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Ten-X, an online real estate transaction 
marketplace, reported a slight decline in 
February existing home sales. According 

to the company’s nowcast, February sales will 
fall between seasonally adjusted annual rates of 
5.34 - 5.69 million, with a targeted number of 5.51 
million - down 3 percent from NAR’s reported 
January sales yet up 7 percent from a year ago.

“At some point, rising prices, higher interest 
rates, and limited inventory will begin to take their 
toll on home sales,” said Ten-X Executive Vice 
President Rick Sharga. “While online search ac-
tivity remains strong, indicating healthy demand 
for homes, the relatively weak numbers in both 
new home sales and pending sales of existing 
homes suggest that buyers may be having trouble 
finding properties. But monthly housing numbers 
are notoriously volatile, so it’s too soon to say 
whether we’re seeing an inflection point, or the 
market is just taking a breath before coming back 
strongly in the spring.”

Sharga has appeared on the CBS Evening News, 
NBC Nightly News, ABC World News, CNBC, 
Fox Business, Bloomberg, CNN and NPR. He 
has briefed government organizations such as the 
Federal Reserve and Senate Banking Committee 
and corporations like JPMorgan Chase, Citibank 
and Deutsche Bank.

The National Association of Realtors (NAR) 
recently reported that existing home sales saw 
strong growth in January, confirming the uptick 
the Ten-X Nowcast had previously indicated 
and even slightly exceeding those expectations. 
Existing home sales rose to a seasonally adjusted 
rate (SAAR) of 5.69 million units, up 3.3 percent 
from December and 3.8 percent from a year ago - 
its highest level since February 2007.

The NAR also recently reported a 7.1 percent 
year-over-year increase in median existing home 
prices to $228,900 in January. This increase 
marked the 59th consecutive month of annual 
gains and also confirmed the nowcast prediction 
made in January. The February Ten-X Residential 
Real Estate Nowcast predicts that median 

existing-home sales will continue to make annual 
strides in February, falling between $220,056 - 
$243,220 with a target price point of $231,638 up 
1.2 percent from January and up a substantial 9.9 
percent from last year’s NAR figure.

The Ten-X Residential Real Estate Nowcast 
combines industry data, proprietary company 
transactional data and Google search activity to 
predict market trends as they are occurring - weeks 
before the findings of other benchmark studies are 
released. Building upon the groundbreaking work 
by Google Chief Economist Hal Varian, Ten-X’s 
nowcast model extends a traditional autoregres-
sive-forecasting model to incorporate contempo-
raneous information that provides significantly 
enhanced accuracy.

“The data shows that the refinance market has 
been slowing, so if rates go much higher it’ll come 
to a screeching halt,” Sharga noted. “In terms of fair 
lending, automating may be the answer. Technology 
is cold and blind so it can’t discriminate.

“However,” Sharga cautions, “there is a con-
tingent that thinks technology is a panacea that 
will solve all of our problems and there’s another 
group that believe technology will never improve 
what I do because my way is the best way. We 
need better tools, technology and systems in place 
overall. Technology is not a fix-all, but anyone 
that thinks we won’t see more and more technol-
ogy improve our market is misguided.”

Lenders underestimate the cost and time of 
implementation of new technology. They also 
underestimate the disruption technology with cost 
operations,” added Dr. Rick Roque. “Nonetheless, 
the Digital Mortgage is the only way to get more 
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done with fewer resources.”
Roque is president and founder of MENLO, a 

firm that advises mortgage lenders on their M&A 
strategies. Moving forward he believes the mortgage 
industry will be more automated and less regulated. 
“I’ve met with several commissioners in a few states 
and they don’t see many changes in terms of regula-
tory enforcement. The role between the CFPB and 
the states is similar to the role of the FBI and the 
local police. They will come in with a chip on their 
shoulder and not share their data or practices. That 
dynamic won’t change. However, I do think this 
administration is determined to cut regulation and 
we are seeing lenders more focused on automation.”

But investing in technology isn’t always easy. 
“When you are evaluating technology you shouldn’t 
just look at that new and shiny object out there,” ad-
vised PCLender President Joe Langner. “You need 
flexibility. Lenders may invest in a new technology 
to solve this one problem, but that one thing that 
changed is going to change again. So, lenders need 
to look more broadly and you need to be able to in-
vest in technology that can be modified on the fly if 
things change.”

Langner is a highly accomplished executive with 
25+ years of senior level sales, marketing and gener-
al management experience, ranging from start-ups to 
$900-million business units. He has held executive 

and C-level positions with Sage, Ellie Mae and Dun 
& Bradstreet.

Moving forward, there will also be policy chang-
es, warns Langner. “The government is buying all 
these securities. If that slows, which most expect 
that it will, that will have an impact. Also, changes 
to critical forms will cause some disruption this year.

“Any time you change major forms it gives lend-
ers cause to look at their business and how they do 
things. At first compliance increases cost. Companies 
will add new checks and balances around what you 
need to do to comply because can be ambiguous at 
first. So, costs will go up and, with volume decreas-
ing this year, you can expect lenders to do some 
layoffs,” he concluded.

If we put all this into perspective, as the title of 
this article suggests, we have a good idea of how 
things will proceed, generally speaking. “There are 
three areas where we’ve heard the president come 
down,” noted Sharga. “First, he has talked about get-
ting rid of the mortgage deduction. Second, the gen-
eral premise is that the regulatory environment will 
be relaxed, which should help the industry. Third, 
is the notion of unwinding the conservatorship of 
Fannie and Freddie. There has been talk of privatiz-
ing them. This is where we’re going as an industry. 
Moving forward, technology will play a vital role in 
how lenders adapt.”v

Pr
oc

es
s 

Im
pr

ov
em

en
t

Tony Garritano is chairman and founder at PROGRESS in Lending Association. 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 in the mortgage 
technology space. Starting this association was the next step for someone like Tony, who has dedicated 
his career to providing mortgage executives with the information needed to make informed technology 
decisions. He can be reached via e-mail at tony@progressinlending.com.

Technology is not a fix-all, but anyone that thinks  
we won’t see more and more technology  

improve our market is misguided.


