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Online Origination Winners Dominate

Across the entire mortgage industry, it seems as if the origination
leaders continue to gobble up more market share.

origination leaders seem to be taking

over more and more market share. The
big are only getting bigger.

Overall in the first half of 2006, the top
five servicers accounted for 48% of the
market, the top five originators equaled
45% of the market, and the top five resi-
dential online originators chalked up
almost 45% of the market. What does this
mean?

First, it means that it's becoming
increasingly difficult to be the new guy
on the block. Further, if a new lender
does emerge that is successful, they'll be
a prime acquisition candidate for the top
five.

However, technology remains a differ-
entiator. For example, Taylor, Bean &
Whitaker increased its online origina-
tions by 315% over the same period just
one year ago. As Morlgage Technology
detailed in August/September 2005
issue, TB&W is nimble and proactive
instead of reactive.

The lender proved that when it decided
to go with Avista Solutions, a newer ven-
dor that doesn't tout a laundry list of top
20 clients, for it's community banking
online division origination system. What's
more revealing is that TB&W told MT that
it went with Avista because it wanted to
do business with a small vendor that was
more flexible, not something you hear
everyday in this industry as lenders tend
to rely heavily on a vendor’s client roster
before choosing.

TB&W also went with Avista because
they wanted to move fast. Oftentimes the
more established LOS vendors that do
have marquees clients take 18 months or

| n almost every sector of the market, the

more to roll out their applications and
TB&W wasn't prepared to wait. This suc-
cess story is proof that there is something
to be said in choosing innovation over
stagnation.

And the recent MORTECH study sug-
gests that more lenders may follow
TB&W's lead. “There is a profound shift in
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lender behavior” said Jeff Lebowitz,
owner of MORTECH LLC, publisher of the
annual MORTECH survey on lender
behavior and business use of technology.
“Always in the past, negative expectations
forced deferrals in capital spending.
That's not the case any more”
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