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survivor you can succeed.
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U.S. Mortgages, Made In China? 
BY PHIL HALL

On November 20, the Wall Street Journal reported that China’s govern-
ment gave the green light for the creation of privately-owned Chinese banks. 
Although no timeline was announced on when this first wave of non-state-
owned banks would emerge in China, the news was still fairly jolting be-
cause it offered nothing less than a total realignment of how the Chinese 
banking system operates.

It is not clear if these new privately-owned Chinese banks will only oper-
ate in China, or if they will be able to focus on other markets.
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Safeguarding 
Loan Quality 
BY GREGG LEHMAN  

Mortgage lenders are now 
operating in an altered lend-
ing environment, thanks to an 
onslaught of new regulatory 
requirements that mandate 
audit trails for virtually all lend-
ing decisions, complaint reso-

lutions and life-of-loan interactions. These increas-
ingly complex requirements are not adequately 
supported by traditional lending processes and 
business models. Financial institutions must now 
determine how to both streamline and safeguard 
compliance, and those that place loan quality and 
risk management at the center of their operations 
using an automated loan completion approach will 
be the ones to achieve a winning outcome.

Loan completion, the final process step to confi-
dently creating a saleable loan unit, can be viewed 
as a new discipline in lending that leverages auto-
mation to track and control quality through con-
tinuous life-of-loan management. This approach 
includes the data transparency and audit trails 
necessary to support loan quality, loan servicing 
and loss mitigation. Many financial institutions are 
using technology to bring disparate systems man-
ually tied together ever-larger excel spreadsheets 
and complicated process flows to manage data 
quality and secure access loan data and docu-
ments through origination, servicing and sale on 
the secondary market. What is required is a stra-
tegic focus on loan completion to reduce process-
ing steps, costs and ensure quality throughout a 
loan’s lifecycle.

Into The Unknown
BY ROSIE BIUNDO

The current regulatory and economic environment has heightened the 
need for insightful and compliant decisioning tools, and lenders need deep 
and robust consumer information in order to improve portfolio stability and make more informed 
lending decisions. The best indicator of future behavior has always 
been – and continues to be – past behavior. To acquire this level of in-
sight, lenders must leverage technology to identify potential bankrupt-
cy risk, understand past consumer behavior and maximize profitability. 

Psst. Want A Hot
Investment Tip?
BY GEORGE YACIK

I’ve been looking for a good, relatively risk-free in-
vestment that offers the opportunity to earn double-
digit returns year after year and think I’ve found one. I 
think the stock market is overvalued and bonds don’t 
look so good either as interest rates rise. 

But there are a bunch of units in my condomin-
ium complex and others around my home here in 
Connecticut that are for sale at prices about a third less 
than what they were going for five or so years ago. I fig-
ured a smart buyer would be able to buy one of these 

units for $100,000 or so and rent 
them out for about $1,000 a month, 
or $12,000 a year. That’s a return 

of 12% a 
year, before 
expenses.
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This Is The Moment
We all draw inspiration from different sources. A lot of my inspiration comes from my kids. I 

have two boys and I am a VERY proud Dad. It’s cliché to say that my kids make me a better 
man, but they really do. So, what’s happening in my family now worth sharing here with you? 
My older son is getting ready to audition to be in his first musical.

For me this is a particularly special moment. Why you might ask? As a boy my grandmother 
would take me to a different Broadway musical every year for my birthday, so I love musical 
theater. To see my son up there performing would be just amazing to me. But first comes first, 
he has to get a part. So, we’re trying out different songs for his audition. There’s a song called 
“This Is The Moment” from Jekyll and Hyde The Musical that I think would be perfect. It starts 
like this:

This is the moment!
This is the day,
When I send all my doubts and demons
On their way!
Every endeavor,
I have made - ever -
Is coming into play,
It’s here and now - today!
This is the moment,
This is the time,
When the momentum and the moment 
Are in rhyme!
It’s an inspirational song about seizing the moment and realizing that 

now is the time to act. I know you’re asking: What does this have to do 
with the mortgage space? I see my son working hard to achieve his 
goals, in this case getting a part in a play, and I look back at a lot of the 
lenders active today and I ask myself: Why aren’t they doing the same?

Back when Fannie Mae published its electronic mortgage specifica-
tions a lot of us thought within 10, maybe 15 years, everyone would 
be doing e-mortgages. It hasn’t happened. Why? Because lenders are 
reactive and in most cases resistant to change. In this month’s Lending 
Laughs Cartoon you see a lender being dragged into automating. The 
statement made by the cartoon is sad, but true.

Most of us expected lenders to move on their own toward a more auto-
mated process because of the clear business benefits, but sadly that is not 
what happened. Now because of government mandates and a barrage of 
new rules, more and more lenders are realizing that they have to automate 
in order to just maintain compliance and still be profitable. As the song and 
the title of this article suggest, I guess now is the moment. Personally, I just 
think that it’s sad that the government had to intervene to get the industry to act.

VIDEO: INDUSTRY ACTION 
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As the mortgage market moves 
from refinancing to purchase money 
loans, lenders would be wise to hang 
their hats on the move-up market, 
especially the well-heeled segment of 
repeat buyers.

Affluent buyers are accounting 
for “a much higher percentage of 
(sales) activity” than normal, reports 

John Burns, who heads an Irvine, 
Calif., marketing and research firm 
named, aptly, John Burns Real Estate 
Consulting.  

Foreign buyers also are “playing 
a significant role” in some markets, 
says Burns, who is hoping that so-
called boomerang buyers will bounce 
back into the housing market.

There are several million of these 
former owners, and many are leas-
ing houses with rents that are more 
expensive than the mortgage and 
property taxes on them. “How many 
of them can and will return to home 
ownership will be a key determinant” 

in the strength of housing moving for-
ward, says Burns.

For the moment, then, it appears 
that the moneyed set – aka the 
HENRYs – is a lender’s best bet. 

HENRY stands for High Earners 
Not Rich Yet. They have incomes of 
between $100,000 and $250,000 
annually.

They’re not wealthy, a moniker that 
waits for folks who earn more than 
$260,000 a year or has amassed 
a fortune of more than $1 million. In 
fact, Pam Danziger, president of Unity 
Marketing in Stevens, Pa., says they 
are an “unassuming mass segment of 
the affluent consumer market,” and 
they could be the most important tar-
get customer, now just for now, but 
also for the future.

Danziger is an internationally recog-
nized expert specializing on consum-
er insights for marketeers. She has 
just published a new report – “Meets 
the HENRYs” – which highlights why 
these lower-income affluents are so 
important.

“The recent recession has left the 
true middle class severely limited in 
their ability to purchase goods and 
services in the near future,” says 
Danziger says. “That means HENRYs 
are the ‘new mass market’ for mar-
keters and brands up and down the 
pricing scale.”

The 76-page report says the 
HENRYs are ready to respond in 
force, if not necessarily in high levels 
of individual spending. While less-
affulents spend about half as much 
as do ultra-affluents on luxury and 
high end purchases, their significantly 
greater numbers (21.6 million house-
holds) mean that the total value of the 
HENRY market is about four times 
that of the ultra-affluent market (2.9 
million households).

“Marketers have historically felt that 
ultra-affluents were their ideal con-
sumer, but there simply aren’t enough 
of them to keep luxury brands afloat,” 
says Danziger.

Priced at a rather pricy $500, “Meet 
the HENRYs” examines the unique-
ness of this demographic, its pur-
chasing power and pyschographics. 
It distinguishes the purchasing style 
and drive of five different HENRY 
customers, and features five “Take 
Action” steps marketeers can take 
to start capturing a part of this mass-
affluent group of potential customers. 
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Few mortgage originators are 
likely to have noticed that the Local 
Community Radio Act of 2011 en-
abled a major expansion of non-
commercial low-power FM radio 
stations, those with a radius of 3 to 
7 miles. However, if your best ap-
proach to lead generation is edu-
cating consumers, hosting a weekly 
local low-power radio show might 
be a very effective way to underline 
your credentials as a trusted finan-
cial advisor in your community. And 
pairing your broadcasts with Internet 
radio could allow you to expand your 
reach, especially when you support 
that reach with a Facebook page 
and other social media.

Getting yourself a weekly spot on 
a tiny non-commercial community 
radio station will not be difficult – but 
is it worth the trouble? There are 
some definite questions you’d better 
ask yourself before you even bother.

First of all, are you sure that you 
have enough to say? Describing a 
few do’s and don’ts about applying 
for a loan will not get you through 
your first program. Most people who 
apply for mortgage loans already 
start with the Internet, where they’ve 
come across plenty of Mortgage 101 
tutorials. Do you have a lot more to 
say about (as well as to) real estate 
agents, builders, appraisers, land-
scape gardeners, and other possible 
referral sources you hope to gain for 
yourself? How successful have you 
already been at showcasing your-
self before a mass audience? If your 
main claim to fame is that you are a 
whiz at getting loans closed quickly 
and reliably, a radio show may be a 
waste of time. Stick to Little League 
sponsorship and ads that pull for 
you.

Veteran mortgage professional 
Hans Bruhner is taking a serious 
look right now at Internet radio as a 
lead-generation tool. Branch man-
ager for First Priority Financial in 
Sebastopol, California, he has long 
written his “Ask The Loan Man” col-
umn in a local newspaper and rein-
forces that brand with his personal 
website (AskTheLoanMan.com) 
where he posts videos discussing 
various mortgage-related topics.

“Internet radio seems like a good 
way for me to get my message out 
there in another way,” Hans told me. 
“I always wanted to do podcasting 
but this is simpler. If you are con-
stantly consuming information and 
putting it out there with your spin on 
it this is an easier way to present it 
for your audience.” Hans said he has 
a lot of confidence in podcasts and 
online videos because he got good 
instruction from them when he was 
building his own backyard patio.

A good place to start experiment-
ing with Internet radio is spreaker.
com, where you can create an ac-
count immediately and start re-
cording half-hour programs for 

free. You can practice there and 
add background music to record a 
professional-sounding introduction. 
You can hold off actual broadcast-
ing until you are satisfied that your 
voice is coming across as confident, 
professional and appealing. Once 

you pick a time slot and start broad-
casting live, spreaker enables you to 
send automatic e-mail alerts to your 
followers on Facebook. Spreaker 
posts listener stats on your indi-
vidual homepage so you can track 
your audience-building success. You 
also can e-mail recorded shows as 
podcasts.

If you catch a serious Internet radio 
bug, you may decide to switch from 
spreaker to BlogTalkRadio, which al-
lows you to host a live call-in Internet 
broadcast via compute and phone. 
You can host up to five callers at a 
time if you want to host a round-
table discussion on, say, proving a 
borrower’s ability to pay or the most 
effective ways for borrowers to use 
FHA 203k loans. As with spreaker, 
shows are archived as podcasts, 
with half-hour shows for free and 
longer shows requiring a subscrip-
tion fee. BlogTalkRadio is widely 

lauded as the leading Web-based 
talk-show platform. Currently mort-
gage mainstays like David Lykken 
have successful lending radio shows 
through BlogTalkRadio.

Low-power FM and Internet ra-
dio can be useful tools for mortgage 
originators to differentiate them-
selves from competitors by show-
casing their superior expertise – pro-
vided, of course that their expertise 
is genuinely superior. But lax prepa-
ration and thin show content will 
be disastrously counterproductive. 
The barrier to entry into successfully 
marketing yourself on radio is care-
ful preparation. “If you just want to 
regurgitate a bunch of second-hand 
information, stay home,” said First 
Priority’s Bruhner. 

Contact Mortgage Builder today and learn more about 
our next generation LOS.  800.460.5040 • www.mortgagebuilder.com

Architect, Mortgage Builder’s 

next generation LOS, is an  

all-inclusive residential lend-

ing solution that manages 

your loans from prequalifica-

tion through interim servicing 

and delivery.  Built with the  

latest technology, Architect  

offers browser based access in 

the cloud and expanded applica-

tion enhancement capabilities.  

See how Architect is helping move 

our clients and the industry forward.  

   Next 
Generation 
     LOS

How About Your Own 

Radio Show?
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The recent mortgage and hous-
ing crisis was in large measure a re-
sult of functional breakdowns of the 
two most important components of 
our housing finance system: quali-
fication and valuation. For this rea-
son, reforms have focused on these 
two components and have resulted 
in significant regulatory changes. 
Regulation of the appraisal process 
has been completely overhauled. 
Appraisal management software 
can be a major help or hindrance to 
lenders facing this new regulatory 
environment.

Among the key areas of focus 
within already enacted regulations, 
and within proposed changes still 
to be finalized, is creation of a com-
prehensive data record for each ap-
praisal transaction. Every aspect of 
the transaction, from ordering, to 
appraiser selection, to appraisal per-
formance, to communication among 
parties involved is subject to audit 

and review.   
The question for each lender then 

becomes: Is your appraisal man-
agement process up to meeting the 
higher standards and providing pro-
tection from these new risks?

Software as a Service (SaaS) is a 
method of software distribution in 
which applications are hosted by a 
vendor or service provider and made 
available to customers over a private 
network or the Internet. Today many 
applications used by businesses and 
other organizations, except custom 
applications that provide unique 
competitive advantages, are being 
delivered as web-hosted services 
via a browser. Within the mortgage 
industry, SaaS is a very hot topic. 

SaaS has emerged as a replace-
ment to older systems throughout 
the mortgage production-chain from 
Customer Relationship Management 
(CRM), to Loan Origination Systems 
(LOS), to appraisal management, to 
document preparation, to compli-
ance and beyond. Why?
SaaS Advantage 1—Save Money 
and Shorten Implementation

SaaS applications are offered on 
a pay-as-you-go, subscription ba-
sis. This enables you to avoid the 
expenses associated with imple-
menting traditional software. There 
is no need to buy hardware, soft-
ware, facilities to house them, or to 
hire people to manage it all. Industry 
consultants estimate that the cost of 
implementing traditional enterprise 
software is four to five times the initial 
licensing cost. 

Many implementation tasks asso-
ciated with older systems are elimi-
nated because the SaaS is already 
up and running at the vendor’s data 
center. This results in a shortened 
deployment time and a quicker 
achievement of positive ROI.

Key Takeaway: SaaS Appraisal 
management software provides 

cost savings and quicker productiv-
ity gains than the older systems or 
manual processes.
SaaS Advantage 2-Superior Data 
Management

The architecture of SaaS systems 
enables levels of customization, fea-
ture enhancement, patch deploy-
ment and external data interfacing 
that is vastly superior to older sys-
tems or locally installed software. 
Such capabilities greatly enhance 
the flexibility, and responsiveness of 
the system, while also offering supe-
rior data integrity, reporting abilities 
(providing operational visibility), re-
cord management and an overall risk 
reduction. 

Key Takeaway: SaaS appraisal 
management software can easily be 
customized for a lender’s specific op-
erational needs. Moreover, compre-
hensive reporting capabilities allow 
use of pre-set or completely custom 
designs in real-time without the need 
for re-programming, thereby dramat-
ically improving responsiveness.
SaaS Advantage 3-Focus 
Technology Efforts on 
Competitive Advantages

The business processes within the 
mortgage industry must produce 
products that are largely identical 
to one another, regardless of which 
industry participants are involved. 
Consequently, it makes sense to uti-
lize highly specialized, reliable and 
secure SaaS systems to ensure uni-
formity and compliance within origi-
nation (CRM, LOS, appraisal man-
agement, document preparation and 
compliance), closing, loan sales, se-
curitization and servicing processes. 
Through the cost-effective use of 
SaaS software, a mortgage lender 
can reallocate from its technology 
budget to focus on those activi-
ties that provide unique competitive 
advantages.

Key Takeaway: SaaS appraisal 
management software can improve 
efficiency, effectiveness and compli-
ance, while helping to return man-
agement attention to other activities 
that may yield better competitive 
advantage. 

The adoption of SaaS appraisal 
management software is increasing 
at a rapid pace.  Lenders of all types 
are making the change to ensure that 
their appraisal processes are man-
aged both to eliminate risk and to 
provide positive operational benefits. 
These benefits include cost savings, 
ease of implementation, productiv-
ity gains, appraisal operations vis-
ibility, customization and reduced 
oversight. 

Is your appraisal management pro-
cess up to the task? 

Schedule a demo today
Call (626) 577-4350 or email sales@rekon.com

Can you lower the cost of your 
lien release processes?

Lien release penalties can add unnecessary costs.
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can cause delays and rejections – along with fees, � nes and even litigation. Those costs add 
up to big expenses.

Fortunately, there’s Rekon, the industry’s #1 lien release technology. Used by servicers large 
and small, Rekon software knows every requirement for every county in every state, so it’s 
virtually impossible to make those costly mistakes. 

Protect yourself against lien release penalties.

www.rekon.com
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I don’t know about you but I am 
overloaded on QM, Non-QM, up-
dated rules, regulations and all the 
associated hot air. So, instead of 
continuing to toil over how, what, 
when and where things could pos-
sibly go wrong, I am going to think 
about all the good things that hap-
pened last year and what I am look-
ing forward to this year. 

One of the best things that hap-
pened last year was the growth 
of the industry. Low rates and in-
creasing home values brought us 
a plethora of refinances, and while 
increasing rates have caused dips 
in purchase money markets, over-
all we are better off than we were 
four years ago. New companies are 
emerging and brokers, whose de-
mise has been forecast since 2008, 
are still around and in many cases 
growing.

The long-anticipated punish-
ing regulations have been issued, 
argued over, revised and are now 

ready to implement. And while we do 
not appreciate some of the changes 
they brought, it has caused us to 
rethink and redo our policies, prac-
tices and procedures. Technology 
advances have made many of these 
changes less burdensome and our 
focus is now, more than ever, on 
how to do things right; not just fast.  

Our old nemesis, fraud, is still 
around, but has slid further back 
into the hole from whence it came. 
The delinquency and foreclosure 
rates are the lowest they have been 
in years and prospective homebuy-
ers are more encouraged.   

So what does that mean for this 
year? As the Chinese say, “May you 
live in interesting times” and the 
folks in this business surely know 
interesting times. We know the start 
of 2014 is certainly going to be in-
teresting. However, we have tackled 
tougher issues than this and sur-
vived, so there is no doubt that, with 
a few hiccups along the way, we will 
soon have these regulation changes 
under control.  

Interest rates will do what they al-
ways do; go up and down, but not 

necessarily in that order. There will 
be more companies emerging as 
well as some consolidations — the 
M&A market promises to be very 
busy in 2014. Servicing will face its 
challenges, but with more stable 
and performing loans in the portfo-
lio, servicers will be able to focus 
on those internal processes that are 
demanded by the regulations.  

The one big question mark I see is 
the focus on quality. While agencies 
and investors focus on the demand 
for more and more reviews, lend-
ers have moved further and further 
away from the purpose of doing 
them; making sure there is reliabil-
ity in the processes so that the next 
loan will be just as good as the one 
just inspected. When and how will 
lenders stop focusing on “data ele-
ments” and instead focus on the big 
“D”? No, not Dallas, but what the 
“Data” is actually telling them. If we 
get these two pieces of the puzzle 

under control then 2014 will be one 
of the best years for our industry in 
a long, long time. 


MortgageFlex Systems became a market leader by listening to our clients. Our sole focus for the past 30 years
has been the mortgage industry. The result is LoanQuest, a loan origination system that is a culmination of
best practices and modern technology. One that is flexible, secure and compliant. One that lets you do what
you do best – lend, while we take care of the technology.

Providing successful solutions takes more than just delivering a system in a new architecture. It takes experience,
knowledge, creativity, and dedication to be a long-term technology partner. 

No one knows what the future will bring, but one thing is certain – MortgageFlex will be there with the solutions
you need. Call today to experience the MortgageFlex difference.

800.326.3539
www.mortgageflex.com
jacksonville, florida

Origination and Servicing Systems

Transforming Mortgage Lending
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Right now, every lender and AMC 
should be preparing for compliance 
with the CFPB January deadline, 
as well as the new OCC Third-Party 
Relationship risk management bul-
letin. Many technology partner deci-
sions are being made this month, 
and I wanted to provide an objective 
list of considerations for when you’re 
choosing any technology vendor. It 
definitely pays to look beyond just 
your basic feature requirements.  
1. Are they honest? Is their mar-

keting deceptive? Do they ad-
vertise AMC directories that are 
nothing more than their own 
client list, or advertise products 
that aren’t really available? If 
something seems off, be wary. 
You’re ultimately liable for the 
performance and worthiness 
of your Third-Party relation-
ships, so watch for warnings of 

unreliability.
2. Will they build software inte-

grations for you? You’ll prob-
ably have to use more than one 
technology solution for different 
aspects of your business, so 
make sure your providers are 
really willing to build software in-
tegrations so your systems can 
communicate for a more cohe-
sive infrastructure and better 

workflow. If they say they’ll build 
it, get a time frame and ask 
for references on integrations 
they’ve built for other clients. 
Speed and modern develop-
ment are critical to your suc-
cess, so make sure they have a 
proven track record.

3. Can you count on their in-
frastructure? The Third-Party 
Relationship guidelines issued 

by the OCC and CFPB require 
your vendors have robust, se-
cure, redundant technological 
backbones. Ask your potential 
vendor for infrastructure details 
to ensure they meet these stan-
dards. It’s a compliance issue, 
but it should also be a concern 
for your business continuity.

4. Do they have a history of up-
dates? How often do they up-
date their software or add fea-
tures? How are features added? 
If you request something, will 
it be incorporated in your soft-
ware? Take a look at their release 
history to verify they’re a modern 
software provider with consis-
tent updates and new feature 
releases.  Are they continuously 
improving their platforms? 

5. What’s their main priority? 
Many smaller technology pro-
viders came into existence as 
a particular software solution 
built for one large company. In 
other words, they built a system 
and then monetize it by selling 
to others. In this situation, you 
may not have the flexibility you 
need since the workflow is built 
around one particular organi-
zation. In addition, you won’t 
necessarily see improvements 
or changes that you need since 
your priorities will come after the 
bigger fish. Take a look at their 
overall customer base and verify 
you won’t be relegated to only 
the tools one of your larger com-
petitors wants.

Choosing partners is always diffi-
cult and there are several outstand-
ing technology companies out there. 
I hope these five issues give you more 
perspective to make faster, better 
decisions. You can download a lon-
ger list at www.MercuryVMP.com/
Backbone. If you have “tech fail” sto-
ries or input on any of these tips, I’d 
love to hear them. E-mail me any time 
at Jennifer.Miller@alamode.com.  

Delivering the industry’s  
most trusted online lending tools

LoanQuoter® delivers innovative web portal solutions to meet today’s “tech 
savvy” borrower expectations.  This dynamic solution provides customized 
product selection with mortgage and consumer applications along with a 
secure consumer portal for the delivery of two-way documentation.   

RemoteDocs® delivering critical lending information where and when you 
need it with full audit trails. Not only can the use of Data-Vision’s RemoteDocs 
secure electronic delivery reduce costs, but when applied to initial disclosures 
creates a better, more compliant process.  

Point, Click, Delivered. It’s just that simple.
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(888) 925-8625
info@d-vision.com
www.d-vision.com
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Get More Leads This Year
It’s that time of year again: planning your marketing spend and projecting 

sales for the upcoming quarters. The challenge, however, is that there’s too 
much conflicting information out there.

Do you focus on a pure content marketing play, go heavy on social, spin up 
an outbound team, double down on your SEM and marketing automation, or 
just shotgun it, business as usual?

As you should know by now, the he Mortgage Bankers Association (MBA) 
expects to see $1.2 trillion in mortgage originations during 2014, a 32 percent 
decline from 2013.  While MBA expects purchase originations to increase 9 
percent, it expects refinance originations to fall 57 percent.

MBA also upwardly revised its estimate of originations for 2013 to $1.7 tril-
lion from $1.6 trillion to reflect shifts in lender market shares reported in the 
latest Home Mortgage Disclosure Act (HMDA) data release.

MBA expects that purchase originations will increase to $723 billion in 
2014, up from $661 billion in 2013. In contrast, refinances are expected to 
drop to $463 billion from $1.08 trillion in 2013.

For 2015, MBA is forecasting purchase originations of $796 billion and 

refinance originations of $433 billion for a total of $1.2 trillion. So, how do you 
get more leads in this type of environment?

No wonder a CMO’s job security is often in question. There’s a lot of pres-
sure to get everything right while constantly seeking the next silver bullet 
that will drive profits for stakeholders. And every marketing activity can’t be 
directly correlated to driving leads.

But figuring out the most effective methods for generating B2B sales leads 
should be top of mind for companies looking to connect ROI to their market-
ing efforts. That will ensure that you’re feeding the sales machine, and, as 
every marketer knows, that means more support for the equally crucial but 
longer-term marketing activities that are harder to attach to a quarterly goal.

“We expect mortgage rates will increase above 5 percent in 2014 and then 
increase further to 5.5 percent by the end of 2015,” noted Jay Brinkmann, 
MBA’s Chief Economist and Senior Vice President for Research and 
Education. “As a result, mortgage refinancing will continue to drop, and bor-
rowers seeking to tap the equity in their homes will be more likely to rely on 
home equity seconds rather than cash-out refinances.  We will potentially see 
a small increase in refinances toward the end of 2015 as the Home Affordable 
Refinance Program 2.0 (HARP) expires but HARP activity during 2014 will 
still be low.  While on paper the number of HARP-eligible borrowers appears 
large, the reality is these borrowers have been unresponsive to numerous at-
tempts to encourage them to participate in the program and are less likely to 
do so now that rates have gone up.”

So, what is the average lender or mortgage technology vendor to do? 
Earlier this year, MarketingProfs ran a series of articles on B2B lead genera-
tion. The following infographic should help distill the trends that B2B market-
ers will be riding to find success in 2014. 

Read More
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In today’s ultra competitive market, 
cIt’s been a busy conference sea-
son. I just finished attending numer-
ous mortgage industry trade shows, 
and one of the thing that amazed me 
as I attended the various shows is 
how ill-prepared some of the speak-
ers were. When I say ill prepared I 
am talking about the quality of their 
presentations and more importantly, 
their ability to connect with the au-
dience. Specifically, a number of the 
speeches were about features and 
functions from the speaker’s individ-
ual business, without clearly explain-
ing how that applies to the audience. 
As a result, these talks came off as 
commercials and they didn’t give the 
people in attendance a reason why 
they should listen.

I understand that when you are 
faced with public speaking responsi-
bilities, you want to demonstrate your 
knowledge of the subject. But if you 
go too far you end up cramming a lot 
of information into the presentation 
and it loses focus. That’s why this ar-
ticle entitled “The Difference Between 
a Stirring Speech and a Snooze-
Fest” by the John Maxwell Company 
grabbed my attention. Let’s face it, 

there are a lot of bright people that 
give a boring presentation.

If you want people to take some-
thing away from your speech, your 
presentation needs to touch their 
heart. The presentation has to be 
about the audience and helping 
them, instead of spitting out facts 
and figures or trying to sell your solu-
tion. That just doesn’t work.

The article I referenced puts it this 
way: “How often have you walked 
away from a lecture, speech, or ser-
mon thinking, “I sure wish she had 
spoken longer; that was just too 
short!” Nine times out of ten, or may-
be even 99 out of 100, communica-
tion outlasts connection. Leaders ei-
ther fail to engage the audience in the 
first place, or they continue talking 
long after having lost connection.”

Interestingly, the article draws from 
a famous moment in United States 
history to prove its point. As we all re-
member from history class, Edward 
Everett delivered the keynote address 
to commemorate the soldiers slain at 
the Battle of Gettysburg. His sweep-
ing speech of more than 13,000 
words stretched over two hours in 
length. After he finished, President 

Abraham Lincoln made brief remarks 
lasting just two minutes. Lincoln’s 
Gettysburg Address has gone down 
in history as a rhetorical masterpiece, 
inspiring generations of Americans. 
Meanwhile, Everett’s oration has fad-
ed into oblivion. What made Lincoln’s 
speech memorable and Everett’s 
monotonous?

For example, Everett overestimat-
ed the importance of the intellectual 
content of his message. His speech 
was historically informed, crafted with 
the utmost care, and teeming with in-

telligent insights. Judged according 
to its scholarly quality, Everett’s ad-
dress was outstanding. However, he 
relied too heavily on the intellectual 

appeal of his speech. In attempting 
to convince the audience of the sig-
nificance of the battle through rea-
soned arguments, Everett did not 
successfully touch their hearts.

President Lincoln, on the other 
hand, understood that people did 
not need to be intellectually per-
suaded of Gettysburg’s pivotal role 
in the war. Rather, he emphasized 
the worth of what the Union soldiers 
had fought to preserve—a nation 
“conceived in Liberty, and dedicated 
to the proposition that all men are 

created equal.” Lincoln knew the 
soldiers’ sacrifice was far more com-
pelling than anything he could say. 
Whereas Everett placed too much 
importance on content, Lincoln dis-
counted the value of his words. By 
evoking the ideas of political freedom 
and equality at the heart of American 
democracy, the ideals the Northern 
soldiers had died to defend, Lincoln 
forged an emotional connection with 
the audience.

Second, Everett failed to get to the 
point, or rather he made too many 
points. Meanwhile, President Lincoln 
appears to have asked himself two 
basic questions that are essential 
for a leader looking to get through 
to people. What do I want them to 
know? And what do I want them to 
do?

You get the point, enough with the 
history lesson. The article outlines 
five principles that can help your 
speeches spur people to action, 
rather than putting them to sleep.

1. Talk to people, not above them.
2. Get to the point.
3. Repeat the main point over and 

over and over again.
4. State the main point clearly.
5. Say less so that people retain 

more.
What I want people in the mortgage 

lending space to take away from this 
is that people in our business should 
strive to say less, 
so people re-
tain more. Talk 
to people, not 
above them. 

We’re taking the suspense out of valuations.
No guesswork, fewer surprises.  From now on, all of our default appraisals and BPOs come pre-reviewed 

and pre-validated using two advanced data and analytics assets — LoanSafe Appraisal Manager™ and 

CoreQuality. Saving time, cost and helping you make faster, safer decisions. Data-validated valuations— 

that’s CoreLogic®.  

Learn more at corelogic.com/datavalidatedvaluations

NYSE: CLGX  ©2013 CoreLogic®. All rights reserved. 
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In April of 2003, Ohio native Aron 
Ralston was hiking in the mountains 
of Utah. He had been an enthusiast 
for much of his life and had spent the 
last year challenging himself to climb 
the most rugged terrains. While 
descending a particular slope, a 
large boulder fell down onto his right 
hand and pinned his arm against the 
canyon wall. He was alone, and he 
had not told anyone where he was. 

Pinned against the canyon wall, he 
began trying everything he could 
think of to free himself.

Ralston ate a little bit of his food 
and drank a little bit of his water at 
a time to survive. When he ran out 
of water, he even began to drink his 
own urine. Days past and he began 
to think he might starve to death. 
Then, he got an idea. On the fifth day 
of being trapped, in order to free his 
arm, he intentionally broke his radius 
and ulna bones. Then, he sawed 
through and amputated his own arm 
using the blunt knife of his multi-tool. 
After freeing himself, he hiked down 
eight miles before finding someone 
to take him to the hospital.

After rescue, Ralston was found to 
have lost forty pounds and twenty-
five percent of the total blood in his 
body. The rock that had pinned his 
arm against the canyon wall weighed 
800 pounds. It took thirteen men, a 
winch, and hydraulic jack to lift the 
boulder so that Ralston’s arm could 
be removed. The arm was then 
cremated and then given to Ralston 
as a token of his extraordinary 
determination to survive.

Maybe you’ve heard this story 
before. Ralston wrote about it in his 
autobiography, Between a Rock and 
a Hard Place, and it was the subject 
of the 2010 film, 127 Hours. I love 
this story, because it’s a story of 
survival against all odds. It shows 
what we can accomplish if we are 
relentless about making it out of 
any situation alive. It is a poignant 
tale of inspiration for getting through 
seemingly hopeless situations in 
many facets of life, not the least of 
which is the ever-increasing strain 
facing the mortgage industry.

“When the going gets tough, the 
tough get going.” I love this quote. 
To me, it means that the truly resilient 
thrive in the most difficult of situations. 
For the strongest mortgage bankers, 
the trying economic times and the 
increasing government regulations 
will not be causes for concern; rather, 

they will be 
motivators 
f o r 

persistence. Just as Ralston went 
as far as cutting of his own arm 
to survive his hiking accident, the 
toughest mortgage bankers will 
do whatever it takes to adapt and 
survive the current regulatory and 
economic environment.

The questions you need to ask 
yourself is, “Am I tough? Am I resilient? 
Am I one of the survivors?” It’s easy 

to look tough when circumstances 
are easy. When the market and the 
regulatory environment are in your 
favor, it’s easy to come off looking like 
the hero. But, as Thomas Paine said 
of the “sunshine soldier and summer 
patriot,” the true colors of mortgage 
bankers will be shown when times 
are hard. 

I believe that, if you’re reading 
this, you have the capacity of being 
a survivor. You have the capacity to 
persist through any situation that is 
thrown at you. All you need to do is 
make a simple decision. You simply 
need to decide. Decide to keep 
going even when--indeed, especially 
when--times are tough. Decide not 
to give up or given no matter what 
the cost. Decide to be a survivor. 
Make that decision. And, 
then, get going. 
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Unless you‘ve been living under a 
rock, you’ve already heard of apps. 
Apps are ways to get deals, music, 
travel, exercise, cooking, and the list 
goes on. In short, ya, there’s an app 
for that! There’s even an app named 
the “Outsider app” - it’s a Windows 
phone app. But, what the heck is an 
outsider app?

In the technology/security world, 
outsider apps are software applica-
tions, whether mobile, tablet, or PC 
based, that can be used for a stand-
alone purpose or integrated into other 
primary applications within your inter-
nal environment but originate from a 
source outside of your environment. 
Sometimes these apps can be seen 
as add-ons and can be confused with 
simple third-party interfaces, but out-
sider apps are little too avant-garde to 
fit that convention.

A little unconventional thinking 
could be just the thing your orga-
nization needs for a boost of vital-
ity. In the art world, there is an entire 
genre of “outsider” art (and an app 
for it). According to the Philadelphia 
Museum of Art , outsider art “is made 
by people who have not gone to art 
school, who usually do not operate 
professionally or earn their livings as 
artists...Not categorized by styles, 

movements, or trends, it is art made 
by individuals who are driven to cre-
ate by their own particular inner com-
pulsions, which may be visionary, 
derived from memories, evangelical, 
or popular-culture inspired...The best 
outsiders produce work that is out of 
the ordinary, edgy, imaginative…”

That description fits today’s app 
developers perfectly. Software de-
velopment used to be an exclusive, 
elusive club of geekdom for a specific 
and very intricate purpose. That has 
changed and today we even have 
children creating apps! In 2011, the 
World Record Academy recognized 
Thomas Suarez from Los Angeles, 
age 12, as the world’s Youngest 
App Developer. Young Tom has al-
ready established his own company, 
CarrotCorp, and made two iOS apps.

Imaginative inventors abound and 
businesses have many opportunities 
for internal improvements. To suc-
ceed in today’s business world, you 
need every edge you can get. There 
are numerous secure apps that can 
be used with your existing infrastruc-
ture that will lower operating costs, 
boost productivity or just let you com-
municate with your customers easier. 
Whether you purchase a hosted ap-
plication from a service provider to 

help you access your accounting 
system on the go, or integrate a new 
project management application into 
your business suite, finding an out of 
the box solution to integrate into your 
infrastructure rather than going to the 
time and expense of building some-
thing from scratch will almost always 

lead to faster implementation and de-
creased costs.

Twitter is a great example. To most 
people, Twitter immediately conjures 
images of posts noting what people 
are having for dinner, that they just 
left the metro, or that Best Buy has 
a sale...but Twitter is used every day 
as a major communications tool for 
companies to notify customers of sta-
tus alerts, emergency situations and 
general news items. For instance, the 
MortgageFlex Support Services team 

uses “Mort Support” to communicate 
with customers via Twitter. In fact, we 
have integrated Twitter into our help 
desk app so that customers can even 
request support through the Twitter 
interface.

One of the most popular enterprise 
app suites available during the past 
few years is Google Apps. Whether 
using the consumer friendly apps to 
create documents, send e-mail, or vid-
eo chat, the collaboration offered has 
been adopted by individuals through 

Fortune 500 companies, as a matter 
of fact, these outsider apps are now 
used by over 5 million businesses 
worldwide, including MortgageFlex. 
During the past year we have moved 
all of our internal documentation (train-
ing materials, guides, technical manu-
als) to Google drives, allowing our 
team easier remote access and giving 
them better collaborative abilities. This 
article was written and reviewed using 
a Google app.

So why have outsider apps like the 
Google Apps suite become so popu-
lar? It all comes back to the consum-
erization of technology into small but 
purposeful apps. Strategy Analytics, 
a global research and consulting firm, 
recently published that smartphone 
users have now topped over 1 billion, 
with another billion to be added to this 
by 2015. Apps have become part of 
our daily lives so integrating easy-to-
use apps that keep us connected to 
our workplace just makes sense. Not 
only can you collaborate in real-time 
via a web interface, you can also store 
your email and files securely in the 
“cloud” without the worry of ever losing 
your data. Companies can now easily 
fix a cost to a new employee for this 
whole collaboration suite and not have 
to worry about increasing infrastruc-
ture costs associated with these apps 
since they are not hosted internally.

Ultimately, integrating outsider apps 
into your organization will become a 
necessity. As a financial institution or 
mortgage lender, it is imperative that 
these outsider apps be fully vetted 
by your technical and security teams 
before deploying for internal use or 
your external customer use. In the 
end, though, having an app - mobile, 
tablet, or desktop - will increase your 
business efficiencies and decrease 
costs.  So next time you need a so-
lution that you don’t have with your 
current software, take a look - I bet 
there’s an outsider 
app for that! 
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(continued from P1) 
Traditional Lending Practices 

ended in 2010. Why won’t tradi-
tional lending practices work now? 
Lending has traditionally followed a 
linear model, which means there is 
a different team managing each op-
erational step and little back-office 
integration. As a result, lending op-
erations must cobble together infor-
mation from a variety of systems and 
technology silos to prove that loan 
information is accurate, loan deci-
sions have been fair, lender actions 
have been compliant and that all 
documentation is in place to sell the 
loan asset on the secondary market. 
Evidence that a lender is attempting 
to follow outmoded processes are 
the hiring of more FTE’s, temporary 
workers, more meetings and more 
spreadsheets and checklists. This 
approach increases lending costs to 
the point where many wonder why 
they are still in the business.

The biggest impact on lending 
practices has been new consumer 
protection and non-performing loan 
regulations, which were enacted in 
the last two years to track loans in 
foreclosure or near-default. Dodd 
Frank reform has tasked lenders with 
performing additional institutional 
examinations and the Consumer 
Financial Protection Bureau (CFPB) 
now requires lenders to document 
every complaint and resolution.

To keep pace, lenders have had 
to increase staff and functionality, 
adding to the complexity of systems 
and processes that lenders need to 
be compliant. Compliance is expo-
nentially more difficult when differ-
ent technology platforms or third-
party systems are factored in. This 
complex concept of technology, 
process and compliance is codified 
by the CFPB in its discussion of the 
“Compliance Management System” 
mandate for January 2014.

When it comes to acquiring and 
selling assets on the secondary mar-
ket, transparency is the most criti-
cal piece of the puzzle. The Private 
Mortgage Investment Act protects 
investors by requiring standardization 
and uniformity of mortgage securiti-
zation, transparency into all aspects 
of the securitization, and adherence 
to the rule of law.

The act encourages robust private 
investment in the U.S. mortgage mar-
ket and as a result, has exerted add-
ed pressure on lenders’ Post-Closing 
area. These time-consuming pro-
cesses are typically not automated, 
which forces lenders to use reams of 
paper and piece together workflows.

Asset quality begins with the loan 
origination process. To ensure loans 
are compliant from the start, lenders 
should focus on efficient data pro-
cessing, automated task routing and 
process tracking. This stage is all 
about cost, time-to-close, collabora-
tion, transparency, error discovery and 
correction, and overall data accuracy 

− drivers that affect the lender’s ability 
to originate “clean” sales to the sec-
ondary mortgage markets.

Secondary market demand is forc-
ing lenders to seek out quality as-
surance processes that speed time 
to market. However, in today’s multi-
platform and manual processing en-
vironments – where quality control 
is challenged by data discrepancies 
and compounded by human error – 
speeding up the process may only 
exacerbate the situation.

Some lenders continue to struggle 
with the reality of loan buybacks in 
the secondary market, often a result 
of poor loan quality due to lax under-
writing and document management. 
To improve the quality of mortgage 
portfolios, many lenders establish 
strong quality review workflows that 
identify problems sooner, and re-
duce risk and exposure. Multiple 

technology platforms, disjointed 
processes and multiple lending sys-
tems make this process much more 
difficult.

Lenders need an effective loan 
completion system that goes beyond 
enterprise content management to 
capture point-in-time origination, re-
lated loan documents, and servicing 
and loan disposition events. A qual-
ity, auditable system also facilitates 
information sharing by making it pos-
sible to view and compare multiple 
loan documents and records from a 
single view.

Automating loan quality ensures 
that individual steps within the life-
of-loan process are definable and 
traceable, and that loan data meets 
all quality standards and regulatory 
requirements. The loan completion 
system should be flexible and config-
urable so that lenders can design their 
loan completion processes to meet 
ever-changing regulatory demands 
and specific institutional needs.

There are five vital components of 
automated loan completion:
1. Contextual Capture: Keyword 

data is extracted from scanned 
documents utilizing zonal OCR, 
intelligent templates, automated 
indexing and full document 
recognition

2. Track: Automation tracks and 
reacts to maximize the con-
sumer experience and minimize 
timelines

3. Review: Processes support 
compliance and provide loan 
level data, remotely viewable 
documents, standardized pack-
aging, pool reviews and elec-
tronic delivery

4. Confirm: Quality controls are 
integrated into the pre-close 
audit, post-close audit, data 
validation and overall document 
readiness

5. Deliver: Final validation and 
documentation are provided, 
including delivery of the com-
pleted loan document(s) to the 
correct destinations

Thriving in today’s lending space 
requires a centralized approach 
for managing loan quality and risk. 
Financial institutions that implement 
loan completion solutions will fortify 
overall lending and be positioned as 
industry leaders. 
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(continued from P1) 
Unfortunately, the only money I 

have to invest with is in my IRA. If 
only I could use the money in my IRA 
to buy one. 

Well, it turns, you can.
I had been under the impression 

that you could only buy conventional 
paper assets with IRA funds, such 
as stocks, bonds and mutual funds. 
But you can also buy alternative in-
vestments like real estate investment 
property, although there’s a specific 
process you have to go through.

The trick is that the assets have to 

be held by a custodian that follows 
the IRS guidelines for tax deferred ac-
counts to ensure that the investment 
grows tax deferred. There are sev-
eral firms that can help you do this, 
including Guidant Financial, Sterling 
Trust, IRA Resources and PENSCO 
Trust. The firms act as custodian of 
your self-directed IRA, holding the 
property and dealing with all asso-
ciated expenses. Of course, they 
charge fees for this service. There’s 
even an industry trade association, 
called the Retirement Industry Trust 
Association. 

Actually, there’s a wide variety of 
alternative assets you can invest in 
through your IRA, including non-pub-
licly traded securities, promissory 
notes, real estate, precious metals, 
LLCs, tax liens and partnerships, as 
well as publicly traded securities.

The types of real estate you can 
purchase through your retirement 
account include single-family and 
multi-unit homes, apartment build-
ings, co-ops, condos, commercial 
property and improved or undevel-
oped land. 

But there are rules on what you 
can and can’t buy. For example, you 
can’t buy property that you previ-
ously owned yourself or someone in 
your immediate family did. You also 
can’t live or work in a property you 
buy or lease it to an immediate family 
member.

You can even take out a mortgage 
to buy the property if you don’t have 
enough to buy it outright. However, 
you have to pay the mortgage with 

funds in the IRA, such as income from 
the property itself or annual contribu-
tions or other assets in the IRA, but 
not your personal funds. That’s be-
cause the property actually belongs 
to the IRA, not you personally.

Is investing in residential real es-
tate any less risky than investing in 
the stock market? I’m worried about 
a stock market bubble myself. It can 
certainly be argued that house prices 
are in bubble territory too, but they’re 
also 25% below the peak. I would 
think they have a lot less further to 
fall than stocks. Besides, you’ll still 
be getting the monthly rental pay-
ments even if the property value falls. 

Home prices are up nearly 13% 
so far this year, according to the 
National Association of Realtors, but 
are still down more than 20% off the 
2008 peak. By comparison, with two 
months still to go, stocks are up way 
more than that. NASDAQ is up more 
than 30% through October, while the 
S&P 500 is up more than 25% and 
the Dow is up more than 20%, with 
the latter two indexes both at or near 
record highs. 

But the Fed says none of these as-
sets are in bubble territory. But then 
they always say that. Unfortunately, 
they’re often wrong. But this time 
around, housing may be the safer 
bet.

Disclaimer: George Yacik is not a 
licensed or professional investment 
adviser nor has he ever played one 
on television, on stage or in the mov-
ies. The information presented here 
does not purport to be investment 
advice and should not be construed 
as such. This article is presented 
solely for educational purposes and 
to give the reader something to 
consider. You should consult a pro-
fessional before beginning any ag-
gressive or moderately aggressive 
investing or exercise program. 
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(continued from P1)
By utilizing technology tools such 
as real-time, tradeline-level analyt-
ics, lenders can understand con-
sumer behavior patterns and po-
tential risk to determine the best 
strategies and opportunities for 
their borrowers.about them.

24 MONTHS: THE SWEET SPOT
If lenders want to truly obtain an 

insightful view of a borrower, us-
ing analytics with data across a 
24-month playing field is crucial. 
Detailed consumer level informa-
tion such as balance, payment, 
credit limit or account type pro-
vides insight that can identify and 
predict a borrower’s future credit 
behavior. Incorporating this bor-
rower data into acquisition, port-
folio and review strategies assists 
lenders in mitigating risk and offer-
ing relevant opportunities to spe-
cific borrowers. 

For example, the ability to predict 
an individual’s propensity to pay 
within a certain timeframe can drive 
specific marketing strategies and 
opportunities to enhance custom-
er loyalty. Analyzing a borrower’s 
credit behavior over a 24-month 
period can help identify unique sets 
of trends and characteristics, such 
as:

• Spending patterns;
• Payment patterns; and
• Credit utilization – es-

tablished patterns and impact of 
changing behavior.

Historical, trended data allows 
for better decisioning across the 
entire lifecycle – from acquisition 
to account management to collec-
tions. Data-rich technology tools 
like this provides lenders with the 
consistent information needed to 
identify and implement borrower-
specific actions. 

THE GAME OF RISK
Past behavioral insight is read-

ily available to lenders who lever-
age the right technology in order 
to confidently predict the future 
behavior of a consumer. Plus, ana-
lytic tools like scores and models 
can be leveraged in the portfolio 
monitoring process to predict the 
risk that a borrower may file for 
bankruptcy.

Scores and models tailored 
specifically to predict bankruptcy 
allows lenders to distinguish po-
tentially profitable customers from 
those who are more likely to file 
for bankruptcy. Using a score with 
comprehensive, tiered segmenta-
tion schemes allows lenders to in-
dependently evaluate bankruptcy 
risk.  Scores such as these can 

support account management 
since it assists with enhanced seg-
mentation and treatment or collec-
tion strategies.

POWERFUL TECHNOLOGY, 
POWERFUL DECISIONS

The recession may have altered 
the consumer credit landscape, 
but insight into a borrower’s po-
tential to incur bankruptcy and to 
predict future credit behavior is 
available for lenders in order drive 
profitable decisions and effective-
ly manage portfolios despite the 

stringent regulatory environment. 
Lenders are better enabled to stra-
tegically and effectively expand 
borrower pools through the use 
of technology tools like real-time, 
tradeline-level analytics. Managing 
borrower risk and predicting their 
future behavior by utilizing data-
rich technology can help improve 
business performance and ensure 
more consistent outcomes. 

INTO THE 
UNKNOWN

The mortgage market is treacherous. 
One false move could put it all at risk.  

Companies that want to succeed in today’s regulatory 
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If the latter is the case – which 
would make perfect sense if one 
understands how Chinese business 
leaders strategize – I would be willing 
to wager that these nascent lenders 
will find their way across the Pacific 
and take aim at the U.S. housing 
market. After all, the Chinese banks 
would find themselves in the right 
place at the right time.

How did I come to this conclusion? 
Well, let’s do some elementary eco-
nomic formulations and see how it all 
adds up.

For starters, it will be upwards of 10 
years before the Chinese banks have 
been organized at home and are able 
to receive approval from Washington 
to operate in this country. That may 
seem like a long way down the road, 
but time is the ally to the Chinese – 
at least in terms of the U.S. economy 
and the housing market.

I freely admit being pessimis-
tic in believing that there will be no 

substantial improvement in the U.S. 
economy until Barack Obama leaves 
the White House. And I believe things 
would get worse if the Democrats 
get control of both the House and 
the Senate in the 2014 elections – 
that would enable a return of the po-
litical power set-up that gave us the 

two biggest drags on the economy, 
Obamacare and Dodd-Frank. (Having 
the Republicans controlling both the 
House and the Senate will result in an 
endless skein of anti-Obama legisla-
tion that will be immediately vetoed by 
the White House, so nothing will get 
done in Washington.) 

Thus, from now 
through early 
2017 and the ar-
rival of new na-
tional leadership, 
we can easily as-
sume the econo-
my will continue 
along its current 
anemic path. 
The current woes 
that weigh down 
the country – a 
deficit of decent 
paying employ-
ment opportuni-
ties and a new 

wave of college graduates burdened 
with atrocious job prospects and 
manacled into student debt – will not 
abate. And there is no evidence to 
imagine that the housing market will 
be roaring back – endless talk of a re-
covering housing scene is strictly an 
expression of excessive optimism and 
not measurable facts.

The mortgage industry will most 
likely continue to constrict, as the 
major lenders move out of this area 
and smaller lenders find themselves 
smothered in regulations that make 
it very difficult to sustain profits. 
Between now and 2017, I will not be 
surprised if many community banks 
and independent mortgage lenders 
seek out mergers or go out of busi-
ness. There will be no serious GSE 
reform during this period, too, which 
translates into private capital looking 
elsewhere to reap a financial harvest.

Working under the assumption that 
a change for the better will slowly 
take root in 2017 – and recovery will 
be slow, due to a variety of issues – 
there will be a need for new lenders 
to come into the market to finance 
home loans. After all, the major lend-
ers will not come back as long as the 
restrictive regulatory regimen stays in 
place, so the new flush of money for 
home loans will have to come from a 
different source – in this case, a trans-
Pacific source.

By the time the new Chinese banks 
are able to arrive in the U.S. and be-
gin operations, they will find a country 
that is inching to better fiscal health. 
The Chinese will face less competi-
tion to elbow them aside, but they 
will also benefit from the ability to hire 
American originators that either lost 
their jobs during this period or are 
eager to seek stability after having 
worked in unstable and precarious 
situations for too long.

But you may be asking: Hey, would 
the Chinese banks be willing to put up 
with Dodd-Frank, the CFPB and an 
alphabet soup of regulatory agencies 
and guidelines? Well, put it this way: if 
they can put up with the Communist 
leaders in Beijing and still wind up 
making a profit, do you really think 
they’ll be scared of the CFPB?

Ultimately, it seems to make sense. 
After all, it is hard to buy anything in 
this country without a “Made in China” 
attached to it. Why should mortgages 
be any different? 

U.S. Mortgages, 
Made in China?
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