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A better lender than a borrower

Nimble’s co-founders wouldn’t have approved their own loan applications when they started.

Fiona Smith

‘Youwonder whowould have agreed tolend
money to Greg Ellis and Sean Teahan a
decade ago when they were mowing
lawns to keep afloat while trying to launch
their business.

There were credit card debts ($20,000in
‘Teahan’s case), a failed proj investment
that stripped $60,000 of their savings and
the fact that neither had any experience to
back up their new venture ... which just
happened to beasmall loans business.

So itwas to friends and family they went,
collecting about $100,000 to help launch the
onlinelending company Nimble.

Nine years later, Nimble has financed
almost 700,000 short-term loans of up to
$1200 each and become a serious force in
micro-lending, with a turnover of nearly
$37 million last financial year.

The company, which has featured on
BRW's Fastest 100 list three years in a row,
has raised $18 million over the pasttwo years
from more than 50 investors and employs
150 people at its office in Southport, on

Sean Teahan and GregEllis were inspired tostart Nimble after seeing friends' cash difficulties. PHOTO: GLENNHUNT

catch up in a few days and we don’t
charge them anything.”

(However, the published policy is
that unresolved debts incur a $35 dishon-
our fee and daily fees of $7 until the account
is capped at 200 per cent of the original
amount borrowed.) People who default
‘will not be given a second chance by Nimble,
but Ellis and Teahan say it is better to
‘work out who is likely to be a safe bet right
from the start.

The Nimblewebsite states that bad debts
may be passed to an external collections
partner after 60 days and the borrower’s
credit history may bedamaged for five years.

Nimble has been using an automated
system for three years and 75 per cent of its
lending is now through its mobileapp.

Theloan application process is designed
to be fast and painless. It takes five minutes
and the applicant gets their answer in as
little as 11 seconds. The money is paid
straight into their Nimble Visa Prepaid card
or their bankaccount.

Theaverage Nimble borrower is in hisor
her early 30s, an office worker, paid about
$65,000 and needs a short-term loan to tide
themaver.

‘Using Nimble is more expensive than a
credit card (Nimble charges a 20 per cent
establishment fee and then 4 per cent
interest per month), but Ellis says its
Dborrowers tend to prefer the extra discipline
of havingtopay offthe loan inamonth, using
arepayment plan.

Thelongest term is 50 days.

Teahan says peoplearewaryoflong-term
creditcard debtwhich can snowbalk "1 think
people found that it was very hard to getout
ofthatdebt.”

Making small minimum payments overa
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havetaken a risk on themin the early days.

“We would not have qualified ourselves,
given thatwe were notemployed,” he says.

“Today self-employed people can geta
loan with Nimble but back then, we
only gave loans to PAYG-employed people.
Sean and I didn't really have income,
aside from mowing lawns, and we were not
taking any salary from Nimble so we would
not have had adequate income to qualify
arthatpoint.”

Bestcashrates

In those early years, the founders
were lending with some rudimentary
rules, hesays.

‘When borrowers did not make their
repayments, it was Ellis and Teahan
who had to work the phones to nut out a
payment schedule.

Thiswas labour-intensive work and they
realised they could cut costs by automating

the lending process and becoming more
sophisticated in choosing who they would
lend moneyto.
“Customers go through different stagesin
terms of how much they need and how good
ascheduleyou give them. Maybe, if you give
them a smaller loan and a repayment
schedule, they can affordit,” Teahan says.
"Many people miss a payment and

economic boom, was a recruitment
company for pharmacists. They sold that
business after three years for about $150,000
when athird partner left

The founders are now working on
entering lending markets overseas and are
consideringoffering loans.

‘While there are competitors in Europe
and the US, they say their database and
analysis gives them anadvantage thatwould
bedifficult toreplicare.

Online savings accounts (based on $10,000 deposit)

Top 1-year term deposits (based on $50,000 depasit)

Institution Product Baserate Promotion rate Monthly promotion terms. Institution 1y

ME Bank  Online Savings 275% 4.10%  Promational rate for the first 4 months Bankwest 3.69% 375%  : Non<ompounding paid monthly

RAMS * Saver 271% 401%  Minimum $200 depasit, no withdrawals Teachers Mutual Bank 3.65% lan-com pounding paid manthly

Citibank  Online Saver 2.90% 400%  Promotional rate for the first 4 months Rural Bank ONE 3.60% lon-compounding paid monthly

Community First  Matrimony 4.00% 400% nja Victoria Teachers Mutual Bank 3.60% X lon-compounding paid fortnightly

FirstOption €U - T Saver 2.60% 4.00%  Promotional rate for the first 4 months ME Bank 365% 365%  : Noncompounding paid at maturity

Majorbanis. Major banks

ANZ  Progress Saver 0.01% 351%  : Minimum$10depositandnowithdrawals ~ ANZ 320% { Non-compounding paid at maturity

cBA  GoalSaver 0.01% 3.65%  Growbalance by $200, one withdrawal CBA 325% 325%  Noncompounding paid at maturity

NAB | Reward Saver 1.00% 363% | Minimumone deposit, no withdrawals NAB 3.20% lon-compounding paid at maturity

Westpac  Reward Saver 0% 350% | Minimum $50 deposit, no withdrawals Westpac 3.10% 310%  Noncompounding paid at maturity

Junior saver (based on $500 deposit) SMSF (based on $50,000 deposit)

Institution Product Baserate Promotion rate Monthly promation terms. Instinution Product Base rate Monthly promotion terms.

Bankwest * Kids' Bonus Saver i 0.01% 575%  Deposit §25-$250, no withdrawals First Option ' iT Saver 275% : Promotionalrate for the first 4 mths

FirstOption CU - Kids Bonus Saver © 015%  5.15%  Nowithdrawals - minimum$5 deposit HorizonCU - Reward Saver 0.00% inimum $50 deposit, nowithdrawals

cua  Youth eSaver . 505% - - Defence Bank - iSaver 2.50% romotionalrate for the first 3 mths

Quay Credit Union ; SmartSaver © 250%  450% - Depositatleast $25, no withdrawals Macquarie CU ' Online Savings Account | 200% imum $200deposit, no withdrawals

beu  Scoot's Super Saver 1.00% 400% : Deposit $20, withdraw no mare than $5 ADCU  DIY Super Saver L 376%

Majorbanks. Major banks

ANZ | ProgressSaverforKids . 0.01%  3.51% | Depositat least $10, no withdrawals ANZ  Business Premium Saver i Le0% 285% | Promotionalrate until Dec 31

CBA Youthsaver Account . 0.01% 365% - Depositat leastonce, nowithdrawals CBA . SMSF Direct Investment 2.50% -

NAB :Smart Reward Saver | 1.00% 363%  Depositat least once, no withdrawals NAB  Business Cash Maximiser SMSF+  3.30%

Westpac ;ﬁdsﬁnulhkmrd . 001% 3.50% . Deposit any value, no withdrawals Westpac DIY Super Savings Account ©o270% =
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