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For decades, mortgage agents have grown
their businesses in a linear, fragile way.
More production required more hours,
more staff, more email threads, more
follow-ups, and more overhead. Growth
was tied directly to personal capacity,
creating a ceiling that no amount of hustle
could permanently break.

That model is no longer sustainable.

Today, the industry is distracted. Many
agents are chasing artificial intelligence
tools, automation hacks, and the promise
of “set-and-forget” technology. In doing
so, they risk worshiping what can best be
described as Neon Gods, bright, noisy
tools that promise salvation but deliver
little without trust, relationships,

and distribution.

The highest-performing agents are doing
the opposite.
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While others chase tools, the most
successful agents are quietly cultivating
relationships, embedding themselves
deeper into their communities, and
positioning their businesses where
demand naturally originates. They
understand a critical truth: technology is
not the strategy — distribution is.

Embedded finance breaks the old growth
model by uniting technology with human
trust

With GoGreenlightLoans™, mortgage
agents inside participating brokerages
gain access to a free, tech-enabled,
always-on lead generation and
qualification system that allows them to:
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e Scale without assistants or document staff, removing fixed overhead

e Embed financing directly into their Circle of Influence (COI) rather than chasing
referrals

e Increase margins by eliminating heavy advertising spend and lead arbitrage

¢ Spend more time advising clients and less time managing paperwork and
email chains

e Become the default financing infrastructure inside their local and digital communities

Instead of competing for attention, agents using embedded finance own access.
Instead of relying on transactions, they build platforms. Instead of reacting to
demand, they sit directly inside it.

This whitepaper explores how mortgage agents are shifting from transaction-based
income to platform-driven growth, why first movers secure durable advantage, and
how embedded finance creates a compounding effect that rewards patience,
positioning, and trust.

The opportunity is not louder technology.
It is not more automation for automation’s sake.

It is the courage to break the silence, step away from the Neon Gods, and build
something quieter, stronger, and harder to replace.

“The most successful agents of the next decade won'’t be the busiest,

they’ll be the most embedded.”
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o Why the Traditional Agent Model
Caps Growth

Mortgage agents intuitively understand the friction in their day-to-day work.
What is less discussed is how structurally limiting the traditional agent operating model
has become.

At its core, the legacy model relies on manual coordination: collecting documents,
following up with borrowers, managing email threads, and acting as the human glue
between lenders, lawyers, appraisers, and referral partners. As volume increases, this
friction compounds rather than resolves.

Time Is Consumed by Administration, Not Advice

Multiple industry studies show that financial professionals spend a disproportionate
amount of their time on non-revenue-generating tasks:

e According to research cited by McKinsey & Company, relationship-based financial
professionals spend 40-60% of their working hours on administrative and
process-related work rather than client-facing advisory activity.

e A Salesforce financial services productivity report found that advisors spend less
than half their time engaging directly with clients, with the balance lost to
documentation, follow-ups, and internal coordination.

For mortgage agents, this means that growth is not constrained by demand, but by
personal capacity.

When an agent’s output is tied to inbox management and document chasing, scale
becomes linear and fragile.

Key Insight:
More deals do not reduce workload. They multiply it.
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Email-Driven Workflows Do Not Scale

Email remains the primary workflow tool for many agents, yet it is fundamentally
unsuited for high-volume operations.

e A Radicati Group study estimates the average professional sends or receives
120+ emails per day, with financial services among the highest.

e Internal studies from CRM and workflow platforms consistently show that email-
based processes increase error rates, duplicate work, and response delays as
volume increases.

As files grow more complex, agents compensate by increasing follow-ups — not
efficiency. The result is cognitive overload and operational drag.

Hiring Staff Increases Cost Faster Than Output

To cope with volume, agents often hire assistants or outsource fulfillment. While this
can relieve short-term pressure, it introduces new constraints:

e Fixed payroll costs reduce margin resilience during slower market cycles.
¢ Management overhead increases, pulling agents further away from advisory work.

e Quality control becomes harder as processes fragment across people instead
of systems.

In effect, agents trade one bottleneck (time) for another (cost and complexity).

Structural Problem:
Hiring scales expenses immediately, but scales revenue only conditionally.

Paid Advertising Creates Margin Compression

As traditional referral channels soften, many agents turn to digital advertising. The
economics are unforgiving:

e Financial services lead costs commonly range from $150 to $400 per lead,
according to aggregated benchmarks from WordStream and HubSpot.
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e Conversion rates on cold digital mortgage leads often fall below 5%, meaning the
true acquisition cost per funded deal can be multiples higher.

e Ad platforms reward scale and constant optimization, favoring large budgets over
independent professionals.

This creates volatile ROl and erodes margins, especially when combined with
staffing costs.

Traditional bought leads (mortgages & loans)

Typical funnel performance

Click  —=mmmmmmmmmmm oo e > Application: 8 - 15%
Application - > Approved: 40 - 55%
Approved = -ommmmmmmmmmmmmomssssososos oo > Funded: 35 - 50%

End-to-end close rate (lead = funded deal): e 1-3%
-3/
)

(4% is considered excellent in most brokerages

Why it's low
« Intent is weak or unclear e Price shoppers, tire-kickers, curiosity clicks
« Credit/income unknown upfront e High fallout during document collection

« Multiple brokers chasing the same lead
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Embedded finance with pre-qualification

Typical funnel performance

Pre-qual start —————————— —  Complete: 70 - 90%
Pre-qual @ ———————————= > Full Application: 50 - 70%
Application  —————————— —>  Approved: 70 - 85%
Approved @ @———————————= > Funded: 60 - 80%

End-to-end close rate (consumer = funded deal):

O 15-30%

e User has active intent (they're e Fewer document surprises

(20%+ is very common when embedded properly)

Why it's dramatically higher

buying now) e Clear price anchoring and expectations
e Credit & need filtered upfront

e No competition at point-of-sale

© 2026 goGreenlightLoans Canada Inc™ Why the Traditional Agent Model Caps Growth 8



SIDE-BY-SIDE COMPARISON

Metric Bought Leads Embedded + Pre-Qual

Intent Quality Low-Medium Very High

Competition 3 - 6 Brokers Usually Exclusive

Credit Screened Upfront X v
Application Completion 10 - 20% 50-70%
Approval Rate 40 - 55% 70 - 85%
Funded Close Rate 1-3% 15 - 30%
Cost per Funded Deal High and Volatile Low and Predictable

The compounding effect most people miss

This isn’t just about closing more — it's about wasting less.

Example: 1,000 consumers

Bought leads

e 1,000 leads
e 20 applications
e 10 approvals

e 5 fundings

O ~0.5%-1% funded
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Embedded with pre-qual
e 1,000 consumers at POS

700 complete pre-qual

350 applications

260 approvals
180 fundings

O 18% funded

That’s 18-30x more funded loans from the same top-of-funnel volume.

Why pre-qualification is the real unlock

Pre-qualification does three critical things simultaneously:

1.Self-selection

e Unqualified borrowers exit early without costing time
2.Expectation management

e Borrowers know their range before emotions take over
3.Psychological commitment

e Completing a pre-qual creates momentum and sunk cost bias

This is why embedded finance platforms that skip pre-qualification underperform
those that include it.

Bottom line (the part agents care about)

e Bought leads:

You're renting attention and hoping intent shows up later

e Embedded finance + pre-qual:

You're intercepting intent at the moment of purchase
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Closing ratios improve by 5x-15x:

- cost per funded deal drops, and time-to-close compresses dramatically.

The Result: Time Scarcity and Margin Compression

The traditional agent model fails not because agents lack effort or skill, but because the
structure itself is misaligned with scale.

e Time becomes the limiting factor.
e Margins shrink as volume increases.

e Growth feels harder, not easier.

This is why so many high-producing agents experience burnout at precisely the moment
they “should” be succeeding.

If your income depends on how many emails you can answer in a

day, your business is not scalable.

Embedded finance does not merely optimize this model — it replaces it.

Time Advantage with goGreenlgithLoans Embedded Finance

Time is your enemy with Traditional Lead Generation

Traditional Lead Generation

Point Of Ent DAY 100-130
LY Application Received / Underwriting
DAY - 30-60 DAY 7-21 DAY 90-100 T
100% Entry Exit ~3% Funded
DAY O Py DAY 21-90
Contact Attempts Solicitors Instructed
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TRADITIONAL LEAD GENERATION TIMELINE

Days Before entry 30 -60 Set Up Program $$ Ad Management Fees $$

- Monthly Management Fees Range

- $2000.00-+

- Paid Weeks before first lead is
realized

- Crowded with competition

- One Borrower could be working with
numerous agents

Day 0 Lead EntryLead Entry | Point of Entry
Name + phone + email || - 100% of Leads enter Sales Funnel
$70.00 - $300.00 - Time is your enemy
Multiple calls/emails - Low intent/”Shopping”

- Competition is high

- Success rates fall with every hour
that passes

- Customer “Thinking About a
mortgage, NOT acting

Day 7-21 Contact Attempts Follow-ups

Chasing docs &intent || - |imited commitment “Shopping”

- Low Agent Trust Factor

- Low Agent Value Proposition

- Difficult to collect required
information & documentation due to
low trust & intent factor

Application Application Received
Day 21-90 PPACAton /
Underwriting
Only ~10-20% apply - Start Underwriting the file
- Collect supporting documents
- Order Appraisal

- Select lender

- Complete underwriting with Lender
- Broker Completer

- Solicitors Instructed
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Day 90 - 100 Closing Solicitors Instructed Day
Credit surprises - Solicitor Instructed by lender
Lean surprises - Borrowers solicitor instructed
Title surprises - Solicitors complete
- Solicitor & Lender pays brokerage
fees
Day 100 - 130 Paid Solicitors Instructed Day
~1-3% close - Finders fee from Lender

- Broker Fee from Solicitor

ROI Evaluation Funding Ratios  1-5% Average +/- 3%
You pay before intent - Net Income Funded +/-3%
exists - Wasted Dollars +/-97%
You educate, qualify, - Wasted TIME & Resources
and convince at your - ROl = a NEGATIVE
expense

goGreenlightLoans Embedded

Underwriting
Auto-Adjudication
Entry Marketplace Options DAY 5-10
Point of Lender Select
DAY - 30-60 DAY 0 (1-4 Minutes) DAY Q-5 r
| 100% Entry Exit ~18% Funded
L[] DAY 0 DAY 0 (4-10 Minutes) *
Automated Application Solicitors Instructed

NO Costs
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goGreenlightLoans Embedded Timeline

Days Before
b Set Up COI Network No Cost to Set Up or Technology Costs
entry 30 -60
ZERO risk/cost for the - NO Monthly Management Fees
Brokerage to sign up,
cancel anytime - Only pay for consumables like soft credit
ZERO risk/cost for the Eull, AVM,hID veilflcalltltc;]n, onlz/ whendthe
Agent to sign up, cancel orrower has entered the system and a
anytime client portal is created.
ZERO risk/cost for the - Borrower is Verified by digital ID, PEP/RL
Lender to sign up, cancel check
anytime - NO competition - Your COI network
- You leverage COI Trust Relationship, no
ZERO risk/cost for the wasted time
Lawyer to sign up, cancel - FREE scalable white label embedded
anytime application tool for your COI network at
your fingertips
ZERO risk/cost for the
Appraiser to sign up, cancel | - A steady flow of HIGH intent borrowers
anytime landing in your funnel 24/7
Day 0 Borrower Entry Point of Entry

COl has a high intent
High trust borrower
needing to get
Pre-Qualified

The introduction to you
is at the “Point of Intent” or
Point of Sale

- 100% of Leads enter Sales Funnel

- Borrower wastes no time because they are
high intent

- Borrower is buying and not shopping thanks
to your COI

- You have digitally embedded your business
into the COl’s universe

- You are helping the COI close more deals
and increase average ticket size You are
providing “LIFT”

- Your COl is your silent sales force

- Competition is greatly reduced

- Success rates increase between 15% to 30%
fall with every hour that passes

- Customer “Thinking About a purchase and
not a mortgage, acting with intention and
purpose not “shopping”
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Day 0

1-4 Minutes Auto Fill Application Seamless Client Journey

- Client starts COl's white label application

- Borrower only has to answer Amount
requested

- Use of funds (Home Improvements, Debt
Consolidation, ETO, ETC)

- Home type, Home use, Value and
outstanding Mortgages, Subject Value

- Their email & Phone Number

- Set a password

- A borrower profile is set up

- Add personal Info

- We do a soft pull, ID confirmation to the
mobile phone, and AVM

- Using this information from 3rd party
aggregators we auto Fill the Application

- We auto-adjudicate the application and
request off the lenders risk profiles

Day O

4-10 Minutes Marketplace

Borrower is offered - The borrower is presented lending options

options before the agent in the marketplace

even speaks to - If a lender is chosen then you the agent and

the borrower the lender are notified there is a deal to

close

Agent now can scale - It is up to you to finalize the application and

their business because of documents

COl network, automation || - The lender can request documents

and seamless deal flow - if NO options are presented then it is only
you the agent is notified

- Check the information and if the deal can be
rescued by editing the information you
move to present a lender

- You arrange an appraiser if required

- if there is NOT a deal you have wasted
very little time
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Day 0 -5 Solicitor Instructed

- If the deal is underwritten and the Lender
make an offer

- Agent Presents the offer all in the system

- NO leaving the system and additional work

- workflow is all set

- If borrower accepts offer

- Agent clicks one button and all the
paperwork is created for digital signature

- Borrower(s) are notified

- Borrowers log in to the platform and signs
paperwork

- Nothing leaves the platform enhancing
security and fraud protection

Day 5-10 Closed and Paid

Get paid faster - Digital mortgage packages and document
sharing are built into the platform creating
efficiencies and data integrity

- Reduced workload for all users in the
transaction adds speed and consistency to
the process

- Because goGreenlightLoans has a
centralized wallet system accommodating all
methods of payment you get paid faster and
the costs are a fraction of current bank rates.

Day 10 and Life Long client Value

Creating Monthly Recurring Revenue
Beyond & Y &

- Now that the borrower has a portal and is
linked to you and your COI

- Future products and services the platform
arranges the Agent and the COI will be
rewarded working to build a MRR

© 2026 goGreenlightLoans Canada Inc™ Why the Traditional Agent Model Caps Growth 16



ROI Evaluation Funding Ratios  15%-30% Average +/- 18%
No upfront RISK Only pay - Net Income Funded +/- 18%
for the Qualification of the - Wasted Dollars +/- 82%
Borrower - Extremely reduced Wasted TIME &
Resources

Borrower is HIG intent
qualified, and ready to close || MORE TIME TO WORK ON COI NETWORK
Engaged in a proactive
process - ROI = is greatly increased

Time Is The Enemy

The Cost of Delayed Follow Up Calls top Leads

Response Time Conversion / Contact Impact
< 1 minute ~391% increase in conversions vs slower contact
< 5 minute ~21x more likely to qualify the lead vs contacting after 30 min
< 5 minute ~100x more likely to connect vs contacting after 1 hour
< 30 minute ~21x less effective than <5 min
> 1+ hour ~7x more likely to qualify vs >24 hours
> 24 + hour Contact odds drop massively (100x worse vs <5 min)

Explanation: leads contacted quickly are exponentially more likely to be engaged and
converted. Contacting them within the first few minutes is not just beneficial, it's
game-changing. However, how many systems will deliver the leads to you within 1
minute?

- A lead's intent is at its peak when they contact you, and takes a death plunge
every minute you delay.

- 78% buy from the first one that responds and connects, not the best, cheapest,

© 2026 goGreenlightLoans Canada Inc™ Why the Traditional Agent Model Caps Growth 17



the most trusted, the one that represents the most lenders etc., but the FASTEST.
(One more reason embedded + pre-qualification wins without effort)

- Study after study has proven that response times beyond 5 minutes exponentially
reduce conversion chances.

The traditional lead generation method puts the agent a statistical disadvantage before
they start. It is next to impossible to be that responsive so providers of these systems
offer workarounds.

Every minute you wait or are delayed in contacting the lead is like handing your lead,
and your revenue to someone else. The odds are stacked against you from the start.

The “anti-time-enemy’ playbook and workarounds lead providers use.

a) Instant auto-responder email (0-30 seconds)

What it does: confirms t!ﬁe.lnqu.lry, sets expectations (“we’ll call .|n 2 minutes”),
collects missing fields, pushes calendly-style booking.

Reality check: Email is the least reliable immediate channel because inbox
placement is not guaranteed and crowded inboxes reduce attention.

¢ Inbox placement declined in 2024 per deliverability benchmarking.

e Many deliverability summaries put inbox rates in the ~80-90% range (varies
heavily by sender reputation).

Cost: usually bundled in CRM (HubSpot, Salesforce, Zoho) or email tool.

e Roughly $20-$150+/user/month depending on stack/tier (varies widely). Plus
cost of implementation, Time wasted on setting up and managing systems rather
than SELLING and developing your COIl network

Or
e Ad campaign management $2000.00+ to provide and set up campaigns

Does it work? Helpful as a receipt + expectation setter, but rarely your best “first touch”
if you need an urgent conversation.

© 2026 goGreenlightLoans Canada Inc™ Why the Traditional Agent Model Caps Growth 18



b) Instant SMS Follow ups (0-30 seconds)

Ve i de el ‘Hey Mark, got your request — can | ask 2 quick questions?” + link
to pre-qual or calendar + permission-based opt-in language.

N Er e SMS s fast, visible, and hard to ignore compared to email.

e Commonly cited: SMS open rates around ~28% and ~90% read within ~3 minutes
(varies by audience/permission).

Cost (typical):

e $0.01-%$0.05 per outbound SMS + platform seat fees (Twilio-style pricing varies
by country + carrier; vendors add margin).

e A basic “speed-to-lead SMS” workflow often costs $50-$300/month plus
message volume (depending on tool).

e Plus implementation and constant management time

Does it work? Yes, if permission-based and if the message is genuinely useful (not
spammy). SMS tends to beat email for immediate engagement, but compliance (CASL
in Canada), opt-outs, and brand trust matter.

c) Speed-to-lead dialers + auto-assign routing (0-120 seconds)

What it does: instantly assigns the lead to the ne.xt ava.ilable rep, triggers call,
logs attempts, rotates to next rep if no pickup.

VA s TR e Research shows response-time decay is brutal:

e Calling within 5 minutes vs 30 minutes: odds of qualifying drop ~21x; contacting
odds drop ~100x.

e Many orgs are still slow (e.g., one study found average response ~14+ hours).

e And lots of leads never get contacted at all (reported in lead response
management materials).

Cost: dialer + CRM workflow
e Often $100-$400/seat/month depending on dialer + CRM tier.

Does it work? Yes, if you're staffed to answer immediately. If you aren’t, it just creates
“more fast missed calls.”

© 2026 goGreenlightLoans Canada Inc™ Why the Traditional Agent Model Caps Growth 19



d) Al chatbots on landing pages (0 seconds)

What it does: captures lead 2.4/7, asks qualifying questions, routes to next step,
can book meetings.

e =t 0 high volume + after-hours coverage + qualification.

) SELG LSS if it feels generic, people bounce; and bots can’t fix low-intent leads.

e Some studies/benchmarks claim conversion lifts (example: a reported +23%
conversion uplift on sites using Al chatbots).

e More broad “chatbot statistics” articles exist, but many are vendor-compiled
and vary in rigor.

Cost:

e $50-$500/month for SMB tools; $1k-$10k+/month for enterprise
implementations + integrations.

Does it work? Often helps capture + qualify. It rarely turns a low-quality bought lead
into a high-intent borrower by itself. Think “net + sorting hat,” not “closer.”

e) Al voice bots or instant call back bots (0-120 seconds)

What it does: calls immediately, confirms intent, collects key fields, hands off
warm to human.

S e when questions are structured (loan purpose, timeline, credit

band), and when the bot transparently identifies itself and
escalates to human smoothly.

Risks: If it feels like robocall spam, it can damage trust—especially in financial services.
Cost: highly variable

e Commonly $0.10-$0.60/minute voice usage + platform fees (depends on
provider, language model, telephony).

Does it work? It can improve speed-to-contact, but it does not magically solve:
duplicated leads, fake info, rate shoppers, or “I was just browsing.”
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@) Do leads even pay
attention? Filters, fatigue,

and channel reallty

Email: deliverability + attention are real problems

e Inbox placement and deliverability remain a moving target (and got tougher
with provider requirements and spam pressure).

Translation: some portion of “instant response emails” will not be seen

quickly (or at all).

P . .
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SMS: higher visibility, but permission + relevance are everything
e SMS engagement is consistently reported as high vs email in many summaries.

Translation: if you can legally/ethically text (CASL/consent), SMS is often your
best immediate nudge.

Bots: great at capture/triage, mixed at persuasion

e SMS engagement is consistently reported as high vs email in many summaries.

Translation: if you can legally/ethically text (CASL/consent), SMS is often your best
immediate nudge.

P . .
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€ What data shows

traditional lead buying isn’t
worth it?

The strongest evidence isn’t usually “lead buying is always bad.” It’s this:
a) Speed-to-lead is so decisive that most buyers can’t operationally win

e The response-time decay is extreme (5 min vs 30 min is a cliff).
e Many companies respond hours later.

e Many leads don't even get contacted.

So the math becomes: you pay for leads, then lose the majority through slow follow-up
+ missed contact windows.

b) “Magic stats” get overstated in marketing
You'll see “391% better if you call in 60 seconds” everywhere. Some versions appear to
be widely repeated without clean primary attribution, and even sales leaders have called

out the mis-citation problem.

Translation: Use the strongest primary research (MIT/InsideSales lead response study)
rather than meme stats.

c) Lead-market problems you can’t automate away

Automation helps, but it doesn't fix:

Duplicated leads (sold to multiple buyers)

Low intent (“just curious”)

Bad info (fake numbers/emails)

Price shoppers (especially in rate-sensitive mortgages)

(You can partially mitigate via pre-qual + validation + filtering, but that often means
you're rebuilding embedded-style qualification anyway.)

.. . .
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BOTTOM LINE: Buying leads is expensive and the odds are stacked against you because
of response times and inherent problems you can't fix, control or automate out. It's a
suckers game for those agents that are constantly looking for a silver bullet to increase
organizations.

Remember, people like to deal with people they trust. Your time is better spend
developing your COIl network and showing them how you add value by providing “LIFT”
to their income and sales.

The best way to beat Al in today's mortgage market is to be Belly to Belly wins the day!
There are systems for advertising, email responders, SMS responses, Al Bots that can
answer incoming calls, make outgoing calls. What Al can't replace is YOU! Your job is to
create relationships and networks. goGreenlightLoans platform allows you to start
immediately and scale your business without costs and ZERO upfront risks. It's FREE,
Start today, speak to your principal broker about signing up and getting going.

Sources

¢ McKinsey & Company - Financial Advisor Productivity & Operations

e Salesforce - Financial Services Industry Productivity Reports

e Radicati Group - Email Statistics Report

e WordStream - Financial Services Digital Advertising Benchmarks

e HubSpot - Lead Generation Cost & Conversion Studies

e InsideSales 2021 Lead Response Study — Conversion rates are 8x higher in the
first 5 minutes

¢ LeadResponseManagement.org & MIT data — 21x qualification odds within 5 minutes

e Kixie & Lead Response Analysis — 391% conversion boost under 1 minute.

e LeadResponseManagement summary (Chili Piper) — 100x more likely to
connect within 5 minutes than

e Teamgate analysis — Fast follow-up translates to dramatic revenue differences

. S, o
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2. Embedded Finance: The Shift from Agent to Platform

If the traditional mortgage agent model caps growth through time scarcity and margin
compression, embedded finance resolves the problem at its source: distribution.

At scale, success in financial services is not determined by who processes files faster,
but by who controls access to demand. Embedded finance represents a structural
shift in how mortgage origination occurs — from episodic referrals to integrated,
always-on distribution.

From Referrals to Infrastructure
Historically, mortgage agents have depended on referrals that are:

Intermittent

Competitive

Easily redirected

Vulnerable to market cycles

Even strong Circle of Influence (COI) relationships tend to operate informally. Referrals
are optional, episodic, and subject to competing priorities.

Embedded finance changes this by moving financing inside the COI's workflow.

Instead of asking partners to “send clients,” the agent provides a financing capability that
becomes part of how the partner does business. Agent can now go in with a strong
measurable and provable value proposition that provides “LIFT” to the partners business.

This mirrors models already proven in other sectors

e McKinsey estimates that embedded finance could account for over $230 billion
in global revenue by 2025, driven by the integration of financial services directly
into non-financial platforms.

e Bain & Company has documented that companies embedding financial products
into their customer journeys achieve 2-5x higher engagement than those
offering services externally.

The insight is simple: When financing is embedded at the point of decision, usage
becomes natural rather than forced.

. S, o
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Why Distribution Beats Automation

The industry’s current fixation on Al and automation often misses a critical point:
efficiency without distribution does not create growth.

e PwC research shows that automation primarily improves margins only after scale

is achieved — it does not, by itself, generate new demand.

e Harvard Business Review has repeatedly highlighted that competitive advantage
in professional services comes from control of client access, not internal

efficiency alone

Agents who automate an inefficient distribution model simply become more efficient
competitors for the same shrinking pool of attention.

Embedded agents, by contrast, remove themselves from competition altogether by
becoming the default option inside trusted ecosystems.

Key Distinction:
Automation optimizes effort.
Embedding multiplies opportunity.

. S, o
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COIl Multiplier - How It Works

Bﬁs(i’rf::tles # EMP's Per COI # APPs / MTH Apx/t:/IITH AVG FEE Closing Ratio Income
10 1 1 10 $5,000.00 18.00% $9,000.00
10 3 1 30 $5,000.00 18.00% $27,000.00
10 10 1 100 $5,000.00 18.00% $90,000.00
10 25 1 250 $5,000.00 18.00% $225,000.00
25 1 1 25 $5,000.00 18.00% $22,500.00
25 3 1 75 $5,000.00 18.00% $67,500.00
25 10 1 250 $5,000.00 18.00% $225,000.00
25 25 1 625 $5,000.00 18.00% $562,500.00
40 1 1 40 $5,000.00 18.00% $36,000.00
40 3 1 120 $5,000.00 18.00% $108,000.00
40 10 1 400 $5,000.00 18.00% $360,000.00
40 25 1 1000 $5,000.00 18.00% $900,000.00

. N .
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The Trust Multiplier Effect
One of the most underappreciated advantages of embedded finance is borrowed trust.

e Edelman’s Trust Barometer consistently shows that consumers place significantly
higher trust in recommendations that come through established professional

relationships rather than direct advertising.

¢ Financial decisions involving debt, real estate, or long-term obligation rank among
the highest trust-threshold decisions consumers make.

When a mortgage solution is introduced by:

e A trusted realtor
¢ A long-standing accountant
¢ A financial planner

¢ A contractor managing a major renovation
...the agent benefits from pre-existing credibility before the first conversation begins.
This dramatically reduces:

e Sales friction
e Price sensitivity

e Decision delays

Embedded finance does not replace trust — it leverages it at scale.

“Embedded finance is turning every contractor, realtor, platform and

website into a mortgage origination channel for mortgage brokers.”

. S, o
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Platform Economics Replace Transaction Economics

Transaction-based models reset to zero after every deal. Platform models compound.

According to Bain & Company’s platform economics research:

e Businesses that control distribution platforms experience higher lifetime value per
customer

e Revenue becomes more predictable

e Marginal acquisition costs decline over time

For mortgage agents, this means:

e One embedded COlI relationship can generate dozens or hundreds of financing
interactions over time

e The cost of acquisition approaches zero once embedded

e Growth becomes asymmetric — upside without proportional effort

Key Insight:
Platforms grow by reuse. Transactions grow by repetition.

Why Embedded Finance Creates Defensible Advantage
Once financing is embedded into an organization’s workflow:

e Processes adapt around it

e Staff are trained on it

e Client expectations align with it
This creates switching costs, even in relationship-driven industries.

e Gartner research on workflow software adoption shows that embedded tools
experience significantly lower churn than standalone services.

¢ |n financial services, switching providers often introduces risk, compliance
concerns, and retraining costs — all of which discourage change.

As a result, first movers gain a durable advantage that is difficult to replicate later.

. S, o
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From Agent to Platform Owner

Embedded finance allows mortgage agents to transition from:
e Processes adapt around it
e Staff are trained on it

e Client expectations align with it
This creates switching costs, even in relationship-driven industries.

e Gartner research on workflow software adoption shows that embedded tools
experience significantly lower churn than standalone services.

¢ |n financial services, switching providers often introduces risk, compliance
concerns, and retraining costs — all of which discourage change.

As a result, first movers gain a durable advantage that is difficult to replicate later.

Competing for attention ------—---------------= > owhing access
Chasing referrals --—————----mmmmmmmms > being required
Managing volume = = -—-mmmmmmmmoommmoooos > orchestrating ecosystems

This is not a technological evolution alone.
It is a strategic repositioning.

Agents who understand this shift early stop asking, “How do | get more leads?”
They start asking, “Where should financing live?”

When you control the point of decision, you don’t need to chase

demand — it comes to you.

Sources

o McKinsey & Company - Embedded Finance: The Next Growth Frontier

o Bain & Company - Platform Economics and Ecosystem Advantage

« PwC - Automation and Value Creation in Financial Services

« Harvard Business Review - The Power of Distribution in Professional Services
« Edelman - Trust Barometer

o Gartner - Embedded Software Adoption and Retention Studies
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Embedded Finance Model
Embedded finance replaces speculative acquisition with contextual origination.

Borrowers enter the mortgage process through trusted COls such as:

e Realtors

Accountants

Finanial planners

Contractors

Merchants

Key differences:

Trust is inherited, not purchased

Accountants

Finanial planners

Contractors

Merchants

According to Citizens Bank and McKinsey embedded finance studies:

e Financing offered at the point of need improves conversion by 20-40%

e Drop-off rates are materially lower

3.2 Administrative and Fulfillment Costs
Traditional Model

As volume increases, agents experience:

e More document requests
e More follow-ups

e More coordination across parties

. S, o
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This typically results in:

e Hiring an assistant or outsourcing fulfillment

e Average cost: $100,000 per year

Spread across volume, this equates to:

$500-%1,700.00 per deal, depending on throughput

For conservatism, this analysis uses:

$5,000 per deal in admin and fulfillment costs

Administrators Cost lllustrator

Deals/MTH | AVG Deal Size || Monthly Income || Yearly Income Deals/Year ADMIN Cost Cost/Deal
5 $5,000.00 $25,000.00 $300,000.00 60 $100,000.00 $1,666.67

10 $5,000.00 $50,000.00 $600,000.00 120 $100,000.00 $833.33

20 $5,000.00 $100,000.00 $1,200,000.00 240 $100,000.00 $416.67

30 $5,000.00 $150,000.00 $1,800,000.00 360 $200,000.00 $555.56

50 $5,000.00 $250,000.00 $3,000,000.00 600 $300,000.00 $500.00

Embedded Model

GoGreenlightLoans™ automates:

e Digital intake

e Document collection

e Status updates

e COl referrals

Incremental volume is absorbed by systems, not people.

Typical embedded admin cost:
$200-%$300 per deal

For modeling purposes:

$400 per deal is used (rounded up)

© 2026 goGreenlightLoans Canada Inc™
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3.3 Total Cost Per Deal (Side-by-Side)

Traditional $2,500.00 $1,000.00 $3,500.00

Embedded $60.00 $400.00 $460.00

Net improvement per deal:
+$3,040 in margin

This difference compounds with scale.

3.5 Economic Implications Over Time

With an average commission of $5000 per funded deal:

Traditional Agent

Revenue $5,000.00

Costs $3,500.00

Net per deal $1-%$1,500 (before personal time)
Revenue $5,000.00
Costs $460.00
Net per deal ~%$4,640

This is not optimization. It is structural leverage.

. S, o
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3.6 The Strategic Conclusion

Mortgage agents do not lose margin because they lack skill. They lose margin because
they operate inside a cost structure that punishes growth.

Embedded finance reverses this dynamic by:
e Lowering acquisition cost
e Flattening admin burden
¢ Allowing distribution to compound

Key Insight:
Growth that increases cost is not growth, it is friction.

Agents who adopt embedded distribution are not working harder.
They are operating inside a system that rewards scale instead of resisting it.

Sources

o WorldStream - Financial Services Lead Cost Benchmarks

HubSpot - Lead Conversion Rate Studies

McKinsey & Company - Embedded Finance: The Next Growth Frontier
Citizens Bank - Embedded Lending Conversion Research

o Bain & Company - Platform Economics & Distribution Advantage

. S, o
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COIl Partner Economics: Why
Circle-of-Influence Partners Say
Yes (With Costs + ROl Math)

Mortgage agents often think of COls as “referral sources.” Embedded finance upgrades
that relationship into something far more valuable: a sales enablement layer that helps
COls close more business, raise transaction size, and improve client experience—while

the agent earns a durable, repeatable distribution channel.

The key is simple:

When financing is offered at the point of decision, conversion improves.

McKinsey’s embedded finance research notes that embedded finance increases sales
through higher conversions and increased basket sizes, citing RBC Capital Markets
research that BNPL solutions can increase checkout conversion by 20-30% (and often
improve basket size even more).

This same “point-of-decision financing” effect is what makes embedded finance so
powerful for COls in housing, renovation, and professional services.

4.1 The Embedded COI ROI Model (Simple Math)
To make this concrete, the COI's ROl can be modeled with four variables:

Variables

L = leads introduced through COIl intake link per month

CR = conversion rate from lead = funded mortgage (or approved financing)

P = partner’s profit per closed sale/project/client

e ACR = conversion lift from offering embedded financing (vs not offering)

COl Incremental Profit
Incremental Profit=Lx(ACR)xP\text{Incremental Profit} = L \times (\Delta CR)
\times PIncremental Profit=Lx(ACR)xP

.. . .
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COl Cost

In embedded models, COI cost is typically low because the tool is integrated and does
not require heavy ad spend. Bain notes embedded finance can add revenue with minimal
incremental customer acquisition costs because the platform already owns distribution.

4.2 Realtor Example: “Financing-Inside-the-Process” Closes More Deals

The Realtor’s Problem

Realtors lose deals when clients:

can’t qualify at the right time

experience delays in pre-approval or documentation

face affordability issues at renewal or purchase

need bridge financing, consolidation, or equity takeout to buy/sell smoothly

Embedded Finance Solution

Offer financing access inside the realtor’s workflow:
e listing conversations
e offer-writing stage
e renovation + purchase planning

e “sell-to-buy” bridge timing

This isn't theoretical—embedded finance increases conversion at decision points.

Realtor ROI Example (lllustrative)

Assumptions:

Realtor closes 2 deals/month on average (24/year)
e Average realtor gross commission per deal: $25,000

Realtor profit after brokerage split/expenses: assume $20,000.00

Embedded finance improves deal conversion by a conservative 10%

(below the 20-30% seen in embedded checkout conversion studies)

. S, o
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Assumptions:

e 24 annual deals x 10% = 2.4 additional deals/year
e 2.4 x $20,000 = $48,000.00 incremental annual profit

How Real Estate Agents Can Add To Their Yearly Income With A Conversion Lift

AVG . o o Net Deal
Deals/MTH AVG Sale Price Gross % Gross $ Expenses % Expenses $ Income Yearly
2 $1,000,000.00 2.50% $25,000.00 20.00% $5,000.00 $20,000.00 $480,000.00

Adding Embedded + Pre Qualified Tool into the Real Estate

Agents Environment + Conversion LIFT @ 10%

2 $1,000,000.00 2.50% $25,000.00 20.00% $5,000.00 $20,000.00 $48,000.00

Cost: near-zero in ad spend; minimal operational change (embedded link + process
training). This matches Bain’s “minimal incremental acquisition cost” principle
for embedded offerings.

This example is easily worked out with your COI to establish your value and the value
of the embedded finance partnership

4.3 Home Renovation / Contractor Example: Bigger Tickets + Higher Close
Rates

The Contractor’s Problem
Contractors lose projects because:
e client can't fund the job upfront
e job size gets reduced (“phase 1 only”)

e client delays and shops competitors

. S, o
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Embedded Finance Solution

Offer financing at the moment of decision—when the quote is delivered.

McKinsey (via RBC) cites embedded finance (BNPL) increasing conversion 20-30% and
improving basket size. The “basket size” equivalent in renovations is project size.

Contractor ROI Example (lllustrative)

Assumptions:
e Contractor sells $80,000/month in projects
e Gross margin: 30%
e Embedded financing yields:

o +10% conversion lift (conservative vs 20-30%)

0 +10% average project size lift (conservative vs “even greater improvements in
basket size”)

Incremental profit impact:
e Conversion lift: $80,000 x 10% = $8,000 more revenue
e Project size lift: $80,000 x 10% = $8,000 more revenue
e Total incremental revenue = $16,000/month
e Profit (30% margin) = $4,800/month = $57,600/year

How Contractors Can Add To Their Yearly Income With A

Conversion Lift

AVG Deals/MTH AVG Sale Price LIFT Monthly Income Yearly

1 $80,000.00 0.00% $80,000.00 $960,000.00

Adding Embedded + Pre Qualified Tool into the Contractors

Environment + Conversion LIFT @ 10%

1 $80,000.00 10.00% $8,000.00 $96,000.00

Again, embedded finance works because it’s offered at the point-of-decision, not as a
separate referral afterthought.

. S, o
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4.4 Accountant / Tax Pro Example: “Problem-to-Solution” Financing

The Accountant’s Problem
Clients come with:
o tax bills
e cashflow gaps
e incorporation timing issues
e debt consolidation needs
e refinancing questions

The accountant often identifies the need first—but can’t solve the financing without
friction.

Embedded Solution

Accountant provides a “capital pathway” inside the advisory relationship:

e one intake link

¢ instant pre-qualification

e client sees progress

e accountant looks like a hero for solving the problem, not just diagnosing it
ROI: higher retention + upsell opportunity + improved outcomes. Bain’s embedded

finance research emphasizes embedded services increase customer lifetime value
and entrench the platform in business processes.

. S, o
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4.5 Why Embedded COls Outperform Paid Ads (Cost Logic)

The embedded model competes against paid acquisition.

Paid channels can be effective but are unpredictable:

e WordStream’s Google Ads benchmarks show “average cost per lead” varies widely
by category and sales cycle; high-consideration categories tend to have higher
CPL.

e WordStream’s 2025 benchmarks show overall CPL averages, but finance/insurance

often sits above the blended average.

Embedded COls bypass that entire spend category because the COIl already has the
client relationship and the point-of-decision. Bain explicitly calls out embedded offerings
having minimal incremental customer acquisition cost because distribution already
exists.

4.6 The COIl Win-Win Framework

COls win because they:

e close more transactions
e reduce lost deals due to financing friction
e increase ticket size

e improve client experience and retention

Agents win because they:

get high-trust borrowers

reduce acquisition cost volatility

create repeatable, durable channels

become embedded infrastructure (“hard to displace”)

. S, o
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€ Embedded Finance: The
Shift from Agent to
Platform

If the traditional mortgage agent model caps growth through time scarcity and margin
compression, embedded finance resolves the problem at its source: distribution.

At scale, success in financial services is not determined by who processes files faster, but
by who controls access to demand. Embedded finance represents a structural shift in
how mortgage origination occurs — from episodic referrals to integrated, always-on
distribution.

From Referrals to Infrastructure

Historically, mortgage agents have depended on referrals that are:

e Intermittent
e Competitive
e Easily redirected

e Vulnerable to market cycles

Even strong Circle of Influence (COI) relationships tend to operate informally. Referrals
are optional, episodic, and subject to competing priorities.

Embedded finance changes this by moving financing inside the COI’s workflow.

Instead of asking partners to “send clients,” the agent provides a financing capability that
becomes part of how the partner does business. Agent can now go in with a strong
measurable and provable value proposition that provides “LIFT” to the partners business.

This mirrors models already proven in other sectors.

e McKinsey estimates that embedded finance could account for over $230 billion in
global revenue by 2025, driven by the integration of financial services directly into
non-financial platforms.

What data shows traditional lead buying isn’t worth it? 24
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e Bain & Company has documented that companies embedding financial products

into their customer journeys achieve 2-5x higher engagement than those offering
services externally.

The insight is simple:

When financing is embedded at the point of decision, usage becomes natural rather
than forced.

Why Distribution Beats Automation

The industry’s current fixation on Al and automation often misses a critical point:
efficiency without distribution does not create growth.

e PwC research shows that automation primarily improves margins only after scale is
achieved — it does not, by itself, generate new demand.

e Harvard Business Review has repeatedly highlighted that competitive advantage in
professional services comes from control of client access, not internal efficiency
alone.

Agents who automate an inefficient distribution model simply become more efficient
competitors for the same shrinking pool of attention.

Embedded agents, by contrast, remove themselves from competition altogether by
becoming the default option inside trusted ecosystems.

Key Distinction:

Automation optimizes effort.
Embedding multiplies opportunity.

What data shows traditional lead buying isn't worth it? 24
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COIl Multiplier - How It Works

$5,000.00 18.00% $9,000.00

10 3 1 30 $5,000.00 18.00% $27,000.00

What data shows traditional lead buying isn’t worth it? 24
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As detailed in our companion white paper on embedded mortgage and home-equity
finance, lending is moving upstream, appearing at the moment consumer intent is
formed as a “Point of Need”, inside merchant locations and platforms, professional
services, and digital ecosystems. For Principal Brokers, the strategic opportunity is not
simply participating in embedded finance, but owning it at the brokerage level.

This white paper outlines how Principal Brokers can use goGreenlightLoans.com’s™
embedded mortgage technology to transform their brokerage into a scalable,
defensible platform, one that improves compliance oversight, strengthens agent
retention, expands distribution, and increases long-term enterprise value and
further enables brokerages to enjoy the lifetime value of the borrow for a longer
period.

For decades, brokerages have been collections of agents. The next

generation will be platforms.

» Dont wait register your Brokerage Today! Its FREE!

Executive Summary 4
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e The Principal Broker’s
Structural Challenge

Principal Brokers in Canada carry
significant regulatory responsibility. They
are accountable for agent supervision,
advertising compliance, suitability,
recordkeeping, complaint handling, and
overall brokerage conduct. Yet despite
this responsibility, most Principal Brokers
lack system-level visibility into how
business is actually generated and
processed across their organizations.

In practice:

e Business is sourced
independently by agents

e Referral relationships live outside
brokerage systems

e Technology stacks vary from agent
to agent

e Borrower data is fragmented across
platforms

e Supervision is reactive rather than
proactive

The Principal Broker’s Structural Challenge 5




This creates an imbalance where Principal Brokers hold the risk, but agents hold

the leverage.

The challenge is structural, not managerial. Traditional brokerage models were
never designed to scale beyond a certain point without losing control, increasing

compliance exposure, and diluting enterprise value

“Principal Brokers carry the regulatory risk, but too often lack the

infrastructure control. Embedded finance fixes that imbalance.”

Y It's FREE Register your Brokerage TODAY!

The Principal Broker's Structural Challenge 6
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e Why Mortgage Brokerages
Are Difficult to Scale

Unlike banks or vertically integrated lenders, mortgage brokerages operate without
inherent distribution control. Growth is typically achieved by adding more agents, not

by increasing infrastructure leverage

“Real brokerage scale comes from origination systems, not

headcount.”

This creates several scaling constraints:
e Linear growth: Revenue grows only as fast as agent count
¢ Agent mobility: Low switching costs allow agents to move freely
e Technology fragmentation: No unified origination or intake system
e Compliance drag: Supervision burden increases with low producing agents
e Margin pressure: Competition shifts toward splits and incentives
e Lead Generation: Costs are high and results are minimal

e Growth Stalls: Low margins and low producing agents inhibits growth

As a result, many brokerages plateau, not because of market limits, but because the

operating model lacks defensibility

“The future of Canadian mortgage brokerages isn’t bigger teams.

It’s better infrastructure.”

Y It's FREE Register your Brokerage TODAY!

Why Mortgage Brokerages Are Difficult to Scale 7
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0 The Absence of a Brokerage
Moat

Most brokerages compete on three variables:

e Compensation

While important, none of these create a durable moat

Agents do not stay because of branding alone. They stay where:

e Deal flow is consistent
e Tools reduce friction
e Support improves outcomes

e Their business grows faster

Without proprietary infrastructure, brokerages are vulnerable to churn, margin
erosion, and commoditization.

To build a moat, a brokerage must control how demand enters the system, not just
how it is processed.

“Splits and culture don’t create defensibility. Origination

infrastructure does.”

The Absence of a Brokerage Moat 8
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e Embedded Finance:
The Brokerage-Level Unlock

Embedded finance shifts lending to the point of decision—where borrowers are searching for homes,
engaging contractors, planning renovations, or evaluating major purchases. In this environment,
financing is no longer a separate step that happens later at a bank or through disconnected referrals.
It becomes contextual, immediate, and integrated into the moment demand is created.

For Principal Brokers, this shift fundamentally changes This allows the brokerage to:
the brokerage growth equation. Embedded finance enables
the brokerage itself—not individual agents—to become
the distribution engine. Instead of relying exclusively on + Have tools to reduce friction
agent-sourced referrals, mortgage and HELOC access « Enhanced support and improve outcomes
can be embedded directly into merchant platforms,
professional service firms, and partner ecosystems
owned or controlled by the brokerage.

« |Increase consistent low cost deal flow

« Scale their business faster

» Brokerage-Owned Deal Flow
Demand enters through brokerage-controlled channels, not individual agent inboxes.

o Consistent, Predictable Origination
Embedded entry points generate ongoing inbound opportunities rather than episodic referrals.

o Lower Cost of Acquisition
Borrowers enter the system at the moment of intent, reducing reliance on paid leads
and agent self-sourcing.

o Stronger Agent Retention
Agents operate within a platform that delivers opportunity, efficiency, and support they
cannot easily replicate elsewhere

o Centralized Supervision & Compliance Visibility
Applications, disclosures, and communications flow through a single system, improving oversight
and audit readiness.

e Scalable Infrastructure Without Headcount Growth
Volume increases without a proportional increase in compliance burden or operational overhead.

o Expanded Lifetime Value per Borrower
Embedded workflows support HELOCs, refinancing, renewals, and future cross-sell opportunities.

o A Defensible Brokerage Moat
Control of distribution, data, and workflow creates real switching friction and long-term
enterprise value.

This shift is not incremental. It transforms the brokerage from a collection of independent producers
into a platform-driven organization with control, leverage, and durability. This is the foundation for
the next generation of Canadian mortgage brokerages.

“Owning the moment of intent is the new competitive advantage in lending.”

Embedded Finance: The Brokerage-Level Unlock 9
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e goGreenlightLoans™:
Infrastructure Purpose Built
for Brokerages

goGreenlightLoans™ is not an agent tool or a lead marketplace. It is embedded
mortgage infrastructure designed to sit at the brokerage level.

For Principal Brokers, this means:

Brokerage-Owned Distribution

Merchant partnerships, embedded applications, and referral integrations are owned
by the brokerage—not individual agents. This ensures continuity, control, and
long-term value.

Centralized Origination & Visibility
All applications flow through a unified intake system, enabling consistent disclosures,
document handling, and suitability oversight.

Compliance by Design
Audit trails, standardized processes, and transparent workflows strengthen
regulator-aligned supervision and reduce off-platform/out of brokerage risk.

Centralized Wallet
Manage all payments through a centralized wallet that provides ledgers for easy audit.

In effect, goGreenlightLoans™ becomes the origination and deal processing system
for the brokerage, not just another piece of software.

“This isn’t about replacing agents. It’s

about giving brokerages a purpose built
origination and operating ecosystem.”

Y FREE registration for Brokerages

goGreenlightLoans™: Infrastructure Built for Brokerages 10
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e Agent Retention Without
Spllt Pressure

Agent retention is one of the most persistent challenges facing Canadian mortgage
brokerages. In the absence of proprietary infrastructure, brokerages often compete on
compensation, offering increasingly aggressive splits or incentives that compress
margins without improving long-term loyalty.

Embedded finance changes this dynamic.

When a brokerage controls embedded distribution and merchant partnerships, digital
entry points, and borrower intake, agents receive value that cannot be replicated
simply by changing brokerages. Deal flow, workflow efficiency, and platform-enabled
growth replace compensation as the primary retention lever.

“You don't retain agents with splits. You retain them with

opportunity, infrastructure, and momentum.”

Under an embedded model:

Agents receive pre-qualified opportunities generated by brokerage-owned channels
Business flows through centralized systems the brokerage controls

Training, compliance, and operational support are built into daily workflows

Agents focus on advice and conversion, not sourcing and administration

This creates natural stickiness. Agents remain not because they are locked in, but
because leaving the brokerage means leaving behind infrastructure that supports their
growth. For Principal Brokers, this is retention by design, not retention by negotiation.

“This is not a technology shift. It’s a control shift.”

Y» Dont wait, Register your Brokerage today It's FREE!

Agent Retention Without Split Pressure 11
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e Supervision, Risk & Compliance
at Scale

As brokerages grow, regulatory exposure increases disproportionately. More agents
mean more advertising, more communications, more documentation, and more potential
points of failure.

Traditional brokerage models rely heavily on manual oversight and post-transaction
review. This approach becomes increasingly difficult to sustain at scale.

Embedded mortgage infrastructure introduces system-level supervision.
With goGreenlightLoans™:

e All applications enter through a centralized intake

e Borrowers data is captured consistently, and transferred consistently
e Disclosures and documentation follow standardized workflows

e Communication and status updates are recorded

e Audit trails are created automatically

e Borrower experience / protection centralized wallet

e Borrowers data is captured consistently, and transferred consistently

This allows Principal Brokers to shift from reactive supervision to proactive oversight,
identifying risks earlier and resolving issues before they escalate.

Importantly, embedded finance does not remove regulatory responsibility—it
strengthens the brokerage’s ability to meet it.

“Compliance improves when supervision is built into the

system — not bolted on afterward.”

Y FREE registration for Brokerages

Supervision, Risk & Compliance at Scale 12
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Embedded finance shifts lending to the point of decision—where borrowers are
searching for homes, engaging contractors, planning renovations, or evaluating major
purchases. In this environment, financing is no longer a separate step that happens later
at a bank or through disconnected referrals. It becomes contextual, immediate, and
integrated into the moment demand is created.

For Principal Brokers, this shift fundamentally changes the brokerage growth equation.
Embedded finance enables the brokerage itself—not individual agents—to become the
distribution engine. Instead of relying exclusively on agent-sourced referrals, mortgage
and HELOC access can be embedded directly into merchant platforms, professional
service firms, and partner ecosystems owned or governed by the brokerage.

What the Brokerage Gains

e Brokerage-Owned Deal Flow
Demand enters through brokerage-controlled channels rather than individual agent pipelines.

« Consistent, Predictable Origination
Embedded entry points generate recurring inbound opportunities aligned with real borrower intent.

¢ Lower Cost of Acquisition
Borrowers enter the system at the moment of decision, reducing dependence on paid leads and
fragmented sourcing.

« Stronger Agent Retention
Agents operate within brokerage-owned infrastructure that delivers opportunity, efficiency,
and support they cannot easily replace.

o Centralized Digital Wallet for Payments
A secure, brokerage-governed digital wallet allows borrowers to manage application fees,
deposits, lender disbursements, and third-party payments in one place. This improves
transparency, reduces friction, and increases borrower trust and confidence
throughout the transaction.

« Improved Borrower Experience
Borrowers benefit from a clear, guided journey with fewer handoffs, real-time status visibility,
and secure handling of sensitive financial information—reinforcing professionalism and trust
in the brokerage.

« Centralized Supervision & Compliance Visibility
With GoGreenlightLoans™, all applications enter through a centralized intake. Borrower data
is captured consistently, disclosures and documentation follow standardized workflows,
communication and status updates are recorded, and audit trails are created automatically.

This allows Principal Brokers to shift from reactive supervision to proactive oversight,
identifying risks earlier and resolving issues before they escalate. Importantly,
embedded finance does not remove regulatory responsibility—it strengthens the
brokerage’s ability to meet it, providing greater transparency, control, and
accountability across the entire mortgage lifecycle.

Supervision, Risk & Compliance at Scale 13
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Brokerage Growth Scenarios
(Expanded)

Scenario A: Traditional Growth

e Agent recruitment drives volume
e Referral relationships remain individual
e Technology adoption varies and comes with time and expense

e Compliance burden increases linearly

Outcome: Growth stalls as complexity rises.

Scenario B: Digitally Enabled Brokerage

e CRM and LOS tools adopted
e Marketing support added

e Paid leads supplement agent sourcing

Outcome: Efficiency improves, but distribution remains fragmented and
defensibility remains weak

Scenario C: Embedded Brokerage (Platform Model)

Brokerage owns embedded entry points

Merchant partnerships generate inbound demand

Applications flow through centralized systems

Agents operate within a shared platform

Compliance visibility improves with scale

Y It's FREE Register your Brokerage TODAY!

Brokerage Growth Scenarios (Expanded)
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Outcome:
e Non-linear growth
e Lower acquisition costs
e Higher agent retention

e Stronger enterprise value narrative

This is the model that transforms brokerages from collections of independent
producers into scalable financial platforms.

“Brokerages that scale without control increase risk
faster than revenue.”

Y» Dont wait, Register your Brokerage today It's FREE!

Brokerage Growth Scenarios (Expanded) 15
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Economics of Embedded
Distribution

Embedded finance improves brokerage Expanded Revenue Opportunities
economics in three critical ways:

Embedded workflows enable:

Lower Cost of Acquisition e HELOCs and equity-based lending

Embedded demand originates where e Refinancing and renewals

intent already exists—reducing reliance e Cross-sell opportunities over time

on paid leads, advertising, and agent

self-sourcing. For brokerage owners, this means higher
lifetime value per borrower without

Higher Quality Applications proportional increases in overhead.

Borrowers entering through embedded
channels are often:

e Earlier in the decision cycle "Point “The Cheape.St lead is
of Need” the one that appears

e Contextually motivated t’ h th

e Better aligned with specific exac y when €
products borrower decides.”

This improves conversion rates and
reduces wasted effort.

Economics of Embedded Distribution 16
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Competitive Differentiation
Between Brokerages

As embedded finance adoption increases, brokerages will differentiate less on brand
and more on capability.

Future-facing brokerages will be able to say:

e “We control embedded distribution.”
e “We provide structured deal flow.”
e “We support agents with real infrastructure.”

e “We simplify compliance through system design.”

Brokerages that fail to evolve risk being perceived as interchangeable—vulnerable to
agent churn and margin erosion.

Embedded finance introduces a new competitive layer that many brokerages are not
yet prepared to address.

“In the next decade, brokerages won’t compete on brand — they’ll
compete on capability.”

Y FREE registration for Brokerages

Competitive Differentiation Between Brokerages 17
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Implementation Roadmap for
Principal Brokers

Adopting embedded finance does not require rebuilding the brokerage overnight.

A phased approach typically includes:

1.Simply go to goGreenlightLoans™ and create an account at the brokerage level
2.SCALE your brokerage by signing up your agents easily

3.Initial merchant or partner sign ups are easily done in the platform

4 Pilot rollout with selected agents

5.Compliance alignment and supervision workflows are done for you

6.Fast expansion of embedded channels based on effort “First to Market”

This allows Principal Brokers to maintain FULL control while scaling responsibly.
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» Dont wait, Register your Brokerage today It's FREE!
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@ Strategic Risks of Inaction

The risk for Principal Brokers is not adopting embedded finance too early—it is
adopting it too late.

As embedded lending becomes more common:

Agents may access goGreenlightlLoans.com™ through other brokerages

Distribution may bypass brokerages entirely if they are late to adapt

Brokerages risk becoming administrative pass-throughs

Enterprise value erodes

Brokerages that do not control origination and infrastructure risk losing relevance in a
platform-driven ecosystem.

“The risk isn’t adopting embedded finance too early. The risk is
watching someone else control your distribution.”

Strategic Risks of Inaction 19
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Regulatory Alighment &
Governance

Embedded finance, when implemented correctly, aligns with regulatory objectives:

e Improved transparency e Reduced fraud risk
e Better recordkeeping e Consistent borrower disclosures
e Clearer supervision e Better borrower experience

Platforms like goGreenlightLoans™ are designed to operate within Canada’s regulatory
framework, not around it.

For Principal Brokers, this provides a path to modernization without compromising
compliance obligations

Embedded finance, when implemented correctly, does more than align with regulatory
objectives—it advances them. As mortgage origination evolves, regulators expect
greater transparency, stronger recordkeeping, clearer supervision, and improved
borrower protection. goGreenlightLoans™ has been intentionally designed to meet
these expectations and, in key areas, exceed them.

The platform enhances transparency by centralizing borrower journeys, application
data, and communications within a single, auditable environment. Every interaction,
document, and status change is recorded, creating a clear and complete record that
supports both internal oversight and regulatory review.

Recordkeeping and supervision are strengthened through standardized workflows and
centralized intake. Rather than relying on fragmented systems or post-transaction
reviews, Principal Brokers gain real-time visibility into activity across the brokerage,
enabling earlier identification of risks and more effective supervision.

goGreenlightLoans™ also reduces fraud risk by enforcing consistent intake processes,
secure data handling, consent-driven information sharing, and controlled access to
funds through a centralized digital wallet. This structure limits off-platform
transactions and enhances accountability across all parties involved.

Y It's FREE Register your Brokerage TODAY!
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Borrower disclosures and experiences are improved through standardized, platform-
delivered communication. Borrowers receive clearer information, consistent
documentation, and guided progression through the lending process, reinforcing trust
and confidence while reducing misunderstanding or misrepresentation.

Importantly, goGreenlightLoans™ is designed to operate within Canada’s regulatory
framework—not around it. The platform supports the Principal Broker’s statutory
responsibilities by embedding governance, supervision, and documentation directly
into daily workflows.

For Principal Brokers, this creates a practical path to modernization—one that

strengthens compliance, improves borrower protection, and aligns with the evolving
expectations of regulators without compromising existing obligations.

’f’-——:_____:‘-‘\k“--.\

Y FREE registration for Brokerages
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Conclusion: A Defining Moment
for Principal Brokers

Canadian mortgage brokerages are approaching a defining moment.

The industry is shifting from agent-centric, referral-based growth to platform-driven
distribution and infrastructure ownership. Embedded finance is the mechanism
enabling this shift.

Principal Brokers who act now can:

e Control distribution e Build enterprise value
e Retain top agents e Future-proof their brokerage

e Reduce compliance friction

Those who delay risk being shaped by platforms they do not control.

goGreenlightLoans™ exists to give Principal Brokers a practical, compliant path
forward—one that transforms brokerages from fragmented networks into scalable,
defensible mortgage platforms.

“The brokerages that lead the next decade won’t compete with

banks — they’ll out-distribute them.”

Mark Cashin Founder & CEO Ching Mac Founder & CRO
mark@goGreenlightLoans.ca ching.mac@goGreenlightLoans.ca
www.goGreenlightLoans.com www.goGreenlightLoans.com

If you are interested in becoming a Merchant, Broker, Lawyer, Appraiser on goGreenlightLoans.com™
visit our website for more information and sign up forms

If you are interested in Licensing goGreenlightLoans.com™ technology.
licensing@gogreenlightloans.com

If you are interested in investing in Canadian Mortgages or need a Bespoke solution
Greenlight Capital LP investing@greenlightcapitalcanada.com

Conclusion: A Defining Moment for Principal Brokers 22
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