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Introduction 
 
 
This is the fifteenth report in a six-monthly series of market monitors examining and forecasting 
demand for banking service and product within Australia’s Small to Medium Enterprise (SME) 
markets. The SME segment remains numerically the largest battleground for revenue and profit 
growth, and it is firmly on all banks’ radars, particularly as providers look to replace slowing 
volume and margins in the retail mortgage markets. 
 
Significant effort is being invested in building service propositions to this historically under-
banked segment of the market at the same time as the state of the credit markets is driving many 
SMEs back to the large commercial banks. Credit, its availability, conditions and pricing, has 
become and remains the dominant issue for SMEs in their banking relationships and we expect 
this to remain so for the near term as banks continue to re-price their books for risk. 
 
This research and analysis program is designed to deliver quality market intelligence to bank 
clients for application in account management, business development, service delivery and 
market strategy formulation. This report delivers key findings from the latest round of customer 
interviews executed during March 2011, along with presentation of detailed, supporting data. 
 
Also included in the report for the seventh time are additional analytics on broker activity, 
Relationship Managers, borrowing intentions, and SMEs’ preferred means of interacting with their 
banks. Importantly also the program continues to incorporate coverage of the A$1–5 million 
turnover business customer segment, previously run as a separate, standalone research program. 
Clients have increasingly adopted a common segment approach in their customer relations and 
business development strategies to this combined sub-A$20 million segment and this program 
has now integrated both previously separate segments into the one coherent view. 
 
In addition to the core multi-client content of the program, our clients are able to add proprietary 
questions to each six-monthly interview sweep, using the vehicle of this ongoing research as a 
means of both adding valuable supplementary material to their use of the service and the 
generation of timely tactical information solutions. All client proprietary analysis is subject to 
separate reporting with individual clients. 
 
We trust that this enhanced report continues to deliver real value to our clients and we look 
forward to discussing the contents of this latest round together. 
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Methodology 
 
 
The fieldwork for this fifteenth round of East & Partners’ Small to Medium Enterprise (SME) 
Banking Research Program took place in March 2011 with a structured sample of 1,493 
enterprises in the A$1–20 million annual turnover segment being interviewed. 
 
This fifteenth research round achieved another very pleasing completion rate of 89.4 percent 
(only 177 enterprises approached declining to participate) – a direct reflection of the strong level 
of interest in their banking arrangements and services by businesses within this SME segment. 
 
TABLE A 
Market Geographical Distribution 
 

 % of Total 

 Oct 10 Apr 11 

 (N: 1497) (N: 1493) 

New South Wales 35.2 35.4 

Victoria 29.4 29.1 

Queensland 12.8 12.8 

Western Australia 9.2 9.4 

South Australia 4.7 4.6 

Other 8.7 8.7 

TOTAL 100.0 100.0 

 
All enterprises were interviewed on a direct basis using the structured Interview Questionnaire, 
reproduced here as Appendix I, through the individual holding primary responsibility for the 
business’ banking relationships. 
 
TABLE B 
Interviewee Distribution 
 

 % of Total 

 Oct 10 Apr 11 

 (N: 1497) (N: 1493) 

Finance Director 32.2 32.6 

Chief Financial Officer 19.5 19.9 

Group / Corporate Treasurer 19.3 19.2 

Finance Manager 18.1 18.3 

Group Accountant 10.9 10.0 

TOTAL 100.0 100.0 
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East’s research sample in this program mirrors distributions reported by the Australian Bureau of 
Statistics commercial census data to ensure a true and natural representation of enterprises in 
terms of geographical location and industry sectors. The industry sector distribution of the 1,497 
SME interviewed during March 2011 thus directly reflects the segment’s population/universe 
distribution. 
 
TABLE C 
Industry Sector Distribution 
 

 % of Total 

 Oct 10 Apr 11 

 (N: 1497) (N: 1493) 

Agriculture, Forestry and Fishing 8.5 8.6 

Mining 2.3 2.3 

Manufacturing 12.3 12.2 

Electricity, Gas and Water Supply 0.6 0.6 

Construction 12.9 13.1 

Wholesale Trade 12.0 12.2 

Retail Trade 17.8 17.9 

Accommodation, Cafes and Restaurants 2.3 2.4 

Transport and Storage 3.6 3.5 

Communication Services 0.6 0.6 

Finance and Insurance 5.0 4.7 

Property and Business Services 20.8 20.6 

Government Administration and Defence — — 

Education 0.3 0.3 

Health and Community Services 0.3 0.2 

Cultural and Recreational Services 0.3 0.3 

Personal and Other Services 0.4 0.5 

TOTAL 100.0 100.0 
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