
The mortgage industry is arguably the 
most data-rich industry, but 
unfortunately, we struggle with how 

to use this data effectively. For 
example, one mid-sized servicer revealed 
that its staff spends upwards of three 
full work days a month manually 
extracting basic data from its portfolio, 
which is a significant amount of time 
and resources for little reward. So why 
do today’s lenders and servicers struggle 
with harvesting the enormous amount of 
borrower and collateral data in their 
portfolios? One major contributor to this 
pain point is the fact that the mortgage 
industry’s technology platforms were 
designed by function rather than purpose.
  The majority of mortgage technology 
platforms available in the market are 
built on legacy systems that skipped

generations of functionality and, 
therefore, do not handle all the 
needs of today’s lenders and 
servicers, especially when it comes to 
data. Unlike many other industries, 
mortgage technology platforms have 
been updated and then pieced 
together again and again, versus just 
being replaced by entirely new 
technologies. As a result, these 
systems silo data, making it nearly 
impossible to communicate that data 
across different systems and serve 
stakeholders beyond primary business 
functions. The mortgage industry also 
faces the challenge of constantly 
changing regulatory requirements, which 
can slow technology innovation.
 Millennials can represent a huge 
opportunity for our industry – 
 

Recovery Tips
The Evolution of Data
The majority of mortgage technology platforms available 
in the market are built on legacy systems that skipped 
generations of functionality.

By Paul Imura

Unlike many other industries, mortgage technology 
platforms have been updated and then pieced together 
again and again, versus just being replaced by entirely 
new technologies. As a result, these systems silo data, 
making it nearly impossible to communicate that data 
across different systems and serve stakeholders beyond 
primary business functions. 
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representing $1.3 trillion of potential mortgage 
originations over the next few years. Given the 
Millennial generation is the largest pool of 
potential homebuyers in history, the mortgage 
industry should take note from other industries and 
find a better way to convert this data into useful 
output to help improve profitability, efficiency, 
compliance and transparency. However, this does 
not necessarily require a complete technology 
replacement.
     Our industry has made great strides in 
advancing data utilization. We have gone through 
the stages of operational data, canned reporting 
views and data dashboards. 
      It is time to generate insight that will enable 
better management for our collective future. 
Insight is the last stop on the evolution of mortgage 
data. v
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