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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.

Innovations in the online payments  
industry benefits everyone, and there  
currently exists a significant opportunity.

RecoveRy Tips - By Tim BRinkman

Think Outside the Box

Over the last 18 months, the online payments industry has been experiencing an explosion of 
growth, driven by companies that provide consumers with new and innovative ways of making 
payments online. As adoption of these services continues to grow, consumers have come to 

expect that their preferred payment option will always be available when making their everyday online 
purchases. Although many industries have been quick to adapt to the changing payments landscape, 
unfortunately, some have not. Many mortgage lenders and servicers refuse to face the truth when it 
comes to borrowers’ needs – that in times both good and bad, consumers expect options - and a failure 
to deliver them is a losing proposition for everyone.

As it stands today, most servicers only accept “traditional” forms of payment, namely via paper check 
or ACH. Direct access to a consumers’ checking account may sound like the best option for servicers (as 
it ensures payments are always made at a specific date and time) but it is certainly not in the best interest 
of consumers. Not only are many consumers wary of providing third parties with personal banking 
information, they are also frequently looking for new ways to manage their monthly cash flow more 

effectively. Instead of limiting the ways borrowers 
can repay their obligations, servicers should be 
looking for ways to expand payment options.

Debit and credit card acceptance is the first and 
most obvious channel servicers should be looking 
to as they expand payment options. Allowing 
consumers to use the flexibility of their favorite Visa, 

Mastercard, or Discover card can open up new payment opportunities and a greater level of flexibility 
for cash management. In addition to helping consumers who are struggling with monthly expenses, card 
payments also make sense for sophisticated borrowers looking for new ways to consolidate expenses to 
a single payment source. 

Whether for security purposes, ease of use, or simply to take advantage of a high value rewards 
program, card payments make sense for every type of consumer - not just those who are struggling. For 
example, many successful realtors go through unpredictable months where cash flow can be inconsistent, 
yet they still lead an upper middle class lifestyle. They should be able to make their mortgage payment 
on time, and enjoy the benefit of credit card float while they wait for their next large commission check. 
This offering may not be the best option for everyone, but for some it means the difference between an 
on time payment and a late payment, with the associated late fees and credit score hit. Offering card 
payments provide consumers with exactly what they are looking for – options.

Innovations in the online payments industry benefits everyone, and there currently exists a significant 
opportunity for lenders and servicers to expand repayment options to debit/credit cards and beyond. 
Forward thinking businesses embrace changes in the technology environment, and generally end up 
coming out ahead in the race against competitors. Loan servicers who stay ahead of the pack not only 
stand to benefit from more valuable loan portfolio, but also from an influx of new borrowers who seek 
out their brand as a leader in the mortgage industry.  ❖
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