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TO BE a good mortgage broker you need
to have a lot more than good listening and
customer service skills.

According to MO'R MORTGAGE

OPTIONS director and Elite Business Writer

Michael O'Reilly, you need to have passion as

well — and the right motivation.

The seasoned broker, who is based in
Canberra, has run a very successful family
mortgage business forthe past 11 years.

Last vear, O Reilly settled more than 420
loans for a cumulative total of $95.8 million
while MO'R MORTGAGE OPTIONS was
acknowledged by his aggregator as 'National
Bysiness of the Year (under five loan writers)’.
. { In 2009, the business was also recognised
- by thefeal Estate Institute of the Australian

Capital Territory as the 'Mortgage Proy ider of

the Year.

to his family

For O'Reilly, that motivation was his family

O Reilly attributes a vast bulk of his success

KEEPING IT IN THE FAMILY

Michael O’Reilly of MO'R MORTGAGE OPTIONS loves his family and
his job, so he brought the two together, creating the perfect marriage

“Without them, | may never have become

truly serious about building our own famik
5

business,” he says

THEEARLY YEARS

After four years of writing loans for athes
mortgage businesses, O'Reilly had developed
enough confidence to venture out on his ¢

wn
With my wife working part-time and three

s, it was a difficalt

children in private schoo
decision to make;” he admits,

“With our parents and friends also all working
in long-term public service positions, it was

definitely considered to be a nsky move at the

time - but it'is something | jever regretted.”
In 2003, O'Reilly expanded his team to
include his two sons Daniel and Brendan
The husband and wife company had always
been very successful, but the addition of the boys
['c.JH_\ hcl[\u\i the business to flourish.

“I found that Brendan and Daniel provided

the extra resources and motivation for us to



—

really get serious sbout growing the business,”
he says,

"My sons were young, enthusiastic and eager
to make it work, which provided an enormous
boost forus all.”

One year later, O'Reilly's daughter Kathryn
joined the family business

We became focussed on building something
that would last long after we've gone, and we
wanted the business to support our children and
their children

O'Reilly adds that the children, all skilled and
successful loan writers in their own right, have a

genuine say in the direction of the company.

SPECIALISE RATHER THAN DIVERSIFY
It was a family decision to keep the business
specialised rather than to diversify into other
services, bucking a trend in thinking about the
industry that increasingly is accompanying
NCCP regulation.

“We are not big advocates of diversification
per se, although I understand it can be quite
benehcial for many businesses,” he says.

“Some mortgage professionals’ busingss cards
are very interesting. It says they specialise in home
loans; investment loans, commercial loans, leasing,
hire purchase, factoring and business loans to
name but a few. [ often find myself asking: ‘How
can one individual be the best in all these areas?”™”

MO RMORTGAGE OPTIONS doesn't do
personal loans, car loans, commercial loans or
non-conforming loans

Instead, O Reilly and his family business

live by the ma

ra that specialisation rather than
diversification is the way forward.

“Concentrating on a fewareas and being
absolutely exceptional in those disciplines has
worked really well for us,” he says.

Diversification for its own sake, he adis,
can be a big trap for small business. "That
b.‘llt]. it’s alwavs _\;‘_MJ to 'Lu:s:p your eye out tor
opportunities as they present themselves,”
O’Reilly says.

In 2010, one such opportunity did present
itselfand the broker entered into a partnership
with others to form a residential property
management business.

“We thought it would be a good synergy as
overitwo thirds of our clients have investment
properties,” O'Reilly says.

While he thought the business would fit well
with his own mortgage business, he went to great
lengths to keep the two separate.

He is adamant that the property
management business is not operated in-house,
s0 the company is run from premises on the
other side of Canberra.

O’Reilly says this helps him to keep the paths
separate and make the business more of a referral

relationship, rather than a business addition.

REFERITON
O Reilly works well with referral partners;

[he Canberra-based broker says much of
the $90 million he settles each year comes from

repeat and referred business opportunities

However, he believes that while good referral

partners are crucial to a broker’s borton

€, I 1S
often impossible to hold on to them forever

It goes without saying that over the
years, our referral partners have changed
tremendously,” he says

“In the early days, it was mostly builders
who gave us astart. At that time, when no ane
did construction loans particularly well, we
specialised in them.”

O’Reilly adds that since those early days,
however, he has inevitably lost touch with some
of his referrers — especially those lured to other
brokers offering cash incentives.

"imct'u\%mgl\, most of those mortgage
professionals are no longer in the industry and
those referrers are now actively chising us for

networking opportunities.” »
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