
Transparency is the name of the game these days. 
Investors want total visibility into the loan. How do you 
get there? You force lenders to be more data centric so 
investors can do quality control on 100% of the loans 
before they buy them. What does this mean for the 
lending community? They are going to have to embrace 
new technology and processes to accommodate the 
new demands being placed on them by investors and 
regulators. How do lenders do that? Michael Kuentz, 
Senior Vice President at Equifax Verification Services, 
has some ideas that he shared with us. Here’s his 
roadmap for lending success:

Going 
Beyond
Data and 
Analytics

Michael Kuentz of Equifax Verification 
Services talks about how lenders can 
do more to be transparent and improve 
the overall mortgage process.
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Q: Why did you get into the mortgage 
space to begin with?

MICHAEL KUENTZ: I came on board 
with Ford Consumer Finance (now 
Citi) back in 1996 in the mortgage de-
fault servicing department and began 
to build my career in that segment of 
the business. I don’t know if I chose 
mortgage or if mortgage chose me. 
The jury is still out on that one. But I 
was able to see the side of the business 
when “things go wrong,” consumers 
fall behind, needed to look at alterna-
tives to foreclosure, short sales, etc. 
and this gave me a deeper apprecia-
tion for the hardships that people do 
go through in life.

Q; How has the mortgage space 
changed since you first got involved in 
the business?

MICHAEL KUENTZ: It has changed a 
couple of times since I’ve been in the 
business, but the biggest was obvi-
ously the bubble bursting in 2007, 
and a new world of mortgage lending 
beginning in 2008. We had to right 
the wrongs and we had to cleanse the 
problems at several levels to get our 
industry back on track. We’re certain-
ly not there and in some cases we’ve 
taken very aggressive steps, which has 
limited access to credit for consumers 
in America, but until we can gain a 
better level of confidence this has be-
come our new normal. Steps are being 
taken to open up more opportunities 
for extending credit to consumers, but 
it will be a gradual phase.

I believe that continuing to educate 
the GSEs and FHFA on the depth and 
breadth of the data available will al-
low the industry to allow access to 
credit to those consumers that would 
have otherwise been denied due to 
limited data reviewed and assessed.

Q: Equifax was selected by the IRS 
as one of the first e-transcript pilot 
vendors. How did that come about and 
what’s the industry significance of the 
IRS’ decision to accept e-signed 4506-
T forms?

MICHAEL KUENTZ: The road to becom-

ing one of the first selected has been a 
journey. This dates back to my former 
roots at Rapid Reporting before Equi-
fax acquired our company. This was 
a staple of our business at Rapid, to 
not only provide superior product and 
service to our customers, but also to 
be their voice to changing the way that 
the government agencies did business. 
Equifax acquired Rapid Reporting 
for its market presence from a share 
perspective but also from an industry 
pioneer perspective. 

The Equifax team, led by Jeff Knott 
in product marketing, took the baton 
and ran with this and has taken the 
relationship at the IRS to new lev-
els. This has been a big reason that 
the IRS continues to listen and bring 
Equifax in as they embark on new op-
portunities to better product creation 
in the marketplace. The industry sig-
nificance to accept e-signed forms of 
the 4506T is a game changer. Equifax 
was also chosen as the only pilot par-
ticipant for the e-signature initiative in 
late 2011 through early 2012.

The voice of customer that we re-
ceived from the pilot participants on 
the streamlined process was that the 
e-signed 4506-T brought them a ma-
jor efficiency gain. Like anything this 
will take time, but we feel very con-
fident that this will take the process 
time down, by how much is still up 
for debate, but we do see an efficiency 
gain in our future.

Q: Along these same lines, Equifax 
recently partnered with DocuSign to 
streamline and accelerate the use of 
e-signatures. How did that partnership 
come about and how do lenders ben-
efit from what Equifax and DocuSign 
are trying to accomplish?

MICHAEL KUENTZ: Sometimes the best 
way to formulate partnerships is NOT 
to go looking for them, but to listen 
to our customers who might bring 
partnerships to us. That is exactly 
what happened here. We had a mutual 
customer that brought us together in 
this initiative and it has and continues 
to be a great partnership. We were 
both creating new solution opportuni-
ties for this customer, but were also 

working on different and independent 
angles at the IRS. What can I say, it 
was meant to be.

Q: In the fall of last year Equifax 
launched the Spectrum Verification 
Services Platform. Describe this ser-
vice and again, talk about how lenders 
would benefit from using this platform.

MICHAEL KUENTZ: The mortgage in-
dustry is not looking for products, they 
are looking for solutions and primarily 
solutions that can fit into their already 
existing workflow. This platform is a 
workflow engine and the products are 
simply components of the workflow. 
Make no mistake, when you bring the 
power behind the best in class verifica-
tion products that Equifax offers along 
with a workflow technology platform, 
this becomes music to a lender’s ear. 
We like to refer to this platform and 
its capabilities as Verification of dot, 
dot, dot, because at the end of the day 
we (Equifax) become an extension of 
the lenders process and are no longer 
simply a vendor.

Q: There’s a lot of talk in the industry 
about giving the lender and the inves-
tor a 360-degree view of every loan. 
How can lenders achieve this end?

MICHAEL KUENTZ: Equifax has done 
an amazing job of knowing whether 
to build, partner or buy. When you 
look at the power behind the asset 
classes that we offer to the mortgage 
industry, we cover the entire aspect of 
the consumer and the lending process. 
The credit, capacity and collateral 
wheel are not just about product of-
ferings, but rather they are about un-
derstanding what our customers need 
and providing solutions off of these 
home-grown, acquired, or partnered 
assets to our customer base to meet a 
demand or a pain point they might be 
experiencing.

Customers don’t look to Equifax to 
just be their product partner, they look 
to us to be their thought leader and 
strategic thinker, and trusted partner. 
So when we show them our “wheel,” 
they no longer look at it as just a prod-
uct offering, but rather a long-term 



strategic partnership that will bring 
them growth and effi ciency gains for 
years to come.

Q: Also, these days there is increased 
emphasis on due diligence post crisis. 
The industry doesn’t want to repeat 
the wrongs of the past. So, how has 
due diligence and analytics practices 
evolved post mortgage meltdown?

MICHAEL KUENTZ: Both originators 
and investors have become more 
diligent in underwriting and audit-
ing loan fi les. Multiple stakeholders 
have partnered with a solutions pro-
vider to access verifi ed information 
that is provided directly from the 
source rather than relying on bor-
rower provided documentation. The 
FHFA seller-servicer harmonization 
(expanded QC effort) is a testament 
to the commitment from the industry 
to produce quality loans and identify 
defects earlier in the process to pro-
tect originations and consumers. This 
makes the loans more saleable and is 
one way to restore confi dence in the 
secondary market.

Q: With the mandates being passed 
down from FHFA and both GSEs there 
is a clear message to lenders that the 
government and the two major inves-
tors want lenders to embrace a more 
data-centric lending process. In your 
mind, what does it truly mean to be 
data centric and how do lenders get 
there? 

MICHAEL KUENTZ: To me, a data-
centric lending process means less 
reliance on borrower provided docu-
mentation and more reliance in get-
ting the information directly from the 
source. For example, if a borrower 
were to provide a few key pieces of 
information after the application has 
been approved, a lender can eas-
ily streamline the process to gather 
employment, income, and asset and 
deposit data to assess a borrower’s 
ability to pay without placing the bur-
den on the borrower to provide this 
information. We can transform the 
industry from “verifying” data to “ac-
cessing” already verifi ed data with the 
borrower’s consent.

Q: This year lenders are also going to 
deal with a market shift away from 
refi nances to a more even balance of 
refi nance and purchase business. How 
can lenders prepare for this change 
and still be successful?

MICHAEL KUENTZ: The cost to process 
a purchase is defi nitely greater than 
processing a refi nance. That being 
said, margins and profi tability will be 
top of mind for originators. One way 
to combat the additional expense is to 
ensure that you have a lean process for 
underwriting and closing loans.

Let’s think about the workfl ow so-
lutions that we previously discussed. 

Originators are taking a hard look at 
their current processes and identify-
ing areas to realize greater effi ciency. 
Outsourcing tasks such as gathering 
and verifying data are paying off. A 
consistent, automated process is much 
more effective in the loan manufac-
turing process and results in fewer 
defects.

We have seen signifi cant ROI from 
our top lenders that have invested 
in reviewing their process and out-
sourcing as many tasks as possible to 
maintain margins and produce quality 
loans. Outsourcing not only offers ef-
fi ciency gains, but also allows a lender 
to move to a variable cost model so 
they aren’t hiring and fi ring staff to 
meet demands in volume.

Q: As you see it, what is the state of 
innovation in the mortgage market 
today? 

MICHAEL KUENTZ: There are a lot of 
challenges for sure. Are lenders and 
vendors reacting to these changes 
with new ideas and solutions or is it 
just more of the same? We have defi -
nitely seen a shift in thinking where 
lenders are becoming more proactive 
and thinking strategically about how 
we continue to innovate and enhance 
current processes.

However, GSE guidelines are ab-
solutely driving credit policies and 
procedures. The industry still has a 
“check the box” mentality vs. us-
ing more robust data and alternative 
methods to make decisions. Vendors 
are innovating every day, searching 
for ways to solve the industry’s most 
pressing issues. I think true innova-
tion will be dependent on the support 
of the GSEs since they represent the 
majority of the secondary market. ❖

INSIDER PROFILE
As Senior Vice President at Equifax Verifi cation Services, 
Michael Kuentz is responsible for selling and servicing 
verifi cation solutions to mortgage lenders. This includes instant 
and researched verifi cations of employment and income, 4506-
T tax transcript fulfi llment, and identity verifi cations, among 
other services. Kuentz previously held a senior management 
position at Ft. Worth, Texas-based Rapid Reporting Verifi cation 
Company, which was acquired by Equifax in 2009.  

Industry 
Predictions

Michael Kuentz thinks:

1I believe the market will 
look much like 2012 in 

terms of refi nancing activity 
and the purchase market 
will start to rise up again in 
late 2013 and early 2014.

2The industry will have 
a much clearer picture 

of what QM will look like 
by mid-year of 2013, if not 
sooner.

3Lenders will be 
extremely focused 

on GSE guidelines and 
regulatory requirements 
(specifi cally CFPB), which 
may cause a distraction to 
longer-term thinking and 
strategy.


