
PROGRESS in Lending hosted their annual ENGAGE event in 
Chicago on the first day of the annual Mortgage Banking 

Association convention. The event brought together over 
100 leaders in the mortgage, technology and service 

fields who are interested in being part of trans-
forming consumer mortgage lending into a more 

communicative, robust, borrower friendly and 
reliable industry. Part of the session included a 

panel discussion by senior mortgage lead-
ers who targeted the various pieces of the 

mortgage puzzle. The focus was on how in 
the end, all the pieces would fit together 

completely as well as what needs to 
change to achieve this goal. Below 
we provide you with the issues and 

ideas that became very thematic 
in the discussions.

First comes thought; then organization of that thought, into ideas and 
plans; then transformation of those plans into reality. The beginning, 

as you will observe, is in your imagination, said Napoleon Hill.
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At the end of the discussions, it was 
evident that the link between data in-
tegrity and connecting people is vital 
for success in today’s world. It is im-
portant to that when we say “people” 
it is not limited to individual lenders 
but includes borrowers, regulators, 
servicers and vendors as well as any 
other companies and/or individuals 
with an interest in the on-going suc-
cess of mortgage lending.  

The fi rst piece of the puzzle dis-
cussed was mobile technology, which 
is becoming very mainstream in global 
business initiatives. While currently in 
its infantile stage, it is being embraced 
among Generation X and Generation 
Y borrowers, leaders and employees. 
This segment of society wants easy 
access to technology, at the click of 
a button or a swish of a fi nger. Auto-
mation is convenient and expected. 
Streamlining processes helps the bor-
rowers manage the stress of making 
one of the biggest decisions in their 
lives in buying or refi nancing their 
homes. Mobile technology also offers 
the convenience of remote capabilities 
so if you have to complete a transac-
tion while you are on a vacation, away 
from home. When you think about it, 
you can do everything by clicking a 
button or swishing a fi nger.  

Another value of mobile technol-
ogy is the ability to speed up the lend-
ing process because it has now been 
streamlined. Generation Y especially 
will be driving the decisions to use 
mobile technology. They expect this 
to be a part of doing business with 
them. It will be up to the companies 
supplying these technologies to make 
sure clear communication is in place, 
the importance of interaction is not 
forgotten and most importantly, that 
good data is provided.

Another discussion point was the 
need for the reemergence of a robust 
secondary market. In order to draw 
investors back into the market the 
importance of credit quality loans and 
reliable data is vital. It is no surprise 
to anyone that the data reliability and 
adherence to underwriting guidelines 
was one of the root causes of the 
failure of many of the securitizations 
that were used as investment vehicles 

during the boom years. To overcome 
the fear that this problem will reoccur, 
lenders and securitization fi rms have 

to address the concerns by ensuring 
transparent data and valid testing of 
the loans underlying any securitiza-
tion. What form this will take in terms 
of establishing underwriting quality 
as well as providing the transparency 
needed is yet to be determined. The 
role or existence of the GSEs was 
discussed. Questions 
that need answering 
are “Who is the alter-
native?” “Will Fan-
nie Mae and Freddie 
Mac be dissolved or 
merged?” Everyone 
agreed that inves-
tors in the Secondary 
Market need to come 
back.

Another piece of 
the puzzle is apprais-
als/valuations. New 
compliance and new 
rules are in place and impacting lend-
ers and investors. Opportunities are 
showing up for companies to partner 
for compliance purposes. The impor-
tance of fl exibility was brought up and 
new requirements are in place now 

regarding uploading fi les to the GSEs 
directly. The biggest need for change 
in this space is to convince people to 
embrace and use XML formatting and 
get away from PDF fi les and Excel 
spreadsheets.

The need for good leadership was 
seen as the top issue that needed to be 
addressed. Leaders are going to have 
to consider consumer needs going for-
ward and balance this with continuing 
to make a profi t. They have to listen 
more and even take some time to do 
some self-refl ecting on how to be a 
better leader. Thought leadership will 
become more pronounced so under-
standing the importance of this and 
fi guring out how to embrace it will also 
be important.  One suggestion for those 
in a leadership position was to start at 
the grass roots level of their companies 
to fully comprehend what is expected 
of them by their staff and shareholders 
alike. They also have to understand the 
importance of self-regulating because 
of the prominence of the CFPB and the 
rulings of Dodd-Frank. 

The consumer is now in the fore-
front of lending decisions being made. 
There are tremendous opportunities 
in the areas of consumer education 
as this is what is expected according 
to the government. Lenders are going 
to have to fi gure out how to make the 
lending process more inclusive for the 
consumer. This is very much a grey 

area now but also an area of opportu-
nity for many companies.

The CFPB was the big elephant in 
the room. These new regulators are 
looking at the mortgage industry in 
every area and are expecting systems, 

At the end of 
the discussions, 
it was evident 
that the link 
between data 
integrity and 
connecting 
people is vital 
for success in 
today’s world.

consumer. This is very much a grey 
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processes and clear communication 
to be in place. A question to be asked 
and thought about by every company 
in the mortgage industry is “What do 
we need as a company to be in com-
pliance going forward?” Between 
the CFPB and Dodd-Frank, new 
and revised regulations are affecting 
documentation and the impact of the 
lending process. A big focus will be 
on analyzing data, the need to have 
compliant mechanisms in place that 
communicates the data and a clearer 
path of communication across the 
industry with companies and people 
working together as an industry shar-
ing the data.

Another piece of the puzzle is in-
novation, a buzzword of this century. 
Education opportunities are abun-
dant for helping mortgage people 
to embrace technology to do away 
with using Excel spreadsheets and 
re-designing systems. Any model or 
program will have to be scalable and 
the companies will need to fi gure out 
a way to be more open and embrace 
decentralization of processes.

While the initial discussion on data 
was focused mainly on the origina-
tion process, data is also critical to 
servicers. The ability for servicers to 
make good decisions is a byproduct of 
good data. Special Servicing is very 
prominent within the industry today 
and because of this, data has to be 
transparent and useful if this process 
is going to work properly. Another 
facet of good accurate data in servic-
ing is the need that stakeholders and 
vendors share. Not only do they need 
to evaluate and participate in the ser-
vicing process, but they now need to 
help entities in the realignment incen-
tives and assist in the execution of 
their plans to keep competitive. 

As you can see the puzzle pieces are 
all important and need to be addressed 
and improved upon to fi t together; and 
not just be digested during the event 
discussions and then fall through the 
cracks never to be discussed until 

the next meeting. The dialogue must 
continue. The key leaders of this 
magazine, leaders in the room and the 
authors of this article are going to start 
discussions and strategize on a plan 
to help move the needle of change 
on a continuous basis. The goal is 
to keep all participants ENGAGED 
in the discussions started, even after 

the ENGAGE Event is over. A com-
ment made by a successful mortgage 
professional who attended ENGAGE 
was fi rst to say how great these ses-
sions are but what typically happens 
is “things fall through the cracks” and 
nothing is done about ideas that are 
brought up.  This is not going to hap-
pen this time. Say tuned … ❖

Another discussion point was the need for the 
reemergence of a robust secondary market.
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Over 100 lending executives gathered to talk 
about the future of our space. The discussion 
was both lively and informative. Check it out:
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