
Are You Cutting Corners?
While short cuts may save you lots of money upfront, in the end that approach 
often just leads to some lost opportunities.

New regulation is top of mind with every 
lender in the country—as it should be 
—and there is plenty of it coming down  
the pike.
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The Fear of the Unknown

Fear is a funny thing—one minute you can feel adrenaline coursing through your veins and the 
next minute you find yourself wondering why you were even scared in the first place. How 
many times have any of us said, “Now, that wasn’t so bad,” after jumping out of our seat. There 

are two elements at play here; first is the fear of the unknown and second is what actually transpired 
thereby understanding what was previously unknown. 

Fear (or at least caution) of the unknown is one of the most basic elements of human nature. During 
a horror movie, the building of anticipation as you near a “money shot” (the antagonist jumping out of 
a closet, for example) is a good thing. In mortgage banking when regarding real life regulation, this 
is real life and that antagonist in the closet is playing for keeps. 

The solution to eliminating the drama surrounding regulation is creating an element that gives the 
lender confidence and a “Now, that wasn’t so bad” attitude. The element that needs to be created is a 
constant (e.g. like in a mathematical equation).

New regulation is top of mind with every lender in the country—as it should be—and there is 
plenty of it coming down the pike. As discussed 
above, one of the most basic elements of human 
nature is fear (or at least caution) of the unknown, 
and I would say that lenders are certainly in this 
position regarding regulation because it is still an 
unknown. 

This is frightening for anyone in any industry 
and at any level within an organization, but it 
turns out there are some pretty simple solutions 

out there for lenders too.
Typically adapting a new regulation means deploying a new technology, reconfiguring an existing 

technology or throwing more people at it—or even worse, adding more responsibility to an already 
overworked team, which leads to potentially costly errors down the road. Working with technology is 
the lesser of these efforts, but the ideology of technological product development within the mortgage 
industry is such that it focuses on a single solution to handle the issue directly in front of us rather 
than focusing on the big picture. 

The above are methods, but are they ideal solutions? We at Motivity Solution do not think so. 
What happens when there is new regulation? 

You guessed it; you are back in the same boat trying to decide if a new technology, reconfiguring 
an existing technology, or throwing more people at it is the right solution for you.

The best idea would be to actually take a step back and consider the one thing we know for 
sure—that we haven’t seen the end of new regulations. Considering that Dodd-Frank still has more 
than 100 rule makings, definitions and interpretations embedded in it, there is no better time than now 
for lenders to adopt a new philosophy regarding how they manage regulation. 

Are there lenders that will try and accommodate a single regulation only when they have to? I am 
sure there are, but the smart lenders that are committed to mortgage banking, the lenders that plan on 
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continuing to be a part of an ongoing renaissance, will not. 
What will the smart lenders do? The smart lenders will look 

to create a constant amidst the turmoil of change. Technology 
is clearly the way to accomplish this.

When looking at a technology solution that creates this 
constant, the lender should consider the following:

Does it connect or integrate with the solutions already 
procured?

Does it allow a lender to manage the 
process internally to maintain control, 
manage costs, and generate ROI?

Does it allow the lender to manage 
their business through workflow, work 
queues, and business rules in order 
to keep new process training to a 
minimum?

Is it business user friendly to further 
control costs and generate ROI?

If the solution addresses all these 
components then you have found a 
product that creates a constant in the 
world of financial change. 

As a result, you can now adopt a culture and attitude of, 
“Bring on the new regulation,” because you know you have a 
working strategy to accommodate it. 

Ultimately, the solution must also have the capability to 
touch all aspects of the mortgage banking business. Let’s face it, 
reform isn’t contained to just one segment of loan production. 

I can tell you that we considered the anticipated changes 
in regulation and reform in building our system and engrained 
the above mentioned philosophy into the platform when we 
engineered it. 

Technologies that didn’t are having to “bolt on” methods of 
dealing with regulation.

From a real world perspective, let’s look at loan originator 
(LO) compensation. Restructuring how the industry 
compensates the leading edge of production is no easy task. 
This regulation will be certain to spawn new technology 
solutions or even companies whose sole purpose will be giving 
lenders the ability to conform to the new laws regarding how 
they pay their originators. 

As a marketing professional, I would expect nothing less 
than to see this in the next few months as we near the deadline 
for adoption. This is good for the national economy, and good 

for the mortgage industry IT spending, but not necessarily 
good for lenders. 

There are lenders that will not find themselves in this 
situation though, and those lenders are the ones that have already 
purchased a technology such as our business management 
platform. 

These lenders will be able to simply configure or reconfigure 
the system on their own, or purchase 
a pre-packaged solution from their 
vendor to adhere to these new federal 
and / or state regulations (e.g. Dodd-
Frank).

I can tell you that lenders will typi-
cally first look to the loan origination 
system to solve an origination regula-
tion problem, as it is typically the sys-
tem of record. 

On LOS leadership teams all over 
America, LOS providers are deciding 
how to handle regulations which often 
curtails their ability to innovate—and 

understandably so given the continual and massive amount of 
new regulations. 

So, it is understandable why top technology providers are 
partnering with companies like Motivity Solutions and others 
in order to create this constant on their own.

We do not think it is fair to expect technology explicitly 
designed to perform a single function (i.e. account for a loan) 
to handle elements outside of its core function. I would expect 
a system to be able to handle such elements as evolving 
regulatory reform. 

Managing the business of mortgage banking, and 
connecting to all elements associated with the business of 
mortgage banking, is what our business management platform, 
and systems like it, were designed to do.

Technology companies should proudly accept this regulatory 
reform challenge (which we do) and should encourage lenders 
to not fear regulation, or fear the unknown, by creating their 
own constant by which they can anchor their success in 
handling new regulation going forward. 

This constant would allow lenders to eliminate the drama 
surrounding regulation and give the lender the confidence to 
relax, attack new regulations, and end the day with a sigh in 
saying, “Now, that wasn’t so bad.” ❖

Will Atencio is Executive Vice President of Marketing at Motivity Solutions. Will has more than 15 years of sales and 
marketing experience with more than 10 years of that experience at the executive level. Specifically, he has a background 
in marketing, brand development, sales and application development.

Technology companies 
should proudly  

accept this  
regulatory reform  
challenge and should 

encourage lenders  
to not fear regulation.

9      Tomorrow’s Mortgage Executive           


