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M A G A Z I N E
OriginatorConnect

This is a pretty confusing time 
to be a mortgage originator. 
Regulation is supposed to 
be easing up, but there’s 
little evidence that the 
rules – or the mountains 
of paperwork – are getting 
any less voluminous. Is 

the real estate market healthy, or getting ready 
for an implosion? Do customers want personal 
service, or app-based applications? And what 
about product selection: is “Non-QM” just a new 
term for subprime? Will FHA and VA programs 
continue to be supported by the administration? 
And on, and on…

It’s why originators need a great network. 
They need knowledgeable advisors, and industry partners who can provide guidance and 
opportunity, and they need to be able to meet their peers and share ideas and concerns.

That’s why we’ve created the Originator Connect Network. It’s an informal coalition, 
reaching out to nearly 100,000 mortgage pros across the nation. From complimentary 
NMLS license renewal classes, to designation programs that help you be a better mortgage 
pro, we’ve got a lot to share with this important community of colleagues.

Over the past few years, we’ve been building a series of state, regional and national 
mortgage originator conferences. These events are designed to be efficient and effective 
for attendees: take just a day (or two) and get access to an array of informative sessions, 
along with opportunities to meet companies who can help you expand your business. We 
now host about 20 such conferences across the country (you can see them all at www.
mortgageconferences.com), including our largest, Originator Connect in Las Vegas. But 
these aren’t just one-off meetings. They’re the building blocks for a support network unlike 
any other.

The Originator Connect Network is exclusively for you. There’s no membership fee. 
There’s no alliance with any ideology. There’s no direction from any trade association. This 
is a pure network of information and resources to help originators learn more and sell more. 
That’s it.

From our many live events, we saw that there was great information available – but only 
to those who were showing up at the conferences. So we’ve also invested in new highly-
interactive webcast forums, to bring originators the best in online learning, both live and 
on-demand. This is also free to you.

And now we’re giving you a new magazine, designed specifically to bring you helpful 
articles, strong insight and thoughtful opportunities to make you a better originator. Because 
in a confusing time, it’s comforting to know there’s a support network looking out for you. 
As a mortgage originator, that’s the Originator Connect Network. 

VINCENT M. VALVO
Publisher & Editor-in-Chief

LETTER FROM THE EDITOR

Originator Connect: 
The Network Built For You

http://www.mortgageconferences.com
http://www.mortgageconferences.com
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There is a well-known adage that says, 
“it’s not about what you know, but who 
you know,” and in the mortgage industry, 
this is especially true. In a space that still 
relies heavily on referrals and word of 
mouth recommendations, it is surprising 
how often companies either overlook 
the importance of developing strategic 

partnerships or don’t utilize existing relationships to the 
fullest. 

Although there is often a great deal of legwork that goes 
into identifying and establishing connections with potential 
partners, when done properly, the benefits easily make 
up for the effort. Cultivating strong referral relationships 
should be a top priority for any company. It is a highly 
effective way to increase visibility of your business and 
grow your customer base without straining your marketing 
budget.  

For those just starting out, the process 
of forming strategic partnerships may 
seem like a daunting task.  However, 
your first step is as simple as determining 
why your organization is looking to form 
these alliances. Once you figure out what 
you are looking to accomplish, you can 
start researching which potential partners 
align with your goals. While researching 
prospects is typically one of the most 
time-consuming parts of this process, it is 

a crucial step in ultimately finding the right partners. Here 
are some key factors you should consider when seeking out 
potential partners. 

FIND COMMON GROUND
One of the top things to initially consider is what 

commonalities exist between your company and potential 
referral partners. Seek out companies that offer products or 
services that cater to a similar industry or niche. This not 
only increases your chances of working together because 
these companies typically have a similar customer profile 
but they can also easily identify what customer needs exist 
in the space. When you initiate the discussion of forming a 
strategic partnership, they will easily be able to identify if 
this is an opportunity that would benefits their clients. 

Another factor to think about is the nature of the company 
itself. Does this company provide a product or service that 
complements what your business offers? For example, if 
you are a lender that specializes in real estate investment 
loans, partnering with a company that provides proprietary 
data on foreclosure inventory throughout the country is a 
no brainer. Finding a partner with a complementary product 
or service allows you to provide additional value to your 
customers with minimal effort. You are giving them access 
to additional resources they might not otherwise have just 
by working with you. This creates a clear advantage over 
your competitors. 

HOW TO 
CONNECT WITH 

BETTER REFERRALS
By ERICA LACENTRA , Special to Originator Connect Magazine

Why Strategic 
Relationships Are the 
Key to Elevating Your 

Business

Why Strategic 
Relationships 
Are the Key to 
Elevating Your 

Business

FRENEMIES?
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A final factor to consider is, are the 
companies you perceive as competitors 
truly your competition? One of the most 
common mistakes companies make is 
overlooking a strong potential referral 
partner because they assume they are a 
direct competitor. Much like your company 
has a specialty, a “competitor” also has 
their established niche. There are often 
things that your competitor can’t or won’t 
do which creates a unique opportunity for 
your business. 

PARTNERS PUSH MORE PRODUCTS
For example, RCN Capital has 

established referral relationships with 
numerous other lenders that, at the surface, 
seem to offer identical loan programs. 
However, maybe these lenders can’t lend 
nationwide and receive loan requests from 
states they can’t do business in. They will 
send these requests to RCN. In return, 
maybe they offer programs that we don’t, 
such as new construction loans or loans for 
small-balance commercial properties. We 
will reciprocate by sending those requests 
to that lender. These pseudo-competitors 
often make the best referral partners 
because their customer profile is nearly 
identical to your company’s. Plus, you now 
have an additional resource for customers 
that may be looking for something you 
aren’t currently offering.  

Once you’ve completed your research 
and identified potential partners that 
align with your goals, it’s time to pitch 
the partnership to your prospects.  When 
drafting a proposal, it’s important that your 
partnership clearly outlines the benefits for 
all involved parties. It can be easy to focus 
solely on what benefits you want the other 
company to bring to the table. But to form 
a long-lasting relationship, you must create 
a win-win scenario for both sides. 

Developing a mutually beneficial 
partnership often starts by initiating an open 
conversation with your referral prospect. 
Start by highlighting what synergies exist 
between your companies and discuss 
what mutual goals a partnership could 
accomplish. From there, develop a plan 
of action with clearly defined deliverables 
on each side. Remember to take into 
consideration how much effort will be 
required from each company to achieve 
these objectives. Potential partners may 
not have access to or be able to devote as 
many resources as you may think, so it’s 
important to be willing to be flexible with 
your ask in these situations. 

If either you or your prospect are 
concerned that the referral partnership 
would tax company resources, come 
up with a plan that starts with smaller 
deliverables or goals that are spread out 
over a longer period of time and agree 
to revisit and modify the partnership on 
a quarterly basis once you know what 
is and isn’t working. It is common for 
partnerships to start slow at first and ramp 
up over time. 

DEVIL IS IN THE DOCUMENT
Finally, once you have come to a verbal 

agreement, make sure that you get it in 
writing. This protects both companies and 
it also gives both you and your prospect 
one final chance to review the terms of 
the agreement prior to proceeding. There 
may be things that were not taken into 
consideration in your initial discussions 
that come to light when other members 
of the company review the agreement.  
Plus, not only does it solidify the terms 
of your partnership, but it helps provide 
future clarity for the relationship. This 
agreement gives both parties something 
to refer to should there be any question of 
what needs to be done and when it needs 
to be accomplished by. As previously 
mentioned, there is nothing wrong with 
including language that the agreement 
can be revisited or amended 
in three months, six months 
or even at any time to allow 
flexibility and room for the 
partnership to grow.  

Once your partnership 
agreement has been executed, 
the hardest part is over and 
it’s smooth sailing from here, 
right? The answer to that is 
yes and no. While meeting the 
objectives you set to satisfy 
your agreement seems like a 
piece of cake in comparison to the work 
you’ve put in to get here, it’s not always 
that easy. One of the most important things 
to remember is that communication is 
key to maintaining a successful referral 
relationship or strategic partnership. 

Many referral relationships fail because 
of lack of communication. You never want 

to assume that things are fine because no 
news is good news. You took the effort to 
initiate a partnership, so make the effort to 
maintain it. 

As your referral relationship is gaining 
traction, make sure that you’re checking in 
with your new partner regularly. This gives 
you the opportunity to discuss progress on 
any objectives that are in the works, see 
what is and isn’t working out thus far, and 
it ensures that all expectations are being 
met. These touch points don’t necessarily 
need to be anything time consuming. 
Something as simple as an email allowing 
your partner to review the progress of a 
project promoting their company so that 
the messaging is in line or a brief call 
confirming that some of the leads you 
agreed to send ended up being a good fit is 
usually all it takes to keep things on track. 

OPEN DOORS
Once you figure out the sweet spot of 

communication frequency, stick to that 
schedule. By the same token, don’t be 
afraid to ask for progress on their side. 
Strategic partnerships are more likely to 
end because one party feels like the other 
isn’t reciprocating the effort. Speak up 
should you feel that things aren’t in line 
with your agreement. As long as you have 
said your piece and offered a solution, there 

is no reason why things can’t 
be adjusted and resolved. 

Developing strategic 
partnerships and referral 
relationships are a crucial 
part of a successful marketing 
strategy and are critical to 
growing your business as 
a whole. While there is a 
great deal of time and effort 
required to initiate and 
ultimately maintain these 
relationships, the monetary 

cost is minimal or often nonexistent. When 
done right, these partnerships are well 
worth it and you never know what other 
doors may open for your business as a 
result. 

 
> Erica LaCentra is director of marketing 
at RCN Capital. 

Cultivating strong referral relationships is 
a highly effective way to increase visibility 

and grow your customer base without 
straining your marketing budget.  
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It has been about a year since we had the first Originator Connect Conference, 
and in the past 12 months interest rates have increased, affecting about 18 
percent of all buyers – meaning that many more can no longer afford to buy 
a home.  

Interest rates are on the rise, making the debt ratio too high for families 
to qualify for a mortgage loan. So how has this affected you, the originator? 
Are you still doing the same amount of business as you were 12 months ago? 
Are you closing business with the same Realtors and referral partners? The 

mortgage world has evolved in 2018, forcing originators to evolve along with it.

MEETING THE CHALLENGE
Keeping up with your competition in this business is hard. It challenges you to make 

sure you are at the top of your game. That’s why I encourage you to ask yourself if you 
are taking full advantage of all of the resources around you.  

Are you going to conferences and attending all of the educational and informative 
sessions? Are you a member of your state association to make sure that you are kept up to date with all of the state and 
federal changes that affect you on a daily basis?

The Originator Connect Network believes in giving you the best opportunities to help you elevate your career. We 
believe in helping you excel to become top performers at your respective companies. That is why we strive to bring you 
the very best in educational sessions, continuing education courses and opportunities to network with the top companies 
in the mortgage world today.

EXPERT BY DESIGN
David Luna and his firm, Mortgage Educators & Compliance, are the preferred education providers for the OCN, and 

there is no better team than the folks over at MEC. David and I worked closely to bring our members the opportunity for 
a meaningful Professional Designation. By taking the small move to earn your designation, you can show your customers 
that you have gone the extra step to qualify and understand the mortgage business better that the common loan originator.  

We have three categories of designation: the Certified Mortgage Loan Originator (CMLO), the Certified Mortgage 
Originator (CMO) and the Certified Mortgage Executive (CME). If you missed the application process this year, here’s 
how it works: We will open up registration for the Prep Class and test at the Originator Connect Conference. We will award 
all the recipients their pin the day after the tests are complete. It is as simple as that. Our goal is to have every attendee apply 
and reach the status of a certified mortgage expert.

EDUCATION & INSPIRATION
Our 2018 conference served as a showcase for an incredible lineup of industry experts and keynote speakers assembled 

by the OCN. We understand the importance of education, but also wanted to provide encouragement and motivation. That 
is why we featured special keynotes from seven-time Olympic medalist, model and entrepenuer Amanda Beard, as well 
as the Afterburners, a group designed to share the secrets of flawless execution. Perserverance and flawless execution are 
both keys in the mortgage world today and we hope all of our speakers provided you with additional keys to becoming a 
successful originator.    

At this and in conferences across the nation, I’ve been thrilled to meet so many driven individuals who are working 
hard to be the best originator they can be. I also encourage you to feel free to come up to me at any conference with any 
questions you have regarding OCN, or even questions regarding the mortgage industry.

To all of our sponsors, we would like to thank you for helping to make this such a spectacular event for our attendees. 
We want to thank you for coming out to Originator Connect 2018 and hope to see you at more of our OCN events for the 
remainder of the year and beyond.  

DON FROMMEYER, CME
National Mortgage Chair
Originator Connect Network

FROM THE CHAIRMAN

Education, Designations 
Are Keys To Originator Success

By DONALD FROMMEYER , National Mortgage Chair
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There’s no question 
that the Internet has 
changed the mortgage 
business, for better 
and for worse. On 
the plus side, it 
has fostered more-
informed, better-

educated borrowers, and it has increased 
transparency into both the process and 
pricing. In the negative category, it 
has also created unrealistic customer 
expectations, and has confused some 
mortgage loan originators (MLOs) 
about their true value proposition. 

Here I’m thinking about some 
MLOs who are new to the industry 
and believe that today price and 
social media testimonials are the most 
important aspects to their business. In 
the age of Amazon, Google and Rocket 
Mortgage®, it’s easy to see how these 
misconceptions can gain traction. But 
what they fail to account for are the 
realities of getting a mortgage, the 
uniqueness of borrowers and the vital 
role that mortgage brokers play when 
they compete on service.

SUIT YOURSELF
Anyone who knows me knows that 

I love analogies. So, indulge me if you 
will. Suppose you are in the market for 
a good suit, maybe for a wedding or 
a special occasion. Today, customers 
have lots of options. One of the easiest 
is buying it online from Amazon, Suit 
Depot or the latest “pop-up” e-retailer. 
It’s fast, super convenient and you can 
browse to your heart’s content to get a 
rock-bottom price.

Or you can go to Nordstrom’s, a store 
renowned for its customer service and 
its superior selection of products.  

The online retailers are competing on 

price. If you’re a perfect 38 
regular and know exactly 
what brand of suit you’re 
looking for, then you 
probably should order it 
online and save X percent 
off. But what if, like 
most people, you’re not 
“standard”? Then you may 
get a suit that is less than 
you bargained for; one that 
requires you to find a tailor, 
make an appointment, and hope that 
they can work a miracle before your big 
day. If that doesn’t work, you have to 
schlep it to UPS to return it, and go back 
to square one. Not a great experience.

At Nordstrom’s you might pay a 
few dollars more. But you are getting 
knowledgeable advice about brands that 
will look best on you, fit comfortably 
and hold up over time. You’re assured 
that the suit will be tailored to fit you 
perfectly and that it will be ready on 
time. (If you’ve procrastinated with your 
shopping, your sales person might even 

be able to get the tailoring 
done on a rush basis.) Of 
course, if you need advice 
on a shirt, tie and shoes to 
go with it, you’ll get that 
too.

Chances are that once 
you’ve experienced 
Nordstrom’s, you’ll be a 
steady customer—maybe 
not for every pair of socks 
or jeans—but certainly for 

your next big-ticket item. And when 
your friend or neighbor asks, you’ll tell 
them: “Go to Nordstrom’s. They’ll take 
care of you.”

THE INCONVENIENCE OF 
CONVENIENCE

You see where I’m going here. Price 
is important in a mortgage transaction, 
but it’s only part of the experience. If 
your borrowers have to jump through 
hoops, worry for weeks about getting 
approved and run the risk of not closing 
on time, will they be happy? If they 

Best interest rate 3%

Positive online 
reviews 2%

Existing relationship
with originator 17%

Existing relationship 
with lender 11%

Referral from 
a family member 
or friend 18%

Builder referral 8%

B

Realtor referral 41%

How Great MLOs 
Keep Their Focus

IT’S NOT RATE THAT DETERMINES HOW YOU RATE
By JEFF LEINAN , Special to Originator Connect Magazine



    ORIGINATOR CONNECT MAGAZINE  |  AUGUST 2018  11

If your borrowers 
have to jump through 
hoops, worry for weeks 
about getting approved 
and run the risk of not 
closing on time, 

will they 
be happy?

have to stay in a motel for a week, 
with their belongings in a moving van, 
or lose the deal entirely, will they say: 
“It’s okay. After all, we saved $500?”

Recently I came across a new 
study by STRATMOR Group that 
reinforces many of these same points. 
It confirms that if MLOs want to grow 
their business, they should focus on 
the borrower experience and service 
offered, because personal referrals 
are still by far the largest reason 
why borrowers choose their MLO. 
The study asked more than 100,000 
borrowers why they chose their lender 

or MLO, only 3 percent said, “best 
interest rate,” and only 2 percent said, 
“positive online reviews.”

Overwhelmingly, borrowers 
pointed to traditional referral sources: 
REALTORS®, builders, family and 
friends, etc.

FIND YOUR FOCUS
So, while the Internet and technology 

are changing many businesses, 
including ours, some things haven’t 
changed. In my humble opinion, 
MLOs need to apply their expertise and 
provide loan products that not only offer 

the most competitive pricing but also 
fit the borrower’s needs. If you have an 
opportunity for slightly better pricing, 
but you don’t feel you will close on 
time or without significant issues, then 
you owe it to the borrower to discuss 
this. Most likely, they will elect to go 
with the easier process and an on time 
closing. In short, stop focusing on just 
price and online testimonials, and keep 
the focus on the borrower.   

>Jeff Leinan is senior vice president, 
national wholesale production, 
at Plaza Home Mortgage.
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Building A Better Pipeline
REDISCOVER OVERLOOKED PURCHASE MARKET SOLUTIONS

By KEITH BILODEAU , Special to Originator Connect Magazine

I
n today’s purchase market, rising 
rates, lower housing inventory 
and higher home prices will 
leave many potential borrowers 
wondering if they can afford 
a new home. So, how can you 

find new borrowers and open up new 
markets? Get creative and expand your 
product offerings to include unique, and 
often overlooked, mortgage solutions.

First time buyers, particularly Millennials 
need to be a big part of your plans. 

Fannie Mae’s HomeReady, Freddie 
Mac’s Home Possible, unique ‘No Credit 
Borrower’ lending options and USDA 
Rural Development loans are ideal for 
this important millennial market.

In fact, for the fifth consecutive year, 
Millennials are the biggest segment of 
the buying market and make up over 66 
percent of first time buyers.

First, the HomeReady and Home 
Possible solutions offer low down 
payments, no money out of pocket 
options and feature no income limits in 
certain communities.

Fannie Mae’s HomeReady and Freddie 
Mac’s Home Possible both feature:

•  97% LTV (1 Unit) and 105% 
LTV with Community/
Affordable Seconds.

•  No minimum required borrower 
contribution – flexible sources 
of funds can include gifts, grants 
and Community Seconds.

•  No income limits for properties 
located in underserved or 
low-income census tracts.

Did you know that 25 percent 
of sellers age 36 and younger 
only stayed in their home for 
six years? And 21 percent 
only stayed for two to three 
years. With fixed rates rising, 
an initial low ARM rate may 
be right if you have borrowers 
who plan to move before the 
first rate adjustment. Think of 
it as smart Millennial short-
term financing.

Did you know that there are millions of 
responsible, potential buyers who have 
not established a credit history? You 
can help them with automated solutions 
from both Fannie Mae and Freddie Mac 
that feature low down payments and no 
minimum borrower contributions.  

Have you established a Non-QM product 
partner? The Non-QM market is 
expected to grow more than four-fold 
in the next year according to Housing 
Wire. These products are designed 
for borrowers who have the ability to 
repay but can’t meet conventional or 
government guidelines. For example, 
Non-QM solutions can address scenarios 
such as a lower credit score, higher debt 
ratios, recently re-established credit 
history due to a derogatory credit event, 
and self-employed borrowers in need of 
alternative income documentation such 
as bank statements.  

A perfect first time buyer solution is 
a USDA or Rural Development loan 
which is often overlooked due to the 

misperception that these 
loans are for buying a farm 
or acreage. In fact, USDA 
loans are eligible for many 
residential homes in suburban 
areas.

USDA is the only widely 
available zero-down payment 
loan (other than VA which 
includes military service 
requirements), but what you 

may not know is that USDA offers 100% 
financing based off the appraised value.

USDA Rural Development Loans are 
designed for purchases.

•  Many suburban and rural 
areas are eligible

•  100% financing without the 
Military Service Requirement

•  Potentially “No Money Out of 
Pocket” when appraised value 
exceeds the purchase price.

Finally, there are other creative solutions 
that can accelerate your purchase 
pipeline by offering mortgage financing 
based on future employment under an 
employment offer or contract. In some 
cases, the loan can even close before 
starting new employment.

Looking for a lender that can offer a 
comprehensive menu of niche solutions 
will give you a kickstart to close more 
purchase transactions!  

> Keith Bilodeau is senior vice 
president at Freedom Mortgage’s 
Wholesale Lending Division.

MARKET SOLUTIONS
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 The Kids Are Alright
THE HOUSING MARKET’S MILLENNIAL MISCONCEPTION  

By STEVE RICHMAN , Special to Originator Connect Magazine

T
here is a misperception in 
today’s housing market 
that Millennials, scarred 
by what their parents 
went through during 
the financial crisis, are 

uninterested in becoming homeowners. 
This notion should be dispelled based 
on three points: mis-categorization, 
shifts in social trends, and shifts in 
economics.  

According to the National Asso-
ciation of Realtors’ Profile of Home 
Buyers and Sellers for 2016, nine 
percent of all buyers had previously 
gone through a distressed sale. In other 
words, the people who were affected 
by the bubble burst are re-entering the 

home buying market and, 
in turn, the home-buying 
stigma is disappearing for 
their kids accordingly.  

MIS-CATEGORIZATION: 
Many of today’s Millenni-
al-focused housing studies 
mis-categorize who can 
and cannot realistically 
purchase a home, which 
can meaningfully skew 
datasets and findings. Millennials as 
a group include high schoolers and 
college students. Technically, those in 
that demographic are Millennials, but 
should not be included in homeowner-
ship rates because they are not ready 
to be homeowners. Including that de-

mographic within studies 
incorrectly supports the 
narrative that Millennials 
aren’t interested in buying 
homes. 
  
SOCIAL TRENDS: 
To me, the magic number 
is six. In 1960, the aver-
age age of a male getting 
married was 23 and the 
average age of a female 

getting married was 20. Today, those 
numbers are 29 and 26, respectively 
– or six years longer. Marital status 
is a key indicator in homeownership, 
especially today where many people 
need two incomes to qualify. Hence, it 
is not the desire to own a home that is 
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lacking, it is simply a matter of financial 
ability. If you look at homeownership 
rates for married couples, they are above 
historical averages. It is just taking them 
six years longer, which creates this mis-
conception.

ECONOMIC CHANGES: 
Home values are rising and Millennials 
see homeownership as a good investment 
for their future. Millennials are eager to 
acquire homeownership due to the fear of 
being left behind. Let’s use the stock mar-
ket as an analogy – when stocks slump, 
people get skittish. However, once they 

start to rise again, people want in. The 
trepidation is overridden by that “fear-of-
missing-out” feeling.

There is also the vicious triangle of debt, 
education, and employment. Those who 
graduate college are more likely to get a 
job and earn more money, but they have 
student debt affecting their qualification 
for homeownership. Those without debt 
did not go to college, but are struggling to 
find high paying jobs and therefore their 
ability to qualify is hampered. 

Overall, as many analysists try to pin 
down an answer, it is clear that there is not 
one definite solution to this question. To 
understand why Millennials aren’t buying 
homes, and comparing homeownership to 
years prior, it is important to understand 
and account for the social and economic 
changes that have occurred. Over time, 
statistics will show that Millennials were 
actually aggressively pursuing homeown-
ership, and it’s important that our industry 
adapt accordingly. 

> Steve Richman is national spokesman 
and sales trainer for Genworth mortgage 
insurance.

 Be Online At The Start
HOW DO YOU ATTRACT MILLENNIAL BORROWERS? 

TECHNOLOGY. TECHNOLOGY. TECHNOLOGY.
By BOB DOUGHERTY , Special To Originator Connect Magazine

We have all heard the same narrative about Millennials: They 
have a significant amount of college and credit card debt. They 
are putting off significant milestones, such as marriage and chil-
dren. Also, they really like avocado toast. All of which prevents 

them from wanting to enter the housing market. Right? Well, not exactly.

Millennials are the largest generation in U.S. history and have been the 
most active homebuyers for five years in a row. According to the National 
Association of Realtors, Millennials accounted for 36 percent of home pur-
chases last year, surpassing Baby Boomers (32 percent) and Gen X (26 per-
cent). So, what should originators know about this generation in order to win 
their business?

ONLINE LIFE
It is no secret Millennials live online; brick and mortar institutions are in-

convenient for them. A recent study by Computer Services, Inc. (CSI) and 
The Center for Generational Kinetics (CGK) found 35 percent of Millennials 
do not visit banks due to limited branch hours and 54 percent of Millennials 
believe they can perform any necessary bank functions online. In fact, they 
have been told they can push a button and get a mortgage. So, they have come 
to expect a simple, digital mortgage process.

Originators today know Millennials are tech-dependent. According to a re-
cent report from GlobalWebIndex (GWI), 68 percent of Millennials selected 
their smartphone as their most important device. Laptops came in a distant 
second (16 percent) and desktop PCs third (14 percent). Also, on average, 
they spend nearly four hours a day online. Additionally, they prefer to com-
municate via text, email, and social media (in that order, based on research 
from CGK).

GETTING THE TECH RIGHT
This makes it critical for originators to have the right technology in place 

to better engage with Millennials at the time they are ready to buy a home. 
A mobile-friendly point-of-sale (POS) solution allows Millennials to easily 
start the mortgage process on their smartphone, tablet or laptop—where they 
want, when they want, and how they want it! 

A smart POS prompts borrowers with questions that apply to them based 
on previous answers and skips questions that are 
not applicable. Originators can then use this data 
to work with the borrower to determine eligible 
products and pricing. All of this makes the mort-
gage process easier, quicker, and more efficient. 
Originators that adopt POS technology not only 
remain competitive, but also experience greater 
success with Millennial borrowers.

> Bob Dougherty is executive vice president of 
business development at Calyx Software.

Homeownership 
rates for married 

couples are above 
historical averages. It 

is just taking longer to 
actually get married.
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Don’t leave your real estate 
investment financing to chance.

©Patch of Land, Inc is the originator and lender of record. NMLS#1286539; CFL License 60DBO-45420; Oregon Mortgage Lender License #5384. We currently lend in all states except for the following: AZ, ID, 
MN, NV, SD, UT. Origination fees and other fees may apply. This is not an offer to lend. Any financing will be subject to a credit evaluation, approval of the subject property, and other restrictions. 7 day funding 

window begins once all due diligence documents are submitted and requires clear title. Terms and conditions are subject to change. To qualify, a borrower must meet our underwriting requirements. Not all borrowers 
receive the lowest rate. To qualify for the lowest rate, you must meet certain conditions. Your actual rate will depend on a variety of factors. Rates and Terms are subject to change at anytime without notice.

888-612-5150 | patchofland.com/originatorconnect
Call or visit us online today to learn more.

Fund your first loan in as little as 7 days with Patch of Land.
Single Family, Multi-Family, Rental, & Commercial

No Income Verification | Leverage Up to 85% | Construction Up to 100% | Rates from 7.5%
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I 
am now hearing a growing chorus of 
a pending recession. Why write about 
something negative while the sun is still 
shining? Because it wasn’t raining when 
Noah started building the ark. Why do I 
think another recession is coming? Having 
been through several of these, there are 
warning signs. This quick read is about 
why I made the statement and what happens 
after the recession hits. 

INVERTED YIELD CURVE 
Maybe one indicator would not be 

enough, but with several indicating a reces-
sion the data should not be ignored. What 

are the indicators? For example, the yield curve is looking 
dicey. Since 1960, according to the Federal Reserve, when the 
interest rate yield curve becomes inverted (meaning that short 
term interest rates are higher than long-term interest rates), it 
is a sure sign that a recession is coming. The yield curve today 
is beginning to flatten and has not yet inverted but we see it is 
getting close. Lenders borrow short term and lend long term, 
meaning if the cost of money short term become increasingly 
higher this may make lending more difficult – or, as we have 
seen in the past, underwriting guidelines become tighter.

HOUSING PRICES
The housing shortage has caused prices to soar. If you re-

member your Econ classes, it is a simple law that when de-
mand outpaces supply, the price increases. Many Americans 
are also struggling with the decision to either buy or rent. This 
has either delayed the first-time homebuyer from entering the 
market or caused the move-up buyer to rethink their decision. 
If the move up buyer doesn’t have a buyer for their home, they 
do not have the equity to move into a larger home. 

Before another financial crisis we will see a large uptick in 
home prices. The reasons can be many, but the results are an-
other indicator to watch. Also look at the price of rents around 
the country: rents have been climbing and rents would also 
figure into housing prices. According to MyApartmentMap, 
the average rent in America is $1,059 for a studio apartment, 
and for a 1-3-bedroom apartment between $979 - $1,529. 
According to Harvard’s Joint Center for Housing Studies 
(JCHS), the share of American households that rent is at a 
20-year high. 

OIL PRICES
According to the Federal Reserve Bank of St. Louis, “a big 

increase in oil prices has preceded nearly every U.S. recession 
since World War II.” If we look at what is happening to oil 
we see low prices in 2015-2016, but a steady increase since 
then! If oil prices increase, the cost of energy increases, as 
does the price of fuel and oil-based products such as plastic. 
This means costs are going up, so inflation as a result will also 
increase. 

A
RECESSION
IS COMING

By DAVID LUNA
Special to Originator Connect Magazine

CONTINUED ON PAGE 18
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The Federal Reserve wants to keep 
inflation in check (remember rates 
were at zero percent for a long time) so 
this raise in rates is to be expected as 
prices continue to climb. The Federal 
Reserve raised rates in June 2018 and, 
according to CNBC, “The central bank 
points to two more hikes, which would 
bring the 2018 total to four increases.”

ASSETS
Finally, the next indicator is a mixed 

batch of signals. Before recessions in 
the past there has been a growth in 
stock prices and housing. Housing is 
absolutely increasing, but the stock 
market is a little bit of an unknown. 
There have been huge positive and 
negative swings in the stock mar-
ket, moving sometimes 400 points in 
one day. According to CNN Money, 
“There were only eight days in 2017 
when the S&P was up or down at least 
one percent. This year, stocks have 
moved one percent 23 times, and mar-
kets are on pace for the most volatile 
year since the financial system melt-
down of 2008.” With this volatility it is 

difficult to know exactly when the re-
cession will occur. My belief is that we 
will go into our next recession in 2020, 
in either first or second quarter. Speak-
ing to my other colleagues around the 
country to see if they are seeing what 
I am seeing, they are also predicting a 
recession, though we cannot all agree 
on when.

WHAT CAN YOU DO TODAY?
When this happens, what can you do 

to be ready for the changes? Well the 
changes will not be all that bad. Hous-
ing prices may start to stabilize and 
in some cases home prices may come 
down. The interest environ-
ment will also be positive as 
rates will also come down. 
Some of the signs are al-
ready there as some buyers 
are saying, “enough.” They 
are not going to pay some 
of the prices that sellers are 
asking. This can be seen in 
markets across the country. 
As I travel to housing hot 
spots, I see first hand in Cal-

ifornia, Texas and Florida some buyers 
are beginning to push back. The huge 
increase in home prices has chilled 
many first-time home buyers who are 
giving up the search, especially in their 
average price range of about $250,000. 
Sales to first-time home buyers has 
dropped two percent according to Gen-
worth Mortgage Insurance. 

Next rates will start to come down 
in an effort to spark the economy. The 
lowering of rate will start a refinance 
of all the higher rates we see today and 
maybe more buyers actually available 
to afford a more reasonably priced 
home.

> David Luna is the 
President of Mortgage 
Educators and 
Compliance. He has been a 
Commissioner in his state. 
A consultant for Fannie 
Mae and Freddie Mac, he 
is a frequent contributor 
to MGIC. David has also 
been featured on ABC, 
NBC and CBS. 

CONTINUED FROM PAGE 17
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COMING SOON

Our mortgage shows allow both mortgage professionals and vendors 
to connect in a fun, exciting atmosphere with incredible educational 

sessions, business opportunities and networking events built just for you. 

OCTOBER 2, 2018
Denver Marriott Westminster

Denver, CO
www.comortgagesummit.com

Morning Keynote Speaker 
David Lykken 

“The Dynamic is Shifting to Consumer Direct”

OCTOBER 23, 2018
Hilton Oakland Airport Hotel

Oakland, CA
www.camortgageexpo.com

Closing Keynote with 
David Luna

“TRID 2.0 - Clarity Coming Soon”

FOR MORE INFORMATION, visit 
the show websites listed above
or call 860.719.1991. 



Joyitude
{  The unexpected attitude adjustment one experiences after discovering 
a new way of doing business at TMS, bringing about happiness for you, 

your borrowers, everyone  }

• Submission to our Wunderwriters in as fast as 24 hours

• Turntastic turn times in as little as 10 days

• Highly experienced Loanologists provide expert client guidance

• Endorphinators stay with your loan every step of the way to make 

sure it moves through the system flawlessly

• You do the LE or your TMS Endorphinators can

• Pink Select Pricing – we reward your preferred 200K+ loans with 

preferred pricing — 700+ FICO, 80% LTV

• KISS – Keep It Super Simple - the TMS LOS enables simplicity 

and 24/7 transparency into your loan process

• Closernistas make sure you are Pink Approved and cleared to close

• Our customer satisfaction rating is 82.19%

We are TMS. We are on a mission to Grow Happiness for brokers, 

borrowers, and, well, everyone. We speak a different language. 

We do business in a different way. Experience Joyitude today by 

going to wholesale.themoneysource.com

™

The Money Source Inc. NMLS #6289, 135 Maxess Rd., Melville, NY 11747. This is intended for the exclusive use of mortgage professionals only and is not intended for distribution to or 
use by consumers. This information is not considered an advertisement for consumer credit pursuant to Regulation Z, 12 C.F.R. 1026.24.

Grow Happiness
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YES, OF COURSE 
YOU CAN HAVE MY 

BANK DETAILS,
 JUST A MOMENT ... 

The following scenario is becoming all too 
familiar in real estate transactions:

An excited homebuyer is in the process 
of purchasing a home. A couple of days 
prior to closing, they receive an email 
with detailed instructions regarding how 
and where to wire their down payment. 
They follow these instructions exactly 
as they are written because they want to 
make certain their funds are wired cor-
rectly as to not delay closing. The next 
day, the title company contacts them say-
ing they need to the collect their funds for 
their down payment. The puzzled home-
buyer, having already wired their down 
payment funds, replies that they followed 
the instructions from the previous days 
email and that the down payment has al-
ready been wired. 

This is the moment when the home-
buyer, title agent, Realtor, and broker 
realize the transaction has been compro-
mised and the homebuyer is the victim 
of a cybercrime. The down payment has 
been stolen and the borrower will possi-
bly never see that money again.  

SMARTER THAN THE CROOKS
In today’s world, cybercriminals target 

businesses and their customers with so-
phisticated technologies to steal money 
and personal information. It is imperative 
to stay educated on the best practices for 

protecting our businesses, our employees, 
and most importantly, our customers. 

Cybercriminals conduct extensive re-
search on who their victims are and how 
they will expose weaknesses. They find 
out what you do, where you do it, who 
you know through social media (Face-
book, Twitter, LinkedIn, Instagram, etc.), 
and your company website. 

They can then target your business 
in several different ways:
•  Phishing emails, stealing credentials, 

or getting into email accounts.
•  Creating a fake email account to try 

and trick someone to give information 
about the loan.

•  Obtaining pieces of infor-
mation through a security 
design flaw in the website.

Here are some tips on how 
to protect yourself from 
cybercriminals:
•  Turn on Multi-Factor 

Authentication which adds 
in an extra step of confirm-
ing the identity of who is 
accessing email, website, 
app, etc.

•  Use strong passwords with a minimum 
of 12 upper case, lower case, numbers, 
and special characters.

•  Educate yourself, your business, and 
clients on how to identify phishing 
emails.

•  Be strict and methodical in your 
processes. If something is different or 
suspicious, pick up the phone and call 
using the contact’s real phone number 
to verify.

•  Send emails and documents encrypted 
ensuring they arrive safely.

•  ALWAYS check the true sender of the 
email, not just the sender name. Do 
a double or triple check on the true 
email address.

•  ALWAYS hover your mouse over a 
link in an email to see the real destina-
tion URL.

•  Keep anti-virus software 
updated and be aware of the 
latest scams.

What to do if you think you have 
been compromised:
•  Change your password im-
mediately!
•  Notify all parties involved 
in the loan transaction.
•  Plan and execute fake 
scenarios just to be ready for 
an attack.

> Suzanne Brown is an IT Trainer for 
Franklin American Mortgage Co.

FINANCIAL HACKERS CHOPPING 
INTO TRANSACTIONS

PROTECTING YOUR CUSTOMERS FROM CYBER CRIMES  
By SUZANNE BROWN , Special to Originator Connect Magazine
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R
ising interest rates in the “forward” market is 
once again prompting originators to seek and add 
alternative mortgage products and resources to 
supplement their volume and commission. One 
such product many are considering is the HUD/
FHA insured Home Equity Conversion Mortgage 

(HECM) to expand their consumer mortgage product marketshare. 
A HECM is a government insured mortgage product designed for 
senior borrowers that are 62 or older and have equity in their home 
which they can tap into. While no required monthly principal and 
interest payment is required, providing the loan is maintained 
according to terms (this is a negative amortization loan), HECM 
borrowers must demonstrate the ability and willingness to pay 
required property charges. Those include, but are not limited, to 
real estate taxes, hazard insurance, flood insurance (if applicable) 
and HOA related expenses (if applicable) in addition to more 
traditional related credit and property underwriting eligibility.

SENIOR MOMENT
Also known as “today’s reverse mortgage” the HECM has been 

around more than 20 years and just recently the industry reported 
over 1 million loans had been endorsed. The HECM product 
has undergone quite a few changes, 
enhancements and modifications to reach 
its present safe and secure offering status 
to seniors, age 62 and older. If you have 
not looked at the product features and 
benefits lately, you will find the many new 
options and customizable aspects of the 
HECM designed as borrower safeguards 
and protections which assist both the 
originator and lender as well, when all 
parties are accessing the product.

The reverse mortgage continues to 
become more mainstream, with more than an estimated 9,000 
seniors becoming eligible to access the product each day. Today 
it’s more quickly reaching beyond its approximate two percent-
plus market share of eligible seniors tapping into their home 
equity than past growth, largely due to greater emphasis on 
product education. Primarily used for purposes of an additional 
retirement strategy component and financial longevity tool, there 
are very few limitations on what eligible proceeds can be used for.

NOT ALWAYS A FIT
But a HECM is not always the right mortgage product for all 

senior borrowers. As with any niche or specialty product there 
are program limitations, loan costs and property requirement 
considerations which may restrict or prohibit the potential to assist 
borrowers in some situations. 

Most notably, today’s reverse mortgage offers choices to senior 
borrowers in terms of transaction type options – home purchase 
or refinance; interest rate options – fixed or adjustable rates; 
and proceeds payment type options – lump sum, line of credit, 
term, tenure, or combination of payment types with the ability to 

change the payment type over the life of the loan (for a nominal 
servicing fee) providing there are available proceeds with which 
to reconfigure. 

The reverse mortgage is considered a lifetime mortgage by 
many as it allows for the borrower(s) to remain in their home for 
their remaining lifetime provided they occupy the property as 
their primary residence, keep all property charges current, meet 
the term and conditions of the loan security instruments and the 
property is maintained to HUD minimum property standards.

A CONSULTATIVE SALE
The HECM loan product is not a traditional forward mortgage 

origination or “sell.” In fact, product originators are more educators 
as to the product features, benefits and safeguards working with 
borrowers in addition to HUD-approved loan counselors who 
provide required pre-application counseling on a face-to-face or 
telephone basis. Mandated counseling provides the interested 
borrowers with the opportunity to review the HECM product, 
consider alternatives to taking on a new mortgage at their stage 
in life, as well as revisiting basic goals and steps to protect their 
financial future utilizing the proceeds of a reverse mortgage.

Borrower eligibility is not FICO score driven and employment is 
not a requirement. Underwriting ability and willingness eligibility 

qualification is based upon historical 
credit use and repayment, property charge 
evidence of current payment history, and 
most importantly, residual cash assessment 
to meet future property charge payments 
and living expense needs.

Property eligibility is largely based upon 
HUD guidelines as evidenced in a HUD 
compliant appraisal meeting program and 
endorsement requirements. The appraised 
value become a component of an annuity-
type calculation wherein youngest 

borrower age, property value, and prevailing interest rate become 
the factor inputs which produce the eligible proceeds calculation.

Today’s reverse mortgage represents opportunities for the 
originator to continue to grow market share and specifically serve a 
new and diverse mortgage demographic that remains underserved. 
It’s also a borrower opportunity to access components of financial 
independence and retirement planning in a mortgage product 

which will complement their desire 
to maintain lifestyle choices into the 
future. Originators are encouraged to 
seek additional product education, 
sales and marketing resources from 
established Lenders and resources in 
the reverse mortgage industry.

> Ralph Rosynek is CIO and senior 
vice president of the U.S. division of 
Moneyhouse.

HEADING INTO REVERSE
RISING RATES BRING ABOUT NEW PRODUCT OFFERINGS

By RALPH ROSYNEK , Special to Originator Connect Magazine

ALTERNATIVE MORTGAGE PRODUCT

Today’s 
reverse mortgage 
offers choices to 

senior borrowers.
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As we progress through this, the 
tenth year since the mortgage cri-
sis of 2008, those struggles are 
growing smaller and smaller in our 

collective rearview mirror. The industry has 
seen a strong resurgence and has bounced 
back in almost all sectors. Plus, a variety 
of new entrants – regional and independent 
banks resuming wholesale programs, private 
equity firms, REITS and numerous non-bank 
entities – are invigorating the industry. In 
this new era, all participants are challenged 
with delivering more value to borrowers and 
investors in an ever changing, hyper-com-
petitive and highly regulated business. 

As these firms vie to differentiate them-
selves, market dynamics will drive new 
technology innovation and adoption. Here 
are three technologies that will substantially 
impact the wholesale mortgage market in the 
next 3 to 5 years.

DIGITAL MORTGAGE PLATFORMS
Gen X and Gen Y Millennials have very 

different service expectations than Baby 
Boomers. Handing over reams of photo-
copied forms and statements, then waiting 
weeks for a loan to go through is unaccept-
able to customers accustomed to manag-
ing their lives online or on their phones. 
Mortgage originators have accelerated their 
adoption of digital mortgage platforms to 
improve service to borrowers. These sys-
tems offer the side benefit of capturing and 
making data available for both analysis and 
wholesale side transactions.

To aid in this journey, several visionary 
companies have emerged to make this eco-
system a reality. Starting with the borrower 
application phase, firms like Maxwell have 
created software that allows mortgage com-
panies of all sizes to deliver a 21st century 
user experience across all devices with a 
managed workflow and access to all neces-
sary documentation. Floify is another com-
pany that helps manage and automate the 
application process. When it comes to the 
inner workings of the processing phase, 
longtime industry leaders like Ellie Mae, 
Calyx and LendingPad continue to innovate 
by providing automated workflows and APIs 
to connect with liquidity options like Sec-
ondaryWire, a wholesale mortgage trading 
platform. 

ARTIFICIAL INTELLIGENCE AND 
MACHINE LEARNING

Artificial intelligence, simply, is the area 
of computing that seeks to program ma-
chines to think and act like humans. Ever 
since IBM’s Watson computer defeated for-
mer champions Brad Rutter and Ken Jen-
nings on the game show Jeopardy in 2011, 
technology and business leaders the world 
over have speculated and even dreamed of 
what artificial intelligence (AI) could deliver. 

It’s now eight years later and artificial in-
telligence promises a new era of disruption 
and productivity. While major ambitions like 
Elon Musk’s driverless cars and IBM’s Wat-
son Health’s cancer diagnostics dominate 
the headlines, AI has huge potential in all 
verticals of business including the mortgage 
industry. 

For several years, lenders and brokers 
alike have leveraged automated underwriting 
and approvals, applications by phone, chat-
bots and other automated communication 
tools, but as artificial intelligence continues 
to develop, the potential is tremendous. Ex-
pect to see new innovations in streamlining 
underwriting processes, risk reduction, data 
validation and wholesale portfolio valuation. 

PROCESSING POTENTIAL
One big potential for AI is in the mortgage 

processing area. For years, major lenders 
have leveraged offshore delivery centers in 
India, the Philippines and elsewhere to re-
duce costs. As cloud computing has prolifer-
ated, it has made those endeavors even more 
enticing. Now, outsourcing is no longer just 
throwing cheap labor at the problem. Large 
business process outsourcing (BPO) firms 
like Tata, GenPact, Cognizant and even 
Accenture are leveraging AI automation 
platforms to generate and send disclosures, 
order payoffs and additional documents and 
deliver notifications to borrowers, realtors 
and other parties. In short, these 
platforms, once mature, will be 
able to handle the entire process 
allowing some professionals to 
be repurposed to more customer 
facing, business development 
and other roles. 

BLOCKCHAIN
A new technology grabbing 

the headlines is blockchain. In 
short, blockchain is a digital led-

ger in which transactions made in Bitcoin or 
other cryptocurrencies are recorded chrono-
logically and publicly. This allows all parties 
to share a digital ledger across a network of 
computers without need for a central author-
ity. No single party has the power to tamper 
with the records: the math keeps everyone 
honest. Forty of the world’s top financial 
firms are experimenting with blockchain for 
capital markets and it’s logical to assume it 
is coming to the mortgage industry as well. 

A recent Moody’s study demonstrated that 
blockchain could improve the monitoring of 
loan performance while boosting the degree 
of transparency throughout a mortgage’s life-
cycle, allowing “mortgage insurers to trans-
fer discrete mortgage credit risks to reinsur-
ers and other alternative capital providers 
on a cost-effective basis.” Property records 
could also be stored on a blockchain, allow-
ing the public to easily trace each home’s 
ownership. Anyone could view liens against 
the property in chronological order. With 
blockchain mortgage technology, establish-
ing the chain of title is simple and the pros-
pect of undisclosed liens is greatly reduced.

This should, in theory, lead to less risk and 
thus lower title insurance premiums.

Beyond property records, blockchain 
could dramatically reduce the need for other 
services. Currently, it’s nearly impossible to 
transact real estate without needing third par-
ty services. With blockchain, it is possible to 
tie ownership of physical assets to informa-
tion stored on the ledger. Since blockchain 
is decentralized, each user has a copy, so the 
integrity of the ledger does not need to be 
maintained by a central source or authority. 
Updates are recorded and downloaded auto-
matically as they occur, so everyone always 
has the same information. Users could then 
digitally buy, sell or trade without needing 
third party services. Moody’s estimates a 10 
to 20 percent cut in these expenses would 
save $840 million to $1.7 billion annually.

All three of these technolo-
gies will make it easier to share 
data across systems and make 
it more available for advanced 
analysis. The increased value 
for customers and enhanced 
efficiency will help innovative 
firms thrive.

> Larry Mullen is EVP 
and managing director 
SecondaryWire, a wholesale 
mortgage trading platform. 

Tech To Watch In 
The Wholesale Mortgage Industry

MORE DISRUPTION, CHANGE IS INNOVATING LENDING  
By LARRY MULLEN , Special to Originator Connect Magazine
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Identify top loan originators with 
The Warren Group’s Loan Originator 
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lending market with custom reports 
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They’re seeing how much easier their 
job becomes, and how much more busi-
ness can be done, when they have sever-
al options to work with instead of being 
pigeon-holed into one set of products 
and pricing. 

Consumers are best-served by having 
options. Looking at factors like a home-
buyer’s credit score, savings and earn-
ings, and their intended down payment, 
every qualified homebuyer deserves to 
get the best, most responsible mortgage. 
Loan originators at mortgage brokerag-
es can find the best mortgage better than 
anyone else, by shopping on their behalf 
to find a loan that fits their needs. Loan 
originators at large banks and mega re-
tail lenders can’t match them.

COME FULL CIRCLE
The thing is – that’s not really news to 

people in the business.
It’s been that way for years, dating 

back to when mortgage brokers made 
up more than 50 percent of the overall 
mortgage market a little over a decade 
ago. Then the housing crisis hit, and 
large banks and the media threw bro-
kers under the bus, treating them as the 
scapegoat for the downturn.

Tons of talented loan officers and 
broker shop owners became unsure of 
the future and chose to take alternative 
career paths, whether that was the shel-
ter of a large bank or mega retail com-
pany. At the time, it was unclear what 
regulations would be enforced or what 

would happen to mortgage brokers. 
Over the years, however, profession-
als in the industry have seen that the 
growth and earning potential never 
really left. 

Now, in 2018, loan originators at 
independent mortgage brokers are 
the most well-equipped and knowl-
edgeable professionals in the mort-
gage business. They’re the growing 
superstars of the business, recog-
nized as true experts of their craft. 
The advantages they hold over their 
banking counterparts are becoming 
more widely noticed:

•  Faster turn times and closings
•  Lower wholesale rates and better 

pricing
•  Excellent compensation
•  Flexible schedule
•  Greater control over pipelines

Those selling points have loan 
originators joining, or returning to, 
the wholesale side of the business in 

T
he wholesale mortgage business continues to 
steadily increase its headcount of loan originators 
who are leaving large banks and mega retail lenders 
to transition to the mortgage broker world – and for 
good reason. 

Mortgage Loan Originators Increasingly Flocking From Banks To Brokers  
By ALLEN BEYDOUN , Special to Originator Connect Magazine

SCAPEGOATS TO
SUPERSTARS



MORTGAGE BROKER COMEBACK:  
HOW TO CAPITALIZE ON YOUR GROWTH

By JAMES HOOPER
Special to Originator Connect Magazine

Brokers are bucking industry 
trends and overcoming the 
current tight and competi-
tive lending environment. 

But while it’s an exciting time 
for brokers, given they were on the 
brink of disappearing not so long 
ago, brokers still need to differenti-
ate themselves from their big box of 
competition to succeed. 

It’s simply not enough to ride the 
success of the current strength in the 
mortgage broker industry. This is not the time to rest!

Technology, turn times, and rates are all important, yes, but 
these factors mean absolutely nothing without amazing cus-
tomer service. 

The reality is that without good customer service, your 
business will suffer.

Here are quick tips that you can implement now that make 
a huge difference when it comes to delivering great customer 
service.  
•  Track your documents. Take an upfront accurate 1003. 

This is critical to ensure the loan closes in a timely man-
ner, with the least amount of customer stress. Get what you 
need and only what you need.

•  Great service shouldn’t end at the closing. Work with 
lenders who have the same values as you, especially 
when it relates to customer service. You want the same 
high-level of service on the servicing side that you do on 
the origination side. Do you know who is servicing your 
customers’ loan because they think it’s you?

•  Proactive communication is key. It might sound cliché, 
but ensuring clients are informed throughout all phases of 
the process, along with any third parties like realtors and 
sellers, is always a key to the success of the overall client 
experience. The mortgage process makes people anxious 
because it’s a big unknown when your loan goes into 
underwriting. You should take every opportunity to keep 
them informed along the journey. It’s a partnership. 

•  Don’t let them forget your name. It’s imperative that you 
follow up after closing. You will benefit from asking your 
clients to rate the overall experience. Then, take this feed-
back and learn from it. Don’t underestimate the power of a 
phone call. Customers spend up to two weeks researching 
you and another two to four weeks with you as you origi-
nate their loan, don’t let them forget your name. Send them 
reminders on their birthdays, anniversaries, anniversaries 
of when they closed on their home, and so forth. 

> James Hooper is senior vice president of wholesale lending 
at The Money Source (TMS). 

droves. A new broker-dedicated association, the As-
sociation of Independent Mortgage Experts (AIME) 
just launched this year and already has more than 
15,000 members. 

An increasing percentage of the U.S. population is 
growing in its awareness of mortgage brokers and, 
ultimately, the value associated with shopping for 
the best mortgage. Consumers understand that, like 
with any major purchase, it’s beneficial to find and 
compare several different options and make the most 
informed decision. Resources like FindAMortgage-
Broker.com are making it easier for people to iden-
tify brokers in their area.

Look for awareness and usage of mortgage bro-
kers to continue into the future. The time is now for 
loan originators to join the 
wholesale channel and be 
part of the momentum that 
is pushing more consumers 
to work with independent 
experts who have borrow-
ers’ best interests in mind.  

> Allen Beydoun is 
executive vice president of 
sales at United Wholesale 
Mortgage (UWM).

Loan originators at independent mortgage 
brokers are the most well-equipped and 

knowledgeable professionals 
in the mortgage business. 
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HOW TO AVOID
FALLOUT IN COMMERCIAL

REAL ESTATE LOANS
By MICHAEL ODDI,  Special to Originator Connect Magazine
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F
irst, the good news. Sixty-five 
percent of commercial real estate 
loans are approved. That’s the 
good news.

Unfortunately, the bad news 
for commercial real estate 
investors and brokers is, of 

course, that 35-percent of commercial real estate 
loans get rejected for various reasons.

So, what are the most common reasons 
why commercial real estate loans fail? A 

2017 survey conducted by the National Association of 
Realtors among a random sample of realtors with an 

interest in commercial real estate loans found that:
59-percent of commercial real estate loans fall out 

during the loan underwriting process. Our experience 
shows this happens often because the close is contingent 

upon the borrower fulfilling specific conditions for approval 
(i.e., downpayment, documentation, etc.)

Another 15-percent commercial real estate loans fallout 
because of the property’s appraised value. The primary 

reasons for this include insufficient net operating income 
(NOI), economic obsolescence (when the value of a property 

decreases due to external factors in the local area) or deteriorated 
financials (a sign that the borrower is experiencing some form 

of financial stress or trouble).
Another 14-percent get rejected because financing isn’t 

available. For example, lenders may change the terms of the loan 
(i.e., a lower LTV), or withdraw it all together if the borrower’s 
financials or credit don’t prove out during the underwriting 
process.

Other reasons account for 12-percent of the fallout rate for 
commercial real estate loans.

Of course, many of these factors aren’t unique to commercial 
real estate loans, except for business-related issues like NOI, 
economic obsolescence, and deteriorated financials.

NOI’S EFFECTS
Residential investment and small balance commercial real 

estate investors include many self-employed investors and 
small business owners who often write off expenses against 
their income to lower their tax liability. While perfectly legal, 
this can affect a borrower’s ability to qualify for investment and 
commercial real estate loans.

Although an investor may look cash poor, his or her investment 
in commercial property may indeed provide a long-term reward. 
A low net operating income is typical for residential investment 
properties that often generate lower rental incomes in the short 
term with a high amount of capital appreciation over time. 
So while the smart investor will try to limit their tax liability 

INVESTOR FINANCING

CONTINUED ON PAGE 30

https://www.nar.realtor/sites/default/files/reports/2017/2017-commercial-lending-trends-survey-05-18-2017.pdf


30   ORIGINATOR CONNECT MAGAZINE  |  AUGUST 2018

NOI’s Effects

by writing off expenses, the practice 
may limit their access to the financing 
needed to acquire new properties.  It’s 
not uncommon for small businesses to 
have similar low net operating incomes 
for the same reason.

Banks and wholesale lenders who 
offer mortgages backed by Government-
Sponsored Enterprises like Fannie May 
or Freddie Mac must follow strict 
underwriting guidelines that make 
it difficult for W-2 employees, self-
employed investors and small business 
owners to qualify for GSE-backed 
loans. Since 59-percent of failed loans 
occur during the underwriting process, 
such borrowers may find it easier to 
work with direct portfolio lenders who 
have the flexibility to “bend the rules” 
in their favor by offering a lower LTV 
to compensate for a lower net operating 
income.

FENDING OFF FINANCIAL ISSUES
Brokers who offer commercial real 

estate loans don’t want to waste their 
time and alienate clients by making 

promises they can’t keep. Avoiding 
this requires them to ascertain the 
probability of closing commercial real 
estate loans before they invest their time 
in submitting the loan for underwriting.

Some commercial brokers have a 
knack for reviewing business financial 
statements and spotting trouble. Less 
experienced brokers often turn to 
their financing partner for a quick 
assessment of the probability to close. 
A smart partner who understands the 
pitfalls related to closing small balance 
commercial real estate loans should be 
able to ascertain the probability to close 
within a few minutes.

CONTINGENCY PLANNING
Of course, experienced 

brokers will always have 
a contingency plan in 
place for funding their 
fallout. Options can 
include alternative non-
bank lenders that enable 
the borrower to acquire 
the property through 

short-term financing with a longer-term 
strategy to help them refinance later 
with more favorable terms. Through this 
approach, brokers gain the reputation as 
trusted advisors who help their clients 
overcome business challenges through 
the creative use of real estate financing 
solutions.

Indeed, having a secondary source 
of funding for the 35-percent of 
commercial real estate loans that 
fail is a good business strategy for 
brokers, particularly if that lender 
can provide the flexibility to meet the 
unique needs of their clients. After all, 

brokers are responsible for 
finding the “right loan” 
for each borrower, even if 
the solution involves an 
untraditional path.

> Michael Oddi is chief 
marketing officer for 
Velocity Mortgage Capital.

“Having a secondary source of funding for the 35-percent of commercial real 
estate loans that fail is a good business strategy for brokers, particularly if that 
lender can provide the flexibility to meet the unique needs of their clients.”

CONTINUED FROM PAGE 29
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enabling you to offer an array of loan solutions, helping you close 
more loans that others can’t.
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spectrum of loan programs to meet a variety 
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I
t’s no secret. Technology 
is constantly evolving, 
changing the way we 
interact with clients and 
affecting our relationships 
with them. 

With technological in-
novation and expansion 
across companies world-
wide, evolving at exponen-

tial rates, technology involving custom-
er relationships is at the forefront of the 
global movement to roboticize human 
work. For some people, this thought 
may be daunting, for others it screams 
“huge opportunity!” 

Customer Relationship Management 
tools (CRMs) and systems of engage-
ment are not only tools that help busi-
ness professionals form and maintain 
relationships with clients, but they have 
become necessities in today’s fast paced 

and competitive landscapes of real es-
tate and lending. 

Furthermore, product marketing 
and content marketing (such as Happy 
Birthday notifications and monthly 
newsletters) seem to be the natural, rou-
tine path to stay in front of your clients, 
but these types of marketing are hardly 
enough to keep them engaged or to look 
to you as their trusted financial expert. 
In fact, it only takes 12 months after a 
transaction has closed for your clients 
to completely forget about you. Seems 
pretty harsh, right?

So the question emerges, how do 
agents and lenders get back in front of 
their clients and stay in front of their 
clients when they are competing with 
complex and robust systems such as 
CRMs, and when traditional product 
and content marketing seem fully work-
ing against them?

The answer is simple. 
Combine your human intuition and 

expertise with a system of intelligence. 
Systems of intelligence (SOI) are the 
next big wave of technology to improve 
efficiency and value for clients, and 
their era has far already begun. SOIs 
are smart human enhancements that act 
on your behalf as an extension of you. 
Indeed, they work with you, not against 
you.

THE SURGEON WITH THE 
BIONIC ARM

Imagine, a surgeon with a superhu-
man bionic arm performing heart sur-
gery. Would he be able to perform the 
surgery without the mechanical edition? 
Absolutely. Let’s go one level deeper 
here... 

Now, imagine that the bionic arm is 
a hyper-calculated piece of equipment 

CRM: Out of Blast Mode 
And Into Empowerment Mode 

THE HALO EFFECT HAS ARRIVED  

By ERNIE GRAHAM , Special to Originator Connect Magazine
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with a zero shake guarantee. The bionic 
arm has even more arms that can reach 
out of it and provide the larger arm all 
of the tools it needs to perform the heart 
surgery on time, with exact precision 
and with little to no error.

The large bionic arm itself is a com-
plex piece of equipment. It’s reliable 
and efficient and removes the risk of 
more people and more variables that 
could contribute to a different, or pos-
sibly negative, outcome. The key here 
though, is that the arm does not oper-
ate by itself. It can only operate with the 
surgeon and by the surgeon. It responds 
to the surgeon’s direct thoughts, flaw-
lessly – like the blink of an eye – but 
it considers all demands and factors and 
delivers the best possible outcome of 
the surgeon’s intentions (whether that’s 
a movement, or a direct action). 

If this metaphor is a bit gruesome for 
you – shift your attention to one of the 
most simple and domestic systems of 
intelligence – Amazon’s Alexa device. 

ALEXA KNOWS ALL
You tell Alexa to play 

your favorite music in 
the morning while you’re 
making breakfast, drink-
ing your coffee, or read-
ing the news. You tell her 
to remind you to pick up 
your dry cleaning at 10 
a.m., text you the driving directions to 
your morning meeting, and to remind 
you to call your mother today. When 
you leave the house, you tell Alexa to 
turn off all of your home devices to con-
serve energy and lower your monthly 
bill. 

You get the idea here. Alexa is smart, 
and she listens to you to make your day 
and life easier. 

There are so many examples of sys-
tems of intelligence that we already use. 
The list goes on and on. If we as com-
plex and intelligent humans combine 
our knowledge with a system that deliv-
ers on our creativity and vision of ef-
ficiency (no matter the subject matter), 
then we’ve truly become the masters of 
our own systems of intelligence. 

So how do you harness the power of 
a true SOI and make it work for you in 
a professional sense instead of the other 
way around? 

SOIs involve CRMs and systems of 
engagement, but include a third crucial 
component of machine learning and arti-
ficial intelligence (AI). This intelligence 
collects data from many sources, includ-
ing systems of engagement, stores it in 
the CRM, and ultimately creates new, 
personalized content for clients. 

CREATE VALUABLE CONTENT 
No doubt, we are in an age where 

content and product marketing is ev-
erywhere and we are all desensitized to 
it, which decreases the efficacy of these 
kinds of marketing. 

Systems of intelligence are the solu-
tion to keep clients engaged and agents 
and lenders top-of-mind with their ex-
tended networks. 

Again, take mega tech giant Ama-
zon as an example of a well-designed 
SOI. The more you shop on Amazon, 
the smarter Amazon becomes. Amazon 
starts delivering personalized reading 
lists and suggestions for books based 
on prior reads and searches, hyper-per-

sonalized to you. You feel the warm and 
fuzzies as Amazon has created a valu-
able experience for you that allows you 
to make a better decision. The program 
understands you, and caters to your 
highest interests.

Systems such as Amazon have two 
concrete reasons that their users are so 
happy and engaged: 1) the technologies 
produce content that is personalized and 
intelligent and 2) they deliver it in a way 
that feels helpful and engaging rather 
than intrusive and irrelevant.

Acknowledging AI and machine 
learning as a new category of software 
or technology to implement into your 
business is crucial. Utilizing your own 
creativity and knowledge about your 
network of clients generates the ability 
to create hyper-personalized, valuable, 
and even addicting content. Technol-
ogy is there to help you execute on your 
creative thoughts and ideas, but it’s your 

brain power that keeps the AI machine 
well-oiled and running. 

Systems of intelligence are not a one-
way street. Even the smartest systems 
require an even smarter human behind 
it to operate optimally. 

YOUR GUIDANCE
As loan originators, you are the only 

ones who understand what your clients 
actually want and what they need. Take 
the Smith Family as an example: 

You know that the Smiths, who pur-
chased their first home with you in 
2010, are soon-to-be empty nesters. 
They are looking to downsize from their 
four-bedroom home in the suburbs to 
their little dream beach bungalow where 
they plan to retire in paradise.

You also know that what the Smiths 
need is an advocate; an asset manager 
for their home and their other real estate 
investments. They know you and they 
trust you to guide them through this 
large life change that will impact their 
livelihood as they near retirement. What 

they don’t want is a se-
ries of unattached beach 
listings, or bulk, blasted 
content that provides 
nothing to them short 
of a nice ‘hello’ or junk 
mail.

So, instead you decide 
to deliver them monthly 

home values and personalized financial 
data to guide them through this large 
life-changing process.

GET CREATIVE WITH 
YOUR SYSTEM

As an industry professional, you un-
derstand that by the time the average 
American retires, 83 percent of their re-
tirement will come from their home eq-
uity. The other 17 percent comes from 
401Ks and other investments. 

With this knowledge, you sit in the 
middle of an amazing ecosystem to cre-
ate really valuable content for your cli-
ents and to help them build wealth. 

There are endless opportunities for 
you to engage with clients regarding re-
models, loans, rentals, and other things 
related to their home. You can use the 
information you already have on clients 
stored in your CRM to delve deeper and 
provide them with new insights. Get 

MORTGAGE MARKETING

It only takes 12 months after a transaction 
has closed for your clients to 
completely forget about you.

CONTINUED ON PAGE 34
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creative with what new information you 
can discover for your clients and you 
can strengthen relationships with your 
clients and provide them truly valuable 
content specifically for them. 

Here are a few examples of valuable 
insights that would provide value to 
your clients:

• Updated Comparative Market 
Analysis to keep them on track with 
their home value 

• How much they can Airbnb their 
current home for and how much 
additional wealth they could accrue 
monthly and annually by doing so 

• Give them a shout out when they 
are eligible to purchase an invest-
ment property or trade up to a 
second home

• Maybe even tell them when they 
can drop their mortgage insurance.

By understanding where your clients 
are at with their home as an investment, 
you are communicating valuable con-
tent in a creative way. You are starting 
a conversation, and conversations often 
lead to transactions.

INVEST IN A SMART REFERRAL 
SYSTEM

But what’s the point? In short, refer-
rals. 

Did you know that 8 out of 10 clients 
would give their originator a referral, 
but only 3 out of 10 actually do? The 
reason that agents don’t get as many 
referrals as they could is because there 
aren’t enough honeymoons.

You understand that there is more 
to your relationships with clients than 
just selling them a home. It isn’t over 
after the transaction. The “honeymoon 
phase,” or commonly known as the 
“Halo Effect” is a time where clients 
are most likely to send you referrals be-
cause they are happy with their recent 

experience with you and you are still 
their top-of-mind professional. 

You’ve given them the warm and 
fuzzy feelings associated with a large 
home purchase or investment transac-
tion. However, this “halo effect” only 
lasts for a few months and over time the 
relationship fades without nurturing. 

Systems of intelligence, as extensions 
of you the professional, create and re-
create the honeymoon by delivering tid-
bits of valuable expertise on your behalf, 
and they do this in a dependable, reli-
able, efficient way to keep your clients 
“married” to you as their trusted profes-
sional. So, if you can create new value 
events that accrue good 
will to you, you can restart 
that referral cycle again, 
and again, and again.

The valuable, personal-
ized content you can pro-
vide through your system 
of intelligence shows cli-
ents that you care about 
them and when you show 
that you care, you’re more 
likely to be referred. Hu-

mans are emotional creatures, and that’s 
just natural science. 

In this new era of systems of intelli-
gence powered by machine learning and 
AI, it is time to stop bombarding clients 
with ineffective content and product 
marketing that makes them feel over-
whelmed and annoyed by even your 
most genuine attempts. You must be 
better than the status quo and provide 
something of actual value to the people 
driving your business on a consistent 
basis.

ENTER EMPOWERMENT MODE
It’s time to get out of blast mode, into 

consumer empowerment mode and in 
the fast lane to your professional suc-
cess. 

You are the master of your own suc-
cess. Systems of Intelligence are just the 
executioner that deploys your best in-
tentions and efforts in the most efficient 
way, yielding your maximum ROI. 

Empower your people with knowl-
edge and insight that helps them make 
the best possible decisions. Educate 
them on how they can save money and 
build wealth over the life cycle of home-
ownership. Give them valuable new ex-
periences. Then sit back and enjoy your 
well-deserved referral honeymoons. 

Remember, Maya Angelou said that 
“People may not remember exactly 
what you did, or what you said, but they 
will always remember how you made 

them feel.” 
The “Halo Effect” 

you’ve created will shine 
that much brighter, out-
shining your competitors 
who simply can’t keep up 
with what you have to of-
fer your clients.

> Ernie Graham is CEO 
and Co-Founder of 
Homebot.

CONTINUED FROM PAGE 33

Empower your people 
with knowledge and 

insight that helps them 
make the best possible 

decisions. Educate them 
on how they can save 

money and build wealth 
over the life cycle of 

homeownership.
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06 SEPTEMBER
TEXAS MORTGAGE ROUNDUP
Renaissance Richardson Hotel, 
Dallas
www.txmortgageroundup.com
 
02 OCTOBER
COLORADO MORTGAGE 
SUMMIT
Marriott Denver Westminster
www.comortgagesummit.com
 
23 OCTOBER 
CALIFORNIA MORTGAGE 
EXPO
Hilton Oakland Airport Hotel
www.camortgageexpo.com

26 OCTOBER 
NEW ENGLAND 
WOMEN IN BANKING
Hotel Viking, Newport, R.I.
www.nebankwomen.com
 
06 NOVEMBER
BANK HORIZONS
Ocean Place Resort, N.J.
www.bankhorizons.com
 
09 NOVEMBER
UTAH MORTGAGE EXPO
Park City Marriott
www.utahmortgageexpo.com
 

16 NOVEMBER
BIG EAST BANKING 
CONFERENCE
The Verve, Natick, Mass.
www.bigeastbanking.com

04 DECEMBER
CALIFORNIA MORTGAGE 
HOLIDAY PARTY
Atrium Hotel, Irvine
www.camortgageexpo.com

FOR MORE INFORMATION
Call 860-719-1991 or
Email info@ambizmedia.com 

American Business Media LLC is the nation’s largest 
producer of mortgage and banking conferences. 

Here are some of our upcoming events.

UPCOMING EVENTS



PRIVATE MONEY 
FUELING FIX & 
FLIP MARKET 
NUMBER OF FLIPPED HOMES PURCHASED 
WITH FINANCING NEAR A 10-YEAR HIGH  

By ROBERT GREENBERG
Special to Originator Connect Magazine
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Flipping houses is be-
coming more chal-
lenging as profits get 
squeezed by higher 

home prices and investors face 
intense competition for limited 
inventory. However, investors 
can still find success as flipping 
with financing gains popularity. 

Many investors were attracted 
by bargain home prices in the 
wake of the housing crisis, and 
some of the more recent entrants 
may be enthralled by home-
flipping television shows that 
make the process appear quick, 
easy and full of profit. Fueled by 
a strong housing market, home 
flipping has grown in popular-
ity in recent years. While first-
time flippers often rely on cash 
or borrow money from friends 
and family to complete their first 
deal, experienced investors are 
increasingly turning to financ-
ing for leverage to accelerate 
growth and increase profits.  

HIGH POINT
As evidence of the increasing 

importance of financing in the 
fix and flip space, ATTOM Data 
Solutions, who crunches num-
bers on quarterly home flipping 



    ORIGINATOR CONNECT MAGAZINE  |  AUGUST 2018  37

data, reports that the percentage 
of flipped homes purchased with 
financing in Q1 2018 reached its 
highest point in nearly 10 years.

Homes purchased with financ-
ing represented 35.7 percent of all 
homes flipped in Q1 2018, up from 
33.5 percent a year ago and the 
highest level since Q3 2008.

Investors using cash for their 
purchases will be limited by rising 
home prices and the increasing cost 
of building materials, but flippers 
using financing have the opportu-
nity to use leverage to grow at a 
faster rate than investors using all 
cash, allowing them to make even 
greater profits than all cash buyers.

OPTIONS ON THE RISE
The number of lenders catering 

to the fix-and-flip market has ex-
panded from the traditional hard-
money lenders of yesteryear, which 
is a potential factor contributing to 
the rise in financing for flips. Driving 
this increase is a new breed of lender 
that is often found online. Borrowers are 
increasingly getting introduced to alter-
native lending platforms that use tech-
nology and sophisticated algorithms to 
determine if a potential borrower is a 
good credit risk. These technologically 
advanced platforms have enhanced 
the speed and availability of financing 
while also compressing interest rates, a 
virtual “hat trick” for many borrowers.

Like Patch of Land, many of these 
new lenders are making it easy for real 
estate flippers to access financing no 
matter where they are based. New lend-
ers in the space have lowered the cost 
of capital and made financing a more 
competitive alternative to all cash deals.

MAJOR METROS 
In Q1 2018, the metros with the high-

est share of flips purchased with financ-
ing were in Colorado Springs, Colorado 
(63.9 percent); Madison, Wisconsin (63 
percent); Boston (56.3 percent); Gree-
ley, Colorado (56.3 percent); and Den-
ver (56.1 percent).

We talked with Daren Blomquist 
of ATTOM Data Solutions about why 
these particular metros were attracting 
a higher number of flippers using fi-

nancing. He suggested the most obvious 
reason is that four of the five metros are 
fairly expensive markets, and thus the 
acquisition prices are higher and there-
fore it may be more difficult for inves-
tors to buy with cash. 

But high prices are not the only rea-
son more flippers are turning to financ-
ing. Mark Ferguson, an active investor 
in Greeley, CO has flipped more than 
150 houses since 2002 and tells us that 
the main reason he uses financing over 
cash is simply the ability to do more 
flips. Mark explains it this way, “I can 
buy three times as many properties with 
financing as I can with cash. If I were to 
use cash I would save $5,000 to $10,000 
in financing costs on each deal, but since 
I average more than $30,000 in profit 
on each flip, using cash actually costs 
me money. I could make $40,000 on a 
flip using cash, or make 
$90,000 on three flips us-
ing financing. I did 26 flips 
last year and I probably 
could have only done 10 or 
less using cash.”

ATTRACTIVE OPTION
Flippers today have the 

option of using a local 
hard money lender, but 
they also have many other 

lending options as well. Today’s 
sophisticated online lenders are 
willing to lend across the country 
and without a brick-and-mortar 
presence required to lend in every 
city they can offer more competi-
tive rates making financing flips an 
even more attractive option than 
just a few years ago.

Additional financing options 
will likely continue to fuel the flip-
ping market as it moves further 
from a distressed, all-cash market-
place into one more that is increas-
ingly looking to financing to pro-
vide leverage and allow for faster 
portfolio growth.

New lenders entered the mar-
ketplace about five years ago to 
provide some creative spins on the 
traditional hard money loans that 
had been the mainstay for flippers. 
These products include cash out 
and bridge loans, purchase loans, 
refinance and rehab loans as well 

as crowdfunding options. The increased 
competition among lenders serving real 
estate investors has brought down the 
cost of borrowing.

It’s a good news story for today’s real 
estate investor who has more financing 
options at a lower cost. Additional loan 
products have served to re-energize the 
home flipping market over the past five 
years while widening access to capital. 
The introduction of online lending plat-
forms has allowed flippers to access a 
new source of financing regardless of 
where they live or where they plan to 
flip a home.

This is far different from how flipping 
used to be financed. As little as 10 years 
ago, the typical hard money loan would 
have cost a flipper as much as 15 per-
cent interest and up to five origination 

points, and it would have 
typically come from a local 
lender. Now investors can 
find short-term fix-and-
flip loans with single-digit 
interest rates and get fi-
nanced in as little as 7-days 
(sometimes even faster).

> Robert Greenberg is 
chief marketing officer at 
Patch of Land.

Flippers using 
financing have the 
opportunity to use 

leverage to grow 
at a faster rate than 

investors using 
all cash.
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If you are waiting 
to see if non-QM 
will pick up and 
become the next 
big thing, you are 
missing the boat. 

Companies like 
Angel Oak, who 

work with underserved 
borrowers, are thriving. 
Angel Oak does not deem 
non-QM as just part of 
our business or an option to make up 
numbers in a temporary challenging 
market. Non-QM is our business and 
the dedication lies in offering non-QM 
to deserving borrowers around the 
country. These loan products designed 
for the non-QM market can significantly 
expand business for brokers and agents. 

What does that mean? The prediction 
was that non-QM would double in 2018. 
The growth is going to be far beyond 
that now and S&P Global Ratings 
released a forecast predicting the market 
will instead triple. S&P states: “Given 
improved underwriting, ostensible off-
setting risk factors, and wide spreads, it 
appears as though non-QM will give rise 
to a healthy new market that provides 
funding for would-be borrowers who 
have been on the sideline for year, 
having been unable to qualify for a 
conventional loan.”

The outlook for non-QM is indeed an 
optimistic one. Non-QM is not the new 
sub-prime! For those still on the fence, 
here are solid reasons to stop waiting it 
out and start closing more loans utilizing 
non-QM products.

SMART INVESTMENTS, A FISCALLY-
SOUND FUTURE

Non-QM products are good for 
borrowers financially, make business 
stronger for brokers and lenders, and 
help the economy. Many lenders require 

people with non-QM loans 
to have more cash reserves 
and sometimes a higher 
credit score. However, those 
with lower than average 
credit scores are still good 
candidates. Borrowers 
with low credit scores who 
qualify for these loans 
possibly endured a credit 
event in the past. Some 
borrowers have unique 

circumstances that go beyond low credit 
scores or life events that had an impact 
on their finances. Since non-QM are 
manually underwritten, they look at the 
entirety of the borrower’s situation, not 
just one aspect.

THESE ARE GOOD 
RESPONSIBLE LOANS 

The days of no income documentation 
are over. Proof of income is mandatory 
through documentation like tax returns 
or bank statements. Anyone who claims 
non-QM will lead to another financial 
crisis is incorrectly confusing non-
QM with sub-prime loans of the past. 
Income along with other information 
must be verified by the lender with third 
party documentation.

Loan requirements are standard 
for both QM and non-QM proving a 
borrower has the ability to repay. It all 
started with the Dodd-Frank Wall Street 
Reform and Consumer Protection Act 
signed into law over eight years ago. 
This requirement makes non-QM loans 
accountable and responsible.  

In addition, these loans require a 

significant downpayment, at least 10 
percent, providing the borrower with 
“skin in the game.” These are not the 
100 percent loans of the past – these 
borrowers show significant commitment 
with their level of their downpayment. 

POSITIVE FOR ECONOMY, LENDERS 
AND BORROWERS

More and more non-QM opportunities 
are opening up, providing borrowers 
additional options to meet their needs. 
More financing solutions for borrowers 
place more people into homes they can 
afford. We all want that and adding non-
QM solutions into your mix makes it 
happen.

It is a mistake to consider non-QM 
only as a fall-out option if you cannot 
fit a borrower into a conventional loan. 
Agreeably, it does work out to look 
to non-QM if a deal falls through. 
However, making non-QM a priority 
and consistently marketing to these 
borrowers will add to your bottom line. 
The population of non-QM borrowers is 
significant and can keep your pipelines 
full. 

The non-QM market is thriving, 
but many originators are missing 
opportunities in the housing market 
because they still do not understand 
the fundamental requirements of 
non-QM mortgages. Angel Oak has 
been educating originators going on 
five years and many are participating 
with the number of those signing up 
increasing every day. Non-QM is an 
excellent solution to knock down the 
barriers in this challenging and ever-
changing housing market.

 
> Tom Hutchens is executive vice 
president of production at Angel Oak 
Mortgage Solutions.

Triple Threat
NON-QM IS NOT THE NEXT BIG THING – IT’S ALREADY HERE AND GOING STRONG

By TOM HUTCHENS , Special to Originator Connect Magazine

Making non-QM a 
priority will add to 
your bottom line.
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BUILD-A-BROKER
Join us for a special day designed to help originators who want to open their own broker business, 
or for brokers who want to find better ways to run their company. This day is designed to show you 
the basics of setting up your business – from how to rent space, to what accounting programs are 
recommended – and will also cover topics including choosing your loan origination systems, how to 
pick a CRM system, and more. This pre-conference workshop is free, but seating is limited and pre-
registration is required.

     Sponsored By

BROKERAGE 101
This roundtable discussion will focus on the foundation for establishing your business, including experienced 
mentors on:

• How to lease office space that will grow with you, but not break the bank
• Choosing an accounting program and payroll provider
• How to determine whether your workers are employees or independent contractors
• How to furnish your space on a budget
• What’s the right corporate form (LLC v. Corp.) for you
• State Licensing Support

Melrose 3 & 4

GETTING THE TECH ADVANTAGE
We’re gathering a panel of technology providers to discuss innovative tech tools you can use to set your 
brokerage up for success. 
 Melrose 3 & 4

ESTABLISH A COMPETITIVE ADVANTAGE WITH A VARIED PRODUCT LINEUP
Few brokerages can fully grow without offering more than the standard-vanilla residential home mortgage. 
We’re bringing in product experts and broker practitioners to discuss a bevy of diverse products that you 
can add to your lineup as you create your broker shop. 
Melrose 3 & 4

BROKERAGE 102
This roundtable discussion will focus on additional foundational issues for establishing your business, 
including experienced mentors on:

• Policy and Procedures that a company should have - including BSA/AML, Sexual 
harassment, 

• Marketing and Compliance - under RESPA, TILA, Reg. N, the CFPB, getting leads, co-
marketing with Realtors etc.

• Compliance training, audit and testing
Presented by Tyna-Minet Anderson of Mortgage Educators & Compliance
Melrose 3 & 4

CONFERENCE GUIDE
THURSDAY, AUGUST 23

PRE-CONFERENCE 
WORKSHOP
OPEN TO ALL ATTENDEES
10:00 a.m. - 3:00 p.m.

SEPARATELY TICKETED
Free, but advance registration 
required

10:00 a.m. – 11:00 a.m.

11:00 a.m. – 12:00 p.m.

1:00 p.m. – 2:00 p.m.

2:00 p.m. – 3:00 p.m.

PRESENTING SPONSOR

OriginatorConnect 2018

PRESENTING SPONSOR



Mortgage Star: Leadership & Strategy For Professional 
Mortgage Women
The Mortgage Star Conference is pleased to present a compelling and inspirational program of 
events for women leading the profession. Our schedule runs throughout the day on Friday, August 
24, at Planet Hollywood. This year’s gathering serves as a pre-conference event for the Originator 
Connect show on August 24-26 at Planet Hollywood.

 
Mortgage Star Is
Sponsored By

Sessions Include:

BUILD YOUR FOUNDATION FOR SUSTAINABLE SUCCESS
How would you like to wake up each morning free from worry – confident that all the pieces are in place 
for your continued success? How would you like to create a business you love and find joy doing it? 
Kelly Resendez is Executive Vice President at Paramount Partners Group and author of Foundation To 
Sustainable Succcess: A Conscious Guide To Mastering The Mortgage Business. She provides the mindset, 
strategies, and concrete framework you need to increase your market share and build sustainable success. 

 
THE BOTTOM LINE ON USING NON-QM LOANS TO BOOST BUSINESS
Get the real scoop on how Non-QM loan products can make a real difference in increasing your pipeline 
by Carrington Mortgage Services, the experts when it comes to working the toughest loans.  We’ll explain 
some of the identifying factors for those who fit the Non-QM mold, how to work with them and what type 
of loan options are available in the marketplace for them, even for those who are self-employed. Hosted 
by industry veteran Amy Marsh, Business Development Manager for Carrington Wholesale Lending.

FINDING YOUR INDUSTRY VOICE
Over the course of five years as Director of Marketing at RCN Capital, Erica LaCentra has been a 
pivotal force as the company grew its national market share to where it is now, one of the largest private 
lenders in the country. But coming into the business green, she had to learn what characteristics are 
necessary for women to be successful in such a male dominated industry.

Celebrity Ballroom 5

SUCCESS TRACK: GET YOUR LOS AND PROCESSORS TRAINED,
FOCUSED AND READY TO TAKE PRODUCTION TO THE NEXT LEVEL
Here’s a solution to one of the biggest problems in our industry: getting new originators and processors 
up to speed quickly, efficiently and comprehensively. When you’re already busy meeting your origination 
goals, finding the time and resources to train is often difficult.

That’s why Originator Connect has teamed up with United Wholesale Mortgage to bring UWM’s 
innovative Success Track program to Planet Hollywood. This day-long immersive experience will give new 
mortgage professionals an in-depth crash course in what they need to know to jump start their careers, 
and to get them quickly adding to the production pipeline. 
Melrose 3 & 4
      Sponsored By

CONFERENCE GUIDE
FRIDAY, AUGUST 24

www.originatorconnect.com www.originatorconnect.com

10:00 a.m. – 3:00 a.m. 

SEPARATELY TICKETED
Free, but advance registration 
required

11:00 a.m. - 11:45 a.m.

12:15 p.m. – 1:00 p.m.

1:00 p.m. – 1:45 p.m.

9:30 a.m. – 4:30 p.m.

SEPARATELY TICKETED
Free, but advance registration 
required



NMLS License Renewal Class
DAVID LUNA
President
Mortgage Educators and Compliance
 Sunset 2
 
                Sponsored By

CONCURRENT SESSIONS

SYSTEMS FOR SUCCESS: BUILDING THE PERFECT WORKFLOW PROCESS & 
HIGH PERFORMANCE, HIGH CAPACITY TEAMS
 You want your team to succeed, but for that to happen you need the right structure and processes in place 
so everyone can deliver their best. Adam Batayeh, President of Lodasoft, will help you apply this to the 
mortgage business as the best tips and tricks are revealed in leveraging people, process, and technology 
to create the perfect playbook for repeatable and sustainable business in an ever-changing market.
Celebrity Ballroom 5

THE WHOLE TALE OF WHOLESALE
There’s a lot of discussion in the originator industry about wholesaler practices, benefits and questions. In 
this lively discussion, we’ll take a look at the “whole tale of wholesale.” Bring your questions, comments 
and concerns to this lively discussion, featuring Allen Middleman, senior vice president of wholesale 
at Freedom Mortgage.
Sunset 1

CONCURRENT SESSIONS 

THE NEXT LEVEL: SUCCESS SECRETS OF THE BEST MLOS IN AMERICA
Why is it so many loan officers get stuck at 4 or 5 loans a month even with decades of experience? Stuck in 
a seemingly never-ending feast or famine cycle doing 9 or 10 one month, followed by 1 or 2 the next. You 
spend one month filling the pipeline and then the next working ridiculous hours just getting those deals to 
the finish line. Find out all this and more by participating in this engaging, power-packed session provided 
by Erik Janeczko, National Sales Coach for Flanagan State Bank Mortgage.
Celebrity Ballroom 5 

DO YOU REALLY NEED A WHOLESALE REP?
In a purchase market with rising rates and compressed margins, many lenders are responding by offering 
their brokers “AE-Lite,” which may be cost efficient for the lender; but can the LO really afford to be in THIS 
market without a true lending partner? Hear from VP of Sales, Jon Laolagi, from The Money Source 
(TMS), speak on the value of a seasoned and knowledgeable Account Executive over “AE-Lite” and how 
to know the difference.
Sunset 1

DRIVING ADOPTION OF NEW TECHNOLOGY IN YOUR 
BUSY LENDING OPERATION
Mortgage lending teams are typically moving quickly - meeting with customers, building their networks, 
and ultimately trying to get loans to close as quickly and easily as possible. Brandon Hoyles, a former 
high-producing loan officer a current head of utilization at Blend, will lead a discussion on rolling out 
new technology and driving broad adoption throughout lending organizations. The session will touch 
on common obstacles to utilization, how to develop a solid and sustainable rollout strategy, and best 
practices for getting the team on board.
Wilshire Ballroom

CONFERENCE GUIDE
FRIDAY, AUGUST 24

9:00 a.m. – 5:00 p.m. 

SEPARATELY TICKETED
$79, but advance registration 
required

3:00 p.m. - 4:00 p.m.

4:00 p.m. – 4:45 p.m.

www.originatorconnect.com



Opening Reception and Celebration
Join us as we celebrate the origination community at this special networking reception open to all 
attendees.  We’ll have an opportunity for everyone to gather and get ready for a weekend like no other.  
And, in an special exciting appearance, we’ll enjoy a special presentation from an act that electrified the 
stage of America’s Got Talent and which will bring their unique spin on building teamwork to Originator 
Connect. In their brand new show, The Passing Zone asks…can Jon Wee and Owen Morse save the 
world through laughter and dangerous stunts? It can’t hurt to try, so that’s just what they’re going to do!

The Passing Zone has been wowing audiences for decades with hilarious, award-winning performances. 
They have been finalists on America’s Got Talent, they have performed at the White House, and they hold 
4 Guinness World Records. Their combination of comedy, dexterity, danger, and hilarity has audiences 
on their feet all across the globe. The Passing Zone saves the world from boredom and the mundane by 
putting themselves at risk for your amusement!
UWM Main Stage
                Sponsored By

CONCURRENT SESSIONS
YOUNG MORTGAGE PROFESSIONALS: REFUELING THE INDUSTRY 
THROUGH ATTRACTING, CONNECTING AND EDUCATING MILLENNIALS
Mortgage companies on a growth path need to recognize the effects Millennials are having on their 
workforce. We’ll discuss tactics on recruiting, educating and retaining Millennials. Join us to learn more 
about the changes your business may need to make in order to stay relevant in today’s market.
Wilshire Ballroom
                Sponsored By

FINTECH + YOUR BORROWERS: HOW TO ACQUIRE MORE LEADS, MORE 
LOANS, MORE CONFIDENTLY
Originators today know fintech drives competitiveness and relevancy among consumers. Digital Mortgage 
Strategist Raj Parekh reveals best- and next- practices of leading loan officers leveraging fintech to 
increase prospects, efficiencies, and production. Join us and leave with a digital tool you can implement 
today that your borrowers will love.
Celebrity Ballroom 5

BOOST YOUR BUSINESS WITH FIX & FLIP LOANS
AND PRIVATE LENDING
With home flipping in the U.S. at a 10-year high, there has never been a better time to expand your 
product offerings. Private lending offers lucrative options for fix & flip deals and other real estate investing 
scenarios that don’t fit traditional guidelines. In this session, Jeffrey Tesch, RCN Capital Managing 
Director & Private Lending Expert, will teach you how to:

• Identify profitable solutions for some of your most commonly overlooked leads
• Leverage fix & flip loans and other private lending products to make more money now
• Best present yourself and your borrower to a private lender

Melrose 3 & 4

SCHEDULE OF EVENTS
SATURDAY, AUGUST 25

CONFERENCE GUIDE
FRIDAY, AUGUST 24

5:30 p.m. – 8:00 p.m. 

OPEN TO ALL ATTENDEES

9:30 a.m. - 10:15 a.m.

www.originatorconnect.com www.originatorconnect.com



DAVID LYKKEN, STEVE RICHMAN & DAVID LUNA 
Mega Trends Transforming Your Business!

A Session So Big, We Needed THREE Major Speakers To Handle It!
For the first time ever on stage together, join these three top mortgage lending experts as they talk about 
the latest strategies that can powerfully transform your business. Get ready for an energy level that will 
threaten to blow the roof off! 
UWM Main Stage 
                Sponsored By

Exhibit Hall Opens

KEYNOTE PRESENTATION: MAT ISHBIA
MORTGAGE BROKERS – THE OBVIOUS CHOICE
 Momentum is drastically shifting in the mortgage industry. Mortgage brokers are re-emerging as the 
best choice for consumers, loan originators and real estate agents. The huge spike in broker loan volume 
and the number of licensed mortgage brokers is expected to intensify, as the industry’s biggest player is 
focused on giving brokers the tools, training and resources to gain market share and dominate their retail 
competition. Join UWM President/CEO Mat Ishbia, leader of the No. 1 wholesale lender in the nation, 
for a high-impact presentation on how mortgage brokers can continue to build off their current momentum 
to further differentiate themselves in their respective markets, appeal to a broader customer base, and 
build stronger partnerships with real estate professionals.
UWM Main Stage

CONCURRENT SESSIONS

HAPPY BORROWERS: POWERING SATISFACTION THROUGH TECHNOLOGY
 Your borrowers matter. And in a changing market, their satisfaction (and their agent’s satisfaction) matters 
more than ever. In this session, you’ll hear from John Paasonen, founder and CEO of Maxwell, the 
emerging leader of digital mortgage solutions for independent mortgage lenders, about how technology 
will increasingly play a critical role in exceeding expectations. How do you deliver great service without 
being disintermediated by technology? How can a digital experience deepen your borrower and agent 
relationships? 
Celebrity Ballroom 5

PREPARE YOUR BUSINESS FOR THE FUTURE BY GETTING INTO REVERSE
 Home Equity Conversion Mortgages (HECMs)—commonly known as reverse mortgages—are quickly 
becoming a necessary building block for retirement funding. If you’re not yet offering reverse mortgages 
as part of your product mix, you’re missing out on an important and rapidly growing market: You’ll learn 
more about reverse mortgage products, and how our turnkey origination platforms make it easy to enter 
the reverse mortgage business and increase revenue. Presented by Craig Barnes, Education Leader, 
Reverse Mortgage Funding.
Wilshire Ballroom

ELEVATE YOUR CAREER WITH SALES SUPERSTAR TECHNIQUES
 If you’re serious about making a change, dedicating yourself with 100% effort, then get ready for a full 
immersion into changing your business. Today is all about adapting and surviving. Come to this session to 
learn the mental side of succeeding, awareness on what is changing, and how to add high octane to your 
media, marketing and lead gen. Learn from Ben Anderson, a superstar originator who has closed more 
than $3 billion in his career, and is ranked in the top 15 originators in the nation. Point by point, you’ll learn 
how to create a CEO mindset, and elevate your game!
Melrose 3 & 4

CONFERENCE GUIDE
SATURDAY, AUGUST 25

www.originatorconnect.com

10:30 a.m. – Noon 

Noon - 6:00 p.m.

1:30 p.m. - 2:15 p.m.

2:45 p.m. - 3:30 p.m.



AMANDA BEARD
Seven-time Olympic Medalist, Model, Entrepreneur
In The Water, They Can’t See You Cry
 
Amanda Beard made her first Olympic swimming appearance in 1996 at the age of 14. Beard won 
one gold and two silver medals at that first Olympic Games and has been a strong competitor since. 
She went on to win a gold medal, two silvers and a bronze at the next two Olympic Games. Beard is the 
winner of eight national titles and is a former world record holder.

 Amanda has also made her mark outside of the pool, becoming much more than the 14-year-old Olympic 
gold medalist that carried her teddy bear around wherever she went.  In April 2012, Amanda released her 
first book, New York Times Best Seller ”In The Water They Can’t See You Cry,” a riveting memoir revealing 
the truth behind the Olympic spotlight, the battles that she fought along the way and her new found 
happiness in love and motherhood. Touring coast to coast, Amanda stays busy talking about her book, 
hosting swim clinics, endorsing products, speaking at events and making appearances in top national 
media like the ”Today Show,” ”Dr. Phil,” ”Access Hollywood,” CNN, USA Today, FOX Sports and more.
UWM Main Stage

Cocktails & Connections Reception
Drinks and networking on the Exhibit Floor.
                
      Sponsored By

THE SATURDAY NIGHT AFTER PARTY

YOU’RE INVITED!  Join RCN Capital, Appraisal Nation, & Geraci LLP for: 
A Shot in the Dark, The Originator Connect After Party
Saturday, August 25th, 8:00 p.m. - 11:00 p.m.

The fun doesn’t have to stop just because Originator Connect has concluded for the night! 
Swing on by Topgolf at MGM Grand Hotel & Casino to enjoy complimentary drinks, small bites & 
networking time with attendees and exhibitors from Originator Connect.

It’s going to be a great night for a drive, so we look forward to seeing you there!

CONFERENCE GUIDE
SATURDAY, AUGUST 25

4:00 p.m. – 5:00 p.m. 

5:00 p.m. – 6:00 p.m.

8:00 p.m. - 11:00 p.m.

www.originatorconnect.com



CONFERENCE GUIDE
SUNDAY, AUGUST 26

Exhibit Hall Open

BREAKFAST BEFORE BUSINESS
Continental Breakfast on the Exhibit Floor.

Sunday Morning Kickoff - MORTGAGE 2025
Just a little over 10 years ago, Steve Jobs and Apple introduced the iPhone, and the advent of smartphone 
technology has changed the financial world. In one short decade, that one piece of handheld tech has 
reshaped how the mortgage industry delivers its products and reaches consumers. So what will the next 
few years bring in terms of mortgage innovation? Join our panel of mortgage tech visionaries for a lively, 
provocative and compelling give-and-take on the Next Big Thing. Our panelists include UWM Chief 
Digital Officer Justin Glass, Revaluate CEO Chris Drayer, Freddie Mac Loan Product Advisor expert 
Thomas Smith, and David Schroeder, senior vice president at Quicken Loans.
UWM Main Stage

AFTERBURNERS
Flawless Execution From America’s Top Military Pilots
The Real Deal: How To Train Yourself To Achieve Your Goals, Exceed Your Expectations, And Ratchet Up 
Your Revenue  . In 1989, Jim “Murph” Murphy sat at the controls of an F-15 fighter jet and realized that 
the cultural discipline and strategic alignment needed to execute flawlessly in the unforgiving, rapidly 
changing world of military aviation was more than unique — it was awe-inspiring. The U.S. military’s 
ability to cultivate a singleness-of-mind around strategic action was so compelling to Murph that he strove 
to translate these time-tested, combat-proven processes into a simple, scalable, agile methodology. In 
1996, Murph started Afterburner, Inc. to share the message of Flawless Execution with organizations 
around the world. Today, nearly 20 years later, more than 1.7 million professionals have experienced 
the power of Flawless Execution. Now we bring the Afterburner team to Originator Connect for a closing 
keynote event that you will be talking about for months!
UWM Main Stage

ORIGINATOR CONNECT ADJOURNS
Thank you to our sponsors and exhibitors.
We look forward to seeing everyone return in 2019!

FRIDAY, AUGUST 24th

5:00 - 5:20 p.m. 

Sunset Room 1
Corevest

Sunset Room 2
Carrington Mortgage Wholesale

5:30 - 5:50 p.m.

Sunset Room 1
United Wholesale Mortgage

Sunset Room 2
Franklin American Mortgage

PRODUCT SHOWCASES
SATURDAY, AUGUST 25th

12:30 - 12:50 p.m.

Sunset Room 1
United Wholesale Mortgage

Sunset Room 2
Carrington Mortgage Wholesale

1:00 - 1:20 p.m.

Sunset Room 1
United Wholesale Mortgage

Sunset Room 2
Angel Oak Mortgage Solutions

SUNDAY, AUGUST 26th

9:00 - 9:20 a.m.

Sunset Room 1
United Wholesale Mortgage

Sunset Room 2
Franklin American Mortgage

10:30 - 10:50 a.m.

Sunset Room 1 
The Money Source

Sunset Room 2
PRMG

www.originatorconnect.com

Sponsored By

9:00 a.m. – 11:00 a.m. 

9:30 a.m. – 10:30 a.m. 

11:00 a.m. – Noon 

Noon
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Freedom Mortgage Corporation is a mortgage lender licensed in all 50 states. NMLS# 2767. Corporate office located at 907 Pleasant Valley Avenue, Suite 3, Mt. Laurel, NJ 08054, 800-220-3333. Please visit 
our website at freedommortgage.com/state-licensing for our complete list of state licenses. This information is intended for use by mortgage  brokers and other industry professionals. This is a business-to-business 
communication and is not an advertisement to or solicitation of a consumer. For additional information about Freedom Mortgage Corporation, please visit the NMLS Consumer Access page at nmlsconsumeraccess.org. 
Equal Housing Opportunity. © 2018 Freedom Mortgage Corporation. All rights reserved. 
WS169(0218)

Fostering homeownership 
one dream at a time.

Let Freedom Mortgage help
you grow your business.

Contact us Today! 
freedomwholesale.com



© Angel Oak Mortgage Solutions LLC NMLS #1160240, Corporate office, 980 Hammond Drive, Suite 850, Atlanta, GA, 30328. This communication 
is sent only by Angel Oak Mortgage Solutions LLC and is not intended to imply that any of our loan products will be offered by or in conjunction 
with HUD, FHA, VA, the U.S. government or any federal, state or local governmental body. This is a business-to-business communication and is 
intended for licensed mortgage professionals only and is not intended to be distributed to the consumer or the general public. Each application 
is reviewed independently for approval and not all applicants will qualify for the program. Angel Oak Mortgage Solutions LLC is an Equal 
Opportunity Lender and does not discriminate against individuals on the basis of race, gender, color, religion, national origin, age, disability, 
other classifications protected under Fair Housing Act of 1968. MS333_0718

Angel Oak Mortgage Solutions

WE’RE  
GROWING!

Apply Now At  
JoinAngelOak.com

Don’t Get  
Left in  

the Dust

Visit www.AngelOakMS.com or call 855.539.4910.

Grow With the Leader in Non-QM Wholesale and Correspondent Lending.


