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thought that I'd keep the industry 
predictions coming so I continued to 
seek out more industry visionaries to get

   
    

their two cents on what to expect this 
year. I talked to Mike Hood, head of 
strategies and corporate development of Fay 
Servicing; Brian Lynch, president of 
Advantage Systems; Richard Cimino, senior 
vice president of LRES; Joey McDuffee, 
director at Wipro Gallagher Solutions; and 
Sanjeev Malaney, CEO of Capsilon Corp. 
Here’s what they told me: 

QUESTION: Where do you see the industry 
going in 2015?

SANJEEV MALANEY: I believe the early part 
of 2015 will see lenders working to ensure that 
they will meet all compliance requirements, 
especially TILA-RESPA, by reevaluating their 
processes and re-engineering them to focus on 
loan quality and data integrity. We’ve seen loan 
production costs rise in 2014 as lenders grapple 
with compliance requirements, so I predict that 
2015 will see the industry embracing technology 
that helps to ensure loan quality without 
increasing costs and chipping away at margins. 
  I also think that in 2015 the industry will begin 
to focus on areas that received little attention 
previously.  For example, the Post-close function 
will get more attention, both internally and with 
regulators, because it is critical in identifying any 
quality issues that might put the lender at risk.  In 
addition, regulators are pushing for independent 
3rd-party audits of Post-closing QC rather than 
just internally performed QC. Post-close also 
plays an important role in ensuring that quality 
loans are being delivered to investors. Next year, 
lenders will begin adopting solutions that can 
automate much of the Post-close quality control 
function, thereby ensuring compliance while 
keeping loan production costs in check.  

BRIAN LYNCH: We are moving toward a

purchase market. There’s a lot of consolidation. 
Companies that did not have a retail presence are 
acquiring companies that do have retail.

MIKE HOOD: You’re going to see a lot more 
acquisitions this year. It is becoming more cost 
prohibitive to be a mortgage banker. Those that 
are tech savvy and ahead of the competition will 
grow. They’ll pick up other businesses and better 
people, as well.

JOEY MCDUFFEE: There’s been an uptick in 
examining the customer experience. You need to 
start with the customer experience and build 

technology out from there. Our clients want more 
intelligent sales tools. They want more predictive 
analysis and customer engagement.

MIKE HOOD: The good thing about the 
regulatory environment is that it has brought the 
borrower front and center.

RICHARD CIMINO: You are starting to see 
servicing migrate to the large houses. Customer 
communication is very important now. The 
originator will still be responsible for checking 
up on the sub-servicer and the borrower. It’s 
going to be an exciting year.

QUESTION: What should lenders’ priorities be?
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MIKE HOOD: We have a lending 
platform that we are building out. 
There are good originators that are 
doing clean paper. The numbers and 
volumes have fallen off. You need to 
differentiate yourself in the purchase 
retail market. Everyone is trying to 
understand the QM rules and how to 
originate non-QM. That’s the priority.
 
RICHARD CIMINO: Customer service, 
technology to keep costs down, and 
cost management are big priorities in 2015. 

Lenders have to look at outsourcing vs. doing 
things in house. You will also see some refinancing 
because some of the HELOCs are coming due this 
year.

JOEY MCDUFFEE: We’ve seen quite a bit of 
focus on portals. Lenders want to use analytics to 
offer the right person the right product at the right 
time.

SANJEEV MALANEY: As I mentioned, the 
industry saw loan production costs rise 
dramatically over the past couple of years as 
lenders began devoting more resources to ensuring 
loan quality and complying with ever-increasing 
regulations. In fact, according to a survey we 
fielded at MBA’s Annual Convention in October, 
39 percent of the mortgage executives surveyed 
said that they plan to spend even more on 
compliance in 2015 than they spent in 2014.  And, 
80 percent of those polled said they were ‘very 
concerned’ about loan quality.  80 percent also said 
that their loan production costs increased in 2014 
vs. 2013.
  These results make it clear that lenders are 
focusing on loan quality and also on meeting  
overall loan production costs, as well.

compliance requirements, which I believe should 
be the industry’s top priorities, but this effort is 
pummeling margins.  So, another top priority 
should be looking for ways to meet quality goals 
and compliance requirements while actually 
lowering total productions costs.
  Lenders need to prioritize technology solutions 
that enable data-centric loan processing that 
moves quality control to the front of the process. 
Technology can help to not only ensure better 
quality loans, but reduce total rove the process. 
Lenders also need to look at outsourcing as an 
option. You need both a technology and a people 
solution.

MIKE HOOD: The regulatory bodies all have the 
best intentions. You have to fine tune new 
processes into each institution with a focus on the 
borrower and compliance.
 
JOEY MCDUFFEE: Lenders are looking at 
vendors with a fine-tooth comb. Everyone needs to 
ensure that risk management is in place at their 
vendor shop.

QUESTION: What is the state of innovation in 
our industry today?

BRIAN LYNCH: In the technology space it is 
develop or die. I think you’ll see vendors 
continue to innovate out of necessity.

JOEY MCDUFFEE: We’re all under pressure 
to comply, but innovation is also a must. 2015 
will be the first year that Internet searches will 
be greater on a tablet vs. a traditional computer. 
Lenders themselves are spending more time to 
make sure that they are compliant instead of 
investing in new technology vs. what we see in 
typical low volume cycles.

RICHARD CIMINO: In good times or bad, 
the lesson is to constantly look for ways to 
keep costs down.

MIKE HOOD: The customer experience should 
drive your processes. We’ve seen cutting edge 
technology come through, but if you take your 
eye off the customer experience, that innovation 
will fall down. Innovation is good so long as it 
enhances the customer experience.
Innovation is key to our industry’s success.  v
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We've seen quite a bit of focus 
on portals. Lenders want to use 
analytics to offer the right 
person the right product at the 
right time.

 
 
 
 
 

Tony Garritano is Chairman and Founder of PROGRESS in Lending. As a speaker Tony has 
worked hard to inform executives about how technology should be a tool used to further 
business objectives. For over 10 years he has worked as a journalist, researcher and speaker. He 
can be reached via e-mail at tony@ progressinlending.com.




