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3Keeping Compliant
Jonathan Herman 

of MRG talks about how 
smart data usage can 
help lenders maintain 
compliance. 

4 Get It Right
Noted consultant 

Rebecca Walzak offers up 
the real truth about how 
to effectively manage risk. 

5 Choose 
Wisely

Jennifer Miller of a la 
mode discusses how to choose the right 
vendor given all the new regulation.

6 Today Is The Day
Randy Schmidt of 

point-of-sale vendor Data-
Vision details why now is 
the best time to embrace 
e-docs. 

7  Be A Thinker
Tony Garritano sheds some light 

on how mortgage lenders 
need to think in order to be 
successful.

9 Standing Out
Michael Hammond of NexLevel 

Advisors talks about how you 
can move from ordinary to 
extraordinary.

10 Three Tips
Talk show host David Lykken 

stresses three things to 
look for when selecting a 
marketing vendor. 

11 Act Now
Mike Bridges of PaperClip takes 

a hard look at how cyber 
threats can cripple the 
mortgage space.

Outrunning
The Storm 
BY BRIAN KOSS

It’s like Sebastian 
Junger’s book, “Perfect 
Storm.” Many lenders are 
faced with a last opportu-
nity to double down and make a big bet on one 
direction to prove there is a future for themselves 
in the turbulent mortgage business. Unlike the 
doomed fishing trawler in Junger’s book, these 
lenders might make it through the storm by re-
cruiting great sales people. But before they leave 
the safety of a comfortable balance sheet and 
invest for the long haul, they need to make sure 
they have all the basics to be able to safely at-
tract the big game they are 
pursuing. 
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Next-Gen 
Real Estate 
Transactions
BY PHIL HALL

Last December, a pair of 
homeowners — Las Vegas-
based Jack Sommer and 
Connecticut-based Philipp 
Preuss — attracted national 
media attention in their at-
tempts to sell their respective 

residences. In what could become a new chap-
ter in real estate history, Sommer and Preuss an-
nounced that they would accept payment of their 
properties in Bitcoins.

Preuss decided to accept Bitcoin payment on 
his $799,000 four-bedroom home after it sat on 
the market for two months with nary a peep of 
interest. Preuss is a Bitcoin investor and decided 
to open his sale to fellow supporters of the digital 
currency.

I’m not saying it will replace any other cur-
rency,” he said in an interview with the daily New 
York newspaper Newsday, “but there is a place 
for it in this world.”

Over in Las Vegas, Sommer, a casino owner-
turned-commercial developer, got the idea of 
Bitcoin transaction to cover the $7.85 million price 
tag on his 25,000-square-foot mansion from his 
sons, who are involved in Bitcoin currency trades.

“The advantage is that we’re expanding our 
market and adding some 
notoriety,” Sommer said 
in an interview with the 
Associated Press.

Quasi E-Loans:
The Way To Go
BY ALEC CHEUNG

Have you ever thought that the evolution of our 
industry towards e-mortgages is a bit like watch-
ing your children grow up? Growth comes grad-
ually through incremental change. The changes 
are often quite memorable, but they come in 
small steps as opposed to radical and disruptive 
ones. It isn’t until you look back at old pictures 
that you see clearly how much they have grown.

The FHA’s recent accep-
tance of electronic signa-
tures on mortgage loan doc-
uments is a good example of 
this analogy. 

Government 
Overreach
BY JEFF LEBOWITZ

The conservative econo-
mist and free market pro-
pagandist, Milton Friedman, 
said that, “The government 
solution to a problem is usu-
ally as bad as the problem.” 

A statement with such sweep is difficult to — 
maybe dangerous to accept. Based on recent 
experience, however, large government technol-
ogy projects can cause more damage than do 
the problems they are meant to solve.

The fatal flaw in government work is that fail-
ing a major undertaking does not have conse-
quences severe enough to discipline project 
sponsors or project 
implementers.
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It’s About Time
I gleefully reported in late January that FHA has opened the door to the broader use of elec-

tronic signatures in the mortgage space. The time for lenders to adopt e-signatures is today. 
There is huge ROI to be gained.

Specifically, back in January the FHA Mortgagee Letter (ML) announced that FHA will ac-
cept electronic signatures conducted in accordance with the performance standards outlined 
in this ML on documents requiring signatures included in the case binder for mortgage insur-
ance, servicing and loss mitigation documentation, FHA insurance claim documentation, and 
on HUD’s Real Estate Owned (REO) Sales Contract and related addenda unless otherwise 
prohibited by law.

Let’s dig a little deeper. I know that you want to know what documents is FHA talking about 
in this letter. FHA goes on to say:

FHA will accept electronic signatures on the documents referenced below (collectively re-
ferred to as “Authorized Documents”), provided that the mortgagee complies with standards 
outlined in this ML.

>> Mortgage Insurance Endorsement Documents: Electronic signatures will be accepted on 
all documents requiring signatures included in the case binder for mortgage insurance except 
the Note. As of December 31, 2014, FHA will accept electronic signatures on the 
Note for forward mortgages only. FHA will not accept electronic signatures on 
HECM notes.

>> Servicing and Loss Mitigation Documentation: Electronic signatures 
will be accepted on any documents associated with servicing or loss miti-
gation services for FHA-insured mortgages.

>> FHA Insurance Claim Documentation: Electronic signatures will be 
accepted on any documents associated with the filing of a claim for 
FHA insurance benefits, including the Form HUD-27011, “Single Family 
Application for Insurance Benefits.”

>> HUD Real Estate Owned Documents: Electronic signatures will 
be accepted on the HUD REO Sales Contract and related addenda.

Great, FHA is onboard. So, what’s next? The closing process of 
course. We know that the FHFA is hard at work trying to develop 
the Common Securitization Platform (CSP). If there was a standard 
way to compile and submit e-mortgages to any investor, surely the 
industry will adopt. Well, maybe not, but if the investor mandates it, 
it’ll happen, and something tells me that it is not going to be built just 
so early adopters can use it, it’s being built so everyone uses it. 

In this issue my good friend Jeff Lebowitz argues that the govern-
ment should not build this platform because it has a bad track record 
of successfully deploying technology. I agree, but I would also note that 
lenders have an equally bad track record when it comes to deploying 
technology. The bottom line, as I see it, is that this platform is something 
that the industry needs. It’s long overdue. So, 
regardless of who builds it, to the coming CSP,  
I say: It’s about time.
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News reports suggest cautious opti-
mism ahead for 2014. Unemployment 
is down to a level existing prior to the 
Great Recession, stock prices are 
moving higher creating wealth for 
those invested, and home prices in 
many markets are increasing as fore-
closed properties are sold and as-
similated into the market 
place. But caution still 
abounds and, if pressed 
to reduce my concerns 
for the upcoming year into 
one word, I would have 
to say it is all about the 
“data.” In my view, data 
is going to drive compli-
ance efforts by in-house 
risk managers in two key 
areas: Fair Lending and 
qualified mortgages.

For a second time, the 
U.S. Supreme Court was 
denied the opportunity to 
weigh in on whether raw 
data is proof positive of discriminatory 

intent when the parties to that pro-
ceeding settled their claims. So the 
Department of Housing and Urban 
Development’s discriminatory ef-
fects rule, which became effective on 
March 13, 2013 and formalized the 
“disparate impact” theory, is now the 
baseline tool to establish liability un-

der the Fair Housing Act.

My past articles in these and other 
periodicals harp on “scraping data” 
from your loan origination systems 
and/or mortgage document prepa-
ration software, looking for loan or 
borrower outliers. While any outliers 
might have a “legally sufficient jus-
tification” (i.e. necessary to achieve 
legitimate, nondiscriminatory inter-
ests of the lender which could not be 
served by another practice), acquiring 
knowledge of such outliers arms your 
compliance team with the information 
to take action, if needed. Likewise, 
knowledge of and assembly of that 
data is critical to your defense to 
claims of discriminatory intent through 
the use of statistics, asserted on be-
half of a borrower or regulator. 

Using data mined from your 

systems is also critical to compliance 
efforts under the Ability to Repay Rule, 
effective January 10, 2014. Under 
the Rule, loans, which are “qualified 
mortgages” because they were un-
derwritten against certain guidelines 
designed to maximize repayment, en-
joy either a “safe harbor” or rebuttable 
presumption that the lender complied 
with the Rule. But the Rule itself is a 
minefield of “if-then logic,” blending 
the amount of fees, points, amortiza-
tion, debt levels, and APR, (calculated 
amounts in and of themselves), into a 
cornucopia of calculations that either 
stamps a loan with a “QM” designa-
tion … or not.

Being able to quickly drill down 
through the forest of data to find the 
offending data point(s) that prevents 
QM designation demonstrates the im-
portance of the data. But, as I have 
pointed out in my past writings, un-
derstanding that data also enables 
you to peer into your business model 
and learn where profits are elusive, or 
your income is “leaking,” or which loan 
products (or even producers) are stel-
lar performers. And if your mortgage 
document preparation system and/
or loan origination system don’t give 
you the data in a usable form, compel 
your provider to do so … it’s your data 
and it’s essential to the financial health 
of your business and key to mitigating 
compliance risk.

Years ago, magazines would profile 
their subscribers and sell that mined 
data to other advertisers interested in 
reselling that data to a targeted audi-
ence.  Credit card statements were 
filled with leaflets suggesting products 
in line with your purchasing habits.  
While the progression from paper to 
ever faster computers has produced 
data in volumes never before imag-
ined, effectively funneling that data 
into manageable, useful “bytes” (the 
pun is intended) is a necessary step 
towards a best practices loan compli-
ance program and equally serves as a 
scorecard to your financial health. 

Lending Solutions from
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The idea that “there’s a fool born 
every minute,” long accredited to 
circus icon, P.T. Barnum, is still true 
today. Even after the days of creative 
financing, the foreclosure scams and 
“too good to be true” programs that 
the industry has suffered through, it 
appears many lend-
ers are still looking for 
a “quick fix.” Take the 
idea of risk manage-
ment for example. 
Now that the regu-
lators and agencies 
have deemed this 
activity an important 
part of the industry 
solution, lenders are 
eagerly seeking to 
find something that 
gives them an an-
swer when they are 
asked, “Do you have 
a “risk management” 
function?”

The development and implemen-
tation of a risk management pro-
gram is not a small undertaking. 
The activities involved in sound risk 
management practices are extreme-
ly complex and require people who 
have many years of experience in 
these areas to effectively manage it. 
After all, we are talking about RISK! 
This stuff could put a lender out of 
business, cause massive financial 
failures or bring down the wrath of 
the regulators on the organization’s 
head. It is so specialized that just 
a few years ago, there were only a 
very small cadre of companies that 
were willing and able to provide such 
guidance. Yet suddenly, every com-
pany is a “risk management” expert. 

Take the recent mailing I received 
from a company that has been do-
ing QC reviews for several years. 
The headline on the mailer stated 
they were now a risk management 
company and able to take care of all 
my risk management needs. Really? 
A company that previously had trou-
ble even meeting file review require-
ments let alone producing reports 
that were something other than data 
dumps is now prepared to handle the 
entire enterprise risk structure of my 
organization? I find that very hard to 
believe. Yet it is happening more and 
more. The majority of QC and due 
diligence organizations, legal firms 
and appraisal management compa-
nies are now selling themselves as 
risk management companies. New 
technology is being touted as the 
solution to risk management con-
cerns. Unfortunately, I have neither 
seen nor heard anything that gives 
me confidence that these compa-
nies are doing anything other than 
what they were doing before. Just 
calling it something different.

Although as commercial organiza-
tions we are supposed to be smart 
enough to avoid falling for this type 
of fool’s paradise, the reality is that 
the new world of risk management is 
something most of us are not familiar 
with. We need to recognize that risk 

management solutions do not come 
from a box or off the shelf. Common 
sense says that each company 
should view the risk management/
control environment required by the 
new regulations and define for them-
selves what they need to bring it to 

fruition. Taking the time to analyze, 
define, prescribe, implement and 
test a risk management structure 

yourself, will, in the long run 
be much more effective. Ask 
questions of vendors that 
purport to offer these solu-
tions and find someone you 
trust. Look at their experi-
ence in the field; have they 
done this before? Are they 
offering anything that is dif-
ferent than what they have 
offered in the past? If not, 
don’t fall for the ad; make 
sure the medicine works. 
And be careful you don’t 
become another one of P.T. 
Barnum’s fools. 

Contact Mortgage Builder today and learn more about 
our next generation LOS.  800.460.5040 • www.mortgagebuilder.com
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all-inclusive residential lend-

ing solution that manages 
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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.  
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There have been three recent 
announcements regarding third 
party oversight requirements that 
have pushed many lenders to be-
gin looking for vendor management 
platforms.  

Regulators and investors call 
for more vendor oversight

In March of 2012, the CFPB is-
sued Bulletin 2012-03, outlining ven-
dor oversight requirements. More 
recently, the OCC Issued Bulletin 

2013-29 on October 30th that pro-
vides even more specific guidance 
on the regulatory expectations. On 
December 10th, Fannie Mae is-
sued Lender Letter LL-2013-10 

that announced their new Appraiser 
Quality Management program. From 
regulators and investors both, it’s 
clear there will be heightened scruti-
ny on how lenders manage their third 
party vendors.  

The first choice to make: An en-
terprise or custom built solution

Once you’ve decided to manage 
those vendor relationships with a 
technology platform, there are sev-
eral options. But before you consider 

each solution on the market, you 
should choose whether you want an 
enterprise scale solution or a cus-
tomized software implementation.  

With an enterprise scale solution, 

you’re deploying the same SaaS 
platform as many other lenders and 
AMCs, and there are hundreds of 
customizable tools inside the plat-
form to suit your workflow. If you 
choose a customized implementa-
tion, you’ll be building a platform 
that’s specifically for you. It’s a 
“stand-alone implementation,” so it’s 
possibly more customizable, but it 
also has some potentially dangerous 
drawbacks. 

Avoid “custom built” software 
platforms

Some lenders and AMCs want a 
solution that will suit their specific 
workflow, and there are software 

companies out there who can build 
whatever you want. Here are some of 
the risks that could put you in a risky 
position with a “custom solution”: 

• Compliance risk. A custom 
implementation doesn’t allow 
you to leverage all the com-
pliance knowledge of the in-
dustry and your peers. Huge 
lenders and AMCs across the 
country are implementing in-
telligent safeguards every day, 
and if you’re not using the 
same platforms they are, you 
won’t have access to those 
safeguards. There’s safety in 
numbers, and in this regulatory 
climate, it’s smart to stick with 
an innovative crowd. 

• Scalability. If a company 
builds you a custom platform, 
your development costs will 
fluctuate. If you need software 
updates in time for compliance 
deadlines, you could be left in 
the cold.  Depending on your 
transaction volume at the time, 
you will either be an important 
client or a not-so-important cli-
ent, and your software will be 
updated accordingly.

• Reliability. Software providers 
that manage multiple indepen-
dent implementations can have 
a much tougher time managing 
each client’s platform. A tech 
company that builds individual 
implementations is exposed 
to a higher risk of delays and 
reliability issues as they grow, 
and as each implementation 
gets more complex. It’s simply 
not a good long-term strategy 
for the tech company, and the 
drawbacks can have a direct 
effect on their users.

There are several enterprise plat-
forms to choose from, but look for 
the options that have the most users 
and the most impressive client lists.  
With vendor oversight and compli-
ance, there’s just too much risk to go 
it alone. 

Schedule a demo today
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The concept of taking paper docu-
ments and turning them into elec-
tronic documents has been around 
for quite a while. What started out 
as lenders electronically transmitting 
their closing packages to the closing 
table to have them printed out and 
wet signed has evolved into a fully 
electronic process for both closing 
and disclosure documents. But re-
cent events have made delivering 
documents electronically become 
more mainstream.

The first is Technology. 
Advancements in electronic signing 
and transmission technologies make 
the process of sending electronic 
documents easy. Previously, special 
documents had to be setup in ad-
vance in order to contain electronic 
signatures. Today, virtually any docu-
ment that you can print to a printer 
can be electronically delivered to and 
signed by the recipient. Previously, 
expensive software or servers had 
to be installed and maintained to 
process documents electronically. 
Today, much of this processing has 
been moved to the cloud. The bene-
fits of moving processes such as this 
to the cloud is that the costs of the 
infrastructure, hardware, security, re-
dundancy, etc. can be shared among 
all users of the service. Many provid-
ers offer monthly subscription or pay 
per use pricing. Only paying for ser-
vices that you are actually using is a 
great way to manage your costs as 
the market fluctuates.

The next factor that is driving 
adoption of electronic documents is 
acceptance. While consumers have 

been using electronic documents in 
other industries for years, many in 
the mortgage industry were reluc-
tant to make that switch. One of the 

primary reasons given was that not 
all investors or government agen-
cies were accepting electronic signa-
tures. Documents such as the IRS’s 
4506-T still required an actual hand-
written signature. And since lenders 
still needed to mail out a package 
containing a paper document to be 
signed, it didn’t make sense to do 
some documents on paper and oth-
ers electronically. But with most ma-
jor investors onboard and the IRS 
now accepting electronic signatures 
on the 4506-T, the last remaining 
hurdle has been eliminated.

The final factor is regulatory compli-
ance. On January 18, 2014 a change 

to Regulation B (ECOA) went into ef-
fect that requires lenders to provide 
borrowers “…copies of each such 
appraisals or other written valuation 
promptly upon completion, or three 
business days prior to the consum-
mation of the transaction (for closed-
end credit) or account opening (for 
open-end credit) whichever is ear-
lier.” Where previously lenders would 
deliver these documents at the clos-
ing table, they must now deliver them 
prior to closing. The only exception 
is if the borrower signs a waiver of 
their right to receive these early. So 
whether you are delivering the ap-
praisal, or asking the consumer to 

sign a waiver, doing this process 
electronically not only assures your 
compliance with the regulation but 
also provides an audit trail for your 
auditors.

So given the advanced state of 
document technologies, the current 
acceptance level with investors and 
government agencies, and the new 
regulatory environment that exists to-
day it is easy to see that now is the 
perfect time to take the plunge into 
the world of electronic documents. 
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signed by the 
recipient.
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As most of you reading this know 
by now, I have two sons. As they 
grow up it is amazing to me how dif-
ferent they are. One is more reserved 
and artistic and the other one is more 
social and athletic. In fact, let me 
share a quick story with you.

I get the kids up every morning, 

get them ready for school, pack their 
snack, etc. In order to speed things 
along I give them their clothes. I fig-
ure letting them get their own clothes 
will result in lost time and the two of 
them messing up their room, neither 
of which is a desirable outcome for 
me. Well, my little one is very into 
sports. Now he won’t wear anything 

but sweat pants to school. I would 
argue every morning with him until I 
decided to just buy him a bunch of 
sweat pants to make our mornings go 
smoother. You know what they say: If 
you can’t beat them, join them.

I thought having boys would mean 
that they didn’t care what they were 

wearing. I guess I was wrong. These 
morning fights got me to thinking 
about thinking. I wondered, what 
made my younger son think that it’s 
okay to just wear one kind of pants to 
school every day. I cam across a book 
called, “Coping With Difficult Bosses,” 
written by Robert Bramson in which 
he identifies five thinking styles to 

categorize our modes of thinking and 
problem solving we use most fre-
quently. They include:

Synthesists  According to Bramson, 
“Synthesists are creative thinkers who 
perceives the world in terms of oppo-
sites. When you say black, they think 
white, when you say long, they think 
short.”  To connect with Synthesists, 
Bramson suggests to “listen appre-
ciatively to their speculation and don’t 
confuse their arguing nature with 
resistance.”

Idealists  According to Bramson, 
“Idealists believe in lofty goals and 
standards.”  To connect with Idealists, 
Bramson suggests that you “associ-
ate what you want to do with these 
goals of quality, service, and commu-
nity good.”

Pragmatic Thinkers  According to 
Bramson, “Pragmatic thinkers are 
flexible, resourceful folk who look 
for immediate payoff rather than for 
a grand plan that will change the 
world.” To connect with Pragmatists, 
Bramson suggests that you “empha-
size short-term objectives on which 
you can get started with resources at 
hand.”

Analyst Thinkers  According to 
Bramsom, “Analyst thinkers equate 
accuracy, thoroughness, and atten-
tion to detail with completeness. They 
are likely to gather data, measure it, 
categorize it, and rationally and me-
thodically calculate the right answer 
to any problem you come up with.  To 
connect to Analysts, Bramson sug-
gests that you “provide a logical 
plan replete with back-up data and 
specifications.”

Realist Thinkers  According to 
Bramson, “Realist thinkers are fast 
moving doers who know that reality 
is what their senses — sight, sound, 
taste, smell, and touch — tell them it 
is, and not that dry stuff that one finds 
in accounting ledgers, or the insipid 
pages of manual of operations.”

To connect with Realists, Bramson 
suggests, “If you communicate 
with Realist bosses as if they were 
Analysts, you will never get their at-
tention. Rather than gobs of com-
puter-printouts and other detailed 
information, Realists want a three-
paragraph “Executive Summary” 
which tells briefly what is wrong and 
how you propose to fix it. For rather 
complicated reasons, they will often 
take you at your word if they see you 
as a qualified expert. You become an 
expert in their eyes when they know 
that you’ve assembled a store of 
facts in which they are interested, and 
you have proposed a set of actions 
that they already believe are the best 
things to do.”

Why do I bring this up? Honestly 
because I’m not sure there’s much 
long-term thinking going on in mort-
gage lending. As long as I’ve been in 
this space, lenders tend to be reac-
tionary. They do something because 
they are told to do it by an investor 
or a regulator, or because their com-
petitor has already done it and they 
feel like they’re behind. In my expe-
rience few lenders constantly think 
about how to improve the mortgage 
process for the sake of improving the 
mortgage process.

So, here’s my message to everyone 
reading this: Figure out which type of 
thinker you are and use that knowl-
edge each and every day to genuinely 
improve what you’re doing. I think 
you’ll be very happy with the results 
that you get. 
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Driving New Business
Today’s ever changing marketplace and economic uncertainty challenges each and every business. These challenging times also present opportunity. 

Opportunity to capture market share, gain a competitive advantage, and increase revenue through new customer acquisition.
If you’re a lender and rates are fluctuating like they are these days, you’re looking for new ways to attract borrowers right about now. And if you’re a 

technology vendor you’re looking for new lender customers, as well. Heck, every business is or should, always be looking for new customers.
So, how do you get new customers? There’s no one answer to this question. In fact, if there was one easy answer everyone would own their own 

business and everyone would be rich. 
The challenge to differentiate among competing companies and products is becoming increasingly more difficult. Products and services are being 

commoditized. Acronyms and buzzwords are used by many companies and are creating noise and confusion in the marketplace.
Inevitably, this means a company’s brand, its unique personality, has the opportunity to become a significant factor when a prospect is making the 

choice between one company’s products or services over another. Dynamic messaging plays a vital role in the development of a unique brand identity. 
Brand/Product Positioning defines how companies will differentiate themselves and their offerings in the marketplace while building value for their spe-
cific target audiences. This impacts how others view that company’s products and services. 

It is critical to have a dynamic brand message that clearly differentiates your company and its products and services from the competition – and one 
that portrays your company and your products unique identity. When companies look to differentiate, they often focus on features and functions that 
they think are cool. That’s a mistake. Why? The dynamic messaging should focus on what’s in it for the prospect not how great the vendor thinks it is. 

What business value is this product or service bringing to the market and why is that the best solution for the prospect? Innovation does not just apply 
to products and services but also to how those products and services are marketed to their potential clients. As companies diligently work to respond 
to the challenges with the current economy, it will be critical for them to stand out instead of just blending in. 

Branding

PR
and Event
MarketingEmail 

Marketing 

Social 
Media 

Marketing 

Content 
Management 

98% OF MARKETERS 
plan to increase or maintain their spend in 2014.

In 2014 Marketing teams will spend $135 billion
on new digital marketing collateral.

Content Marketing
Per dollar, content marketing provides 3 times the leads 

at 1/3 the cost of digital advertising. 

SOURCES:
webdam.com/2014-marketing-statistics-infographic/
exacttarget.com/2014 State of Marketing
Marketingprofs - "Why, What, How, and Where" of B2B content marketing

What’s in store for 2014

Strategy-driving StatisticsWhat’s in store for 2014

Making it work 
1
2
3

The top methods
1
2
3

Article posting 79%
Social Media posting 74%  
Blogs 65%

Write: Articles, press releases
Engage: Graphics, videos 
Communicate: Inform, answer

The B2B Powerhouse 

Content marketing allows B2Bs to connect with their target audience while establishing their expertise. Top 
goals are to increase brand awareness, customer aquisition, lead generation and customer retention and loyalty.

Prepared by:

Branding
Companies identify 

increasing & improving 
brand awareness as a 

top priority for 2014.

Social
Social marketing budgets are 
expected to double over the 

next 5 years.
.Visual Content 

gets more attention, increases 
comprehension and is 

processed by the brain faster.
  KeepIt Fresh 

B2B  companies that blog 
generate 67% more leads 

than those that don’t.

 Connect 
47% of marketers found a 
customer via LinkedIn.

NexLevel Advisors is the premier strategic business advisory firm, assisting companies in growing their 
businesses more quickly and strategically than they could by themselves. NexLevel Advisors provides solutions 
and services in business development, marketing, branding, public relations and social media to help take your 
business to the next level. We assist you with proven strategies, unique differentiation, action plans, execution, 
and executive level insight specific to your business. We are passionate about taking your business and people 
to the next level by differentiating your company and its unique offerings. www.nexlevel.com

The Buzz on Marketing
The latest predictions and newest trends driving marketers in 2014.
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We are raised to believe that we 
can accomplish anything in life and 
that extraordinary is what to strive 
for. Unfortunately, as we progress 
through life and life’s challenges, we 
begin to believe that extraordinary is 
something far off in the distance that 
becomes unattainable. I could not 
disagree more.

In an article entitled “The Distance 
Between Ordinary and Extraordinary 
is Shorter Than You Think!” by John 
C. Maxwell, he asks:

What do you think of when I say 
the word “ordinary?” These are 
the words that come to my mind: 
Common. Usual. Normal. Boring. 
Average. Something you see every 
day.  What about “extraordinary?” 
I think of: Amazing. Incredible. 
Uncommon. Unusual. Special. 
Above average. New.

In the English language, only 
five little letters separate “ordi-
nary” from “extraordinary:” ex-
tra. And while “extra” can be 
defined as “outside,” in English 
it also means “just a little bit 
more.”

The word we use is not as 
important as the idea: the dis-
tance between ordinary and 
extraordinary is shorter than 
you think. For too long, peo-
ple have thought there was a 
huge gap between normal and 
special. They’ve assumed that 
“above average” was far above 

“average.” Unfortunately, once you 
believe that, it’s easy to conclude 
that since you’re “average,” you’ll 
never be anything else; that there’s 

no way to claw your way up to 
“above average.”

I’m here to tell you that you’ve 
made the gap too wide. In life, an 

extraordinary performance is often 
separated from an ordinary one by 
the slightest of margins. What if your 
ordinary life could become extraordi-
nary with only the smallest of chang-
es? Would it be worth trying?

I know you’re thinking: What does 
this have to do with my mortgage 
business? Well, the same is true in 
the mortgage industry. The company 
that books just one more demo, or 
makes a few more calls each day, or 

takes the time to immediately follow 
up with a prospect or with a client 
issue, breaks through that medioc-
rity and stands out from the rest. It is 

in consistently doing the little things 
(making the extra effort) that propels 
companies to the “extraordinary.”

Here are some “extras” that can 
help you close the gap between ordi-
nary and extraordinary:

Put in a little extra effort. There is 
a price to be paid for achievement. 
Sometimes it’s a large price. But 
sometimes just a little extra effort can 
yield significant results. What price 
are you willing to pay for success?

Put in a little extra time. To give 
something time, we need something 
other than perseverance. We need 
patience with the process of growth. 
I believe that many of us overestimate 
events and underestimate the pro-
cess. But we’ve got it all wrong. As 
I wrote in the Law of Process in The 
21 Irrefutable Laws of Leadership, 
leaders develop daily, not in a day.

Get a little extra help. I love this 
saying: “If you see a turtle on top 
of a fence post, you know he had 
help getting there!” Why do I love 
it? Because I’m a turtle on a fence-
post. I know that I didn’t get to where 
I am in life on my own. I’m just not 
that smart, gifted, or fast. The truth 
is that those who reached “extraor-
dinary” had help getting there. And 
many types of success can only be 
achieved with help. If you refuse to 
ask for – or accept – it, you limit your-
self and your work to a lower level of 
achievement.

Remember that ordinary and ex-
traordinary are not far apart. If you 
accomplish just one of the above 
“extras,” your work will begin to be 
above average in that area.
Think about it this way:
If Ordinary People …
Gave a Little Extra Effort,
Spent a Little Extra Time,
Sought a Little Extra Help …
They Would Become 
Extraordinary! 

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. 

Are You Ordinary or Extraordinary?
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The way people use the Web 
changes on a daily basis. When 
visiting banking websites and using 
banking software, potential and 
current customers have increasingly 
higher expectations as time goes 
by. People value their time, and they 
want technology that makes it more 
efficient. A frustrated customer who 
finds the user interface to be clunky 
or difficult to navigate can become a 
mortgage banker’s worst nightmare. 

So, mortgage bankers must keep 
updating their technologies to meet 
the expectations of their customers. 
The evolution of frameworks to 
enhance how users interact with 
their browsers is a predictable reality. 
One of the key challenges faced by 
mortgage bankers is finding a vendor 
who employs the frameworks that 
are here to stay and has the means 
of implementing those technologies 
to well-established code bases.

In order to find out some of the 
core features of a marketing logistics 
vendor that helps mortgage bankers 
use technology to communicate 
fluidly with their users, I reached 
out to the folks at Velma.com, a 
multimedia, marketing logistics 
platform that provides robust 
database management, marketing 
collateral management, and a full 
suite of distribution methods. 

The representative from Velma.
com says they focus on developing 
technologies that are universal and 
scalable. That is the key. Over the 
last few years a number of new and 
exciting technologies have emerged 
to enhance how users interact with 
their browser. Having a system that 
works well on a PC, Tablet, or mobile 
device is becoming an imperative. A 
vendor must be able to seamlessly 
integrate these technologies into 
their software. In the end, the most 
important thing in a marketing 
vendor is the ability to easily adapt to 
changing customer demand.

So, what are the specific 
technologies you should be looking 
for when you are considering hiring 
a marketing vendor for your bank’s 
technology? I’ll leave you with three.

Angular: AngularJS is an open-
source JavaScript framework, 
maintained by Google, which 
assists in the running of single-page 
applications. Its goal is to augment 
browser-based applications with 
model-view-controller (MVC) 

capability. This effort makes both 
development and testing easier. 

CSS3: Modularization of 
Cascading Style Sheets. CSS3 is 
very exciting because it will allow 
your vendor to significantly cut down 
on code bloat. Thinner modulated 
code will allow your vendor to pack 
their HTML with powerful features 

without overspending on valuable 
coding resources. Additionally, it 
will allow the vendor to deliver the 
features much more quickly.

HTML5: It was specially designed 
to deliver rich content without the 
need for additional plugins. The 
current version delivers everything 
from animation to graphics, music 
to movies, and can also be used to 
build complicated Web applications. 
HTML5 is also cross-platform. 
It is designed to work whether 
you are using a PC, or a Tablet, a 
Smartphone, or a Smart TV. 

Obviously, there is much more to 
consider when hiring a vendor. For 
example, you need to make sure 
it’s a company you can trust to 
deliver in the clutch. But, as far as 
the technology goes, these three 
are essential. If you find a vendor 
excelling in their applications, they’re 
probably worth looking into. 

TAKE YOUR BUSINESS
TO THE NEXT LEVEL

NexLevel Advisors is the premier strategic business advisory firm, assisting companies in 
growing their businesses more quickly and strategically than they could by themselves. 
NexLevel Advisors provides solutions and services in business development, marketing, public 
relations and social media to help take your business to the next level.

734-335-7330  |  NEXLEVELADVISORS.COM
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I 
see Cybercrime as having the potential 
to shut down business on the Internet 
in the next five years. I say this for its 
shock value, or maybe not, follow me 
on this. The world economy runs on 
the Internet. Cybercrime is now larger 
than all the property crimes com-
bined. Leading the charge is iden-
tity thief, the ability to collect enough 
personal information (i.e. SSN, DOB, 
Acct #, Names, Addresses, etc.) en-
ables the thief to assume or create a 
new identity.  Their instrument is then 
some scam, something as simple 

as check and credit card 
fraud, or more high-value 
crimes like mortgage 
modifications, death ben-
efit claims, vacant home 
rental hijacking and more.  

As we know, mort-
gage Lenders, Insurance 

Companies and Securities 
Dealer process consumer 

information across the Internet 
every day. The ability to capture 

this NPI without your knowledge is 
routine in the right hands. The apathy 
within our business and government 
communities on cyber security is as-
tounding. I can kill you with statistics 
but my firsthand knowledge working 
with hundreds of companies leads 
me to this; a vast majority does not 
practice cyber security even when 
they have the tools available to do so.

Coming out of the winter of 2013, 
some of the largest retailers reported 
credit card and identity theft affect-
ing, by some estimates, over 100 
million people. When one third of 
Americans can have their credit cards 

compromised, each with a $50 liabili-
ty, that’s $5 billion in consumer liability; 
and according to the FBI, the average 
credit card theft amount is $4,930. If 
we do the numbers for a half a trillion 
dollars in bank and retailer liability or 
3% of the U.S, Economy, that’s twice 
the annual rate of inflation.  

The most distributing thing and most 
under reported reality is cybercrime is 
in its infancy. It only takes a small but 
sophisticated group of people to steal 
the targeted data but it takes a well-
organized network of criminals to ex-
ecute the scams. The growth of these 

criminal networks is like the California 
gold rush. People stealing credit card 
numbers at restaurants all the way to 
people hacking for thousands of dol-
lars are not the same ones committing 
the financial crimes. There are criminal 
networks that will pay $50 to $100 
for stolen credit card information and 

more depending on how much NPI is 
stolen and how clean it is. How clean 
means, does anyone know if it’s miss-
ing. Cybercrime is just getting started 
and will affect everyone of us finan-
cially if we do nothing about it.

Protecting NPI at the source and 
within the conduct of our business 
should be the focus. We need to stop 
identity thief and we have the tools to 
do it today. The apathy or just plain 
negligence to do so is the problem.  

Even though government has en-
acted laws and regulations mandat-
ing cyber security, they don’t even 
practice it or enforce it. Getting the 
NPI of Mortgage, Securities and 
Insurance organizations is like finding 
the mother vein. The NPI involved in 
processing mortgages, life insurance 
and annuities applications could bring 
in thousands of dollars for the crimi-
nal networks, especially for high net 
worth individuals.  

What would you do then when this 
same person discovers your organi-
zation was the source? I hope you 
have deep pockets because I know 
you don’t have cyber insurance. So, 
what should you be doing? We need 
to focus on the tools we have today 
and pull our heads out of the sand. 
When cybercrime finally affects the 
majority of consumers, they will stop 
conducting business on the Internet 
and with anyone who does, in about 
five years. 

TomorrowExecutive.indd   1 1/14/13   9:12 AM
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(continued from P1) 
HealthCare.gov Website Calamity

The HealthCare.gov website is a 
perfect example to prove the case. 
Once a platform of political optimism, 
the oft-criticized health insurance 
portal wasn’t even mentioned in 
President Obama’s 2014 State of the 
Union report given on January 28, 
2014. With initial failure, loss of man-
agement control and overspending, 
The Health Insurance Marketplace 
that once was the cornerstone of the 
Affordable Care Act became prob-
lematic for the administration.

In October, Secretary of Health and 
Human Services Kathleen Sebelius 
testified on HealthCare.gov before 
the House Committee on Energy and 
Commerce. In her congressional tes-
timony, Secretary Sibelius said that 
HHS spent $174 million at the end 
of August. 

On Wednesday December 11, 
2013, Health and Human Services 
(HHS) Secretary Kathleen Sebelius 
testified to the House Oversight 
Committee that HealthCare.gov in-
formation technology cost ramped 
up to $677 million through the end 
of October. 

House Oversight Committee 
Chairman Darrell Issa (R-Calif.) wryly 
commented that “... eventually they’ll 
get this website working, at the cost 
of probably over a billion dollars.” 

For her part, Secretary Sebelius 
reported that she would have her in-
spector general investigate the con-
duct of the HealthCare.gov project. 

Grand projects seem destined to 
repeat a grim cycle from grand de-
sign to implementation of a partially 
functioning system (Exhibit). Grand 
systems do not arise in a field of 
dreams. Like good managers, suc-
cessful systems begin modestly and 
mature with time and experience. 
Systems are culturally unique, de-
mand special intuition and unique 
skill, and run with their own circadian 
rhythms. Political will does not create 
good technology. Politicizing proj-
ect goals only ensures over-design, 
under-delivery, and severe cost over-
runs. Forensic probes of work done 
are no substitute for skilled and sea-
soned technology management — 
something in short supply in govern-
ment organizations.

 
Obama-Trade AKA Common 
Securitization Solutions, LLC

Learning lessons from the cycle 
of green field projects comes hard. 
To wit, in March of 2013, FHFA an-
nounced its own grand plan for the 
development and implementation 
of the common securitization plat-
form (CSP). CSP is to be a functional 
platform and industry utility serving 
a newly structured secondary mort-
gage market. Gone will be the propri-
etary and competing technologies in 
Fannie Mae and Freddie Mac.

CSP is intended to reengineer 
single-family securitization and 

implement a straight-through pro-
cessing architecture. The CSP would 
also include master servicing and 
bond administration functions.  

In October 2013, 
The Federal Housing 
Finance Agency 
(FHFA) announced 
the formation of a 
joint venture be-
tween Fannie Mae 
and Freddie Mac to 
build and operate 
CSP. FHFA filed a 
Certificate in Delaware 
establishing Common 
S e c u r i t i z a t i o n 
Solutions, LLC (CSS) 
as a limited liability 
company. CSS is an 
equally-owned sub-
sidiary of Fannie Mae 

and Freddie Mac.
It is rumored that the CSP as 

conceived may cost $800 million to 
design, build, test and implement. 
The HealthCare.gov management 
debacle should warn the federal 
government away from taking on an-
other huge and complex processing 
project.

New legislation such as Dodd-
Frank surely results in ambitious 
poorly defined IT investments, ma-
jor systems born of whole cloth. 
As a matter of course, government 
projects are completed no matter 
the cost — if the total cost is even 
known. If a government agency loses 
control of a core development proj-
ect, it does not go out of business. 
More funds are appropriated to bring 

in more help, additional auditors and 
project monitors, systems integra-
tors and subject matter experts of all 
stripes. There is no market discipline 
to constrain these huge government 
projects. 

Hiding the grand CSP project in 
a limited liability company will not 
shield the government from project 
risk any more than the government 
was protected from GSE capital 
losses in 2008.

FHFA director Mel Watt likely is 
against projects such as CSP, which 
was championed by his predeces-
sor, Ed DeMarco. I should think that 
Director Watt’s best first move at 
FHFA is to do nothing to advance the 
CSP project. 
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(continued from P1) 
The FHA’s revised policy has been 

years in the making, thus making 
the announcement something quite 
noteworthy. Yet, it is an incremental 
change, another single puzzle piece 
that has finally fallen into place.  We 
can now look back and appreciate 
that all government agencies that in-
fluence mortgage in any way are on 
board with electronic signatures.

While that’s great, what’s next? 
Will there be a larger, more demon-
strative advance we can make? I 
believe the CFPB’s commitment to 
driving e-mortgages could be the 
catalyst that brings about faster evo-
lution – the adolescent growth spurt, 
so to speak, that could move us 
forward in a big way. I also believe 
that process flexibility – one that is a 
hybrid of paper and electronic – will 
be important because even with the 
weight of the CFPB, it won’t happen 
in one fell swoop. There will be parts 
that are going to be awkward for a 

while as we collectively figure out 
how to make all phases fully support 
electronic workflows.
The Flexibility of a Hybrid Approach

The vast majority of documents 
in a closing package can already be 
electronically signed. The legal ac-
ceptance has been in place for over a 
decade and the technology capabili-
ty has been proven. Other factors are 

what continue to hinder the broader 
adoption of e-mortgages. One is 
the difficulty in integrating various 
systems across multiple workflow 

participants. There are numer-
ous parties involved in the 

mortgage process and 
every one of them 

must get comfort-
able with the legal-

ity of electronically 
signed documents, and 

every one must modify 
their workflows to accept the 

electronic delivery of documents. 
The inertia of existing processes is 
very difficult to overcome.

A second challenge is the devel-
opment of an effective approach to 
e-notarization. This is another ex-
ample of where process proves to 
be much harder than technology. 
Electronically notarizing a document 
is not technically difficult, but the 

guidance on what is allowable var-
ies from one county to the next. 
Furthermore, the specific method in 
which e-notarization is conducted 

can vary. There are many approach-
es from mobile notaries to electronic 
closing rooms. Which way is better? 
What will work the best?

This combination of inertia and an 
unclear path forward results in very 
slow change. If forced to evolve by 
an external agent (i.e. the CFPB), 
having some flexibility in process 
will make the change much easier 
to accommodate. Being able to ac-
commodate both paper-based and 
electronic transactions and gradually 
transitioning more from the former to 
the latter will ease the journey to a 
total e-mortgage. Here’s what a hy-
brid evolutionary path that supports 
both processes along the way might 
look like.

The first step is to transition all dis-
closures to electronic delivery and 
signature. With the IRS now accept-
ing 4506T forms, there is no reason 
to delay the use of electronic formats 
in the pre-close phase where inter-
action with the loan applicant is the 
primary activity. During this initial 
phase, all other workflows remain 
paper-based.

Second, establish linkages with the 
various “back end” mortgage pro-
cess participants. Once you decide 
to approve a loan and you move into 
the closing phase, there are numer-
ous other parties to exchange data 
and documents with: title underwrit-
ers, appraisal companies, settlement 
agents, escrow agents, etc. Whether 
through multiple system integrations 
or via a centralized pre-integrated 
communication hub, enabling an 
electronic workflow in the closing 
phase is an important next step.

Third, convert to an e-note. There 
is still a frequent misconception that 
the note needs to be notarized. This 
is not the case. Transitioning from a 
wet-signed note to an e-note is feasi-
ble but will almost certainly involve a 
phased migration. Does loan type af-
fect which can go e-note? Are certain 
investors more prepared for e-notes 
as compared to others? During this 
period of time, having the flexibility to 
handle different but concurrent work-
flows is important.

Finally, tackle the e-notarization 
challenge. This is still the most dif-
ficult to solve. Separating out docu-
ments that require traditional notari-
zation is an important workflow step 
that must work efficiently while this 
phase is being designed. Supporting 
multiple options is also important 
in order to accommodate the con-
straints or limitations of certain coun-
ties or jurisdictions.

The path to the e-mortgage is get-
ting clearer every year. We still have 
much road to travel, but being able 
to transition in phases will make the 
challenging parts of the journey easi-
er to get through. 
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(continued from P1) 
The successful purchase driven 

loan officer is a rare and elusive 
species that is hard to find and even 
harder to land. Their needs are very 
specific and they have a low toler-
ance for failure. As such, I’ve identi-
fied five non-negotiables that every 
company must have to successfully 
recruit. 

The first is an effective and simple-
to-use technology that is adaptable 
to all the changes ahead. Ideally it 
will be one Web-based system for 
sales, operations and secondary 
that can integrate with marketing 
and a CRM system. A series of off-
the-shelf systems patched together 
eventually disintegrate. The tech-
nology must also be super easy to 
use and work consistently, allowing 
for seamless adoption. If training 
takes more than a few hours, it’s too 
complicated.

Second, with the conforming re-
finance market evaporated, it is 
essential to have a wide and deep 
menu of products to offer. This 
doesn’t mean offering a product as 
a brokered-out option and not sup-
porting it. It means mastering the 
product as an institution and hav-
ing resident experts in the most de-
manding areas to bring confidence 
to the LOs, and to protect the com-
pany and investor from mistakes. 
Product development must be a 
true strength of the organization, 
not just a scramble to keep up with 
competitors. If you don’t anticipate 
and know why you needed a partic-
ular product, you will always be be-
hind and it won’t receive the proper 
support.

Third, the marketing required to-
day is a far cry from that of 10 or 
even five years ago. Certain skills 
and technology that weren’t on the 
radar then have become essential 
today. These days, CRM is king 
and Big Data is queen. The ability to 
connect the two and integrate them 
with your operating system is a 
huge advantage. The top LOs need 
the basics automated in an intuitive 
way in addition to custom personal-
ized pieces for each niche they are 
pursuing. Acting as a social media 
concierge and connecting their vir-
tual worlds is also vital.

Fourth, the engine must run 
smoothly and consistently. 
Operations must be a true partner. 
If your staff takes a good applica-
tion and packages it with enough 
documentation to render a credit 
decision, then their work should be 
done. The ops team should then 
disclose, underwrite and chase 
conditions for an ASAP close. That 
team should keep the LO compliant 

and keep them from hurting 
themselves, so they can get back 

doing what they do best—selling.
Fifth, pricing and compensa-

tion must be in line. You must un-
derstand the pricing philosophy of 
the LO, and you must also be very 
clear on your own. There must also 
be alignment from ownership to 
sales when it comes to pricing and 
compensation. If there is a feeling 
of mistrust or doubt, you will have 
a rocky relationship. Both parties 
should want the other to make a 

healthy, market-based profit while 
understanding that if you are out of 
market, there is no profit. Everything 
must be in balance for it to work. If 
someone is making more than they 
should, someone else is losing. Do 
not look in the past to get a sense 
of where compensation should be in 
the future. The government is telling 
us and the market is forcing us in 
the same direction.

You see many wise old veterans 
playing it safe and selling their firms 
right now. If you choose to double 

down and head out into this storm, 
don’t leave port without these five 
areas covered well or you may not 
come back alive. It will not be easy, 
but the rewards will be there for the 
few who get it right. 
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(continued from P1) 
Bitcoins have been around since 

2008, but until recently they were 
barely acknowledged by the U.S. 
business community and mainstream 
media. In recent months, Bitcoins 
have become more prominent. In 
January, Overstock.com became the 
first U.S.-based online retailer to ac-
cept Bitcoin payments. The popular 
online game site Zynga is also ac-
cepting Bitcoin payment for those ea-
ger to indulge in FarmVille 2 and other 
digital distractions. 

One story that went viral involved a 
pair of little girls in San Francisco run-
ning a sidewalk lemonade and cookie 
stand — these little cuties happily 
accepted Bitcoins alongside the tra-
ditional dollars and cents. The kids 
made .083 Bitcoin on their goodies, 
which translates into about $70 — ei-
ther these girls have damn fine lemon-
ade or they have already learned the 
primary real estate lesson regarding 
“location, location, location.”

If you are not familiar with the con-
cept, this is how it is supposed to 
work: Bitcoins are a virtual currency, 
which means they only exist online. 
Unlike national currencies, they are 
not regulated by central banking 
authorities. Their value can be pur-
chased through exchange websites 
with a national paper currency, but 
there is no regulation in place to moni-
tor that kind of training.

So how can you use a currency 
that doesn’t crinkle up in your wal-
let? The Wikipedia website explains 
it this way: “Users send payments by 

broadcasting digitally signed messag-
es to the network. Participants known 
as miners verify and timestamp trans-
actions into a shared public database 
called the block chain, for which they 
are rewarded with transaction fees 
and newly minted Bitcoins.”

As you might imagine, Bitcoins 
have inspired a great deal of agita-
tion and generated more than a little 
controversy since their introduction. A 
major PR debacle occurred last year 
when federal law enforcement agents 
shut down the Silk Road online mar-
ketplace, where Bitcoins were used 

to purchase illegal drugs. For many 
Americans, the Silk Road shutdown 
was the first time they heard about 
Bitcoins. But for those who spend 
more than a few hours a day online, 
Bitcoin acceptance has become a 
way of life, with major websites in-
cluding WordPress and Reddit ac-
cepting the currency.

One of the problems in having a 
wider acceptance of Bitcoins for real 
estate finance transactions is that 
American law has not quite caught up 
with this digital currency. Bitcoins are 
subject to federal money transmitter 
regulations, but questions relating to 
taxation are still vague, and the new 
use of Bitcoins as an acceptable cur-
rency for the purchase of luxury real 
estate raises a surplus of questions 
for which easy answers are currently 
not available.

Will Bitcoin transactions become 
the new force in real estate finance? 
If the aforementioned Sommer and 
Preuss properties are any indication, 
it would appear that homebuyers 
are looking for wealthy buyers that 
don’t need to take out a mortgage 
— in these cases, a few clicks on a 
computer keyboard will secure the 
transfer of funds needed to secure 
homeownership for potential buyers. 
However, the number of buyers that 
can buy a $7.85 million house without 
having to fill out a mortgage applica-
tion is fairly finite — even in the best of 
economies — and this type of trans-
action could easily be seen as a niche 
within a niche.

But suppose that Bitcoins gain more 
popularity and retail acceptance. How 
will today’s lenders adapt to the ar-
rival of Bitcoin-based transactions? 
And, for that matter, can Bitcoin 
home purchases exist without raising 
a peep of concern from the industry’s 
regulators, especially the Consumer 
Financial Protection Bureau? After all, 
the European Banking Authority has 
warned about the lack of consumer 
protections surrounding Bitcoins — in 
comparison, Richard Cordray and his 
crew have yet to make a two-cent de-
posit in the debate.

While the industry is still at the earli-
est stage of the story, there is no rea-
son why efforts should not be made by 
the industry’s trade groups to investi-
gate the potential of Bitcoins and edu-
cate lenders on what can be expected 
in a Bitcoin-driven economy. It would 
be a mistake to leave the Bitcoin is-
sue for other entities to decide upon. 
If lenders have the potential of originat-
ing Bitcoin transactions, it should be 
incumbent upon the industry to deter-
mine how this could work.

As of this writing, both Sommer and 
Preuss still have their respective prop-
erties on the markets. Until the first 
sale comes in, the notion of a Bitcoin-
purchased home is still a nebulous 
but entertaining idea. 
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