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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.

The ultimate goal for every business should 
be to transform itself into an “anytime” 
organization, where employees, customers 
and partners are empowered.

RecoveRy Tips - By sTephen MaRgReTT

How Frustrated Are You?

The current mortgage market surely presents a lot of challenges. Personally, I get a headache 
just thinking about them – and I know from my deep industry experience that lenders do as 
well. Regulatory changes, compliance updates, rate fluctuations, negative equity, foreclosures, 

defaults, loan modifications, new investor programs, wavering property values, unhappy customers 
… the list goes on and on.

I have some ideas for meeting these challenges that I’d like to share with you. First, let’s look 
into each one in some detail and discuss the impact it’s having on the lender’s ability to grow their 
business.

Originations are down: Rates continue to plumb historically low levels, igniting minor refi 
surges. Even so the MBA has cut its purchase originations forecast for 2012 from $415 billion 
to $400 billion as a result of sagging applications and lower expectations for home sales. The 
association now predicts existing home sales for the year will reach only 4.6 million, an increase of 
less than one percent over 2011. And when it comes to total originations, the MBA is forecasting 
that the second half of 2012 will be down by 24% on the first half.

Regulations are up: The housing crisis in 
the United States of the past several years has 
brought with it a plethora of new rules and 
regulations. These have been put in place in an 
attempt to reduce the numbers of homes going 
into foreclosure across the country. Banks have 
to understand and/or interpret the new rules, 
then ensure they are operationally enforced. 
Meanwhile the government continues to 

contemplate new regulatory initiatives for making home mortgages as safe as possible for both 
lenders and borrowers. And the CFPB is only beginning to flex its muscles.

Increased Pressure to Grow Business: Companies that are in highly regulated and competitive 
industries are under intense pressure to grow their business while maintaining compliance. How 
are you going to cope when, at the same time, you are being asked to cut back on the means to get 
things done?

Here’s the Answer: There is hope. There is a way to succeed. The ultimate goal for every 
business should be to transform itself into an “anytime” organization, where employees, customers 
and partners are empowered with the right information at the right time to meet heightened 
expectations, react to fast-changing market dynamics and grow revenue.

So now you’re asking: “How do I become an anytime organization?” The answer is: by 
integrating all aspects of the marketing process in a rules-based “Business Opportunity Engine,” 
technology that delivers a collaborative and controlled environment for driving revenue growth and 
enhancing operational efficiency—creating the next level of compliance, performance and value 
across the enterprise. ❖
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