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As Regional Senior Vice President 
of The Federal Savings Bank, Ryan 
Farhat loves providing life-changing 
opportunities for his employees. “But 
the most fulfilling part,” he adds, “is 
knowing we help hundreds of veter-
ans monthly.” 

The bank, operated by retired U.S. 
Military veterans, does more than 50 

percent of its business with veterans. 
That’s what drew Ryan, whose father 
was a Vietnam era veteran. “I learned 
character and integrity from my 
father,” he says. “Those qualities are 
the foundation of my business philos-
ophy.” Ryan connected instantly with 
Steve and John Calk, chairman and 
vice chairman of the bank, who hold 
the same philosophy he does. “They 
advocate entrepreneurship, which 
allows us to make changes quickly. 
They give us the autonomy to run the 
business like we own it.” 

Ryan knew early on that his future 
would be in the financial industry. 
All through college he interned as a 
financial planner’s assistant for Smith 
Barney, which then directed him to the 
mortgage industry so he could learn 
to sell. At National City Mortgage, he 
personally closed 3,000 loans for more 
than $500 million. He was ultimately 
promoted to AVP of Consumer Direct 
in 2009 and managed the national call 
center for over 2 years.

“When the company was acquired 
by PNC, talk of pay cuts ensued,” he 
says. “I was envisioning the future. 
I wanted to work at a company that 
wouldn’t have pay cuts and would 
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have no ceiling for income. A place 
where I could create a better opportu-
nity for my associates.” Ryan searched 
lending institutions throughout the 
United States for the most innovative 
platforms with unlimited opportunity. 
He was notified by his recruiter that 
Steve and John Calk, who had over 
20 years of uninterrupted profitability 
at their existing mortgage bank were 
acquiring a small Bank out of FDIC 
receivership. The acquisition of the 
Federal Charter would provide them 
marketing capabilities in all 50 states. 
This is very important in consumer 
direct lending as it opens up the most 
opportunity for the Banker. 

This unique acquisition gave them 
a huge competitive advantage over 
other lenders as they would now have 
the backing of a federal bank char-
ter, which few mortgage bankers had 
done before. “In this case, the lender 
runs the Bank; it’s a true differentia-
tion that eliminates the bureaucratic 
inefficiencies and limitations of a bank 
controlling the mortgage division”. 
Once the acquisition was complete, 
that is when Ryan made the decision 
to leave PNC in 2011 to help build the 
consumer direct department at The 
Federal Savings Bank. “My depart-

ment was more of a pilot program 
for Consumer Direct and I worked 
around the clock 7 days a week for the 
first year piloting different business 
approaches. We have grown from 10 
Bankers in 2012, funding less than 
$100mm to 26 loan officers, funding 
$500 million in business in 2016.” 
The secret to Ryan’s success? Hir-
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ing the right people: those with a 
high level of integrity and character. 
“That’s important in building a rock-
solid foundation,” he says. “People 
who are going to battle in the trenches 
with you in good times and bad. Peo-
ple who will fight through adversity 
with you.” Ryan has put together a 
best-in-class marketing system and 
sales process, and he expects his team 
to reciprocate with the right attitude. 
“Then the stars align,” he says. “We 

have great camaraderie and collab-
orate effectively to succeed. We also 
pride ourselves on offering the best 
and most lucrative pay plan in the 
industry. To obtain the best Bankers 
in the industry, you must pay them 
accordingly.”

Because the bank can lend all 50 
states, Ryan can target the largest pos-
sible market, maximizing lead quality 
and, subsequently, conversions. He 
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utilizes direct marketing campaigns 
and places a high priority on con-
tacting previous clients once every 
three to six months—such as when 
the VA changes its programs—to see 
if he can be of service. The bank cur-
rently ranks 8th in the country for VA 
refinance transactions (IRRRL, or 
Interest Rate Reduction Refinancing 
Loans) and 14th overall for refinances 
and purchases. Ryan’s office accounts 
for about 15 percent of that number. 

“This is the material result of capital-
izing on our platform’s differentiation 
in the lending universe.”

Helping veterans is his passion. 
Besides his mortgage work, he sup-
ports the USO. “We do Jeans for a 
Cause on casual Fridays,” he says. 
“Each banker chips in $5 every week. 
It adds up to quite a bit.” They do 
annual functions to support the cause, 
too. 
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Of course, this dynamo isn’t all work. 
He and his wife Carrie and baby son 
Gavin love to travel. They often vaca-
tion on the Gulf side of Florida, where 
they enjoy the water and playing golf—
until it’s back to work. Ryan plans to 

grow his staff from 26 to approximately 
40 people over the next year or so and 
increase their volume to $1 billion. With 
his characteristic hard work, vision and 
timely decision making, Ryan is already 
on track to meet those goals.

For more information about Ryan J. Farhat of The Federal Savings Bank,  

Naperville, Illinois, please visit www.thefederalsavingsbank.com/ryanfarhat,  

call 630.780.1642 or email rfarhat@thefederalsavingsbank.com


