revenue stream.


	Text2319083092`: Cheryle Thompson
Commissions Systems & Services Manager
	Text199437-98237: Commissions 

The Choice Aggregation Services commission system allows for both split and separate payment facilities (available for use by all principals), and is a very easy way to save time and headaches when calculating monthly commission payments.  Splits may be set up for consultants and/or referring offices, with a separate report being produced for each consultant and/or referring office showing totals due.  These reports automatically calculate the correct upfront and trail payments for each of these entities, with the principal only being required to make the payments based on these figures.
 
If required, these separate payments can also be automated via the Choice Aggregation Services commission system.  On receipt of a signed authority from the principal, the monthly commission calculations made for all consultants and/or referring offices can be automatically paid out each month, with these distribution amounts being deducted from the main company's total payment. Each payee is therefore automatically paid each month on behalf of the main agency, with no messy calculations, cheques or direct deposits required.  Please note that if any clawbacks taken from a separate payee result in a negative amount due, then the separate payment is not made in that month and the clawbacks revert to the main agency.
 
To take advantage of either of these very convenient options, please contact the Broker Liaison Manager in your state.
	Text18: Brendan O’Donnell 
Head of Sales and Marketing
	Text34: 
	Text25: 
	Text24: completion of Certificate 4 in Financial Services (Finance/Mortgage Broking) including relevant supplementary Western Australia material provided by an approved training provider; 
	Text4: Marketing & Sales Spotlight
	Text3309348098234: Targeting our service!




Segmentation is 
key to better
support.






Building the Choice Aggregation Services brand.

	Button35: 
	Text33094u-98314u: Member Survey
coming in
June 2006.
	Text36: Choice Home Loans retail brand,
	Text37: member survey
	Text2336737: Julie Ryburn 
Head of IT, Administration and Finance
	Button38: 
	Text3298987098608965333: The Choice Aggregation Services Annual Conference remains one of the major highlight on our calendar.  Our key objective is to bring together all our stakeholders to share in the challenges of our industry and to recognise the exceptional performance of our member network. 

Our theme for 2006 is Reach for the Stars, the rationale behind this theme is that we want all our brokers, management and staff to set well defined goals that are achievable but at the same time challenging, reinforcing that as individuals we need to Reach for the Stars to fully realise our true potential.
	Text32: Welcome to the Choice News Bulletin! Ongoing communication and sharing of information is critical to the success of any business. As our valued partners in growing our business we have reviewed our current methods of communication in order to provide more appropriate and relevant information. 

The Choice News Bulletin will be published every two months and will provide updates as to what is happening at Choice Aggregation Services, the Industry as well as the results of our top performers. Further, we will continuously identify best practice business and sales initiatives that we can share with you in order to assist you in growing your own business. Added to this we will provide information on compliance and risk related issues, new developments within Choice and highlight existing and new training and education programmes that we have on offer.

As part of our annual review of our value proposition we have reflected on the importance of our values, our vision and our mission as a company. 

	Text329898709860896: The primary purpose of an aggregator should be to build a professional network of mortgage brokers who run successful, rewarding and profitable businesses. At Choice Aggregation Services our mission, vision and values is built on this premise.  We recognise that the market is beginning to mature and we will no doubt experience a consolidation amongst aggregators and brokers. Whilst our industry is still attracting new brokers, this is beginning to taper off and at the same time we are experiencing a consolidation and the emergence of sizeable broker groups managed by successful brokers.

“Whilst we have no desire to be the biggest we certainly aim to be the best aggregator in the industry”

	Text58: Good News – Nationally Choice settlements results continue to grow. The month of April was the second best month we have ever had. Whilst the results in WA have been absolutely outstanding, we have experienced increases in all States. In comparison to April 05, excluding acquisitions, settlements increased by 44%. With Acquisitions, we increased 107% on April 05. Probably  the most positive outlook in April results in the average settlements per consultant which has increased by 24% in comparison to April 05 results. This is a significant increase across the country, and certainly a positive outlook for all our consultants.
	Text59: 
	Text60: We have also been working diligently towards some strategic alliances, as a way of providing additional referral sources as well as volume to our members. We are pleased to confirm that two top ten Financial Planning groups, Retireinvest and Millennium3, have joined Choice Aggregations Services and are now operational. We will be launching next month to the Retireinvest members, a lending campaign, with the view to generate referral business to our members. Combined both groups have approximately 700 financial planners, and over the next twelve months and beyond should provide some great opportunities to consultants countrywide.
	Text65: 1. Approved Home Loans
2. CHL Leederville
3. MOR Mortgage Options
4. NewCo 
5. HJT Homeloan Pty Ltd
6. Independent Mortgage Finance Services
7. SRB Finance Services 
8. Trinity Finance Group Pty Ltd
9. Andrew Peake & Shaneen Moore
10. RAC Broking Pty Ltd 
11. Investor Finance Pty Ltd
12. Precise Finance Solutions Pty Ltd
13. Refund Home Loans Pty Ltd 
14. Nanmon Financial Services Pty Ltd
15. Brmac Pty Ltd
16. Kaysey Pty Ltd
17. Balken Mortgage Services Pty Ltd
18. SAS Home Loans
19. Sharfrey & J&S Mortgage Solutions
20. Sydney South West Lending Solutions

	Text66: WA
WA
ACT
WA
VIC
WA
VIC
VIC
VIC
WA
VIC
NSW
VIC
VIC
WA
WA
WA
NSW
WA
NSW

	Text67: $32,729,622.01
$22,049,178.11
$14,085,540.00
$14,046,873.86
$12,878,700.00
$12,582,346.04
$12,568,466.28
$12,519,933.05
$11,543,383.08
$10,801,466.29
$9,934,344.30
$9,778,729.24
$9,391,613.76
$9,162,104.94
$8,664,040.50
$7,540,897.14
$7,474,020.62
$7,184,00.00
$7,051,835.73
$7,050,355.50

	Text65948-9834: 1. Harry Tan
2. Michael O’Reilly
3. Michelle Coleman
4. Sean Shen
5. Craig Corbett 
6. Glenn Ruthven
7. Justin Doobov
8. Lucio Baroni
9. Peter Webster
10. Mark O’Reilly
11. Ronald Cole
12. Robert Wheeler
13. Jenna Ford
14. Karen Stevens
15. Shaneen Moore
16. Rolf Latham 
17. Edward Nixon
18. Terry Chidgey
19. Lisa Welch
20. Rolf Schaefer
	Text66094328-091348: VIC
ACT
VIC
NSW
NSW
VIC
NSW
WA
QLD
QLD
WA
QLD
NSW
WA
VIC
QLD
ACT
QLD
WA
VIC

	Text67p0i-0i: $12,878,700.00
$12,874,179.00
$9,162,104.94
$7,184,000.00
$6,801,477.58
$6,757,453.05
$6,657,282.16
$6,486,146.45
$6,330,809.00
$5,747,900.53
$4,950,500.00
$4,519,467.74
$4,323,050.00
$4,299,141.92
$4,091,571.20
$3,952,645.00
$3,894,313.00
$3,856,484.34
$3,834,015.84
$3,818,360.90
	Text670980909990: 25
72
38
6
23
28
17
29
19
32
11
29
12
17
14
15
16
20
16
16

	Text72: 142
107
76
51
25
59
60
57
42
54
52
39
32
38
41
36
32
6
35
24
	Text68: Group
	Text69: State
	Text70: Volume
	Text71: No. of loans
	Text75: 
	Text74o9u98u: National Individual Rankings for April 2006
	Text76:  $173,943,552.12   $159,228,911.56   $96,559,710.51   $84,336,384.27   $84,133,529.38   $81,931,682.78   $76,019,038.45   $71,994,026.20   $60,022,998.92   $58,996,154.30  
	Text78: 752
742
429
207
284
324
342
261
311
331

	Text81: 1   Harry Tan
2   Michelle Coleman
3   Michael O'Reilly
4   Lucio Baroni
5   Mark O'Reilly
6   Glenn Ruthven
7   Park Wei
8   Graham Weinberg
9   Marc Meloni
10 Janine Carpetner

	Text6809987: Consultant
	Text70987-987: No. of Sales
	Text82: 1   Michael O'Reilly
2   Michelle Coleman
3   Harry Tan
4   Lucio Baroni
5   Mark O'Reilly
6   Robert Wheeler
7   Terry Chidgey
8   Glenn Ruthven
9   Marc Meloni
10 John Bradley

	Text85: ACT
VIC
VIC
WA
QLD
QLD
QLD
VIC
WA
WA

	Text74: National Group Rankings for April 2006
	Text74987987: Top Consultant by number of sales from 1st October 2005
	Text749879875: Top Consultant by loan volume from 1st October 2005
	Text86: Exciting initiatives from the Commonwealth Bank 
	Text87: We have listened to our broker partners and as a result, the Bank has removed NetBank fees for scheduling payments and everyday transfers to third parties, effective April 3.
	Text88: Scheduled and third party payments (excluding third party payments within a transfer group*) on NetBank will now be free of charge in line with other everyday NetBank services such as unlimited access to account balances, transaction information, transfers to a customer’s own accounts and BPAY payments.
*Third party payments made using the NetBank transfer group service – a specialised service used mostly by businesses – will continue to attract a fee.
This initiative adds to the latest campaigns launched by the Commonwealth Bank to support our valued mortgage brokers at Choice.

Current offers include:

Special offer 0.70% pa discount for Standard Variable Rate loans of $250,000 or more for Mortgage Advantage / Mortgage Advantage Plus customers. For a limited time only, customers taking out a new Standard Variable Rate Home / Investment Home Loan of $250,000 or more within a MAV/MAVPlus package can receive a 0.70% pa discount. (Other eligibility conditions apply.)

	Text89: 
	Text91: This offer has applied to all new applications received from 15 February 2006, with the exception of Low Doc loans.

Low Doc Loans available now across more of Colonial’s home/investment home loans products, including 
• Fixed Rate Loans for 1 to 5, 7, 10 & 15 years; and
• Rate Saver loans (excluding 1 & 3 Year Special Rate Savers).
(The applicable Fixed Rate and Rate Saver interest rates apply. Existing Lender’s Mortgage Insurance guidelines apply)

MAV/MAVPlus pricing on Low Doc Loans up to 80% LVR
You can now include the following Low Doc loans in MAV/MAVPlus packages:

• Standard Variable Rate Home/Investment Home Loans;
• Fixed Rate Loans for 1 to 5, 7, 10 & 15 years; and
• Lines of Credit.

Only the standard package discount can be given for Low Documentation loans (i.e. no further discounts) and the standard package fee policy applies. All forms (including Home Loan Terms & Conditions as well as MAV/MAVPlus Terms & Conditions) will be updated shortly.

For more details visit (‘Edge’, 10 February) or contact your Relationship Manager.

	Text92: 
	Button93: 
	Text10: Partnering mortgage professionals
	Text9: Choice News Bulletin
	Text42: Michael's Message
	Text6: 2006 is shaping up to be another successful year for Choice Aggregation Services. In line with our strategy to consolidate before completing another acquisition, I’m pleased to advise that Brendan & Peter have recently completed a full review of our value proposition with the aim of identifying some new initiatives to add to our broker offering.

Among the initiatives we are presently working on, is the stream-lining of our communications to ensure we furnish you with the sort of information that can better add value to your business. To this end, the “Choice News Bulletin” has now replaced the monthly news letter “Have You Heard”.

The Choice Bulletin is designed to provide you with updates on marketing, training, sales, compliance & risk, industry developments as well as an update on our top 20 group and individual performers. 

Turning now to our State based support.
I’m delighted to advise that in line with our continued commitment to support your business at a State level, we have appointed 3 new Broker Liaison Managers, Beverley Gisborne – WA, Jason Trivett – QLD and Danielle Shelley – NSW.

Please join me in welcoming Beverley, Jason and Danielle into the Choice family.

	Text13: As we enter our last month of the Choice financial year we are closely watching our top performers to see who will qualify for our Platinum Achievers programme to be launched on the 1st July 2006. 
	Text35: Michael Russell
Managing Director
	Button14: 
	Text40: 
	Text56666661: Our Values
We respect the rights of;
1. Our brokers
2. Our Lenders
3. Our Employees
4. Our Shareholders
who we will treat at all times with honesty, compassion and confidentiality.

We support non-negotiable adherence to;
1. Compliance
2. Accountability
3. Ethics
4. Collaboration &
5. Engagement

We embrace philanthropy, social responsibility and aim to enhance the quality of life for all our stakeholders.
	Text5666666: Our Vision
“To provide an outstanding business opportunity for individuals to generate a safe and substantial income throughout their working lives and into retirement. We will continue to afford this opportunity by providing superior business solutions through listening and responding to the critical issues and needs of our brokers.” 
	Text56666660983509851: Our Mission
“To build the most professional network of mortgage brokers across Australia who share our values and willingly embrace our business philosophies.”
	Text26: Michael Russell
	Text2609843098: Brendan O'Donnell
	Text54: 
	Textmarket: During March 2006 we held a Strategic business planning review session where we recognised the need to segment our members in order to move away from a “one size fits all” approach and provide more targeted service and support. We have segmented our member base into three core segments namely Platinum, mid tier and below $1m in settlements. The Platinum segment is defined as Groups that do $50m in settlements a year and also individuals who do $25m in settlements a year. The Mid Tier is all Groups and Individuals that do $12m or more in settlements a year. Our State Managers will be developing there relationship, sales and service support plans around these segments and will be engaging with all our members over the course of the next few months.

We have evolved our Choice Aggregation Service brand over the past two months and will be introducing a range of marketing material to better position ourselves in the market and amongst you our members. One of the cornerstones to successful branding is to build the brand from “inside” being our own members and the Choice staff. We are also in the process of reviewing and updating the Choice Aggregation Services website.
	Text55: MAY DAY special closes 11:59pm WST
Wednesday 31st May 2006
Only 6 days to register to be eligible
 to go into the draw to win a Toshiba Tecra A6 Laptop, don’t miss out!

	Textfra: Over the past year we have made a number of acquisitions that have resulted in a significant increase in the number of Groups that we have in Choice Given this significant growth and the changing market one of our key aims to retain and uphold “the family” spirit of our partnership which requires that we stay true to our values and close to your business in order to ensure your success. To this end we have decided to move away from reference to brokers and agents and instead refer to you as “members”. Being recognised as a member of Choice Aggregation Services provides a closer link to the nature of the business we collectively operate in and further reinforces the importance of us providing “members” with the support and services you need in order to be successful in your own business.  To this end we will be distributing a framed member certificate in early July to all our groups within Choice Aggregation Services. 

	Text56: 
	Texthuh: The                                                          continues to grow in the market with approximately 30% of all active groups operating under the brand. The Choice Home Loans website has been further enhanced and we have engaged with specialists in the area of website optimization in order to increase the leads from the website for Choice Home Loans members. The Client care programme is now entering its 4th year and further refinements and enhancements to the programme are underway.

In our efforts to better understand the needs of our members we will be undertaking a                              during the month of June 2006 and we would appreciate your participation in the survey. The results will be summarized and feedback provided in the Choice news bulletin.


	Text50: To register and be included in the draw go to…
  

Don’t worry if you have already registered as you will automatically be included!
	Button55: 
	Text5666666333333333: Members of
Choice Aggregation 
Services.


Framed member
certificates for
all members.
	Button22: 
	Text57: 
	Textpeter: Second best
month ever! 






Strategic Alliances
	Text2609835098: Peter Baumgartner
	Text23367377877887: Peter Baumgartner
National Sales Manager
	Text233673778778879877: Dennis D'Angelo
National Commercial Lending Manager
	Text61: 
	Text62: Welcome to the first edition of “Commercial Beat”. This section will replace the monthly Commercial Newsletter, previously circulated to all Choice members.

In this section we will endeavor to provide you with information about commercial lending from a member’s perspective, some update on relevant lender information and also, from time to time, key market information.

Many members are currently looking to expand in the commercial segment. It has been great to see some new faces enroll in our Commercial Lending Course and also our Commercial PD days. 

I thought it may be worthwhile to reiterate some key points that were raised in our PD Days, namely the difference between commercial and residential lending.

	Text26p04848: Dennis D'Angelo
	Text63: All the state PD sessions in April we were again fortunate to have Rogen International present. The presentation was focused on building a strong referral network, and was attended by close to 300 of our members nationally. We would like to once again thank ING for sponsoring Rogan on our behalf. The two sessions Rogen Presented at the PD days, Building Brand awareness and building  a strong referral network were received very well by our members whilst the majority of our members receive value from Rogen Presentations there were some comments regarding relevance. We recognise the need to further segment certain parts of these presentations.

25 new members attended our Certificates IV Facilitated Workshop (5 day) course across the country. They are now diligently working on completing their assignments and accreditations. A reminder to all, that the week after the Certificate IV course we arrange accreditation sessions with our lenders. This is open to all our members if they wish to be accredited and provides you with an opportunity to freshen up on a particular lender. Please contact your State office for the next accreditation dates.

The next date for Certificate IV Facilitated Workshop is from 19th - 23rd June.


	Text77: 
	Text79: The proposed National Regulation is due to be discussed further at the State Ministerial Council on Consumer Affairs in May, however general opinion is that implementation would not be before 2007 before all processes bringing it into law are complete.

The intention of National Regulation in respect to existing broker's qualifications can be derived from the follow excerpt from page 70 of the National Regulation Discussion Paper:

"Experience alone does not guarantee appropriate skill or knowledge. Brokers who do not have the benefit of a active industry association may be unaware of new developments, both product and regulatory. Therefore, there should be some formal training, even for those who have been in the industry for a while. Certainly, if new legislation is introduced, knowledge of the legislation plus other legislative requirements such as Uniform Consumer Credit Code and State fair trading acts should be a required training component."

	Text83: Services (Finance/Mortgage Broking). For this reason Choice have recently launched a campaign to all exisiting members to attain Certificate IV in readiness for National Regulation - we strongly recommend all brokers to immediately commence working to this goal.
Further information on the paths to attain Certificate IV can be found in my seperate communication or visit the Choice Member's Web Site. 

	Text5: From the above it it clear that both new and existing members will be required to attain a minimum level of training - we believe this minimum requirement will be set at Certificate IV in Financial
	Text8: Cross State Border Transactions & WA Legislation Update
	Text9999w3987398: Garry Dowd
	Text14: 
	Text16: This issue seems to be topical at the moment for purchasers into the WA market i.e. investors from other States. Whilst the jurisdictional limit of the WA legislation is unclear, the above rule of thumb can apply for Brokers dealing with purchases in the WA market. However, please note that WA requires Finance Brokers to be licensed and accordingly any brokers dealing with clients resident in WA (for either purchases in WA or other states) must be licensed in WA.

Brokers who have operations in WA or are considering operating in WA should note the following recent legislative change to the residency requirement.

An exemption was Gazetted on 5 May 2006 such that persons applying for a finance brokers licence no longer need to be a resident of WA, provided they are a resident of Australia.

	Text17: Further information on WA Broker licensing can be obtained at the website for WA Consumer & Employment Protection - link provided below.
	Text28: 
	Text733444: Congratulations to our top 20 Individuals in Australia. Moving forward we will communicate the top 20 individual each month.
	Text733444908098: Congratulations to our top 20 groups in Australia. Moving forward we will communicate the top 20 groups in each month.
	Text30: 
Seniors Market and Reserve Mortgages 

As you are all aware there is a lot of discussion in the industry around the seniors market and the pros and cons of providing over 60’s with the ability to access cash from there home. Without doubt the reverse mortgage market will become a significant market in the years ahead Data monitor research has provided figures that indicate significant growth going forward in this market. We have also been actively assessing this market from a strategic perspective and recognise the importance of the market. Unlike the traditional mortgage market this market requires an even greater focus on the client needs. The reasons for a loan in this market is vastly different to the traditonal market and the approach with clients needs to be different.

We are in the process of evaluating a number of strategic alternatives and will keep you posted as to our plans going forward.

	Text21: “Strategic alliance with insurance company!”



"Loan cover insurance provider soon to be launched"
	Text21904987431: “A significant market!”



Data monitor –significant growth expected..




“Different approach needed.”

	Text33: 
	Text2609385-91u3: Julie Ryburn
	Text269-23781-93: Cheryle Thompson
	Text53: Edition 1 - May/June 2006
	Text38: 
	Text23: Brendan O’Donnell
Head of Sales and Marketing
	Text41: $100 Million
	Text41098590: $75 Million
	Text4190431809: $50 Million
	Text4109481309: $25 Million
	Text43: Anna Vanopoulos - WA
Debra Gebbie - WA
	Text439835fnv9: Wayne Banks-Smith - VIC 
Paul Maris - WA
	Text439835fnv: Michael O'Reilly - ACT
Sam Olliver - WA
Ken Gibson - ACT
	Text439835fnv98: David Philipsen - VIC 
Edward Nixon - ACT 
Jake Mounsey - VIC 
Robert Germanos - NSW 
John Pilton - WA 
Andre Thane - WA 
Colin Sheppard - VIC 
Graeme Chalmers - WA
	Text7: WA
WA
WA
VIC
WA
VIC
VIC
VIC
WA
WA

	Text19: 
	Text22: 
	Text1: S
	Text121212: U
	Text1545: C
	Text16784: C
	Text1642353`5: E
	Text39: et your goals in life
	Text3909fhnbnf: nderstand and anticpiate the obstacles
	Text39m: lear your mind of any doubt
	Text39c: reate a positive attitude
	Text39p: mbrace change
	Text39a: tay focussed on your purpose and goals
	Text39w: mile and enjoy life
	Text73: The target to qualify for the Platinum Achiever’s program is $50m in paid settlements as a group and $25m in paid settlements as an individual.

Finally, stay tuned for an exciting new product announcement next month that will see you able to expand your client offering and further diversify your income!

On behalf of all Choice Aggregation staff, thank you again for your continued support in building our partnership. 

	Text64: "To be successful, one has to train, train and keep on training!"
	Text649081249874-98: "You can dream, create, design and build the most wonderful place in the world......but it requires people to make the dream a reality."
	Text84: VIC
VIC
ACT
WA
QLD
VIC
NSW
NSW
WA
WA
	Text90: $84,336,384.27
$64,887,686.20
$55,427,419.30
$40,856,517.84
$34,805,659.52
$34,256,870.46
$30,603,784.00
$29,910,860.00
$28,119,759.60
$27,829,899.77

	Text93: As you are aware the winner of the team and individual competition is announced at the Gala Dinner at this year's national conference at the Twin Waters Resort on the Sunshine Coast. Looks like again the team competition will come down the wire with CHL Leederville and Approved Home Loans. Both look like smashing last year's team settlement record.

In the respective individual competitions, Harry Tan and Michael O'Reilly have cleared away from the pack.

Congratulations to all our top ten competition leaders.
 
Peter Baumgartner
National Busines Manager


