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EXECUTIVE SUMMARY
In today’s dynamic mortgage landscape, lenders face numerous challenges, from navigating regula-
tory complexities, to effective capacity planning, challenging loan volumes, and optimizing operational 
efficiency in a brutally outdated mortgage manufacturing technology and lending process. Dragging 
down turn-times and keeping lenders from stopping the consumer from shopping.  

Additionally, unfortunately, too often we find that when a lending Executive does want and need help, 
they’ll seek out a consultant or consulting firm who is most often either too one dimensional in how 
they can help (based on limited experience), the consultant is more hype than value, or the consult-
ing firm is just too broad and not actually specialized in mortgage banking – especially since they’ve 
never actually been a mortgage banker. Then when a lender does find a consulting resource who 
seems like they’ll be able to help, the lender often only thinks in terms of a transactional relationship 
and will keep their guard up. When lender needs x, consulting firm/person will overcharge to deliver 
x and lender will then have to fend off the ‘traditional’ consultant who will try to upsell y, and z so they 
can live on the lenders P&L (profit and loss statement) for the next six to twelve months.  Again, a 
traditional transactional consulting relationship.  

However, all those dynamics and fears change when a lending executive starts to understand that 
you really just need to find the right non-traditional consulting ‘partner’ who will ensure you not only 
get the most value based on your immediate need, but they have a team of specialized experiences 
across the board in lending because they’ve worn all the hats and even post consulting engagement 
will continue to share valuable insights on a regular basis. Perhaps you won’t need all of the experts 
today but you will rest assured knowing they are a readily available partner who already knows you 
and that you trust. Most importantly though, you know the consulting partner has a value set of ‘get-
in, help lender Client, and get-out.’  

Some of the definitive value to ‘partnering’ with a trusted mortgage consulting firm that offers special-
ized expertise, strategic guidance, and actionable lender insights can help lenders overcome these 
industry and market challenges more easily to achieve sustainable growth.  

This white paper highlights the top value propositions of why lenders should consider ‘partnering’ with 
a trusted leading consulting firm, like BlackFin, and provides an estimated return on investment (ROI) 
that a lending Executive can expect. Remember, a consulting ‘partner’ is an on-going relationship. 
Whereas, even if there is no existing project or engagement, your consulting partner is always avail-
able as a resource and advocate to help provide insights and quick advisory to support your teams 
success. A consulting partner is more focused on bringing you value, than billing hours. 
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REASONS TO PARTNER WITH A CONSULTING FIRM

1. Access to Specialized Expertise

Consulting partners employ seasoned professionals with in-depth knowledge of the lending industry. 
These experts stay abreast of evolving market trends, regulatory requirements, and technological ad-
vancements, providing lenders with insights that may not be readily available in-house. Here are just 
a couple of examples. 

•	 Regulatory Compliance: Consulting partners who know you, can better help lenders navigate 
complex regulatory landscapes, reducing the risk of non-compliance and associated penalties.

•	 Technology Integration: They guide their Clients in adopting and optimizing the cutting-edge tech-
nologies, such as AI-powered risk assessment tools and automated underwriting systems.

•	 Capital Markets: Optimize and maximize margins for your firm, your bank, or credit union. Better 
margins can deliver better pricing strategies and help you increase loan volume. Loss leakage is 
real, and when secondary isn’t optimized it makes every day more challenging.  

2. Operational Efficiency and Cost Savings 

By analyzing existing processes, your consulting partner can better identify inefficiencies and recom-
mend improvements that streamline operations and reduce costs. A third eye that that brings an out-
side perspective won’t accept ‘it’s how we’ve always done it’ – providing you assuredness that your 
optimizing productivity levels. 

•	 Workflow Optimization: They will help analyze and implement best practices to enhance productiv-
ity and eliminate redundancies. 

•	 Cost Management: A consulting partner can quickly identify areas where resources can be better 
allocated, leading to significant cost savings.

•	 Vendor Management: While most lenders have scaled back their vendor approved list these last 
couple years, there are other cost saving strategies and measures that can be implemented.  

3. Strategic Planning and Growth 

•	 Your consulting partner assists in crafting data-driven strategies that align with long-term business 
goals.

•	 Market Expansion: They analyze market data to identify growth opportunities and develop strate-
gies to capture new customer segments.

•	 Risk Management: A consulting partner will design robust risk management frameworks that safe-
guard lenders from potential losses. 

4. Change Management and Training 

The adoption of new processes and technologies often requires a cultural shift within the organiza-
tion. A consulting partner provides: 
 
Change Management Strategies: Ensuring seamless transitions during organizational changes.
•	 Employee Training: Equipping teams with the skills needed to thrive in a transformed operational 

environment.
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ESTIMATED ROI FOR HIRING A CONSUTLING FIRM

The ROI of hiring a consulting firm can be measured in both quantitative and qualitative terms. While 
the specific ROI depends on the scope of the project and the size of the lending organization, here 
are some key areas where value is typically realized: 

Quantifiable Benefits

1. Cost Reductions:
•	 Streamlining operations can reduce 

operating expenses by 10-30%.
•	 Automation and technology integration 

can lower processing costs by 15-20%.

2. Revenue Growth:
•	 Strategic market expansion can in-

crease loan originations by 10-25%.
•	 Improved customer retention strategies 

can boost repeat business by 15%.

3. Risk Mitigation:
•	 Enhanced risk management frame-

works reduce default rates by 5-10%. 

Qualitative Benefits
•	 Enhanced Reputation: Markets have never been more competitive and will become increasingly 

so as rates drop. A consulting firm’s guidance on compliance and customer experience can im-
prove brand reputation, and service standards. attracting more clients.

•	 Employee Productivity and Loyalty: With individual employee turnover costs approaching record 
levels, you have to provide the key elements to ensuring employee satisfaction. Training and 
change management lead to a more skilled and motivated workforce.

Sample ROI Calculation
For a mid-sized lender with $500 million in annual loan originations, hiring a consulting partner for a 
$250,000 engagement could yield:
•	 Cost Savings: $750,000 annually from operational efficiencies.
•	 Revenue Growth: $1 million from increased originations.
•	 Total ROI: $1.75 million, or a 700% return on the initial investment. 

Cost saving that will deliver in today and tomorrow’s market - better rates, an improved customer 
experience, and staff loyalty.  
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CONCLUSION

Hiring a consulting partner is not merely an expense but an investment in today and in the future of 
your lending organization. From driving operational efficiencies to enabling strategic growth,  
consulting firm partnerships empower lenders to thrive in a competitive environment. With a clear ROI 
and transformative benefits, partnering with a consulting firm is a strategic move that positions  
lenders for long-term success.
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Keith Kemph is President & CEO of BlackFin Group. BlackFin is 
an umbrella of management consulting, services, and solutions 
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and profitability. Keith’s career includes management and  
executive roles with Citigroup, Bank of America, Dime Bank,  
Merrill Lynch and nearly a decade with a traditional top tier 
 consulting firm in the financial services industry. 
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CONTACT US

For more information on how our consulting services can benefit your lending organization, reach out 
to us at info@blackfin-group.com or learn more about us and our customers served by visiting www.
blackfin-group.com.

At BlackFin we provide lenders the right path forward by turning complexity into clarity - unlocking the 
competitive edge.

HOW WE SERVE LENDERS TODAY

•	 Strategy 
•	 Capital Markets 
•	 GSE’s 
•	 Sales & Marketing
•	 Operations 
•	 Servicing 

•	 M&A 
•	 Staffing 
•	 Technology (Pro Services, 

Tech Selection, Tech  
Implementation) 


