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and have the ability to 
service inside the super 
fund only. In simple terms, 
as the vehicle (LRBA) being 
used is different, the loan 
is considered on the merits 
of the strength of the 
fund alone.

With COVID-19, broker 
volumes have decreased 
due to fewer people 
qualifying for refinances, 
and a depressed residential 
market generally. However, 
SMSF loans have proved 
to be remarkably strong, 
with another SMSF 
lender commenting, “Our 
experience is that SMSF 

loans have shown a greater 
resilience to the impact of 
COVID-19”, as perceived by 
Cory Bannister (chief lending 
officer of La Trobe Financial). 

At Mortgage Ezy, there has 
been a fall in loans for new 
purchases, but refinancing 
has increased dramatically. 
With most current lending 
in the low to mid 7s, brokers 
love Mortgage Ezy rates 
starting at 4.99 per cent. 
The case is even more 
compelling for commercial 
SMSF loans where rates 
can be reduced from the 
8s to just 5.39 per cent at 
Mortgage Ezy. 

As the banks walk away, Mortgage Ezy fills the gaps to ensure this important sector 
of the market is catered for and opportunities are provided for brokers to expand

A few tips:
Locate who in your area 
specialises in SMSF auditing. 
Previously, accountants and 
financial planners referred 
clients, now auditors are 
the same.

Educate yourself. After a 
few short training sessions, 
most brokers increase 
their business by 20 per 
cent within six months. 
Further, with these loans in 
high demand, accountants, 
financial planners and 
real estate agents not only 
become your advocate for 
SMSF loans, but they start 
referring other business 
as well. 

Expand horizons. Mick 
Conyngham, head of 
distribution at Mortgage 
Ezy, says: “This is not 
a space to fear. Rather, 
it’s an opportunity to 
build your business and 
enhance your reputation. 
Further, it can provide 
your multiple-property 
owners another angle.” 
Several excellent borrowers 
now find themselves with 
diminished lending capacity 
personally, where they face 
challenges of being heavily 
restricted under traditional 
lending methods when they 
have several properties. 
If using the super fund, 
their borrowing capacity is 
substantially increased, as 
their borrowing capacity 
is not weakened by their 
personal obligations or debt. 
Note that this should only be 
done with the correct advice 
around structures. 

Don’t cross the line. Only 
offer advice on the loan 
and leave accounting, legal 
and financial advice to 
the experts. 

Expand your horizons

Joanna James
general manager
Mortgage Ezy

SMSF LENDING has 
increased from 5 per cent 
of the market in 2012 to 
over 20 per cent today – 
with rent usually covering 
repayments, LVRs tend 
to be low and arrears 
non- existent. 

Mortgage Ezy is a go-to 
lender for SMSF loans, 
allowing up to 80 per 
cent and $1.25 million for 
residential or commercial 
properties from just 
4.99 per cent.

The property or the 
fund can be brand new, 
NDIS is acceptable, with 
servicing determined by 

the fund itself, making 
personal liabilities irrelevant, 
which makes an SMSF 
loan extremely attractive 
for investors in multiple 
properties. For example, 
if your client wishes to 
buy another property, 
but they have reached 
their maximum personal 
exposure with constricted 
lending capability, the same  
figures can be utilised in the 
SMSF servicing calculator, 
allowing the loan to pass. 

A critical selling point 
around SMSF loans at 
Mortgage Ezy is that we 
do not look at other debts 


