
S P O N S O R E D  E D I T O R I A L  S P E C I A L  T O  M O R T G A G E  W O M E N  M A G A Z I N E

W e caught up with Mindy Rothenberger, President 
and C.E.O. of Southpoint Financial Services, a 
mortgage lender based in Alpharetta Georgia, for a 
quick chat about her journey and advice she would 

give someone coming up today. Mindy is a 2022 Award Recipient 
of our 2022 Mortgage Star award.

Take Me Back, How and Where did you get started?
“I started as a loan processor for a big subprime lender back 

in a small town in Indiana. After learning the ropes, I wanted 
to make the income that all the salespeople were making and 
have their freedom and flexibility. So I converted to a loan offi-
cer and started to learn what all that entailed.

When did you make that connection 
inside where you knew your passion 
was empowering women?

“A loan application back in 2003 from 
a single mother of 3. She was working 
2 jobs, had put herself through school, 
and saved up $5000 to fulfill that 
American dream of home ownership. 
She had a few pitfalls in her credit and 
had been turned down by 2 of the local 
banks in town. We worked for 2 months 
together, and finally that day happened 
where she closed on her first house. As 
I watched her weep with pride, I knew 
right then that I can help make an im-
pact on several women’s lives by show-
ing them the path to home ownership.”

Have you executed other roles in the 
mortgage industry other than origi-
nation and processing?

Oh Yes! I believe to be a good leader 
you must be willing to jump in at any 
position and know how to perform those functions. I have not only 
been a top producing loan officer most of my career, but I was also 
an underwriting manager for a national lender for over a decade. 
Flipping from sales to operations when my husband and I relocated 
from Indiana to Georgia, gave me the opportunity to learn opera-
tions. I immediately accepted a processing position however within 
30 days I was promoted to underwriting, then within a year I was 
the regional underwriting manager for national mortgage lender. 
It was another year or less, they asked me to run the operations 
center which at that time managed both sales and all operations 
functions. The time spent at the helm managing both teams 
provided me invaluable knowledge. It was important for me to take 
some time to sit with every department within my organization and 
get hands on experience. I felt I needed to fully understand each 
role so I could have a clear understanding how a change in depart-
ment may affect another. How can you lead a team if you don’t 
have a full understanding of what each department’s challenges 
are? Through this process, I was able to pull my departmental team 
leads from both sales and ops together to develop best practices for 
the branch, with the goal of making the process easier on every-
one. Since that time, I have maintained all my underwriting DE’s 
and maintained all my originators licenses. Having the in-depth 
knowledge of each position, gives me a perspective which few in 
leadership have. This firsthand knowledge and ability to perform 
each function of either sales or operations allows me to lead both 
groups such that they blend like a marriage. Our motto is you can’t 
be successful without the other. Sales needs ops, and ops needs 
sales to produce, we all succeed together, or we will all fail together.

You now are the C.E.O. and President of Southpoint Finan-
cial. What has that transition been like?

It is very challenging, especially in this versatile and ev-
er-changing market. We have large goals for not only production 
and growing employment opportunities in a contracting market, 
but we are enhancing our customer experience across the board 
by adding a lot of technology. Our goal is to make a very efficient 
process for our internal team and our team that works remotely. 

It is very important to me that we are all integrated regardless 
of where we physically work daily. Communication with clear 
expectations is key to success for us. Under promise your internal 
and external consumer but ensure you always over deliver. We 
have managed to build a reputation for providing a standard 
of excellence in our client experience. The core staff have been 
working together for over a decade now. For me, employee 
retention through investment in their growth, and keeping a fun 
environment are mandatory for a company to have longevity. 
Happy employees are the key to a company’s success.

You’re known around the office as that type of leader that is 
here when they get here in the morning, and still here when 

they leave. Even working weekends 
at times. What drives you this hard?

I want to leave this industry better 
than I left it and empower as many 
people as possible along the way to fulfill 
their dreams, whether that be the dream 
of home ownership or the dream career 
opportunity. Every morning I get up I 
am thinking of the people that depend 
on me to make a living that feeds their 
family, and the customers that are bet-
tering their financial situation using the 
tools we provide at Southpoint Financial. 
I want to lead through actions not empty 
promises. It’s imperative those I work 
with respect and understand I am willing 
to do more than I ask of each of them. 
Leadership is also about servitude. I want 
staff to follow my lead not follow orders.

What advice would you give women 
that don’t think they could cut it in 
an industry like yours?

First of all, anything is possible. I never 
thought coming from very humble beginnings, I would be where 
I am today. Without that D1 college degree, I simply do not fit in 
when you think of the elite. Learn to be ok with not fitting in, stars 
never do, they shine above the rest anyway. Others’ opinions can 
offer value feedback for personal growth, but don’t let it define your 
worth or set limitations on your life. Don’t be so quick to accept 
failure or defeat because your start was a little lower and my take a 
little more effort or a little longer than that D1 grad. A great attitude, 
willingness to engage in a process and learn and most importantly 
having a great work ethic will win every time. Don’t feel less than 
because of your gender, race, or social status and NEVER allow 
anyone to determine your value or limit your goals but you. Learn 
everything you can to become the expert, knowledge is the biggest 
gift so pay attention when you are being trained. Lastly when do 
reach leadership, understand what leadership truly means. Its not 
about the title, it’s not about the ability to bark orders or make big 
decisions. Leadership must come from within, you must truly care 
about others and want to see them achieve success. A leader will 
be a resource for development and leading the vision for those they 
lead. Lastly learn to speak less and listen more!!!

Mindy Rothenberger joined Southpoint Financial Services in Aug 
2007 and rose through the ranks to her current role as President 
and CEO. Under Mindy’s leadership, loan volume has increased 
over 400%, expanded their area serviced to 18 states, and her 
omni-channel marketing strategy has brought a new dimension 
to the call center and the remote loan originators. Mindy continues 
to have her eye set on providing more opportunities in the work-
place and customers wanting to improve their financial situation 
through home ownership. Regardless of working with a first-time 
home buyer, or coaching staff members, she does it with the 
intent to inspire personal growth for that individual.

Keys to Success — Connecting Passion and People


