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QUALIFICATION : PROJECT 1007 KEY WORD SEARCH: Consulting Project, 
Strategy, Intermediary distribution, Growth

Summary: ICG to formulate a third-party (intermediary) distribution strategy with 

a focus on commission and value skew

Project 

description/approach

• Interviews with key executives and third-party distribution team

• Review and baseline existing business

• Compare business to local and global best practices in third-party 

distribution strategy and operating model

• Recommend refined strategy, operating model changes and build 

business case

• Prepare compelling board presentation and support CEO 

Why ICG was needed • Client’s third-party share had plateaued, and they wanted to review 

the business

• The CEO commissioned ICG to review the business and make 

recommendations

Impact delivered by ICG • Identified several significant opportunities in broker commission model 

structures

• Identified and shared numerous opportunities to skew the business to 

value as well as volume

• Client has accepted all recommendations and can see obvious and 

accessible financial impact from the work

Critical insights/new ICG IP 

available to new clients

• Developed new frameworks for optimising third-party distribution.

Client feedback “Would 

you use ICG again, and if 

differently, how?

• Yes, the client has used ICG several times in the past and this was 

seen as another very positive impact project

ICG Contact Partner for more information

David.Moloney@internalconsulting.com

Rob.Jenkins@internalconsulting.com

Project 

Scale

USD

$0-

$50K

USD 

$50K-

$100K

USD 

$100K-

$250K

USD 

$250K 

$1M

USD

$1M 

Plus

ICG 

contribution
X

Total scale X

Client 

Industry • All

Sector/Function • Strategy

Geography • Australian-based and headquartered bank

Project period/duration

May 2023 – August 2023

mailto:David.Moloney@internalconsulting.com
mailto:David.Moloney@internalconsulting.com
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This project was focused on business strategy

CORPORATE

• Business Model and Org Design 

(SBUs), Corporate Centre/Shared 

Services

• Portfolio (Profit Pools & Industry 

Structure)/M&A/Joint 

Ventures/Portfolio Interfaces (See 

Horizontal Strategy) 

• Governance

• EPMO/Investment Slate

• Culture/”Tone from the top”

• Transformation and Strategic Planning 

approach

• Strategy & Internal Consulting team 

design

BUSINESS

• Sources of advantage/Positioning

• Business Scope of each SBU

• Customers/Segments/

• Product

• Channel

• Geography

• Customer Experience, Journeys, 

Brands

• Competitors/Game 

Theory/Wargaming

• Regulator Interface

• Detailed Business Modell/Structure

• Business Plans

FUNCTIONAL

• Functions supported (Operations, 

Risk, Human Capital, 

Technology/Digital, Learning, etc.)

• Their role and alignment to 

strategy/shared services

• Nature of support and advantage 

they provide/gaps in support

• Functional Strategies

• Functional Plans

HORIZONTAL

• Recognised and harnessed synergies

• Coordination/capture processes

• Customer Strategy

• Innovation/Accelerators

• Data and Insight

• Change and Comms

PROCESSES, PEOPLE AND TECHNOLOGY

• Strategy formulation plans, tools, calendars and processes (Including Agile and Emergent Strategy)

• Supply Chain

• Org Dev

ICG’s Strategy Taxonomy 
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ICG’s Structured Approach to Broker Channel Optimisation

4

Loan Performance

Data Collection

Cash Flow

Modeling of

Risk-Adjusted

Loan Value

Loan-Level

Value

Outputs

Broker Needs /

Preferences

Survey Creation

Broker Management

Changes and

Target

Economics

Survey Execution /

and Evaluation

10

Loan Performance

Modeling

◼ Prepayment

◼ Etc.
Loan Economics

Data Collection

◼ Product  taxonomy / T&C

◼ ABC Origination & servicing costs

◼ Etc.

Broker

Relationship Overview

◼ Management model

◼ Commission model

◼ Relationship strategy and 

structure and support models

◼ Segmentation for sales and 

service differentiation

◼ White labelling and other

◼ Etc.

Broker Relationship

Valuation

◼ Value of production

◼ Cost to serve

11
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9

Broker Production

History Collection

◼ Applications

◼ Refis/Claw back

◼ Servicing costs

◼ Risk

◼ Price

◼ Etc.
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◼ Hardship

◼ Default
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Example analysis: the client’s current business was skewed slightly AWAY from 
value (e.g., For 10% volume share of highest value loans delivering only 8% of 
available industry value)

ICG Initial Diagnostic of the Third-Party Business (Mortgage product only, sanitised heavily)

• Value volume modelling of third-party 

business showed a uniform to skew 

AWAY from value distribution

• A significant opportunity was identified 

to skew towards more value origination 

of loans even within current volume 

targets

KEY POINTS



CONSULTING, UNBUNDLED: AGILE, CUSTOMISED EXPERTS

INTERNAL CONSULTING GROUP

Email enquiries@internalconsulting.com or

visit our website at www.internalconsulting.com

Contact your Partner for more information

David Moloney
David.Moloney@internalconsulting.com

+ 61 – 412 362 594

Visit our website at www.internalconsulting.com
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