Moving House
A

ustralians rank moving house
second only to divorce and
bereavement on the scale of life crises.

good idea to leave the mirrors,
valuables and breakables for the
removalists to professionally pack.

Broken and misplaced possessions,
incompetent removalists, chaos
and exhaustion are a few of the
negative images we have come to
associate with moving house.

Remember to pack a survival box
containing all your essential items
such as toothbrush, toilet paper
and kettle – they’re bound to come
in handy at the end of what will
undoubtedly be a long day.

Fortunately most of these nightmares
can be avoided by anticipating
problems and becoming organised
well before moving day.
The first step is deciding how you
prefer to approach the job of packing
and moving your possessions. If you
decide to economise and do the
move yourself, check what your home
contents insurance covers you for.
For bulky or fragile items your safest
option is usually to hire a removalist but
make sure the organisation you choose
is a member of the Australian Furniture
Removalists Association (AFRA).
The AFRA Code of Conduct ensures
members provide paperwork for
quotations, insurance, contracts and
inventories. The contract should clearly
state if fees are charged by the hour or by
cubic volume, for example, or if a charge
is incurred for the time the removalist
spends travelling to and from the job.
Whether or not you decide to do
your own packing, it might be a

Top 10 survival tips
1. Get rid of clutter so you don’t end
up packing items you don’t need
2. Check in advance that
furniture can fit through the
doorway or up the stairs
3. Label boxes clearly and fill them
logically according to grouped items
4. Prepare a floor plan to help decide
where you need things placed
5. Carry valuable documents,
jewellery and passports yourself
6. Check the manufacturer’s
instructions for moving appliances
7. Keep cleaning equipment separate
so you can find it on arrival
8. Notify gas, electricity, internet
and other suppliers
9. Change your address
and redirect mail
10. Update the address on
your insurance policy

DISCLAIMER: This newsletter is intended to provide general news and information only.
Readers should rely on their own enquiries before making any decisions touching their own interests.
Please do not rely on any part of this newsletter as a substitute for specific legal or financial advise.
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Testimonials
"We have been dealing with Powerport since
2005. The Powerport staff are professional
and friendly - nothing is ever too much
trouble!Thank you to the entire team for
ensuring that a vital part of my business is
managed so well."
Alison Whittle, Tiffen and Co.
& The Mortgage Detective
"The first issue of our newsletter went to just 64
people, and we've already picked up $2 million
in new loans that we wouldn't have otherwise
have got: I'm excited!"
Brett Abikhair, Real People Finance
Utilising the Powerport Newsletter has given
the FBI Group an extremely professional edge
in a fiercely competitive market. It provides
resourceful information to our clients and
provides us an effortless means to keep in
touch with a large clientele database. It’s
simply passive branding awareness at its best.”
Tania Longworth, BDM, FBI Group
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Mortgage broker originated loans are at a record
high of 51.9 per cent and this is expected to
keep rising as consumers continue to value their
broker experience and lenders increase their
engagement with brokers.
Some articles have predicted that in the near
future there will soon be a time when 60 per
cent of all home loans in Australia are written by
mortgage brokers!

BROKERS
MORE POPULAR
THAN EVER
SMALL BUSINESS
SPENDING
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Have a look at the article below to find out more
about how Australian consumers are being
increasingly drawn to the choice, expertise and convenience offered by mortgage
brokers.
In this issue of the newsletter we also take a look at what recent changes to
investment lending mean for the future of interest-only loans (page 3).
Other topics we cover in this issue include the advantages of leasing for small
business and how to take the stress out of moving for those of you selling up.

THE FUTURE OF
INTEREST ONLY
LOANS
MOVING HOUSE

Enjoy this newsletter and feel free to pass it on to family and friends.

Brokers
more
popular
than
ever

M

ortgage brokers are now
responsible for writing over
half of Australia’s home loans and are
valued for their choice, expertise and
convenience, according to a new survey
commissioned by the Mortgage and
Finance Association of Australia (MFAA).
From a 49.9 per cent share of the
market in the March 2014 quarter,
total new home lending to mortgage
brokers increased to 51.9 per cent
in the March 2015 quarter.
Over this time there was a $44.2 billion
increase in mortgage lending across
Australia and brokers were responsible
for 71 per cent of this increase, Australian
Bureau of Statistics data reveals.
Brokers were also found to be proficient
at matching the right product to
customer’s needs. In fact 30.2 per cent
of broker initiated home loans went

to smaller lenders, demonstrating that
brokers offer consumers real choice
and have access to a wider range
of mortgage products than banks
or other financial organisations.
Investors in particular are convinced of
the value of using a mortgage broker, with
research showing that 40.5 per cent of
broker originated loans are from investors.
Owner-occupiers follow closely behind
at 37 per cent of broker-originated loans,
then first home buyers at 14 per cent and
commercial borrowers at 6.0 per cent.
Lenders are also complimentary of
the role of mortgage brokers. Those
interviewed for the MFAA study said
lenders were moving to a partnership
model with brokers, whereby both
work together to provide customers
with the most appropriate proposition.
Great news for customers!

If you are a member of an institute, then you can put the logo in like the one on left (used for illustration
only), and use this text space to write a summary of the institute and the benefits it offers to your
customers. You could instead use this logo and text area to promote a referrer, your preferred charity,
or even to introduce a new team member.

Small
Business
Spending

Did
you
know?

I

f you’re running a small business,
now is the time to think big.

The Federal Government’s focus on
small business in the May budget was
designed to encourage small business
growth through tax cuts as well as
measures to reduce red tape, promote
more start-ups and hire more employees.
Many business owners will be taking
advantage of the opportunity to receive an
immediate tax deduction on every asset
they purchase valued up to $20,000. Cars,
utes, tables, chairs, printers, photocopiers,
tools, TVs, sound and security systems,
computers, tablets and smartphones
are just some of the assets that can be
deducted until the end of June 2017.
Short on capital? Try Leasing
While these tax deductions are great
news for many small business, what
about those who don’t have the
capital available to purchase assets?

Book
Review

If you are a small business in this situation,
leasing may be your ideal ‘think big’

solution. Rather than buying machinery,
equipment or cars, a lease enables
you to rent them for a manageable
monthly payment. At the end of the
lease term, you have the flexibility to
return, upgrade or continue to rent.
Leasing enables you to enjoy instant
access to the tools you need to grow
your business, while at the same time
freeing up cash flow. Given lease
payments are fixed, you can plan cash
flow around a known cost, enabling
you to stay ‘cash flow positive’.
Australia’s record low cash rate has made
leasing a viable option for any business
looking to acquire an asset, whether
it’s new kitchen equipment if you run a
café, new tools if you’re a tradie or a new
computer if you have a home office.
Leasing can be particularly useful if you
need to update equipment but you’re
not in a position to purchase, or your

business relies on expensive equipment
that goes out of date quickly.
There are also tax advantages to leasing.
Under a leasing arrangement, the business
does not own the equipment for tax
purposes because the financier is the
one who has bought the equipment
and leased it to you. This means you do
not have a depreciating asset on your
books and do not need to pay GST on
the purchase price of the equipment.
Lease repayments may be tax deductible
and although GST is charged on
these repayments, your tax agent or
the Australian Taxation Office will be
able to advise you of the possibility
of claiming these via your company’s
Business Activity Statement.
Want to know more about equipment
leasing or Novated Leasing for motor
vehicles? Your mortgage broker can point
you in the right direction, call us today.

The Pumpkin Plan:

A Simple Strategy to Grow a Remarkable Business in Any Field
Each year Americans start one million new businesses, nearly 80 percent of which fail within the first five years. Under
such pressure to stay alive-let alone grow-it's easy for entrepreneurs to get caught up in a never-ending cycle of "sell
it-do it, sell it-do it" that leaves them exhausted, frustrated, and unable to get ahead no matter how hard they try.
This is the exact situation Mike Michalowicz found himself in when he was trying to grow his first company. Although
it was making steady money, there was never very much left over and he was chasing customers left and right,
putting in twenty-eight-hour days, eight days a week. The punishing grind never let up. His company was alive but
stunted, and he was barely breathing. That's when he discovered an unlikely source of inspiration-pumpkin farmers.
After reading an article about a local farmer who had dedicated his life to growing giant pumpkins, Michalowicz
realized the same process could apply to growing a business. He tested the Pumpkin Plan on his own company and
transformed it into a remarkable, multimillion-dollar industry leader. First he did it for himself. Then for others.
And now you. So what is the Pumpkin Plan?...
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The future of
Interest Only
Loans
I

t’s not as easy as it once was to apply
for an interest-only loan. Over the last
couple of months lending for this type
of investment loan has been tightened
in an effort to slow the pace of record
growth in investment home loans.
Lenders are under pressure by
government regulatory bodies to make
it less attractive to take out interest-only
loans, a strategy which is hoped will
protect investors and achieve sustainable
growth in the home loan market.
Lenders have responded to the crackdown in different ways. Some now ask
for larger deposits for investor loans or
have scraped discounts they previously
offered. Others have begun to price loans
with principle and interest repayments
cheaper than interest only loans. Still
others now offer better discounts on
owner occupied loans or allow investors
to borrow less than owner occupiers.
Which way to turn?
As these changes are not uniform
across the industry, but vary from

lender to lender, it has been difficult for
investors to know which way to turn.
We have had many clients come to us
worried about whether the changes
affect their existing loans or what they
should do when they make a change
or try to restructure their loan.
As your mortgage broker, we are in
touch with latest changes occurring in
the industry and can seek out the best
options to suit your particular needs.
Should you take out an
interest-only loan?
Interest-only loans can be a tax-effective
way to invest in property, but they are
most effective when accompanied
by advice and tax planning.

Interest-only loans are a type
of loan that allows you to
repay just the interest on the
principle loan amount. At the
end of the interest only period,
which is typically between 1
to 5 years, you have to pay off
both the principle and interest.
Interest-only is popular among
investors because the interest
payments are tax deductible,
which means you can make
minimal loan repayments
during the loan term and then
sell the property or refinance
the loan when you have to start
paying principle and interest.

However problems start when the
interest only period ends and borrowers
who haven’t planned their finances
carefully are unable to pay off the
principle amount, along with the interest.
If property prices fall and you are forced
to sell, you may end up selling for a loss.
The other drawback is that because
you are only paying off interest, your
original loan amount doesn’t reduce
because you are not paying any of it
back, which equates to a considerably
higher cost over the full term of the loan.

Because the monthly repayments are
minimal for a specified amount of time
(usually between 1-5 years), it offers to
method to free up funds in the short
term for other investments, renovations
or to pay off non-tax deductible debt
like credit cards and car finance.

JULY/AUGUST 2015 NEWSLE T TER

