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“The commercial brokerage 
industry is so complex and 
covers so many segments that 
it would be foolhardy to come 
up with a blanket statement 
saying the industry is in for 
some tough times,” Andrew 
Bennett says. “But brokers 
operating in geographically 
smaller areas will likely face 

some hardships.”
That’s because lenders typically have minimal 

presence in smaller municipalities and the current 
economic environment is liable to make them scarcer, 
Bennett says.

“Lenders will look less favourably at an apartment 

“Lenders are still there but the 
challenge was to get them to 
spend and do what they used 
to do in the commercial 
space,” says Scott Ede. “Over 
the last four years, they 
(lenders) appear to have lost 
appetite for the commercial 
marketplace.

The result or answer for 
many commercial brokers has 
been to expand their lender rolls.

“We put a lot of effort into strengthening our contacts 
and building relationships with lenders,” Ede tells CMP.

Overall, he believes the business environment for 
commercial brokers is improving even as a new 
regulatory environment challenges his residential 
counterparts.

 “The changes may have made money less available 
on the residential side, but is has not affected 
commercial at all,” Ede says. “”I think the commercial 
market is starting to get back to the level of activity five 
years ago.”

A dreaded market slowdown is keeping a large number 
of residential brokers up late at night. But how are the 
country’s leading commercial players sleeping?.

Five of this year’s CMP top 10 commercial brokers 
discuss their take on the current business environment 
and share strategies they’ve used to mitigate the impact 
on their practice and to prepare for the coming year.
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Despite all indicators pointing 
to a cooling market, there will 
always be a demand for 
commercial mortgage brokers, 
says Steve Bryant of IC 
Funding in London, Ont.

“The unique nature of each 
commercial financing 
transaction and the constant 
change of commercial lending 

sources continue to drive 
demand for commercial mortgage broker services,” 
Bryant tells CMP. “We expect further growth by 
reaching out directly to more borrowers.” 

Bryant hasn’t encountered any uniquely 
“commercial” challenges this year but finding the ideal 
lender for transactions outside the norm is a concern.

“Identifying lending sources for classes outside of 
core geographies and core asset classes takes more 
work,” he notes. “But that is also where we can add the 
most value for our clients.”

In these situations, lender relationships become vital 
assets for any commercial brokerage, Bryant says. 

“This time, investment includes understanding the 
evolving needs of the lenders and bringing financial 
opportunities to those who meet those needs,” he says. 
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We’ve been underwriting real estate backed 
Construction, Bridge and Equity Financing 

for over 35 years.

Loans from $1,000,000 to $15,000,000+
Financing for projects in southern Ontario Only

Contact Mickey Baratz    Lic.# M08000714
(416) 483-8018 ext 233 or mickey@vectormanagement.com

Before your borrower needs this, 
they need us.

Brokerage # 10160

development project in a community with a population 
of 10,000 to 30,000 compared to the same-sized 
development in a larger city,” he says.

For a commercial brokerage that handles transactions 
throughout the country, getting a handle on disparate 
regulations and different market environments across 
provincial boundaries is a constant concern, he adds.

“We’ve made a business decision not to operate in 
Quebec because of the language barrier and their 
industry rules that we are not familiar with,” he says. 
“But now the market environment differences between 
provinces are also a critical factor.”

For instance, he says, in arranging a transaction 
involving a processing site for fossil fuel, a commercial 
broker might need to investigate the rail service that 
carries that resource to Vancouver’s shipping hub and 
onto China and other global markets.

 Commercial brokers need to have a “global view of a 
local transaction,” says Bennett.
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Overall it’s going to be a tough 
market for both residential and 
commercial mortgage 
professionals, according to 
Brennan Wood of Mortgage 
Alliance. However, the 
Toronto-based agent sees 
opportunities for brokers in 
both sectors as banks begin to 

limit their involvement.
“We’re starting to see the banks backing off of land 

financing and they are really pushing developers down 
on the construction LTV,” says Wood. “As a result, there is 
a lot more interest for using mortgage brokers in the 
market to get higher loan-to-cost construction 
mortgages.”

He expects the entry of more alternative lenders to 
pick up the slack left by the Big Five.

“There has been a flood of money into real estate 
investment. The proliferation of funders has allowed us 
brokers to find the best rate and terms for our clients as 
they search for investments. At the same time clients are 
having a hard time keeping up with the number of lenders 
as new ones come on the market,” Wood explains.

“Rates at banks have been pushed way up compared 
to rates residential brokers are getting. The difference is 
almost two per cent on the posted rate,” he says. “So I 
think going forward there is a lot of growth for 
residential brokers.”

On the refinance side, he says, commercial brokers are 
seeing a number of American pension funds looking for 
“cash-flowing projects” in Canada. “These funds are 
much more aggressive than the Canadian banks,” Wood 
says. “This has allowed us to compete and win business 
with clients who traditionally work with banks.”

Still, deals are getting harder to find and close for 
commercial brokers, he says, and “those who do not 
focus exclusively on commercial deals will find it more 
difficult to get deals to the finish line.”


