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There are many methods brokers can use to grow their business. They can streamline their 
processes, which ultimately gives them more time to work in their business and grow 
their bottom line. They can also choose to spend more time marketing to their existing 
database in a bid to drive repeat and referral business through the front door.

While these are sound strategies to achieve business growth, it is widely believed that 
recruitment is the most effective way to achieve growth. In this webisode we will help you 
decide whether you should recruit a new loan writer or an administration assistant. We’ll 
take you through how to identify which areas of your business most need focusing on 
and who you should hire to help with this.

Once you’ve determined your hire we’ll discuss how you will manage and invest to ensure 
a successfull recruit; what systems can be put in place to ensure maximum success rates 
and how to measure the success of your new recruit and business.
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Step 1. Identify the hire

AdministrAtor LoAn Writer

What will you be doing this year to grow? 
There are many ways to grow a business:

Please specify the aspects of the role you would most like assistance with?

Do you need a loan writer or admin assistant?

  Increase leads
  Acquisition
  More strategic partners
  Targeted marketing

Identify the areas of your business that need attention. What are you 
struggling with? 

  Do you need someone to handle your administration work?
  Do you need someone to help you write loans?
  What areas of your business do you most need to focus on and who should you hire    
  to help with this?
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Step 2. Determine your investment
Now you have decided who to hire you need to work out what you are prepared 
to invest in them.

Growth requires increased capacity
You need a plan before you strategically 
grow. You also need resources!  How will 
you cater for growth?

Key Factors:
  Time
  Money
  Systems
  People

  How much of your time will be taken up training your new recruit?
  Do you have systems in place to make the transition smooth?
  If you don’t have the time to invest in your new recruit are you willing to pay
  more for experience?
  Take the time to think about what type of employee you need and what you 
  are prepared to invest in them:
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Step 3. Establish the responsibilities

Weekly Key Performance Indicators:

Monthly Key Performance Indicators:

Yearly Key Performance Indicators:

Now that you have decided who to recruit – what are you going to do to ensure 
they help the business grow?

  What responsibilities will you give your new staff member and what KPIs will you  
  set them?
  If you are hiring a loan writer will you set them targets or will your new administration 
  assistant do more than process loans?

  What responsibilities will you give your new recruit?
  What will be there weekly, monthly and yearly KPIs?

It is important that you identify your new employee’s responsibilities so that you 
can measure their success and ensure they are on the right path.
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Step 4. Proactive vS Reactive
To ensure ongoing growth it is important to identify a recruitment strategy that 
will work for you and your business.

  Will you be proactive and plan for the future, taking into account the various seasonal  
  peaks and troughs of your business? 

  Will you plan for the worst case scenario?

What proactive actions will form part of 
your plan?

What reactive measures may you need 
to consider?

REACTIVE

 PROACTIV
E

As a broker you can often fall victim to what is required of you right now and it is easy to 
lose sight of the future. Sometimes being reactive even when it doesn’t fit in with your 
broad plans is essential.

Have a think about your overall business growth strategy. Will you put a plan in place for 
growth, or will you wait until you are at capacity to look to recruit someone?

Perhaps you will combine both proactive and reactive strategies to your business growth.
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Step 5. Measure the success

How are you going to measure the success of your staff and reward them as 
they perform?

A business is nothing without its people and once you’ve invested time and money in 
someone how can you ensure they continue to contribute positively to the growth of 
your business?

Think about ways in which you could recognise your new recruit’s contribution to the 
business growth. What will motivate both you and the new hire?

Would you remunerate them financially or perhaps take the time to find out what makes 
them tick and reward them accordingly?

Write down what you would do to ensure your staff remain happy and 
committed to the business:
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Step 6. Action planning 
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To grow your business you have to 
invest time into putting together a 
solid strategy that will help you achieve 
your goals. 

By listening to some of Queensland’s best 
brokers you can learn from their success and 
their mistakes – with the right focus the growth 
you are looking for is not far away.

Need a hand? Check out

With insights, training, tools and templates, you’ll have all you need
to build your business plan and stay on track to achieve your goals. 

Membership is 100% free. Join at www.thesbhub.com.au today.
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