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The financial services market is constant-
ly changing at a disruptive pace. New 
rules and regulations are continually be-

ing introduced, market conditions are unceas-
ingly fluctuating (foreclosures are increasing/
decreasing, rates are rising, REO is in a state of 
flux) all putting intense pressure on servicers 
to effectively respond to these conditions. The 
changes are so rapid and far reaching they 
pose an immanent and substantive threat to 
businesses trying to navigate them. In these 
circumstances, time is the enemy: Technology 
solutions must be pursued with a heightened 
sense of urgency while avoiding unintended 
consequences and costly missteps. In a time 
of accelerated market and regulatory change, 
mortgage servicers can benefit from solutions 
that are:
• Scalable and adaptive. New technol-

ogy tools must be able to quickly scale 
up or down with respect to unexpected or 
unplanned variations in financial industry 
market conditions, user demand, business 
goals, database capacity, performance met-
rics, and the like. 

• Opportunity based. Technology tools must 
be carefully matched to risk assessment, op-
erational change, financial industry market 
conditions and productivity deficits. The 
question to ask is how does the technology 
address current industry conditions and how 
flexible is the technology in adapting to fu-
ture industry changes?

• Task focused. Effective quick-response 
technology solutions are solution focused, 
minimally disruptive, intuitive and provide 
an enhanced user experience. Think specific 
solutions that respond to current market 
conditions (vacant property registration, 
municipal code compliance, REO manage-
ment, ETC,).

• Compatible and complementary. Overall 
system coherence must be preserved. New 

technology tools must integrate smoothly 
with legacy platforms and existing technol-
ogy and servicing ecosystems.

• Operationally integrated.  New technol-
ogy tools must provide seamless support for 
existing processes, new regulatory require-
ments and functional responsibilities shared 
across internal and external user groups.

THE RIGHT DELIVERY MODEL
When speed is an overriding issue, deliv-

ery model is important. Software as a Service 
(SaaS) and other cloud computing models pro-
vide applications over a network (usually the 
Internet). By their nature, Cloud solutions offer 
infrastructure flexibility, faster solutions deploy-
ment, improved cost control, immediate-needs 
matching, and improved productivity across the 
enterprise. The most important benefits: 
RAPID RESPONSE

SaaS applications are a smart choice for 
servicers under pressure to respond quickly to 
market and regulatory change. Companies can 
start using these applications in days, rather 
than months so that they can efficiently and 
effectively respond to regulatory changes and 
avoid costly penalties and potential fines.
LOWER COSTS

SaaS applications typically bundle the man-
agement of software, network and data center 
into a single offering paid for through recur-
ring charges over time rather than outright pur-
chase. As a result, companies experience lower 
investment and implementation costs, as well 
as shorter learning curves. In addition, frequent 
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updates are the norm, including regulatory require-
ments and changes, minimizing strained internal IT 
resources. In some cases, an application may be a 
value added service of the provider, delivered at no 
direct cost to the user.
FASTER DEPLOYMENT

SaaS and other on-demand applications can be 
deployed faster, since there is no need for new 
hardware and virtually no installation requirement. 
Thus, on-demand applications largely eliminate the 
time and complexities associated with traditional 
software deployment. This allows servicers to more 
effectively respond to changing market conditions.
USER-GROUP INTEGRATION

Because they can be accessed via the Internet, 
on-demand applications provide simplicity of ac-
cess across inter–organizational and intra- organiza-
tional boundaries, facilitating efficient and effective 
collaborative environments. This allows the sharing 
of industry specific knowledge and expertise.

Providers of best-in-class cloud applications 
have proven adept at unlocking explosive growth in 
adoption of SaaS applications. According industry 
expert Siemer & Associates—an investment com-
pany that provides funding advice for IT compa-
nies—the SaaS market will continue its pattern of 
double digit annual growth, reaching $21.3 billion 
by 2015.
CHOOSING A PROVIDER

Many users find it difficult or impossible to up-
grade their software fast enough to keep pace with 
changing risk environments and regulatory require-
ments. Traditional “Shrink-Wrap” solutions, as well 
as more ambitious and lengthy on-premises delivery 
models, can be equally problematic.  

In contrast, applications from experienced third-
party service providers — whether utilizing cloud–
based or traditional delivery models — can be a 
highly effective source of change-friendly technol-
ogy solutions. This is especially true where the ap-
plication is one aspect of a wider service offering, 
such as those of field service companies and other 
providers of outsourced business functions. The 

reason: Because these providers depend on ongoing 
business relationships rather than one-time up-front 
license fees, they have greater opportunity and in-
centive to maintain value and thus are far more likely 
to provide frequent upgrades to their applications. 

Of course, many third-party service providers 
are neither interested in, nor capable of, developing 
the highly specialized software solutions needed to 
meet the test of accelerated change in today’s finan-
cial services market. They simply do not have the 
requisite resources, industry specific knowledge and 
expertise or internal technical staffing. However, 
those who do have these capabilities present ser-
vicers with a powerful resource and highly valuable 
technology partner. 

Third-party business partners who posses keen 
industry experience enjoy another advantage: they 
are on the front lines of industry change. They gain 
understanding of new business realities and regula-
tory requirements, not just through organized and 
insightful intelligence gathering, but by experienc-
ing them in the course of daily interactions with 
the industry. They are first-responders, if you will, 
providing the raw input needed to create and main-
tain responsive technology solutions for financial 
services clients.

The housing market is improving, with major 
implications for business mix, volume and profit-
ability. At the same time, servicers face the most 
complex regulatory environment in history, making 
compliance a multi-level risk whose implications 
are yet to be fully understood and measured. 

In these conditions, quick-response solutions are 
an important component of a sound business strat-
egy. SaaS and similar cloud applications provide 
important advantages in terms of targeted response, 
lower cost, key industry insights and faster deploy-
ment. Highly skilled, industry specific third party 
service providers—who are stationed on front lines 
of the financial industry change—are in an especially 
strong position to help servicers unlock the potential 
of quick-response technology solutions. 

Joseph Badalamenti (Joe Bada) got his start in the default management industry in 1967 as a HUD 
contractor. Now, 43 years and over 5 million inspections later, Joe has built Five Brothers into a highly 
successful and respected industry leader offering a full range of default management services and 
technology solutions.
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Third-party business partners 
who posses keen industry 
experience enjoy another 
advantage: they are on the 
front lines.


