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Experts you trust. People you know. News you want. MortgagePoint is putting essential mortgage
market news at your fingertips with our new digital edition, now available online via your smartphone,
tablet, or computer. Enjoy the magazine at your desk, and tap into MortgagePoint Digital's easily
accessible platform anywhere, anytime. Committed to giving originators, servicers, and all lending
professionals access to smarter perspectives, MortgagePoint believes it's time to think differently about

the mortgage industry. Because the American Dream is evolving . . . are you?

Subscribe to MortgagePoint
and MortgagePoint Digital now!
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REPRESENTATIVES Mortgage Services

“The Property Preservation Executive Forum (PPEF) is crucial to Crown
Field Services because i provides a platform to collaborate with industry
leaders, stay informed about evolving standards, and contribute to meaningful
advancements in property preservation. By joining PPEF, we gain access to
invaluable insgghts and resources that help us enhance our services, maintain
compliance, and drive innovation to best service the industry.”

—Schmulie Schochet, Crownfiled Services

PPEF :

PROPERTY PRESERVATION
EXECUTIVE FORUM *

For more information, contact memberships@thefivestar.com.
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HEADING INTO
THE YEAR OF
THE RESETY

s we enter the closing months of 2025, this edition of
MortgagePoint is packed with content looking back at the
year coming to a close and ahead to the next one.

For this month’s cover story, we spoke to a panel of
economists and subject-matter experts about this this
year’s trends and what they expect for 2026. With rates

easing and affordability still out of reach for millions, housing enters 2026
in slow motion, testing the patience, adaptability, and strategy of every
market participant. The experts featured in this issue agree: the coming
year will test resilience as much as strategy. It’s a time for measured
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Welcome to the November edition of MortgagePoint magazine.
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FICO INTRODUCES
DIRECT LICENSE
PROGRAM FOR
MORTGAGE LENDING

significant change in how FICO
AScores are provided to the mort-

gage sector has been disclosed
by FICO. Tri-merge resellers can now
compute and provide FICO Scores to
their clients directly, removing the need
for the three national credit bureaus,
thanks to the introduction of the FICO
Mortgage Direct License Program. For
mortgage lenders, mortgage brokers,
and other industry participants, this
change is designed to lead to increased
price transparency and instant cost re-
ductions. Businesses can keep using the
credit bureaus if they want to do so.

FICO is launching two alternative
pricing structures to give industry
participants more options and flexibility.
Based on successful mortgage funding,
FICO’s new performance model high-
lights the importance of the FICO Score
in facilitating mortgage liquidity and
lowering lender expenses. The FICO
Score royalty charge will be $4.95 per
score under the new performance mod-
el, which is 50% less than the average
fees per score paid to tri-merge resellers.
This decrease is the result of doing away
with credit bureau markups.
When a loan with a FICO score

is closed, a funded loan charge of $33
per borrower per score will be applied,
acknowledging the downstream value
of the FICO Score for investors, rating
agencies, mortgage insurers, GSEs, and
other market players. The financed loan
fee allows for widespread adoption by
participants in the originating market
by replacing fees previously associated
with the re-issue of FICO Scores.

Strengthening Lender Power

As an alternative, lenders can decide
to stick with the current per-score only

pricing structure, which keeps the
average price that credit bureaus used
to charge for the FICO Score at $10 per
score, which is maintained for the tri-
merge resellers. This model is intended
to show that lenders will not see an
increase in their per-score fees.
Tri-merge resellers are empowered
by the FICO direct licensing scheme to
maximize credit costs for both borrowers
and lenders. The direct license program
lowers the cost of FICO Scores to the
mortgage sector and improves cost trans-
parency by simplifying distribution.
“Today marks a turning point in how
credit scores are delivered and priced
across the mortgage industry,” said Will
Lansing, CEO of FICO. “Direct licensing
of the FICO Score brings transparency,
competition, and cost-efficiency to the
mortgage lending process. This change
eliminates unnecessary mark-ups on
the FICO Score and puts pricing model
choice in the hands of those who use
FICO Scores to drive mortgage decisions.”
Additionally, FICO will provide the
three national credit bureaus with the
same terms for both FICO mortgage
score pricing models; however, FICO has
no control over whatever markups the bu-
reaus may apply in respective channels.

PHH MORTGAGE
INTRODUCES NON-
QM PRODUCT LINE

nity Group Inc.’s subsidiary,
O PHH Mortgage, has declared

that it anticipates launching a
new line of proprietary non-qualified
mortgage (non-QM) products called
FlexIQ. For both delegated and non-del-
egated loans, the product suite will be
accessible via the company’s correspon-
dent lending channel.

“We designed FlexIQ with our
clients’ needs in mind, offering them an
easier, streamlined process and a flex-
ible product suite to meet the growing

demand for non-QM products,” said
Rich Bradfield, EVP and Chief Growth
Officer. “We are excited to launch Flex-
IQ, which underscores our commitment
to being a trusted partner by continuing
to provide value-added products to our
clients and the customers they serve.”
FlexIQ offers flexible underwriting
and intelligent mortgage solutions in the
following three product categories:

¢ Full Documentation (Full Doc):
Designed for borrowers who are
seeking loan limits above traditional
Agency standards.

¢ Alternative Documentation (Alt
Doc): Designed for nontraditional
income profiles for borrowers who
require alternative methods to docu-
ment their income.

o Debt Service Coverage Ratio
(DSCR): Designed for real estate
investors who are seeking to qualify
based on rental income compared to
monthly housing expenses.

“FlexIQ is our new proprietary product
with a service-first approach that includes
asingle standard for underwriting across
multiple product types, a dedicated support
desk, and necessary training, as well as other
helpful resources,” added Andy Peach, EVP
and Chief Lending Officer. “We anticipate
that FlexIQ will serve as a cornerstone in ex-
panding our non-agency product offerings
to help our clients grow their business.”

LOANCARE ADDS
NEW FEATURES

TO IMPROVE ITS
DIGITAL RETENTION
PLATFORM

wo new additions to LoanCare’s
range of digital retention solutions
will help clients obtain vital infor-

mation on loan payoffs and provide them
with more customer refinance signals.

November 2025 » themortgagepoint.com _




MTECH

November 2025

Paid in Full Monitoring is a sub-
scription service available through
LoanCare Analytics, a platform that
provides on-demand access to insights
throughout the servicing spectrum and
speeds up portfolio assessments. In
particular, Paid in Full Monitoring offers
an examination of loans that have been
paid in full (PIF), along with the cause,
such as a refinance or property sale.

“Paid in Full Monitoring helps
lenders protect their portfolios by
uncovering opportunities to better
calibrate their retention strategies. They
can understand potential drivers of loan
retention and runoff,” said Dave Wor-
rall, President of LoanCare. “Similarly,
knowing which homeowners are most
likely to act once interest rates drop is a
strategic advantage for clients defending
their portfolios.”

In addition to providing a stratifica-
tion of retained loans by interest rate,
month of payback, and state, the service
keeps track of where the loans have
gone and whether they have refinanced
away from the client. Payoff results can
highlight previously undiscovered op-
portunities and substantial competitive
dangers. Gaining retention intelligence
is incredibly effective with this new level
of understanding.

With the second improvement,
RateTrak, homeowners can utilize an
interactive slider tool to specify a target
interest rate or a lower monthly payment
amount that they would like to reach
if interest rates drop. RateTrak gives
customers the opportunity to proactively
contact homeowners who are open and
prepared to investigate refinance options
by allowing them to self-select to be
notified when rates decline. In the fourth
quarter, the LoanCare Homeowner Portal
will make the new tool accessible.

“These new features are just the
latest innovative enhancements to
LoanCare’s Digital Retention Platform,”
Warrell said. “We’re committed to
helping our clients continually optimize
portfolio performance—and we do so
without ever competing for their cus-
tomer relationship. That's what makes
subservicing truly feel like their own.”

The newest products in LoanCare’s
industry-leading range of digital retention
solutions, Paid in Full Monitoring and Ra-
teTrak, provide data and analytics to assist
customers in taking advantage of oppor-
tunities and lowering risk. Private-label-
ing customer-facing communications can
help customers maintain brand aware-
ness throughout the servicing process.
This includes self-serve digital experienc-
es via a special Refinance Center in the
Homeowner Portal and My LoanCare Go
app, which functions as a knowledge base
with suggested goods, tailored online
ads, and other communications centered
around benefits.

DOSSDOCS
INTEGRATES WITH
DOCUSIGN TO
ASSIST LENDERS IN
MEETING DEADLINES
FASTER

ocusign has announced its
integration with DossDocs,
a platform developed by the

mortgage law company Doss Law.
Through this agreement, lenders can
provide timely, early disclosure papers
dependably and efficiently without
incurring additional fees.

The guidelines are unambiguous for
California Department of Real Estate
(DRE) licensees. After receiving a loan
application, users have three business
days to provide an Early Disclosure
Package, which includes a Mortgage
Loan Disclosure Statement. That proce-
dure is now quicker, simpler, and more
secure thanks to DossDocs.

Early disclosure documents are
now automatically transmitted through
Docusign as part of any document
order, thanks to this new integration.
Lenders can keep an eye on each stage
of the signing process from their own
dashboard by just entering their Docu-
sign login once. There is no complicated
setup; it is integrated right into the Doss-
Docs platform, and it is free of charge.

Docusign envelopes are much more
likely to be opened and signed by bor-
rowers than printouts, scans, or faxes.
The industry standard for safe, accepted
e-signatures is Docusign. Reliable
instruments are important when legal
deadlines are involved.

“No other doc platform offers this,”
said Aletha Nelson, VP of DossDocs.
“We’ve seen how painful this part of the
process is for lenders, especially under
DRE rules. This makes early disclosures
easier for lenders to send and allows
borrowers to respond quickly, so dead-
lines aren’t missed.”

One of the most time-sensitive as-
pects of the lending process now has an
integrated solution for lenders. Lenders
are in charge, and early disclosures are
distributed swiftly and securely.

SIEMENS ENHANCES
ITS DIGITAL BUSINESS
OPTIMIZER TOOL
WITHANATURAL
HAZARD RISK
MITIGATION FEATURE

ith the introduction of the
new natural hazard risk
mitigation tool, Siemens is

further enhancing the functionality of its
free online Digital Business Optimizer
(DBO) platform. The functionality, which
was created in partnership with academic
institutions, enables U.S. companies to
evaluate and compare how resilient their
buildings and facilities are to more than
20 different location-specific natural
disasters, including hurricanes, earth-
quakes, floods, and wildfires.

In order to provide crucial insights
for risk and resilience strategies, the tool
makes use of reliable sources, including
the Federal Emergency Management
Agency’s National Risk Index, which
tracks the risks of natural hazards in the
United States, and adaptation measures
that describe climate-resilient planning
techniques.

m MortgagePoint » Your Trusted Source for Mortgage Banking and Servicing News




IS
o
o
]
[
o
Q.
(]
a0
(]
o0
+
-
(]
=
]
e
=]
R
n
N
o
N
—
[}
o
£
o
>
(=)
z

g
oi‘

\\b Kw '




MTECH

November 2025

Key Factors:

+ The new capability enables analysis
of dozens of natural hazards and
offers more than 100 adaptation
strategies.

« Feature strengthens site resilience,
operational continuity, and competi-
tiveness for businesses.

« Expanded capabilities for residential
properties bring the tool’s energy
performance and natural hazard in-
tel to the residential housing sector.

The DBO tool determines the most
important risks at each site by utilizing
ROI analysis and existing facility data,
including location, building type, size,
and annual energy consumption. A
library of more than 100 tested adap-
tation techniques is also used to create
customized mitigation plans.

These include putting up flood
barriers, using heat-reflective window
film to lower interior temperatures,
strengthening roofs against snow loads,
and putting in solar panels with battery
storage for energy independence. In the
face of ongoing environmental changes
and a fast-evolving risk landscape, this
comprehensive, data-driven approach
helps firms secure operations, defend
assets, and build resilience.

DBO TOOL BRINGS
RESILIENCE AND
EFFICIENCY
PLANNING TO
RESIDENTS

esidential properties are now
Rsupported by the DBO platform.

The platform offers customized
insights into energy performance, emis-
sions, and exposure to natural hazards
for single-family, multifamily, and man-
ufactured housing by utilizing reliable
datasets that are already integrated into
the platform, as well as the recently added
ResStock dataset from NREL, a national
laboratory of the U.S. Department of
Energy. In addition to potential chances

for cost savings and energy efficiency,
users are provided with a comprehensive
overview of the energy performance of
their property as of right now.

“We at Siemens are constantly asking
ourselves how we can expand our da-
ta-driven tool to help U.S. businesses re-
main resilient, efficient, and competitive,”
said Anthony Casciano, President and
CEO of Siemens Financial Services, Inc.
“That’s why the natural hazard mitigation
feature was created. In today’s changing
risk landscape, the cost of inaction is
too great. This feature helps businesses
protect shareholder value, business con-
tinuity, and competitiveness. In a similar
way, cybersecurity is just as critical, so we
are currently developing an assessment
that helps companies safeguard data
and remain resilient in the face of today’s
many challenges.”

VICTOR CIARDELLI
AND RATE RELEASE
SPANISH-LANGUAGE
MOBILE APP

ate and CEO Victor Ciardelli has
Rannounced the introduction of
the Rate App in Spanish to better

serve the mortgage industry. The pub-
lication is the most recent development
of Rate’s acclaimed Language Access
Program. It expands upon a significant
accomplishment: since the program’s
inception in 2022, more than 20,000
digital mortgage applications from Span-
ish-speaking clients have been submitted.

With the help of the mobile app,
Spanish-speaking users may use their
phones to look for homes, apply for a
mortgage, monitor the progress of their
loans, chat with bilingual specialists,
and access educational materials—all in
Spanish. The announcement reaffirms
Rate’s overarching goal of providing the
Spanish-speaking population with an
exceptional customer experience and
eliminating language as a barrier to
homeownership.

“We’ve already seen what's possible
when we invest in Spanish-language

technology: our Latino salesforce has
tripled, our funded loan volume in
Latino communities has doubled as a
percentage of the company’s total book
of business, and we’ve far exceeded
expectations with 20,000+ digital appli-
cations in Spanish,” Ciardelli said. “Now
with the Rate App in Spanish, we're giv-
ing Spanish-speaking buyers the same
high-performance mobile experience
that’s helped millions of homeowners,
because language should never be what
holds someone back.”

The company’s larger Contigo 100%
philosophy—an unwavering dedication
to serving Spanish-speaking homebuyers
with every product, person, and proce-
dure—is expanded by the Rate App in
Spanish. Rate’s whole solution—applica-
tion, interface, communications, service,
loan disclosures, and now mobile—is
in-language, in contrast to rival lenders
who use partial or translated techniques.

“This launch demonstrates what
equity in action looks like. It’s not a trans-
lation—it’s a fully in-language journey
designed to honor and empower the
Spanish-speaking community at every
step of homeownership,” said Arlyn
Kalinski, SVP, Fair & Equitable Lending
Strategies at Rate. “Spanish-speaking
buyers are mobile-first, ambitious, and
driving the future of U.S. homeownership.
With the Rate App in Spanish, we're not
just meeting them where they are—we're
giving them the same seamless, high-per-
formance tools as any other customer.”

A nationwide Spanish-language go-
to-market effort that started in July and
spread throughout 25 major U.S. metro
regions with digital advertisements target-
ed at both professionals and consumers is
supporting the app launch. As part of this
larger campaign to reach the 60 million
Latinos in the United States—one of the
most potent economic engines in housing
today—Rate anticipates generating over
30 million impressions.

Additional highlights of Rate’s Lan-
guage Access Program now include:

« Digital Mortgage Application in
Spanish

» Customer Service and Loan Officers
fluent in Spanish
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“We’ve already

seenwhat’s

possible when we investin

Spanish-langu

technology:

our Latino salesforce has
tripled, our funded loan
volume in Latino communities

has doubled as a percen
of the company’s total boo

of business, and we’ve far
exceeded expectations with

20,000+ d§g|tal al?]’)hcau()ns
m Spanish.”

—Victor Ciardelli, CEO, Rate

» Loan Disclosures and Servicing in
Spanish

« Same Day Mortgage in Spanish

« Marketing, advertising, and negoti-
ation are available in Spanish across
all 50 states

Through innovative, inclusive inno-
vation, the Language Access Program has
emerged as a national model for how fin-
tech may increase equal access to credit.

VESTAAND
SNAPDOCS
COLLABORATE
ON INTEGRATED
DIGITAL CLOSING
EXPERIENCE

esta, a next-generation mort-
gage loan origination system
(LOS), and Snapdocs’ eClosing

platform have recently integrated. This

integration allows mutual customers to
handle the entire closing process direct-
ly within the Vesta LOS, standardizing
workflows, cutting down on manual
tasks, and speeding closings from origi-
nation to final signature.

“Our partnership with Snapdocs
reinforces Vesta’'s commitment to equip-
ping lenders with a flexible, API-driven
platform that streamlines every stage of
the loan origination process,” said Mike
Yu, Co-Founder and CEO of Vesta. “By
integrating Snapdocs’ digital closing
infrastructure directly into Vesta, we're
enabling lenders to drive greater effi-
ciency and reduce manual processes.”

Lenders can initiate and oversee the
complete closing process through Vesta
with this integration, including sending
and receiving documents, getting bor-
rower signatures, handling redraws, and
monitoring real-time progress reports.
When loan terms change, the integra-
tion also allows redraws, preserving ac-
curacy without requiring further work.
Borrowers gain from a quicker, clearer

process in the interim.

“Closing a mortgage is a complex,
fragmented process that can create
risk, inefficiency, and a poor borrower
experience,” said Michael Sachdev, CEO
of Snapdocs. “By integrating Vesta with
our digital closing infrastructure—in-
cluding advanced eClose capabilities, CD
Balancing, automated Funding and Post-
Close Quality Control, and an eVault—we
eliminate that friction. This partnership
underscores our commitment to helping
lenders build a modern, connected
technology stack, and together with Vesta,
we're setting a new standard for how
closings should operate.”

By “inverting control” and assisting
users with the loan process, Vesta’s cut-
ting-edge LOS lowers the operating ex-
penses for lenders. Vesta helps decrease
human labor through data-driven tasks,
validations, and native automations,
resulting in quicker closing times, better
loan quality, and more efficiency.

ATTOM ANNOUNCES
TRANSPARENT
OWNER

he debut of Transparent Owner,
I anew data product from
ATTOM that pinpoints the real
share of people who own residential
real estate in the United States, has been
announced.

To identify and link beneficial own-
ership across assets and regions, Trans-
parent Owner uses patented identity
resolution techniques that integrate ma-
chine learning, public record data, and
sophisticated linking logic. The dataset
offers a more lucid and actionable pic-
ture of who truly possesses a property
by allocating standardized Owner IDs
and addressing discrepancies in names’
appearance in public filings.

“Property ownership has gotten
more complex, and public records do
not always tell the full story,” said Todd
Teta, Chief Product and Technology
Officer at ATTOM. “Transparent Owner
helps our clients cut through that com-
plexity and see the real picture, whether
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they are vetting a deal, analyzing portfo-
lios, or building compliance checks.”

Transparent Owner Highlights:

¢ Owner name standardization:
Normalizes thousands of variations
in how individuals, LLCs, and trusts
are recorded across jurisdictions.

o Entity matching: Resolves owner
identities across counties and legal
entities using geographic, linguistic,
and behavioral signals.

e Unique Owner IDs: Assigns a con-
sistent, persistent identifier to each
owner, regardless of how their name
appears in different records.

e Mailing address linkage: Connects
resolved owner identities to verified
mailing addresses, where available,
for outreach and validation.

o Owner classification: Categorizes
owners into types such as Person, In-
vestor, Lender, Company, Education,
or Government, based on ownership
patterns and scale.

Snowflake is now offering Trans-
parent Owner as a licensed dataset.
Through shared identifiers, it easily con-
nects with other ATTOM data products,
giving clients a more comprehensive
view of residential ownership and
investment activity.

ENHANCEMENTS
TO BLUE SAGE
SOLUTIONS LION
CONSUMER POS

n extensive update to Blue Sage
ASolutions’ LION Consumer

Point of Sale (POS) technology
has recently been announced. The new
platform streamlines the mortgage
application process for both applicants
and lenders by fusing sophisticated
technical capabilities with borrow-
er-centric improvements.

A number of significant upgrades

have been included in this most recent

““Al1s enabling us to

_ reimagine theloan
journeyend to end, from
Smarter document checks

to proactive borrower

guidance.

intelligent

By unifying

automaaon

with human expertise,
nCinois givinglenders

atrue co

mpeutve

advantage while making

homeowner

ship faster,

casier, and more
accessible.

—Casey Williams, General Manager, Mortgage at nCino

edition to enhance system speed, accessi-
bility, and user experience. A redesigned
welcome message upon login, inter-
active guided tours, enhanced consent
procedures, Al-driven knowledge-based
support, and the option to shop for mort-
gage insurance from within the platform
are just a few of the more user-friendly
features that borrowers will now enjoy.
These capabilities expedite the
application process overall and offer
real-time transparency into their loan
progress. To ensure continuous platform
optimization, new feedback mecha-
nisms now allow applicants to exchange
thoughts during the process.
Additionally, in order to provide
faster load times, improved security, and

increased stability, the upgrade is also
constructed using an upgraded current
tech stack that includes the newest
Angular and Google Firebase platforms.
With more flexibility over platform
parameters, lenders can now effortlessly
manage features, modify settings, and
personalize the user experience to suit
their unique business objectives.

New Enhancements Help Assist
Lenders

Co-browsing and application sup-
port for loan officers (LOs) are two of
the new features. LOs can use this tool
to view their leads, track the status of
their applications, identify any missing
items, and, with just one click, access the
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borrower’s application to finish entering
their information and submit it on their
behalf. It guarantees that borrowers
receive direct assistance at crucial points
in the lending process, in addition to
streamlining it. Loan officers will also
be able to begin new applications, enter
preliminary borrower data, and then
smoothly transfer the file to the borrow-
er for completion and submission.

Runtime diagnostics offer real-time
performance monitoring to prompt-
ly address possible problems, while
improved permission agreement flows
and password security settings further
reinforce data protection.

“This LION platform update reflects
our commitment to making the mort-
gage process more accessible, intuitive,
and transparent for all borrowers,
regardless of their financial profile,”
said Carmine Cacciavillani, CEO of Blue
Sage Solutions. “By leveraging advanced
technology and a user-centric design
approach, we’re enabling lenders to de-
liver a more engaging, borrower-friendly
experience.”

Scalability is a feature of the LION
Consumer POS platform. LION offers an
adaptable, dependable experience that
satisfies the requirements of businesses
of all kinds, whether it is assisting small
lenders or major industrial institutions.
LION use is still increasing, according
to Blue Sage, as lenders look for cut-
ting-edge, user-friendly ways to interact
with customers and raise loan conversion
rates. In Q4 2025, both new and current
Blue Sage clients will be able to access the
LION platform update.

NCINO ANNOUNCES
DEVELOPMENT OF
NEW SKILLS FOR

Al IN MORTGAGE
LENDING

new wave of Al advancements

aimed at mortgages has been

announced by nCino, Inc. These
improvements are intended to speed up
loan origination, minimize underwrit-

ing touchpoints, and provide more re-
sponsive borrower journeys. By further
integrating Al into the nCino Mortgage
Suite, these developments expand upon
the company’s spring release of Mort-
gage Advisor and Document Validation,
which aims to improve loan quality and
loan officer productivity.

“Innovation in mortgage lending is
about more than digitization; it’s about
fundamentally changing how lenders
and borrowers experience the process,”
said Casey Williams, General Manager
of Mortgage at nCino. “Al is enabling
us to reimagine the loan journey end to
end, from smarter document checks to
proactive borrower guidance. By unify-
ing intelligent automation with human
expertise, nCino is giving lenders a true
competitive advantage while making
homeownership faster, easier, and more
accessible.”

The newest capabilities added to the
nCino Mortgage Solution are:

o AUS Smart Tasks: One of the most
complex parts of origination is now
simplified with Al that interprets
automated underwriting findings
into a plain-language summary and
clear next steps. Loan officers can
act on suggested tasks one-by-one or
use templates to automate handling
of common conditions, driving fast-
er borrower feedback, cleaner files,
and greater pipeline capacity.

o Refi Opportunity Analyzer: Creat-
ed to help lenders capture more rev-
enue from their existing portfolios,
this tool continuously scans closed
loans against real-time pricing data
to identify prime refinance candi-
dates. Prioritized borrower lists with
savings projections and readiness
indicators give loan officers targeted
opportunities to re-engage past cus-

tomers and strengthen relationships.

“Borrowers expect quick feedback,
and loan officers need to focus on
high-value work rather than chasing
documents or repeating tasks,” said Ty-
ler Prows, Director of Product Manage-
ment for US Mortgage at nCino. “These
new capabilities let AT handle the

background work, whether that’s catch-
ing a missing bank statement page or
suggesting the next step after AUS. That
means cleaner files, quicker answers for
borrowers, and more capacity for loan
officers to focus on relationships and
revenue.”

Additionally, nCino has extend-
ed two features that were first made
available in May to provide lenders and
borrowers with greater influence and
better outcomes:

o Mortgage Advisor: Initially
launched to support borrowers
during post-application document
validation, Mortgage Advisor now
starts at the very first step. Embed-
ded in the nCino Mortgage mobile
app, it offers 24/7, multilingual
guidance from application through
closing, reducing application
abandonment and ensuring greater
borrower satisfaction.

o Doc Validation: First designed to
ensure borrowers submitted the
right document type, Doc Valida-
tion now builds on that foundation
with full document intelligence.
The solution validates names, page
counts, expiration dates, and more,
catching errors instantly to reduce
costly back-and-forth, shorten
processing time, and deliver cleaner
files to underwriting.

Operational efficiency is the main
factor driving the transformation
of mortgage origination by Al-pow-
ered solutions; according to Fannie
Mae, some 73% of lenders that have
implemented Al say that increasing
operational efficiency is their top goal.
Strong efficiency in handling borrower
questions and document collecting and
validation has been observed by lenders;
these results not only boost revenue
growth but also improve customer rela-
tions and competitive positioning.
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Mowvers & Shakers

Government

FANNIE MAE RESHAPES
EXECUTIVE TEAM: PETER
AKWABOAH TO SERVE AS
ACTING CEO

Fannie Mae has
announced new
leadership roles for
three key existing
leaders at the GSE.
‘ “We are pleased

Mo to announce new
leadership roles for three key senior
executives, including Peter Akwaboabh,
Fannie Mae’s current Chief Operating
Officer, who has been appointed to the
additional role of Acting CEO of Fannie
Mae,” said William J. Pulte, Fannie Mae
Chairman of the Board.

“Peter’s deep operating background,
as the former Morgan Stanley COO
of Global Technology, makes him the
perfect fit for the Acting CEO position
while the Board conducts its search for
a permanent CEO. With the addition of
Peter as Acting CEO and John Roscoe
and Brandon Hamara as Co-Presi-
dents, we now have a deep bench of
three experienced leaders at the very
top of Fannie Mae. This means a safer,
sounder Fannie Mae, all while growing
our great Fortune 25 Company,” Pulte
continued.

“At Fannie Mae, we are building
adeep, focused, and operationally
experienced leadership team, at the top,
to lead the company to increased safety
and soundness and accelerated prof-
itability,” said Michael Stucky, Fannie
Mae Vice Chairman of the Board.

Peter Akwaboah has over 30 years
of financial services leadership expe-
rience in operations, technology, and
innovation at Morgan Stanley, Royal
Bank of Scotland, Deutsche Bank,
KPMG, and IBM. Peter will continue to
oversee Fannie Mae’s COO division and

partner with Fannie Mae executives
Brandon Hamara and John Roscoe.

“Serving as President and CEO
of Fannie Mae has been the privilege
of a lifetime. Together, we have made
Fannie Mae stronger than ever. I will be
eternally grateful to the entire Fannie
Mae family, our many partners, and Di-
rector Pulte for the opportunity to lead
this incredible organization that helps
millions of American homeowners and
renters access their American Dream,”
said Priscilla Almodovar, outgoing
President and CEO.

“We appreciate Priscilla Almodovar
for her years of service to Fannie Mae,
and we wish her great success in her
next endeavor,” said William J. Pulte,
Chairman of Fannie Mae.

All leadership roles are effective
immediately.

FANNIE MAE ANNOUNCES
NEW ROLES FOR TWO
LONG-TIME INDUSTRY
VETERANS

In a new release, it was
announced that two
seasoned Fannie Mae
employees have been
promoted to head the
General Counsel’s
office and the
Single-Family
business.

“We are pleased
to announce the pro-
motion of Fannie Mae
seasoned veterans

] Jake Williamson to
Acting Head of Single-Family and Tom
Klein to Acting General Counsel,” said
William J. Pulte, Fannie Mae Chairman
of the Board. “These highly respected
leaders will help lead the company to
increased safety and soundness and
accelerated profitability.”

Chairman Pulte continued: “Jake
brings nearly two decades of leader-
ship experience within Fannie Mae’s
Single-Family business, where he has
played a key role across servicing, risk
management, operations, and analytics.
As a current Deputy General Counsel,
Tom’s legal responsibilities include cor-
porate tax strategy, mortgage products,
and the capital markets portfolio—all
of which are critical to the business.”

Lenders/Servicers

ANNOUNCES KEY SENIOR
LEADERSHIP CHANGES

Bank of America
announced key senior
leadership changes as
the country’s
second-largest bank
by asset size looks to
strengthen its global
capabilities and
enhance support for
clients, shareholders,
and communities.

Brian Moynihan,
CEO and Chairman
for Bank of America,
named Dean Athanasia and Jim De-
Mare as Co-Presidents and appointed
Alastair Borthwick as EVP and Chief
Financial Officer (CFO).

Athanasia and DeMare will oversee
the company’s eight lines of business,
driving enterprise-wide initiatives to
enhance long-term growth, returns,
and operational excellence, the com-
pany said. The existing business heads
will continue in their roles.

Borthwick, who has served as CFO
for four years and expanded his respon-
sibilities during that time, will continue
to focus on financial strategy, investor
relations, and global positioning.

“Over the last 15 years, Dean and
Jim have each served as leaders, strate-

ATHANASIA

DEMARE
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gists, and stewards of growth,” Moyni-
han said in the release. “Together, they
have nearly 60 years of experience in
financial services across every client
segment, market, function, and indus-
try. They have designed and driven out
full transformations of the businesses
under their direct leadership to focus
on our clients and their needs; align
resources, capabilities, and intensity;
compete and gain market share; and
deliver long-term, industry-leading
results.”

In his continuing role as CFO,
Borthwick will advise the company’s
financial strategy, capital deployment,
and global real estate portfolio. During
his tenure, he’s helped strengthen the
company’s balance sheet and enabled
the return of $7.3 billion to shareholders
in the second quarter through divi-
dends and share repurchases.

With these leadership changes,
Moynihan said he believes Bank of
America is positioned to further en-
hance its capabilities worldwide while
maintaining continuity in its manage-
ment structure.

PLANET FINANCIAL ADDS
NEW SVP OF NON-AGENCY
SALES

Meriden, Connecti-
cut-based Planet
Financial Group has
appointed Rob Parsley
as its new SVP of
Non-Agency Sales.
Coming into the role
with 30-plus years of industry experi-
ence, Parsley has guided organizations
through changing markets by developing
growth strategies, building strong teams,
and deepening client relationships.

“Rob’s proven ability to bring
innovative products to market will be
instrumental as Planet continues to
broaden its non-agency capabilities,”
Planet CEO and President Michael
Dubeck said. “His track record of driv-
ing results aligns with our vision for
growth in this space.”

Most recently, Parsley served in
senior leadership roles at Lima One
Capital, where he played a key role in
expanding the company’s presence in
the residential investment property
finance sector. His career also includes
leadership roles at a number of compa-
nies, including Carrington Mortgage
Services, Citadel Servicing Corp., and
EquiFirst Corporation.

“I'm excited to join Planet at such a
pivotal moment,” Parsley said. “Planet’s
platform, culture, and vision present an
incredible opportunity. I look forward
to contributing to the company’s con-
tinued success and to supporting our
partners and clients.”

Parsley’s addition is the latest to
Planet’s Non-Agency Lending team, as
the company also recently named Tim
Fisher as SVP, Non-Agency Lending.
Before joining Planet, Fisher held lead-
ership roles at Deephaven Mortgage
and SG Capital Partners. Earlier in his
career, he was a VP at Goldman Sachs’
RMBS Structured Products Group
and worked at Morgan Stanley during
the formative years of the non-agency
market.

CLICK N' CLOSE APPOINTS
IAN KIMBALL AS PRESIDENT

Mortgage industry
veteran Ian Kimball
is the new President of
mortgage lender Click
n’ Close.

Kimball has more
than 25 years of lead-
ership experience spanning strategy,
operations, sales, technology, compli-
ance, and finance. He most recently
served as Executive Director of Strategy
at Service First Mortgage, where he
modernized enterprise technology and
led companywide initiatives to drive
scalability and profitability.

He previously held senior lead-
ership roles at Caliber Home Loans,
Bank of America Home Loans, and
Wells Fargo Home Mortgage, and is
a two-time FHFA Tech Sprint winner
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recognized for his expertise in capital
markets and Al-driven digital transfor-
mation.

Reporting to CEO Jeff Bode,
Kimball will lead strategic growth
initiatives, operational execution, and
market expansion.

“Ian’s proven ability to scale
organizations, modernize operations,
and forge strong partnerships will be
instrumental as Click n’ Close enters
its next phase of growth,” Bode says in
arelease. “His forward-thinking lead-
ership and deep industry knowledge
are exactly what we need to continue
delivering innovative solutions to our
partners and borrowers.”

ONITY GROUP ANNOUNCES
APPOINTMENT OF ROBERT
WELBORN TO BOARD OF
DIRECTORS

Onity Group Inc.
announced the
appointment of
Robert S. Welborn to
its Board of Directors,
effective October 1,
2025.

“We are very pleased to welcome
Robert to the Onity Board,” said Glen
A. Messina, Chair, President, and CEO
of Onity. “Robert brings deep domain
knowledge and extensive experience in
driving business insights, growth, and
transformation through the application
of data science and analytics across
various industries, including at Meta,
General Motors, and USAA. His exper-
tise will be invaluable as we continue
to pursue our technology innovation
agenda to deliver unparalleled per-
formance and value for our customers
while navigating an ever-evolving
industry landscape. I look forward to
working alongside Robert and our ded-
icated Board to continue executing on
our strategic initiatives and maximizing
value for our shareholders.”

In addition, DeForest B. Soaries
Jr. has notified the Board that he has
decided not to stand for re-election at

“Planetwas one of the firstlenders
to bring VA renovation lending
to market ... Thatmeans veterans
don’t have to settle for aless-than-
perfecthouse. They canbuya
home in the location theywant,
even ifitneeds work or 1s difficult
to msure.”

—John Adams, Retail Renovation Leader, Planet Home Lending

Onity’s 2026 Annual Meeting of Share-
holders scheduled for May 20, 2026. Dr.
Soaries will continue to serve on the
Board until that time.

“On behalf of the Board, I want
to thank DeForest for his countless
contributions to Onity since joining the
Board in 2015, and for his leadership
and guidance throughout the evolu-
tion of our Company,” Messina said.
“We are deeply grateful for DeForest’s
dedication, partnership, and unwaver-
ing commitment to our Company and
shareholders. We wish him all the best
in the future.”

Welborn has served as a Director of
NOV Inc., an equipment and tech-
nology provider to the global energy
industry, since 2021. From 2020 through
2024, Mr. Welborn served in leadership
positions at Meta Inc., most recently as
the Head of Data Science and prior to
that as Head of Programs Data Science,
Small Business Group. Before joining
Meta Inc., he held various positions
within General Motors Company
between 2018 and 2020, including
Global Chief Data and Analytics Offi-
cer. Between 2009 and 2017, Welborn
served in several positions of increasing
responsibility at USAA, including Chief
Data Scientist. Welborn holds a Bach-
elor of Science in engineering from
Texas A&M University and a Master
of Business Administration from the
University of California, San Diego.

PLANET HOME LENDING
WELCOMES JOHN ADAMS
AS RETAIL RENOVATION
LEADER

Planet Home Lending,
anational mortgage
lender and servicer,
has appointed John
Adams as Retail
h Renovation Leader,
478 expanding its
renovation expertise at a time when
borrowers, MLOs, and real estate
agents are seeking solutions to unlock
more housing opportunities.

Adams, a recognized thought leader
in renovation lending, will focus on
training and supporting Planet’s Dis-
tributed Retail loan originators and ed-
ucating real estate agents nationwide.
He will also spearhead efforts to show
homebuyers, including veterans and
first-time homeowners, how renovation
loans can transform properties once
considered out of reach.

“Planet was one of the first lenders
to bring VA renovation lending to
market—and remains one of the only
companies offering it at scale,” Adams
said. “That means veterans don’t have
to settle for a less-than-perfect house.
They can buy a home in the location
they want, even if it needs work or is
difficult to insure.”
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Adams’ passion for renovation
stems from years of guiding MLOs,
agents, and borrowers through complex
transactions. Renovation loans, he
explained, don’t just repair roofs or
furnaces; they keep deals alive when
traditional financing might fall apart.
They also help buyers consider proper-
ties that might otherwise linger on the
market. Homes with deferred mainte-
nance or outdated finishes often sell at
a discount or attract fewer offers. With
arenovation loan, buyers can purchase
those homes and then add the modern
finishes, updated layouts, or expanded
spaces they want.

“There’s intrinsic value in making
a house your own instead of going with
the previous homeowner’s choices and
waiting to do renovations,” Adams
added. “Millennials and Gen Z buyers,
veterans, and families caring for loved
ones don’t want to wait years to remod-
el—they want a house that reflects

their taste, in the right neighborhood,
today. Renovation lending makes that
possible while building long-term gen-
erational wealth.”

In his new role, Adams will deliver
live and on-demand training for MLOs
and real estate agents, creating a re-
peatable playbook that helps retail loan
officers grow their markets. He will also
collaborate with Planet’s marketing
team to drive education and lead gen-
eration, ensuring agents and borrowers
understand how renovation programs
can solve common challenges.

“John wakes up every day thinking
about how property builds wealth, and
he has shown hundreds of people how
to overcome their fears of renovation
lending,” said Matt Payan, SVP Na-
tional Production, Distributed Retail
at Planet. “His expertise, energy, and
innovative approach are a perfect fit for
Planet’s entrepreneurial culture and
our commitment to supporting custom-

ers throughout their homeownership
journey.”

Adams is also the author of House
Hacking: Using Renovation Loans For A
Better Way To Buy A Home, an Amazon
No. 1 bestseller. He donates a portion
of the book’s proceeds to Kgs For War-
riors, reflecting his dedication to giving
back to the military community.

“I chose Planet because it has the
scale, talent, and resources to move the
adoption of renovation loans forward,”
Adams said. “Planet understands what
it takes to bring clarity to renovation
lending. We have the subject matter
experts, the systems, and the drive to
connect every dot for our customers
and partners.”
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AMERICAN PACIFIC
MORTGAGE CEO TO STEP
DOWN

American Pacific
Mortgage (APM) has
announced that
Chairman and former
President and Chief
Executive Officer Bill
Lowman will retire.

“Words cannot
express how impact-
ful Bill’s leadership,
guidance, and com-
mitment have been
to this company for

SHEPPARD more than 20 years,”
said Ned Payant, current CEO of APM.
“He has been instrumental in shaping
APM’s foundation and long-term suc-
cess. Along with everyone in the APM
family, I am deeply grateful for his
vision and tenacity over the years.”

Lowman will remain on APM’s
Board of Directors, continuing to
provide insight and guidance to the
company he helped build.

As part of this transition, Payant
will move into the role of Chairman of
the Board, continuing his long-stand-
ing leadership and oversight of APM’s
strategic direction.

Stepping into the role of APM’s
new CEO is Dustin Sheppard, who has
already proved to be a dynamic and
respected leader within APM. Over the
past several years, as President, Shep-
pard has been instrumental in driving
operational excellence, advancing
strategic initiatives, and strengthen-
ing APM’s culture of ownership and
collaboration.

Dustin is an exceptional leader
surrounded by an equally strong and
experienced leadership team,” Payant
said. “He embodies the core values
of APM and has earned the trust and
confidence of our employee-owners
and partners alike. I have no doubt
he will continue to lead this company
forward with the same commitment to
excellence and vision that have defined
APM for more than 25 years.

Founded in 1996, APM is a national,
independently owned and operated
retail mortgage lender based in Rose-
ville, California. APM is 49% employ-
ee-owned through an employee stock
ownership plan (ESOP), an ownership
culture that fosters accountability, col-
laboration, and a shared commitment
to customer success. Licensed in 49
states, APM employs more than 2,700
people and operates over 300 branches
nationwide, many of which do business
under their own DBA names.

Service Providers

FORMER CFPB ACTING
DIRECTOR MICK MULVANEY
JOINS SOLO AS ADVISORY
BOARD CHAIRMAN

SOLO, a New
York-based data
transfer infrastruc-
ture fintech, has
appointed former
Acting Director of the
Consumer Financial
Protection Bureau (CFPB) Mick
Mulvaney as Chairman of its advisory
board.

Founded in 2022 by Georgina Mer-
hom, SOLO operates a data-sharing
platform that enables customers to au-
thorise financial information exchange
across institutions with a single click.
The company aims to eliminate what
it calls the “patchwork of fragmented
solutions” that require consumers to
repeatedly verify their identity with
each new financial provider.

Mulvaney is joining to help the
start-up achieve its future growth tar-
gets, including reaching over 300 mil-
lion profiles within its network over the
next three years. The company projects
it will have 100 million end customers
in its network by the end of 2025.

Mulvaney has vast public and
private sector experience. He served in
the House of Representatives from 2011
to 2017 before becoming Director of
the Office of Management and Budget
(OMB) from February 2017 to March

2020. During that period, he also spent
ayear as Acting Director of the CFPB.

He later served as U.S. President
Donald Trump’s Chief of Staff, oversee-
ing the 4,000-person Executive Office
of the President.

Currently Co-Chair of global
consulting firm Actum and an advisory
board member at London-based family
office Clementy Asset Management,
Mulvaney joins SOLO during what the
company describes as a “pivotal moment
for the financial services industry.”

Founder and CEO Georgina
Merhom says, “Director Mulvaney’s
conviction in SOLO stems from our
shared belief that the infrastructure
of consumer data is falling apart and
that the future depends on collabora-
tion and incentive alignment that puts
financial institutions and consumers on
the same side.”

Commenting on his appointment,
Mulvaney says that SOLO’s technology
and protocol will “enable the future of
real open banking, where individual
data is comprehensive and portable,
and institutions are compensated for
validating financial information”, add-
ing that SOLO’s network “reflects the
world we live in now, not the one we are

leaving behind.”

CONSOLIDATED ANALYTICS
WELCOMES STEFAN
PAMPULOV AS SVP OF
PRODUCT INNOVATION AND
SALES

Stefan Pampulov,
brings over 20 years of
experience driving
fintech innovation
and product develop-
‘ ment in the residential

4 real estate industry.
Most recently, he served as Chief
Product and Data Officer at Bosscat
Home Services and Technologies,
where he focused on enhancing
consumer experiences, digital home
service delivery, and Al-driven
solutions.
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Before that, Pampulov was VP of
Product Development and Innovation
at Black Knight (now part of Inter-
continental Exchange — ICE). He also
co-founded Collateral Analytics, later
acquired by Black Knight in 2020,
where he served as Chief Product and
Operations Officer for over a decade.

Throughout his career, Pampulov
has led the creation of transformative
marketplace technologies using predic-
tive analytics and advanced data applica-
tions that empower consumers, lenders,
and real estate professionals alike.

Industry Groups

MBA ANNOUNCES
RETIREMENT OF COO
MARCIA DAVIES

The Mortgage
Bankers Association
(MBA) announced that
Marcia M. Davies,
MBA’s Chief Operating
Officer (COO) and

3 founder of mPower,
MBAs networking platform for women
in the real estate finance industry, will
retire on December 31, 2025.

Davies joined the MBA in 2011 as
Chief of Staff to past President and
CEO David H. Stevens, and SVP of
Conferences and Meetings. In 2014, she
was promoted to COO.

“For well over a decade, MBA and
its members have benefited tremen-
dously from Marcia’s vision and passion
for the mission and the people of the
real estate finance industry,” MBA’s
President and CEO Bob Broeksmit,
CMB said. “Her most vital contribution
to MBA was her leadership in restoring
financial stability to the association.
Her legacy in the industry will be the
founding and development of mPower,
enhancing the ability of thousands of
women in our industry to strengthen
their networks, conduct more business,
and experience personal and profes-
sional growth. I have been blessed to
have her leading by my side for the past
seven years.”

“Forwell over
adecade. MBA
and 1itsmemb ers
have bene tﬁ
tremendqusly,

Marcia’s vision
and passion lor
the mission and
the people.of the

real estate

ﬁnance

industry.”

—Marcia M. Davies, Chief Operating Officer, Mortgage Bankers Association

As COO, Davies has been respon-
sible for ensuring cross-organizational
alignment and facilitating the imple-
mentation of MBA’s strategic initiatives,
as well as maintaining oversight of key
organizational priorities. She is also the
lead strategist for MBA’s external activi-
ties, providing leadership, guidance, and
overall management to the public affairs
and marketing divisions. In addition, she
provides strategic direction and manage-
ment of MBA’s Conferences, Member-
ship, Education, Information Technolo-
gy, and Office Services divisions and is
a past board member of MBA’s Opens
Doors Foundation.

In 2016, Davies founded mPower
(MBA Promoting Opportunities for
Women to Extend their Reach). Under
her leadership, mPower has grown into
an engaged community of more than

26,000 industry members, providing
best-in-class conference and webinar
programming, networking events, and
online opportunities to promote the
advancement of women in the mort-
gage industry.

Previously, Davies worked at the
U.S. Department of Housing and
Urban Development (HUD) as Senior
Advisor to the Assistant Secretary for
Housing and Federal Housing Com-
missioner. She directed HUD’s industry
relations program to strengthen rela-
tionships, garner support, streamline
communications, and resolve policy
and regulatory issues. Before joining
HUD, Marcia spent 21 years at Freddie
Mac, where she held a variety of senior
management positions in communica-
tions, customer outreach, marketing,
servicer relations, and policy.
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ees. Lee is also Managing Member

Christine Chandler, of Title Partners LLC, a full-service REMEMBERING JOHN BELL
EVP and COO of title insurance and escrow services lll, FORMERLY OF VA LOAN
M&T Realty Capital agency. Lee serves on MBA’s Board of GUARANTY SERVICE
Corporation (RCC), Directors, was previously Co-Chair of
was sworn in as 2026 its Independent Mortgage Bankers Ex- John E. Bell I, a
chair of the Mortgage ecutive Council, and was the 2023-2024 longtime industry

Bankers Association
(MBA) during the association’s 2025
Annual Convention and Expo in Las
Vegas.

“Throughout my career, I have
witnessed the significant impact of
MBA’s advocacy, research, and edu-
cation in strengthening the real estate
finance industry and the communities
it serves,” Chandler said. “It is a distinct
honor to represent our industry as
MBA’s 2026 Chair. I look forward to
working with Chair-Elect Owen Lee,
Vice Chair John Hedlund, and our
member leaders to cultivate the next
generation of industry professionals,
advance policies that expand housing
affordability and accessibility, and
further increase member engagement
in MBA’s advocacy efforts.”

Chandler has been with M&T since
1991 and has more than 30 years of
experience in commercial real estate
finance. Since 2018, she has been COO
and has overseen credit, asset man-
agement, compliance, technology, and
transformation.

Chandler is a voting member of
MBA’s Board of Directors, has served as
2023 Chair of MBA’s Commercial Real
Estate/Multifamily Finance Board of
Governors (COMBOG), and previ-
ously served as Chair of MBA’s Audit
Committee.

In addition to Chandler being
named chair of the association, Owen
Lee, CEO at Success Mortgage Partners
Inc. (SMP), and John Hedlund, Vice
Chairman of ICE Mortgage Technol-
ogy, were sworn in as Chair-Elect and
Vice Chair of the association.

Lee co-founded SMP, located in
Plymouth, Michigan, with his father,
Vincent, in 2002 and currently serves
as CEO. Under his leadership, SMP has
closed billions of dollars of mortgage

Chairman of MORPAC (MBA’s Political
Action Committee), where he was a suc-
cessful political fundraiser, helping to
advance the association’s top legislative
priorities. Lee is also a member of the
Board of Directors of The Mortgage
Collaborative’s Technology Fund,
a venture capital investment group
specializing in the mortgage technol-
ogy space. He also sits on the Board
of Directors of TrAIned, a mortgage
technology firm in Pittsburgh.
Hedlund has served as a board
member for several organizations, in-
cluding as a member of MBA’s Board of
Directors, Board Chairman of MISMO,
Chairman of MBA’s Residential Board
of Governors (RESBOG), board mem-
ber and past Chairman of the Califor-
nia Mortgage Bankers Association, and
advisory board member for Automated
Mortgage Systems and FundingShield
LLC. Hedlund has served in senior
leadership positions in the mortgage
divisions at several large financial
institutions during his career. He also
co-founded and served as Managing
Director and COO at AmeriHome
Mortgage Company, where, under
his leadership, AmeriHome quickly
grew to become the second-largest
correspondent lender in the country.
He helped lead the company’s sale to
Western Alliance Bank in 2021, where
he was a member of the leadership
and executive team until 2024. He also
founded and led Adanac Advisors
Group, a boutique advisory and con-
sulting firm.

veteran who spent
many years working
at the VA and serving
as Executive Director
for VA’s Loan
Guaranty Service, has passed away.

Margarita Devlin, VA Principal
Deputy Under Secretary for Benefits,
said of Bell in a statement:

“John Bell was a talented and
trusted leader with nearly 15 years of
service to the Department of Veterans
Affairs. He will be deeply missed by
his VA colleagues as well as countless
Veterans he served and helped over
the years. We grieve for his friends and
loved ones during this difficult time.”

Tim Rood, Founder and CEO
of Impact Capitol and formerly of
SitusAMC, the Collingwood Group,
and Fannie Mae, shared news of Bell’s
passing via his LinkedIn page, saying
in a post:

“I wanted to make sure that folks
knew that John Bell III, most recently
Executive Director for VA Loan
Guaranty Service, has passed away
following an extended illness. He will
be sorely missed by anyone who knew
him or worked with him. John was
a tremendous guy with a big heart
who loved delivering VA Home Loan
Benefits to his fellow Veterans. RIP,
Brother.”

Ed Delgado, AMP, Managing
Director, Mortgage Policy Advisors;
Chairman Emeritus, Five Star Global,
told MortgagePoint:

“The mortgage industry mourns
the loss of John E. Bell I1I, a respected
veteran and dedicated leader who spent
more than a decade ensuring his fellow
service members and veterans could
achieve the dream of homeownership.
John’s legacy is one of innovation,
diligence, and deep commitment to
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the economic opportunity and well-
being of the veteran community. Our
thoughts are with his family, friends, and
colleagues during this difficult time.”

A Life of Service

John E. Bell Il began serving as
Executive Director, Loan Guaranty
Service, on June 21, 2022. There, he was
responsible for delivering VA Home
Loan Benefits to his fellow veterans.

Bell had extensive mortgage industry
experience, having served in leadership
roles with nationwide lenders for over

20 years before starting his career with
VA in 2010. Bell worked to ensure that
VA home loan benefits were the product
of choice for veterans, and that Loan
Guaranty was the VA program of choice.
As Deputy Director, Bell was instrumen-
tal in VA Loan Guaranty Service’s fast
response during the COVID-19 pandem-
ic through frequent communications and
the issuance of guidance that ensured
that home loan benefits continued to be
delivered to veterans without delay and
reassured industry partners during that
critical time.

As Assistant Director, Loan Policy
& Valuation, Bell initiated Loan Guar-
anty’s transformation to better align
with the fast-paced mortgage industry.
Bell improved customer experience by
automating Certificate of Eligibility
(COE) functionality and implementing
a nationwide phone system with subject
matter experts answering calls in less
than 60 seconds, advocating for Veter-
ans when it matters most.

Serving as the Chief of Staff, Office
of Economic Opportunity, Bell engi-
neered a redesign of the organizational
structure, providing data to improve
decision making, and created a task
force to establish business intelligence
capabilities within the Veterans Bene-
fits Administration.

Bell had left his Loan Guaranty
Service role at VA in August, announc-
ing his departure in a LinkedIn post
that ran down a long list of accom-
plishments he was proud of from his
time at the organization. At that same
time, Bell was appointed to the role of
Deputy Executive Director of the Office

of Mission Support (OMS). There, his
top priorities included supporting the
Veterans Administration (VA) and VBA
Central Offices and 56 Regional Offices
that serve Veterans across the nation in
six major areas: Acquisition, Adminis-
tration, Facilities, Information Access
and Privacy, Operations, Safety, Securi-
ty, and Preparedness, and the Executive
Management Office staff.

Bell began his career in mortgage
finance while attending Lambuth Uni-
versity in Jackson, Tennessee. He also
served in the U.S. Navy during Opera-
tion Restore Hope and the Gulf War.

REMEMBERING DR. CHERYL
TRAVIS-JOHNSON OF VRM
MORTGAGE SERVICES

Dr. Cheryl Tra-
vis-Johnson, EVP and
COO of VRM
Mortgage Services,
passed away in late
October.

' Cheryl was a
dedicated industry veteran with over 30
years of service. Since joining VRM in
2008, she was instrumental in shaping
the organization’s vision and impact.
Her exceptional leadership helped
position VRM as a trusted and inno-
vative partner in delivering mortgage
services that strengthen communities
nationwide. Beyond her operational
excellence, Cheryl was a tireless cham-
pion for expanding homeownership
opportunities and creating pathways
for financial empowerment across
underrepresented communities.

“I’'ve known Cheryl for over 25 years
ago,” shared Keith Murray, President
and CEO of VRM Mortgage Services.
“I've had the extraordinary privilege
of collaborating and witnessing her
lead VRM with unwavering integrity
and commitment, all while staying
anchored in her faith. She is an icon
whose contributions will long be
remembered for thoughtful intent and
improving the lives of others.”

A Lifelong Industry Leader

Before joining VRM, Dr. Tra-
vis-Johnson served as Director of REO
Sales Operations for Freddie Mac,
where she received Freddie Mac’s Pre-
mier Achievement Award on multiple
occasions. Throughout her career, she
held senior leadership roles in origi-
nations, branch operations, auditing,
loan servicing, and REO sales for
industry-leading financial institutions.
She was widely recognized for her
superior client operations management,
innovative problem-solving, and ability
to drive results even during the most
challenging market conditions.

Dr. Travis-Johnson received her BA
in administration and legal processes
with an emphasis in economics from
Mills College, an MBA from Walden
University, and a Doctorate of Business
Administration with a concentration
in leadership from Walden University
in 2018.

Her passion for financial empower-
ment extended beyond her professional
achievements. Cheryl led financial
literacy sessions for women through
her church, helping individuals build
confidence and create pathways to
financial stability. Her impact was both
systemic and deeply personal. She
didn’t just transform organizations; she
transformed lives.

Cheryl’s passing leaves an immea-
surable void within VRM and through-
out the partnerships and communities
she served with such dedication. VRM
Mortgage Services will continue to
honor Cheryl’s legacy through our
commitment to innovation, inclusion,
and community impact.

Dr. Travis-Johnson was recently
honored as a finalist for the Laurie A.
Maggiano Legacy Award, part of the
2025 Women in Housing Leadership
Awards.
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FEDERATION OF REO
CERTIFIED EXPERTS

+ FORCE

GREATING QUALITY REQ CONNEGTIONS.

The Five Star Institute creates countless opportunities for progress in the mortoage industry, and Five
Star established the Federation of REQ Certified Experts (FORGE] in 201l to further this mission.

FORCE members are an elite group of knowledgeable agents and brokers dedicated to the residential
RED market. The FORGE creates [asting connections between our distinguished network and fop asset
managers, investors, and Servicers.

The FORCE Network’s Five Pillarsfuf Netwurk Managemnt Success

. 4 J. A i

Compliance Communication | Education Exposure Inclusion

As amember of the FORCE, your | Memhers now have accessto | FORCE members canexceed | The FORGE will help you The FORCE is confinuously
compliance is verified, which | critical industry information expectations hy staying grow your business through working to provide productive
makes youamore reputahle | through newsletters, wehinars, | up-to-tate with the latest Five Star’s connections, partnerships and create new
and marketahle confact. social media, and emails. educational offerings, suchas | complimentary and discounted | ways for members to connect
those availahle at the Five Star | ads, events, comarkefing withindustry leaders.
Conference. opportunities, vendor
partnerships and more.

WWe would enjoy speaking with you about what the FORCE can do for you. Contact FORCE@TheFiveStar.com

For More Information, Visit FiveStarFORGE.com.

HARD AT WORK FOR YOU
The FORGE netwaork is in partnership with various organizations that are periodically in need of Services provided by residential real estate
aoents and hrokerage firms. These activities are at the discretion of the participating partners and may include but not be limited to:

Services Provided Include: REO Listings Short Sales Valuations Deed-In-lieu Market Analysis




LEGAL

Q LEAGUE

ALL-STAR
LINEUP

When you need a
financial services firm
with the experience
to champion your
needs, Legal League
members will provide
you with a clear view
of the legal landscape
and the expertise to
navigate it.

214.525.6749

ALABAMA

BDF LAW GROUP
072.386.5040
BDFGROUP.COM

McCALLA RAYMER
LIEBERT PIERCE, LLC
312.476.5156
MRPLLC.COM

McPHAIL SANCHEZ, LLC

2514382333
MSLAWYERS.LAW

ARIZONA

BDF LAW GROUP
072.386.5040
BDFGROUPCOM

HLADIK, ONORATO
& FEDERMAN, LLP
215.855.9521
HOFLAWGROUP.COM

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

ARKANSAS

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

CALIFORNIA

BDF LAW GROUP
972.386.5040
BDFGROUP.COM

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

COLORADO

BDF LAW GROUP
072.386.5040
BDFGROUPCOM

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

CONNECTICUT

KORDE AND ASSOCIATES
860.969.0400
LOGS.COM/KORDE

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

NEUBERT, PEPE &
MONTEITH, PC
203.821.2000
NPMLAW.COM

LegallLeague100.com

DELAWARE

STERN &
EISENBERG, P.C.
215.572.8111
STERNEISENBERG.COM

FLORIDA

DIAZ | ANSELMO, P.A.
954.564.0071
DALLEGAL.COM

GILBERT GARCIA
GROUP, P.A.
813.638.8920
GILBERTGROUPLAW.COM

KAHANE & ASSOCIATES,
PA

954.382.3486
KAHANEANDASSOCIATESCOM

MANGANELLI, LEIDER &
SAVIO, P.A.,

561.826.1740

MLS-PACOM

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

KASS SHULER, P.A.
813.229.0900
KASSLAW.COM

VAN NESS LAW FIRM,
PLC

9545712031
VANLAWFL.COM

GEORGIA

ALBERTELLI LAW

813.221.4743
ALAWNET

BDF LAW GROUP
972.386.5040
BDFGROUP.COM

McCALLA RAYMER
LIEBERT PIERCE, LLC
678.281.6500
MRPLLC.COM

IDAHO

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

ILLINOIS

McCALLA RAYMER
LIEBERT PIERCE, LLC
312.476.5156
MRPLLC.COM

INDIANA

SCHNEIDERMAN AND
SHERMAN, P.C.
866.867.7688
SSPCLEGAL.COM



SCHNEIDERMAN AND
SHERMAN, P.C.
866.867.7688
SSPCLEGAL.COM

DEAN MORRIS, LLC
318.388.1440

DOONAN, GRAVES,
& LONGORIA, LLC

978549.9759
DGANDL.COM

STERN &
EISENBERG, P.C.
2155728111
STERNEISENBERG.COM

STERN &
EISENBERG, P.C.
215572.8111
STERNEISENBERG.COM

HLADIK, ONORATO
& FEDERMAN, LLP
215.855.9521
HOFLAWGROUPCOM

POTESTIVO & ASSOCIATES,
P.C.

248.853.4400
POTESTIVOLAW.COM

SCHNEIDERMAN AND
SHERMAN, P.C.
866.867.7688
SSPCLEGAL.COM

SCHNEIDERMAN AND
SHERMAN, P.C.
866.867.7688
SSPCLEGAL.COM

BDF LAW GROUP
072.386.5040
BDFGROUPCOM

DEAN MORRIS, LLC
318.388.1440

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

BDF LAW GROUP
972.386.5040
BDFGROUP.COM

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

MARINOSCI LAW
GROUP, P.C.
401.234.9200
MLG-DEFAULTLAW.COM

HLADIK, ONORATO
& FEDERMAN, LLP
215.855.9521
HOFLAWGROUPCOM

KML LAW GROUP, P.C.
215.627.1322
KMLLAWGROUPCOM

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

STERN &
EISENBERG, P.C.
215.572.8111
STERNEISENBERG.COM

HLADIK, ONORATO
& FEDERMAN, LLP
215.855.9521
HOFLAWGROUPCOM

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

HLADIK, ONORATO
& FEDERMAN, LLP
215.855.9521
HOFLAWGROUP.COM

MARGOLIN, WEINREB
& NIERER, LLP
516.921.3838
NYFCLAW.COM

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

PINCUS LAW GROUP

9173591576
PINCUSLAW.COM

ROACH AND LIN, P.C.
516.938.3100
W'\WW.ROACHLIN.COM

STERN &
EISENBERG, P.C.
215.572.8111
STERNEISENBERG.COM

McMICHAEL TAYLOR
GRAY, LLC
404.474.7149
INFO@MTGLAW.COM

BERNSTEIN-BURKLEY
412.456.8100
BERNSTEINLAW.COM

CLUNK, HOOSE CO., LPA

330.436.0300
CLUNKHOOSE.COM

COOKE DEMERS, LLC
614.939.0930
CDGATTORNEYS.COM

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

SCHNEIDERMAN AND
SHERMAN, P.C.
866.867.7688
SSPCLEGAL.COM

BDF LAW GROUP
972.386.5040
BDFGROUP.COM

LAMUN MOCK
CUNNYNGHAM & DAVIS,
PC

405.840.5900
LAMUNMOCK.COM

LAW OFFICES OF JASON
TATMAN
858.201.3503

McCALLA RAYMER
LIEBERT PIERCE, LLC
407 6741850
MRPLLC.COM

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

BERNSTEIN-BURKLEY
412.456.8100
BERNSTEINLAW.COM

GROSS POLOWY, LLC
716.204.1700
GROSSPOLOWY.COM

HLADIK, ONORATO
& FEDERMAN, LLP
215.855.0521
HOFLAWGROUP.COM

STERN &
EISENBERG, P.C.
215.572.8111
STERNEISENBERG.COM

HLADIK, ONORATO
& FEDERMAN, LLP
215.855.9521
HOFLAWGROUP.COM

BELL CARRINGTON &
PRICE, LLC
8035095078
BELLCARRINGTON.COM

BDF LAW GROUP
972.386.5040
BDFGROUP.COM

BONIAL &
ASSOCIATES P.C.
972.643.6698
BONIALPC.COM

McCALLA RAYMER
LIEBERT PIERCE, LLC
407.674.1850
MRPLLC.COM

McCARTHY

& HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

THE MORTGAGE LAW
FIRM

619.465.8200
MTGLAWFIRM.COM

SCALLEY READING
BATES HANSEN &
RASMUSSEN, P.C.
8015317870
SCALLEYREADING.COM

STERN &
EISENBERG, P.C.
215.572.8111
STERNEISENBERG.COM

IDEA LAW GROUP, LLC
602.321.8316
IDEALAWGROUPLLC.COM

McCALLA RAYMER
LIEBERT PIERCE, LLC
4076741850
MRPLLC.COM

McCARTHY &
HOLTHUS, LLP
877.369.6122
MCCARTHYHOLTHUS.COM

BERNSTEIN-BURKLEY
P.C.

412.456.8112
BERNSTEINLAW.COM

STERN &
EISENBERG, P.C.
215.572.8111
STERNEISENBERG.COM

BDF LAW GROUP
972.386.5040
BDFGROUP.COM

P |
360 LEGAL
g

360 LEGAL INC.
888.360.5345
360LEGALNET

{SAREMCO

AREMCO INC.
888.650.0093
AREMCOCORP.COM

N

COMPLIABILITY
SOLUTIONS LLC
972.768.6050
COMPLIABILITYSOLUTIONS.COM

COMPLIABILITY
SOLUTIONS

090

SOLUTIONS

HELLO SOLUTIONS
727.403.5900
HELLOSOLUTIONS.COM

LegalFee Consultants

OPTIMIZING YOUR BILLING, ELEVATING YOUR PRACTICE.

LEGALFEE
CONSULTANTS
MATT@LEGALFEE-
CONSULTANTS.COM
LEGALFEE-CONSULTANTS.COM

it
Erofkest

Managing The Process of Service*

PROVEST
813.877.2844, EXT. 1424
PROVEST.US

BLACK DOME SERVICES,
LLC

979.487.1084
BLACKDOMESERVICES.COM

GLOBAL STRATEGIC
BUSINESS PROCESSING
SOLUTIONS

212.260.8813
GLOBALSTRATEGIC.COM

SERVICELINK

800.777.8759
SVCLNK.COM
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With rates easing and affordability still out of reach for millions,
housing enters 2026 in slow motion, testing the patience,
adaptability, and strategy of every market participant.

By DAVID WHARTON

or the U.S. housing market,
the story of 2025 has been
one of tension and transition.
Prices have cooled, rates
have steadied, and the panic of the
pandemic boom has given way to a long,
grinding recalibration. In this month’s
MortgagePoint cover feature, a panel of
economists and subject-matter experts
reveal that, while the worst may be
behind us, structural challenges remain
deeply entrenched: supply shortages,
affordability constraints, and escalating
costs are reshaping the landscape for
homebuyers, lenders, and policymakers
alike.
Housing’s next chapter begins not
with a boom or bust, but a reset. As
the market heads into 2026, the forces
that once drove rapid appreciation
and record refinancing have given
way to patience, pragmatism, and
recalibration. The experts featured in
this issue agree: the coming year will test
resilience as much as strategy. It’s a time
for measured optimism, careful risk
management, and long-term thinking.

DAVID WHARTON,
Lditor-in-Cheef of
M Point, /as
experience
2 journalism, having
Vi worked for the Five

Star Instiute since 2017. Wharton has
an extensive and diversified portfolio of
[Jreelance material, with published con-
tributions in both online and print media
publications. He can be reached at David.
Wharion@thefivestar.com.

MOLLY BOESEL

Senior Principal Economist, Cotality

Q s From your vantage point at
m Cotality, what are the top

three structural challenges you
see for the U.S. housing market
heading into 2026?

BOESEL: As we look
toward 2026, we see
three primary
structural challenges
that are deeply
interconnected and
will continue to

dominate the market dynamic: the supply
shortfall, affordability constraints, and
rising non-mortgage costs.

We're dealing with a long-term
supply deficit stemming from under-
building new homes since the Great
Financial Crisis. Compounding that is
the ‘mortgage-rate lock-in’ effect; existing
homeowners are staying put to keep their
low rates. The combination of not enough
new homes and low turnover of the exist-
ing stock keeps inventory tight and prices
elevated. Affordability constraints are a
direct result of the supply issue, which
keeps prices high. High home prices,
when coupled with mortgage rates gen-
erally in the 6% and higher range, have
pushed monthly payments well beyond
the reach of many potential buyers. The
final structural challenge is how other
expenses are undermining affordability.
We're seeing affordability stressed not
just by the mortgage, but by increases in
non-mortgage costs, particularly property
taxes and insurance premiums. It limits
demand for new buyers and poses a
genuine risk for existing homeowners, es-
pecially those on a fixed income. If those
costs can't be absorbed, it can ultimately
lead to delinquency.
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“High home prices, when

coupled with mortgage rates

generallyin the 6% and

higher range, have pushed

monthlypayments well

beyond the reach of many
potential buyers.”

—Molly Boesel,
Senior Principal Economist,
Cotality
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While the
pandemic-
erasurges
in single-

familyvrent
gr](r)“]wtyh have

stabilized
and will
continue to
normalize
toward pre-
pandemic
averages,
d@mz‘:l%?l .
willremain
robust. ”

—Molly Boesel,
Senior Principal Economist, Cotality

These three issues—supply, the
resulting affordability crunch, and the
rising cost to simply own and maintain
a home—are the structural headwinds
that will largely define the housing
market for 2026.

Q s You've done work on the

B single-family rental market.

How do you view the market
evolving in 2026 in relation to
homeownership? Does it become
a more significant part of the
ecosystem?

BOESEL: The single-family rental
(SFR) market should remain a signifi-
cant, structural component of the hous-
ing ecosystem in 2026. This growth is
primarily driven by the nation’s ongoing
affordability crisis, as high home prices
and mortgage rates keep a large pool of

would-be buyers out of homeownership.

These households often seek the size
and quality of a single-family dwelling
but are forced to be renters by necessity.
While the pandemic-era surges in sin-
gle-family rent growth have stabilized
and will continue to normalize toward
pre-pandemic averages, demand will
remain robust. Consequently, the SFR
segment is increasingly functioning as a
long-term housing solution, rather than
a temporary stop before buying. For
investors, this translates into sustained
demand and a solid, long-term asset
class.

Q » What do you see as the
m biggest barrier for Gen

Z and younger homebuyers

when it comes to meaningfully
approaching homebuying in 2026,
and might the obstacle shift from
“can’t afford” to something else?

BOESEL: Affordability remains
the primary barrier for Gen Z as they
consider entering the housing market
in 2026. Home prices remain high,
and high rents continue to erode their
ability to save for a down payment,
which makes the path to homeown-
ership more difficult. However, Gen Z

has shown a willingness to relocate to
more affordable markets when prices in
high-demand areas are out of reach. It
is also important to recognize that while
entry-level home prices may appear ac-
cessible, they can obscure the true cost
of ownership. Expenses such as main-
tenance and homeowners’ insurance
often become the next financial hurdle
once the purchase is complete.

Q u Ifyou were advising
® our readers (mortgage

professionals) for strategic focus
in 2026, what key metric(s) would
you tell them to watch and why?

BOESEL: For mortgage professionals
in 2026, the strategic pivot is simple: shift
your risk focus to escrow shock. The real
pressure point is no longer high debt,
but the sudden liquidity strain caused
by surging insurance and property tax
costs. Our research clearly shows delin-
quency spikes are concentrated in areas
with the sharpest rises in non-mortgage
costs. Owners with large amounts of
home equity would be able to use some
of their equity to absorb increases in
payments, but those who bought more
recently, and those who used low-down-
payment loans, may be at a higher risk
for delinquency.
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JOHN COMEAU

Policy Economist, Council of
Federal Home Loan Banks

Q. From a policy perspective,
u what are the most

underappreciated regulatory

or legislative issues that could
impact the housing and mortgage
markets in 2026 (e.g., GSE reform,
affordable-housing tax credits,
servicing regulation)?

F COMEAU: Home

i ¥ prices, property
taxes, rents, and
insurance
premiums are all
near record highs,
B while mortgage
rates have hovered between 6% and 7%
since late 2022—roughly double the 3%
range of 2020-2021. As we enter 2026,
affordability challenges will remain
front and center, driven by a shortage of
housing supply. Federal housing policy
levers have traditionally focused on the
demand side rather than on supply. The
omnibus economic and housing
package passed by Congress in 2025
expanded Low-Income Housing Tax
Credit (LIHTC) allocations, established
a middle-income housing tax credit, and
sought to streamline permitting and
incentivize infill development, all
beginning in 2026. All of these measures
are intended to positively impact the
supply side of the equation. In 2026, I
will be watching to see the impact of the
changes—especially LIHTC, as the
other two will have longer
implementation timelines—on the
nation’s housing supply.

I will also be watching the property
insurance market. Wildfires, hurricanes,
and other extreme weather events have
driven premiums and loss rates higher,
causing insurers to withdraw from
high-risk geographies despite rate hikes.
In 2025, discussion of capping insur-
ance premium increases has increased
among state legislators and regulators.
‘While well-intentioned, the measures

could backfire if insurers are prevent-

ed from recouping losses, resulting in
further retrenchment by private carriers
and greater reliance on state-backed in-
surance pools such as California’s FAIR
Plan and Florida’s Citizens Property
Insurance Corporation. This would shift
risk from experienced insurers to states
with less capacity to manage catastroph-
ic exposures—an underappreciated
negative risk factor for housing markets
and mortgage credit in 2026.

Q u Considering the role of
n the Federal Home Loan

Banks in supporting housing and
community lending, how do you
see the flow of credit in 2026? Will
constraints tighten, loosen, or stay
about the same? What drives that
outcome?

coMeAU: The Federal Home Loan
Banks were established to ensure a re-
liable supply of liquidity to their mem-
bers in all economic conditions. For 93
years, the FHLBanks have executed this
mission, bolstering the financial insti-
tutions—large and small—that keep
local communities moving forward. The
reliability of FHLBank liquidity fosters
confidence among depositors, resilience
among lenders, and stability across the
financial system. As of September 30,
2025, the FHLBanks were supporting
affordable housing finance and com-
munity investment with $693.5 billion
in advances and an on-balance-sheet
mortgage portfolio [Acquired Member
Asset (AMA) program] exceeding $77 bil-
lion, together providing critical liquidity
to member institutions. Through the first
nine months of 2025, the FHLBanks have
committed $480 million to their Afford-
able Housing Programs and an additional
$349 million to voluntary initiatives
designed to expand housing affordability,
strengthen small businesses, and increase
the resilience of the housing stock across
the System’s 11 districts.

After pausing for the first eight
months of the year, the Federal Re-
serve cut interest rates in September
and October 2025. There has been a

Wildfires.

humcanes
and other
extreme
weather
events have
driven
premiums
and loss
rates higher,
causing
msurers to
withdraw

hlgh-rlsk
ographies
espite rate

hikes.”

—John Comeau, Policy Economist,
Council of Federal Home Loan Banks
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U-shaped yield curve for all of 2025. If
the Federal Reserve’s actions in late 2025
and continuing into 2026 normalize the
yield curve, that would be a positive for
FHLBank members, and community
lenders more broadly, and increase the
availability of credit. That said, the Fed
has been shrinking its balance sheet
since mid-2022—quantitative tightening
(QT)—and has signaled this will continue
until December 1, 2025, further draining
banking system reserves and offsetting
some of the interest rate easing.

Stablecoins also pose a threat to bank
deposits: increased adoption could divert
deposits from traditional depositories,
further tightening bank sector liquidity,
especially at smaller institutions.

In this environment, the FHLBanks’
countercyclical liquidity is especially
important: through advances, AMA
mortgage purchases, and letters of cred-
it, the System will continue ensuring
that community lenders have liquidity
to meet the needs of the households, the
small businesses, and the communities
they serve.

Q s How important do you view
B income-based policy levers

(e.g., first-time-buyer assistance,
down-payment support, rental
subsidies) as the market shifts in
2026?

COMEAU: Income-based policy le-
vers—such as first-time-buyer assistance,
down-payment support, and rental
subsidies—are important today and will
continue to be critical tools in 2026. The
Harvard Joint Center for Housing Studies
(JCHS) 2025 State of the Nation’s Housing
report noted that home prices in early
2025 had risen 60% since 2019, and the
median existing single-family home sales
price in 2024 was $412,500, a new high.
The median 2024 home price was five
times the median household income, far
above the traditional affordable price-to-
income ratio threshold of 3:1.

In 2026, a combination of factors will
continue to pose challenges for first-gen-
eration and first-time buyers: elevated
home prices, rising insurance premiums

and property taxes, and interest rates on
30-year fixed-rate mortgages that, while
down from their peak, remain well
above the ~4% average that prevailed for
more than a decade from 2009 to early
2022. In this environment, closing-cost
assistance, down-payment grants, and
interest-rate buydowns are key tools for
expanding access to homeownership
and creating opportunities for families
to build generational wealth.

The FHLBanks will continue to play
avital role in unlocking new path-
ways to homeownership and housing
affordability. Through their Affordable
Housing Program (AHP) and volun-
tary funding initiatives, the FHLBanks
provide grants that help bridge the
affordability gap for homeownership—
including first-time homebuyer grants,
down payment assistance grants, home
rehabilitation grants, and various other
programs. Likewise, low-interest CICA
(Community Investment Cash Advance)
and CIP (Community Investment Pro-
gram) advances and competitive AHP
grants for affordable rental housing
developers support the expansion of af-
fordable rental housing supply—anoth-
er pillar for affordable housing access.

There is no silver bullet to solve
the housing affordability crisis, but
the FHLBanks—working through
their 6,400 member institutions and
housing-partner networks across the
country—will remain an integral part
of the solution. By expanding access
to funding, lowering barriers to entry,
and helping increase housing supply,
the FHLBanks help their members
strengthen communities and bolster
depositor and borrower confidence in
uncertain economic times.

Q a How do you assess the
m risk that a slower housing

market could create secondary
ripple effects (e.g., on community
banks, housing-related credit,
regional economies) in 2026?

COMEAU: In 2025, housing starts,
home sales, and mortgage originations
have held steady at low levels—roughly

1.3 million annual starts and 4 million
existing-home sales—and 2026 will
begin in a similar fashion. Mortgage vol-
umes will likely remain muted, though
refinancing could increase if interest
rates move lower.

Home prices have flattened. The
S&P CoreLogic Case-Shiller National
Home Price Index (HPI) dipped below
2% year-over-year in June 2025, after
having been elevated for nearly two years.
Slower HPI appreciation is a mixed bag:
it limits wealth gains by homeowners but
increases affordability for prospective
homeowners when HPI appreciation is
below the growth in wages. Homebuyers
lost significant ground from 2020 to 2023
as HPI growth outpaced wage growth.
Nationally, prices are stable, but the
national average masks a bifurcation
in markets: HPI gains are continuing in
some metros (Buffalo, NY; Rochester, NY)
while declining in others (Cape Coral, FL;
North Port, FL).

Meanwhile, the Federal Reserve is
expected to continue to cut rates several
more times over the next 12 months, help-
ing normalize the yield curve, which has
been U-shaped in 2025. A normal yield
curve means healthy lending margins and
increased capacity for community lenders
to extend mortgage credit. If liquidity be-
comes tight, the FHLBanks will be there
with counter-cyclical liquidity to ensure
members have the funding they need
to ensure homes are built, families find
footing, and communities are positioned
to prosper.

Q m Ifyou single out one critical
2 housing market dynamic

to watch in 2026, what would it be
and why?

COMEAU: As we entered the fall of
2025, Mark Zandi at Moody’s Analyt-
ics reported that 49.2% of consumer
spending was from the top 10% of
income earners, the highest share going
back to 1989. That concentration of
spending reflects strong wealth effects
among high-income households fueled
by recent highs in the stock market,
cryptocurrencies, and gold. A market
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downturn could quickly reverse those
wealth effects, leading to a pullback in
consumption and tightening credit con-
ditions that would ripple through hous-
ing and mortgage markets. The timing
of any such correction is inherently
difficult to predict—Alan Greenspan’s
1996 warning about “irrational exuber-
ance” came years before the eventual
dotcom bust—but the warning signs are
familiar. Today, with financial markets
priced to perfection, inflation sticky, and
the Federal Reserve contending with
stagflation-like pressures, the econom-
ic backdrop is increasingly uneven:
spending is being driven by those at the
top, while lower-income households are
struggling to keep pace. That imbalance
makes the economy—and its feedback
loop with housing—the most important
dynamic to watch in 2026.

MARK FLEMING

SVP, Decision Science and Chief
Economist, First American Financial
Corporation

s How do you expect

m affordability to evolve in
2026, and which factors (prices,
rates, income) will drive most of
the change?

FLEMING:
Affordability will
gradually continue
to improve as
mortgage rates
decline modestly,
and, more
importantly, as household income
growth outpaces slow house price
appreciation, and even declining house
prices in some markets.

Q s You've written about
u why the housing market

recovery may be “less reliant” on
Fed rate cuts than many believe.
Could you expand on that?
What other dynamics are more
important for 2026 than simply
waiting for rate cuts?

FLEMING: Mortgage rates are not
expected to fall nearly enough to
meaningfully unlock the millions of
homeowners currently rate-locked in.
Life events, such as marriage, expanding
families, job changes, and divorce, will
spur the housing market’s recovery next
year. Housing turnover still happens
because life happens. Life events always
have and always will drive sales activity.
We can't rely on mortgage rates to save
the day and spur large increases in
sales activity as has often happened in
the past, but we can rely on life events
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and steadily improving affordability to
slowly grow the market over time.

Q # In markets where you are

u seeing price declines or
stagnation, what patterns stand
out? How should lenders interpret
those signals for 2026?

FLEMING: First, there is a strong geo-
graphic pattern. Price growth is slowest
or even declining in markets in the Sun-
belt and West, particularly markets in
Florida, Texas, and California. In many
cases, these markets are correcting for
an unprecedented pandemic-driven
surge in prices. So, while these markets
are declining from recent house price
peaks, they are far from wiping out all
price growth gained in the pandemic.
For lenders, the canary in the coal mine
is negative equity, which significantly
increases the risk of foreclosure in the
event of delinquency. More recent buy-
ers, who bought at the top of the market
with little down and missed the benefit
of the pandemic price surge, are the
most at risk of being in negative equity.
Lenders will be closely monitoring
mortgages for negative equity risk.

Q » One major structural
m challenge is the “lock-in

effect.” How big a drag is that on
2026 transaction volumes, and
what might tip it into loosening?

It's been a drag ever since the Fed
quickly raised interest rates. Because
we don't believe mortgage rates will
drop dramatically, the rate lock-in effect
will remain a headwind, holding back
transaction volume in 2026. However, it’s
a headwind that is slowly weakening as
life events spur home sales and slowly
but steadily erode the number of home-
owners who are rate locked.

Q. With the home-buying

= market perhaps entering

a “two-tier” state (those who can
afford vs. those who cannot), what
role do you see for non-traditional
housing models in 2026?

*“Non-traditional
pathsto
homeownership
are likelyto gain
popularitygiven
the aflordability
strain so many
first-time
homebuyers are

feeling.

—Mark Fleming
SVP, Decision Science and Chief
Economist, First American Financial
Corporation

FLEMING: Non-traditional paths to
homeownership are likely to gain pop-
ularity given the affordability strain so
many first-time homebuyers are feeling.
But it is unlikely that they will become

any significant share of ownership types.

So, they will amount to a growing, but
not large, role in helping people achieve
homeownership.

Q s From your vantage point,
m what is the biggest upside

risk in the housing market for 2026
and the biggest downside risk?

FLEMING: The most significant down-
side risk is a reacceleration of house
price appreciation and/or a significant
increase in mortgage rates. Either would
worsen affordability. However, to finish
on a positive note, the biggest upside
risk is continued household income
growth, or even accelerating household
income growth, as some of the Al-based
productivity gains accrue to workers,
causing affordability to improve even
faster than we currently expect.

MICHAEL FRATANTONI

Chief Economist, SVP, Research
and Industry Technology,
Mortgage Bankers Association

Q a For 2026, what is your
B base case for originations

volume (purchase vs. refinance),
and what are the key variables that
could tilt the outcome?

FRATANTONI: We're
looking for 8% growth
in single-family
origination volume,
and that’s the case
whether you look at
that on a dollar basis

or a unit basis. Some of our members
are a little more focused on the dollar
number, which we think is going to get
to about $2.2 trillion. Some are paid
based on how many loans they’re doing,
so that unit forecast is also really
important. We're looking for about 5.8
million loans to be done. If you look at
that on a dollar basis, it looks close to
average over the past decade or so, but if
you look at it on a unit basis, it
highlights that it’s still a relatively slow
market. We are expecting home sales to
increase about 5% in 2026, both for new
and existing, compared to where we
were in 2025. So, it is still a relatively
subdued housing market, but we’ve
been getting better each year.

If you look at 2023, it was dead calm,
hardly any activity at all, and each year
has gotten a little bit better. The lock-in
effect is still having an impact. You have
a lot of owners out there with very low
rates on their mortgages, and that is a
friction that’s keeping them less likely
to list their homes, so we're not seeing
as many move-up buyers as you would
typically see. But we keep highlighting
that there are still a lot of millennials out
there. There are almost 50 million peo-
ple between 30 and 40 in this country,
and most of them are still renting, but
they are getting to the peak first-time
homebuyer age, so we expect, over the
next couple of years, that’s going to
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—Michael Fratantoni,

Chief Economist, SVP, Research and
Industry Technology, Mortgage Bankers
Association

keep putting some additional first-time
homebuyers into the mix.

You asked about the main drivers
that could lead us higher or lower than
that. At our annual conference, we
always include a slide that says, “What
if mortgage rates are a percentage point
higher or lower than in our baseline
forecast?” In our baseline forecast,
if mortgage rates are, call it six and a
quarter right now, over the next couple
of years, that’s about where we think
they’re going to be, on average.

Obviously, you have moments
where, as we've had in the past couple
of weeks, investors are more focused on
weaker economic growth, a weaker job
market, hoping for more aggressive cuts
from the Fed, and we’ll be at the lower
end of a range—maybe we get close to
six. There’ll be other times where folks
are more concerned about inflation.
Maybe the Fed’s not going to cut as ag-
gressively as hoped. The biggest concern
on the high side is the deficit, the debt,
and the massive amounts of Treasury
issuance over the next couple of years to
finance that, and that’ll push us to the
high end of a range. But our baseline
is that mortgage rates are about where
they’re going to be in terms of long-term
fixed rates. We have highlighted that
in our application data. About 10% of
borrowers now are taking out an ARM,
and we expect that’s likely to go higher
because we do expect the Fed to cut a
few more times.

So, with short rates coming down,
even with long rates staying up, the
benefit that a borrower gets going into
an ARM is going to increase. We think
that’ll be one way borrowers find some
additional affordability over the second
half of this year. We’ve seen weeks
where ARM rates are a full percentage
point below a fixed rate, so that’s our
baseline. If we were to get much weaker
growth or the job market doing more
poorly than is in our baseline, you could
get a lower rate path. The origination
forecast is much more sensitive to rates
dropping a point than rates increasing
a point. So, if we get to the low fives, we

see a big bump in origination activity

in 2026. So rather than that 2.2 in our
baseline, we get up to 2.8 in our esti-
mate. If rates were to be much lower, on
the other hand, if rates were to be a full
percentage point higher, how do you get
there? Inflation goes the wrong way. The
Fed stops cutting and Treasury issues
like crazy, then we're below 2 trillion

for 2026. I think that’s the reasonable
range of outcomes, and we're reasonably
confident that we’re going to stay close
to our baseline, because neither of those
extremes is likely.

Q s Do you anticipate another
m rate drop from the Fed in

December, or do you think they're
going to hold steady?

FRATANTONI: We have penciled in one
more in December and then one in the
first quarter of 2026. Some market mea-
sures would say maybe two in 2026, but
I think what you heard from Chairman
Powell at the press conference this week
is some real ambivalence among some
in the committee. You got one dissent,
and just listening to the speeches, I
think there’s more bubbling beneath the
surface. It’s going to be harder for them
to cut much more, but the weakness in
the job market is real. It’s tough to see
because we don’t have the data right
now with the shutdown, but everything
is indicating that these next couple of
quarters, we're going to see the unem-
ployment rate go up.

Q u Do you see any factors
n likely to provide some relief

on the lock-in effect in 2026?

FRATANTONI: We've already seen
the lock-in effect begin to fade in 2025,
and what I've been pointing to is the
increase in existing home inventory. It’s
up about 30% compared to last year. It’s
still relatively low, but it's moving up. A
lot of that is life events: people continue
to get married, have kids, get new jobs,
all these things. They feel bad about
leaving the low mortgage rate behind,
but at some point, they do. I think
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when you get mortgage industry folks
together, it can be a bit disconnected to
my ears. The industry folks will be like,
well, I'll just keep that home and rent it
out. That’s a higher-income professional
way of looking at the world. I think most
people sell the home when they don’t
want to take that risk.

Q a Given the sustained

n elevated mortgage-rate
environment, what is the risk to
credit quality or delinquency trends
in 20262 Are there segments you're
watching closely?

FRATANTONI: The last data point we
had was August, which was 4.3% for
unemployment. We see that getting up
to 4.7% by early next year—not awful,
but more than what we’ve seen. The one
thing to highlight there is, back in 2023,
we were at 3.4%, so it’s more the change
than the level that’s worth paying atten-
tion to. We’re moving up quickly. People
are getting jobs very, very quickly. Now
we’re at a place where hiring is very, very
low. Youre beginning to see some more
layoffs, and so the leverage in the job
market has moved towards the employ-
er, and you're seeing wage growth slow.
In terms of mortgage impact, one of the
tightest correlations we see is between
the unemployment rate and the delin-
quency rate.

What's really changed is with
respect to the housing market. Last year
or two years ago, if someone lost their
job and they decided they needed to
move, they could list their home and it
would be sold before the ink was dry.
That is not the case anymore. Things
are lingering on the market, particularly
in Sunbelt markets. I think we're going
to see what would’ve been short-term
delinquencies leading to a home sale
previously; they're going to progress into
deeper delinquencies. Foreclosure rates
have been extraordinarily low for the
past couple of years. They’re probably
going to go a little bit higher.

In the more normal world, whatever
that was, the foreclosure process was one
source of housing supply. It just hasn’t

been in recent years, and I think that’ll
be more of the picture in 2026. We will
be in a somewhat weaker job market,
delinquencies will go longer, foreclosures
will increase, and we’ll see some of those
distressed properties hit the market.

RICK SHARGA
Founder & CEO, CJ Patrick Company

s How would you

u characterize the housing
market heading into 2026:
correction, stabilization, or early
recovery?

SHARGA: I believe
that we're in the
third year of a
five-year “reset”
period, as the
market slowly
adjusts to higher
prices and higher mortgage rates. We've
never before had a period where home
prices rose by over 40%, followed by
mortgage interest rates doubling, and
that one-two punch decimated
affordability, especially for first-time
buyers. Existing home sales fell from
over six million in 2021 to five million in
2022, four million in 2023 and 2024, and
are on pace to finish the year at about
the same number this year. Inventory
levels are rising, days on market
increasing, and home price appreciation
slowing down—and reversing course, in
some markets—as wages grow. We can
probably expect another year of
lackluster sales and price growth in
2026, but the market should begin to
recover as we move closer to 2027.

Q » With affordability still

m strained and inventory
tight, do you see transaction
volumes improving next year or
remaining near historic lows?

SHARGA: I think 2026 sales volume
will be modestly better than 2025, but
not much more than that. Barring

anything extraordinary happening in
the economy—either positive or nega-
tive—we’ll likely have at least one more
year where existing home sales will be
challenged to go much higher than four
million units, and where home price ap-
preciation will continue to slow down in
most markets, and go negative in some
parts of the country. Inventory will con-
tinue to increase, though, at least partly
due to the pace of sales slowing down,
and some older homeowners deciding
it’s time to downsize.

Q a What do the latest
n foreclosure and

delinquency trends suggest about
borrower health going into 2026?

SHARGA: Mortgage delinquency rates
continue to stay below historical averages
and are close to the lowest they've ever
been. There’s a combination of factors at
play here: the unemployment rate is still
very low (and there’s a strong correlation
between unemployment rates and mort-
gage delinquency rates); borrower credit
quality has been excellent; millions of
homeowners refinanced into lower inter-
est rate loans, and so may be paying less
every month today than when they first
bought their house; and there’s a massive
amount of homeowner equity—well over
$34 trillion—that distressed homeown-
ers can tap into if they need it. Mortgage
servicers have also been extraordinarily
helpful to borrowers who find themselves
in temporary financial distress, which
has kept delinquencies from rolling into
foreclosure. And overall foreclosure
activity, which was up about 17% from a
year ago, according to ATTOM’s Q3 2025
Foreclosure Report, is still running about
30% below 2019 levels, which weren't all
that high in the first place.

That said, there are some red flags.
Consumer debt is at an all-time high of
$18.4 trillion according to the NY Fed,
and delinquencies on that debt have
risen for nine of the past 10 quarters.
Serious delinquency rates (9o+ days past
due) on credit cards, auto loans, and stu-
dent loans are all now higher than they
were prior to COVID. Rapidly rising
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—Rick Sharga,
Founder & CEO, CJ Patrick Company

homeowners’ insurance premiums and
property taxes are making it difficult for
some homeowners to stay current on
their monthly payments. While mort-
gage delinquencies remain low, serious
delinquency rates on mortgage loans
have risen for four consecutive quar-
ters, suggesting that borrowers who do
become delinquent are having a harder
time getting back on track. The FHA,
whose loan portfolio accounts for over
50% of seriously delinquent mortgages,
has tightened up its loss mitigation
protocols, and we can expect a higher
percentage of those past-due loans to
become foreclosures in the months
ahead. Context here is important: FHA
loans only account for about 15% of all
mortgages, and only about 4% of those
are seriously delinquent. So, we’ll see
more foreclosure activity, but not in a
huge way by any means.

Q. Which macroeconomic

® indicators are you watching
most closely right now as signals
for housing direction?

SHARGA: Jobs, jobs, and jobs. We
have a very unusual labor market today:
no one is hiring, and no one is firing
(although we’ve seen more layoffs an-
nounced recently). A strong jobs market
is the No. 1 predictor of a strong housing
market. More job creation generally
means higher wages and more housing
demand. A weaker job market, with
higher unemployment, generally means
more delinquencies and foreclosures,
and fewer home sales.

There’s also demographics to con-
sider. In 2024, almost five million young
adults turned 35 in America, and we’ll
likely see similar results when 2025 num-
bers are compiled. Normally, these young
adults would be looking to buy homes,
but they have opted to rent instead due
to poor affordability. Most of the research
suggests that the majority of these young
adults still want to become homeowners
and are just waiting for market conditions
to improve. That should provide at least a
bit of a tailwind for the housing market in
the next few years.

Q » How active do you expect
1 institutional and individual

investors to be in the single-family
rental and distressed property
space next year?

SHARGA: Investors own 20% of the
single-family homes in the country and
accounted for 33% of all home purchas-
es in the second quarter of 2025, so it’s
almost a certainty that they’ll contin-
ue to play a large role in the housing
market—especially the single-family
rental market. But there’s a huge misper-
ception about who these investors are:
91% of the investor-owned homes are
held by mom-and-pop investors who
hold 10 or fewer properties. The largest
institutional investors—those who own
over 1,000 units—account for less than
2% of investor-owned homes. And this
cohort of large investors have been net
sellers of homes for the last six consec-
utive quarters. This doesn’t mean that
they’re getting out of the single-family
rental space, though; a lot of the larger
players are redeploying their capital into
build-to-rent communities. This means
that they’re no longer competing with
small investors or traditional homebuy-
ers for existing homes, and it means that
they’re actually adding much-needed
rental inventory to the market. I think
you'll continue to see all those trends—
small investors buying and holding
more properties, and larger investors
selling existing homes and building new
rental communities—through 2026.

Q » What data signals or
m leading indicators are most

useful today for spotting early
shifts in market momentum?

SHARGA: Pending home sales from
the NAR and purchase loan applications
from the MBA are usually very useful
tools in terms of predicting near-term
shifts in market momentum. Today’s
market is incredibly rate-sensitive, so
following rising or falling mortgage rates
can be an early indicator as well, and to
anticipate the direction of those chang-
ing rates, it helps to follow yields on
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U.S. 10-year Treasury bonds. Contract
cancellations and withdrawn listings are
both running higher than usual right
now, suggesting some market weakness;
watching those numbers might provide
insights into further weakening or
improvement.

More broadly, there are demograph-
ic trends like population migration, job
growth, and wage growth that can factor
into regional or local market momen-
tum—markets with population growth,
job growth, and wage growth tend to
have relatively strong housing markets,
both for owner-occupants and for rental
property owners.

Q m From your perspective,
u what's the biggest blind

spot the housing and mortgage
industries have as they plan for
2026?

SHARGA: Broadly speaking, I think
there’s a lot of uncertainty about the
economy: whether it will continue to
outperform economists’ forecasts, or
crumble under the weight of mounting
consumer debt and the country’s $37
trillion national debt—the latter of
which could cause bond yields to rise,
taking mortgage rates higher with them.
And the jury is still out on the ultimate
impact of the Trump Administration’s
tariff and immigration policies and their
impact on the overall economy.

Closer to ground level, I don’t think
either the mortgage industry or the
real estate market has really come to
grips with the growing problem of
rising insurance premiums across the
country. Will soaring premiums make it
impossible for current homeowners to
afford their homes? Will those high-
er costs mean lower home values so
buyers can afford the properties? What
happens when a homeowner or buyer
finds out that homeowners’ insurance
isn’t available? And are higher deduct-
ibles and being under-insured (two
ways homeowners are trying to keep
premiums from rising too much) going
to result in more borrowers simply walk-
ing away from a property in the event of

a catastrophic event, leaving the lender
with a huge loss? This problem is going
to get worse before it gets better, and it’s
probably going to require cooperation
between the mortgage and insurance
industries, along with local and state
governments and federal agencies.

Q u Are there policy or
® regulatory decisions on the

horizon that could meaningfully
alter the housing or mortgage
outlook next year?

SHARGA: The elephant in the room is
whether Fannie Mae and Freddie Mac
will be released from conservatorship.
If they are—and if the release isn't done
thoughtfully and carefully—this could
lead to massive market disruption,
since they’re responsible for such an
enormous share of all mortgages. Even
if done correctly, it seems likely that
mortgage rates will probably go up after
arelease, which will hardly improve the
affordability challenges that are a major
headwind today.

The Administration has been
talking about making government
lands and vacant or under-utilized
government buildings available for the
development of affordable housing, and
has discussed working with state and
local governments to provide incentives
to developers to build more affordable
homes as well. Either of those initiatives
would help fill the void of entry-level
homes for the millions of young adults
who are currently unable to find a home
they can afford to buy.

Q » Based on your decades of
= market analysis, what's the
one key lesson from past cycles
that industry leaders should keep
front of mind in 2026?

SHARGA: There are no “quick fixes.”
Market recovery simply takes time—al-
most always more time than anyone in
the industry would like. We’re seeing
signs that we might be in the early stag-
es of a recovery: the number of home-
owners with below-market mortgage

rates has declined for two consecutive
years; inventory of homes for sale is
now above pre-pandemic levels in 15-20
states; home price appreciation has
slowed down to below the rate of infla-
tion—meaning that homes are actually
less expensive this year than last in infla-
tion-adjusted dollars; and demographic
trends should be very positive over at
least the next few years.

However, while all that is true,
there’s nothing in the data to suggest
an overnight return to sales volume
hitting five or six million units—in all
probability, we’ll be looking at relatively
flat sales volume entering 2026, before
beginning a gradual recovery late in the
year and in 2027. The industry should
plan accordingly, rather than hoping
for rapid growth, and ultimately being
disappointed. MP
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HOW TOUGH
CONVERSATIONS HELP
L OAN OFFICERS REACH
THEIR FULL POTENTIAL

Delivering constructive feedback with empathy can turn independence into impact.

By FRANCO TERANGO

nyone who's leading top-

producing loan officers

knows the balancing act.

LOs are the heartbeat of the
business—they bring in the revenue,
build the relationships, and keep the
wheels turning. But they’re also fiercely
independent, and that independence,
while a strength, can make them blind
to areas that are holding them back.

Here’s the truth: the conversations

we avoid are usually the ones that mat-
ter most. And when we approach them
with the right intent—not to criticize but
to elevate—we unlock growth for both
the individual and the company.

Your Personal Brand Matters More
Than You Think

Too many LOs underestimate how
their image impacts their business.
From LinkedIn profiles to voicemail
greetings, every touchpoint tells a client or
referral partner something about you. A
sloppy email may seem small, but to a ner-
vous borrower, it signals a lack of attention
to detail. A polished LinkedIn presence?
That's credibility when an agent is deciding
where to send their next deal.

The key is not nitpicking but
showing how a sharper image translates
into business wins. The difficult but

FRANCO TERANGO
is CEO of Certainty
Home Lending, a Rate
company providing
national morigage and
fintech ser Vith

in mortgage lending,
mer banking,
, and executive
ached atfranco@
certaintyhomelending.com.

constructive conversation about this
reminds the originator that it’s really not
about ego—it’s about opportunity.

Growth Requires Continuous
Learning

his industry moves fast. Guidelines

shift, tech evolves, clients change.
But too often, seasoned LOs rely on
what’s worked for decades. That’s
dangerous ground. The message here
can’t be “You're behind.” Instead, it
should be “The best in every profession
keep sharpening their skills.” After all,
lawyers, doctors, and engineers all do it.
Why should mortgages be any different?
The pros who thrive in the long term
are those who embrace learning as a
competitive edge.

Communication: Your Style Might
Not Fit Every Client

hat works with a savvy investor

might overwhelm a first-time
buyer. What builds trust with a younger
couple might not land with a retiree.
By no means are you asking the LO to
change who they are. If anything, you're
suggesting they add range. Great com-
municators read the room and adjust.
That’s not being fake. It’s being effective.

Technology Isn't Optional

he “I don’t need that tech, I build

relationships” mindset misses the
mark. Technology doesn’t replace rela-
tionships. It supports them.

Automating the admin side frees the

LO to spend more time face-to-face with
clients. Better systems prevent things
from slipping through the cracks. Show
an LO how tech makes their day easier,
and the resistance usually fades.

Use the Team You've Got

00 many LOs still operate like one-per-

son shops. Chasing down documents,
designing their own flyers, and juggling
tasks, the excellent support staff are ready
to handle. That time and energy are pulled
away from revenue-producing work.
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For manyl.Os, running
their pipeline offmemory
and gutfeel mightwork.

Unulitdoesn’t.

The conversation isn’t “hand things
off because you're doing it wrong.” It’s
“hand things off so you can do more of
what you're great at.”

Your Referral Network Can't Be on
Cruise Control

Relationships with agents and

referral partners are like any other
relationship in that they need consistent
attention. Additionally, what worked five
years ago won't necessarily work today.
Markets shift, needs evolve, and compet-
itors emerge. The conversation in this
scenario isn't about criticizing what exists;
it’s about future-proofing the business. It’s
also about staying visible, staying valu-
able, and constantly widening the circle.

Pipeline Management: Instinct
Only Takes You So Far

For many LOs, running their pipeline

off memory and gut feel might work.

Until it doesn’t. As volume grows, or
markets tighten, those “mental systems”
start breaking down. Structured pipe-
line management doesn’t have to mean a
loss of the LO’s freedom. Rather, it helps
create reliability, allowing the LO to con-
tinue scaling without losing control.

How to Have These Conversations

he way you deliver tough feedback

matters just as much as the content
itself. Start from a place of genuine care.
People can spot an agenda a mile away,
and it always gets the conversation start-
ed on the wrong foot. Next, tie feedback
to outcomes they care about, such as
growth, referrals, or client experience.

Be specific. “Improve your commu-

nication” means nothing. Instead, pro-
vide real-world examples and suggest
alternative approaches. These could
include offering tools and resources
beyond simple critique.

Finally, it's imperative to respect
your LO’s independence. Without that,
an originator is little more than an
order-taker. The best managers opt to
coach, rather than dictate.

Play the Long Game

hange doesn’t happen overnight,

and it doesn’t have to. These conver-
sations aim to plant seeds that ulti-
mately lead to self-driven improvement.
Almost universally, the very best leaders
and top producers want to excel. Our
job is to help them see how they can up
their game even more.

Remember, avoiding hard conversa-
tions does originators and LOs no favor.
They’re not likely to improve and get the
best out of themselves without external
insights. So have those conversations, but
be sure to do so with intent, care, and clar-
ity. In so doing, you'e helping not only
the LO but the entire organization. MP
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The 2025 Five Star Conference & Eapo

HONORING T
SHAPING [H

- WOMEN
- rUTURE

OF RHOUSING

MortgagePoint shares insights from the 2025 WWomen in Housing Leadership
Award recipients to discuss their proudest achievements, mentors who
inspired them, and advice for the next generation of industry leaders.

By DAVID WHARTON

ach year during the Five Star Conference, the Women in Housing Lead-

ership Awards spotlight the vision, resilience, and innovation of women

making a lasting impact across the mortgage and housing industries. These

leaders exemplify excellence in their professions while championing collab-
oration, mentorship, and inclusion throughout the industry.

The 2025 honorees represent a cross-section of housing finance, from servicing
and compliance to government and community leadership. In the following conver-
sations, this year’s recipients share the lessons that shaped their careers, the mentors
who guided them, and the wisdom they hope to pass along to women following in

their footsteps.

Rising Star
Exé]gg[z'fz}eﬁlward

ERIN KINKIN

VP of Transaction Management,
Lakeview Loan Servicing

Q » What are your proudest
m career achievements

thus far?

It’s always hard for
me to identify my
achievements
because I genuinely
feel like I am doing
what I love and
what I am supposed

to do. But if T think about what matters
most in the contributions I make, I
always come back to the people I get to
work with. 'm very much a people
person. I get so much joy serving my
team and building relationships with
the partners we collaborate with every
day. The industry itself is complex, and
the outcomes are important, but it’s the
human side that truly drives me and has
in every role I have occupied over the
years. 'm extremely proud of what our
team achieves together. Our team at
Lakeview manages large MSR
transactions, and it’s not easy, but that’s
what makes it so rewarding. We know
what's at stake, and we care deeply
about getting it right. But because of the
trust and commitment we share, and the
friendships built, nothing is impossible.

Q u Are there any women who
m have served as career
mentors for you, and what did you
learn from them?

Absolutely. I've been fortunate to
have countless mentors throughout my
career, some formal, many informal. I
truly believe mentorship is everywhere
if you pay attention, remain open to
learning, and listen. There are several
outstanding women who continue to
inspire me. First is my aunt, Darlene
DiMarco. Darlene first introduced me
to the industry. She is a fearless leader
with determination, kindness, and an
incredible work ethic. Nancy Irurzun, a
precious friend and former colleague,
encouraged me to pivot from origina-
tions into loss mitigation and servicing in
2009, a move that changed the trajectory
of my career. Nancy is a constant source
of valuable advice. Etienne Jouard,
my current manager, leads with quiet
confidence and strong moral character,
setting an example I strive to follow. And
Sara Niemann-Davis has been a constant
source of support, offering wisdom, soli-
darity, and a safe space to think out loud.

Each of these women has inspired,
guided, and shaped me in countless
invaluable ways. They are examples of
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Always ask

uestions.

ischanged

my career.
Forvears, |

heldback.

worried that

asking might

reveal what |
didn’tknow.
Butwhen
Ibecanto
Speakup
it opened
the door for
otherstodo
thesame.”

—Erin Kinkin VP of Transaction
Management, Lakeview Loan Servicing

resilience, leadership, and the power of
showing up for others. Their influence
continues to guide me, and I'm deeply
grateful for their friendships.

Q » What is the most critical

m piece of advice you would
give to women beginning their
careers in this industry?

Start where you are. Don’t wait until
you feel completely ready, qualified, or
certain before acting. Do the job in front
of you and do it to the best of your ability.
Remember that everyone’s role matters.
What counts is doing the work well and
taking pride in your contributions.

Always ask questions. This changed
my career. For years, I held back,
worried that asking might reveal what I
didn’t know. But when I began to speak
up, it opened the door for others to do
the same. The result was better conver-
sations, earlier identification of potential
issues, and stronger collaboration across
teams. This also means creating a safe
environment for your team to ask ques-
tions and share ideas.

Find opportunities to teach others.
The best way to deepen your own un-
derstanding is to share what you know.
Teaching reinforces your knowledge
and builds connection and trust. Here is
where you find growth individually and
as a team.

These three principles have guided
me throughout my career. Our industry
is ever-changing. It's dynamic, fast-
paced, and full of opportunity. You don’t
have to know everything to belong here.
What matters most is your willingness
to learn, build relationships, and a com-
mitment to showing up with integrity.
The rest comes with time, experience,
and the support of those around you.

Morigage
Vistonary Award
SHAYNA ARRINGTON
Chief Risk Officer, Servbank

Q » What are your proudest
m career achievements

thus far?

Over the past few
years, I've played a
critical role in the
private acquisition
of a bank, transi-
tioned a non-bank
‘ IMB servicing
division into a depository, worked
through three legal name changes, and
helped secure approval to convert a
state-chartered bank into a national
association. I'm proud of the evolution
of what is now Servbank, N.A., and what
we are building to be in the future. 'm
also proud of the women’s leadership
forum I founded at my previous
institution and carried over to the bank
I’'m at now. This has been a bright spot
in my career journey where I've
benefited from professional develop-
ment among my peers and helped to
turn friction into friendships over time.

Q u Are there any women who
® have served as career
mentors for you, and what did you
learn from them?

Yes, absolutely. There are so many
fabulous female leaders in this industry
who constantly inspire me to level up.
Some of those women I know person-
ally, and many I don’t but admire from
afar. Personally, I want to shout out Joy
Hadley, previously an executive at HUD
and now a Servbank Board Member.
Joy was my first boss at my first job out
of law school, and she showed me what
a smart, powerful female leader could
look like, pushed me to think harder
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and bigger, and demonstrated how to
challenge others in a respectful way. I
also want to shout out Nanci Weissgold,
Partner at Alson & Bird. Nanci and I
met through the MBA, and she quick-
ly became a friend, a cheerleader, a
sounding board, and a confidant. It has
been critically important to me to foster
genuine friendships with women I look
up to and respect, like Joy and Nanci.
These women help create a sense of
community where we can all learn from
each other and build each other up as
We grow.

Q. What is the most critical

m piece of advice you would
give to women beginning their
careers in this industry?

Create genuine connections. Push
outside your comfort zone, meet and
befriend others in the industry, and nur-
ture those relationships over time. We
are all stronger when we work together
to lift each other up.

Public Sector
Champion
Award

CRISTI RICHEY

VP Business Account Management
Solutions, Fannie Mae

Q s What are your proudest
m career achievements

thus far?

I'm incredibly proud
to have worked
alongside col-
leagues at Fannie
Mae and amazing
industry partners to
solve complex
challenges such as: 1) creating mortgage
servicing standards and effective loss

mitigation solutions during crises like
the Great Recession, global pandemic,
and natural disasters; 2) promoting fair
servicing practices to ensure all
borrowers understand their options; and
3) transforming the industry through the
deployment of GenAl capabilities—an
“in-flight” transformation I'm deeply
passionate about. These efforts reflect a
commitment to innovation and
resilience in housing finance, and I'm
honored to have contributed to
meaningful change across the mortgage
servicing landscape.

Q u Are there any women who
® have served as career
mentors for you, and what did you
learn from them?

I have been fortunate to have
mentors (both men and women) who
have guided me in a meaningful way in
my career. An example that continues
to stand out is when a mentor helped
me during a time of high stress. When I
faced numerous deliverables at the same
time, she taught me to categorize them
into two buckets: glass and rubber. Then
let the rubber go—it will bounce and
not break. Focus on the glass and pick
up the rubber later!

Q » What is the most critical

B piece of advice you would
give to women beginning their
careers in this industry?

I continue to learn and be reminded
that humans are emotional beings, and
this will absolutely show up at work.
Knowing this, I try to live by the follow-
ing principles and would share this with
anyone just beginning their career: 1)
don't assume ill intent and take time to
truly listen to other perspectives; 2) trust
yourself and promote yourself; 3) build
a strong network with people from all
walks of life; and 4) set boundaries that
create health and stability.

Industry Pariner
Impact Award

MIRIAM MOORE

Division President of Default
Services, ServicelLink

Q » What are your proudest
m career achievements

thus far?

One of my proudest
career achieve-
ments was
co-founding the
‘Women Executives
in Business (WEB).

; WEB is a network
dedicated to supporting women
executives in the Servicing industry,
creating mentorship and networking
opportunities. What I love most is that it’s
not just a group of women coming
together periodically. Its really a
movement. Over the years, we've grown
from small gatherings at industry events
to dynamic, impactful weekend retreats
where women are encouraged, chal-
lenged, and supported. Through these
events and our time together, I've had the
privilege of watching WEB attendees
advance in their careers and reach new
levels of leadership in their respective
organizations. It’s gratifying to know that
I've contributed to building a platform for
women to grow and build authentic
connections in what has historically been
amale-dominated industry.

Q u Are there any women who
® have served as career
mentors for you, and what did you
learn from them?

Although the industry is slowly
changing, when I was coming up
through the ranks, there unfortunately
weren't very many strong women profes-
sionals to mentor me. I was often the
only woman in a room full of male exec-
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utives. I learned a lot from that season in
my life, and I recognized there was such
a need for more female mentorship in
the industry, which is why I co-founded
WEB. I wanted to create that space for
other women to learn, grow, and con-
nect. That said, the most impactful men-
tor in my life as I grew my career was my
mother. She set the example of someone
strong, confident, and assertive. She was
a Cuban immigrant, and she taught me
the value of a strong work ethic, which,
together with her other traits, helped to
shape me to be the woman and profes-
sional that I am today.

Q. What is the most critical

m piece of advice you would
give to women beginning their
careers in this industry?

I think it's important for women
early in their careers to realize that only
focusing on their work to demonstrate
their worth is not enough. They need
to devote time to building relation-
ships with both men and women to be
successful. Industry events, like The Five
Star, are a great opportunity to do that.
Making connections and building their
network is a key skill for women looking
to excel and seize new opportunities. I'd
also share with them the importance of
remaining teachable and eager to learn.
The servicing industry is complex, yet
rewarding, so positioning themselves to
connect with other leaders and glean
from their experience is a must.

]L,}zarz'qA. .
aggiano Legacy
Award

JENNIFER STOCKETT

Senior Advisor, External Affairs,
Consumer Financial Protection
Bureau

Q » What are your proudest
m career achievements

thus far?

I'd have to go back to
the 1980s when I was
the only woman at
Bear Stearns trading
on Wall Street. I
learned a lot. I felt

b == accepted, to a point.
That was a very important part of starting
my career in the financial industry, and it
helped open lots of doors when I decided
to leave New York.

The other proudest career achieve-
ment was working for the federal gov-
ernment on the HAMP program. It was
something that helped me understand
really what homeownership was all
about and what losing that might mean.
In Southern California, I went to all the
events. All the servicers were in these
huge convention rooms, trying to help
people who would come in with boxes
of paperwork. The team, the GSEs, and
the servicers were helping us together,
and it really made a huge difference in
keeping the economy on track.

n Are there any women who

B have served as career
mentors for you, and what did you
learn from them?

‘When I worked at the FDIC, I was
there to help manage the closing of
banks and the assets that we took over.
Every week, I had to report to the board,
and Sheila Bair was the chairman at the

time, and they made me sit right across
from her. So here I am, new to the job,
but getting my feet wet. And Sheila
comes across the table, slams her hand
down, and says, “Jennifer, this number
doesn’'t make sense.” And the number
she was referring to, I got from Legal.
But I told her, “I'll have an answer for
you first thing in the morning.”

And we got it all straightened out,
but what it taught me was how she
expected people to give her informa-
tion. Because she was on the line every
day. She had to be out there speaking
with reporters, and she needed answers
quickly. I didn’t have the right answer for
her, and she laid me out. But I learned
something from that. I needed to be
better prepared. I needed to know that
the Legal team was giving me the right
information. So, Sheila Bair may not
have known she was mentoring people,
but we sure did learn fast.

The other one is someone from Fan-
nie Mae, Jeff Hayward. He retired not
too long ago, but he recruited me. I was
Chief of Staff for the Vice Chairman,
and he recruited me to help with some
projects that were to help low-income
families get mortgages. We were having
our performance review, and he said, “I
have some advice for you. You need to
learn how to turn the other cheek.” That
was really helpful for me because I was
leading teams, and I needed to do more
listening to people, to have them more
involved, instead of just taking it up to
leadership. So, I learned a lot from him.

Q. What is the most critical

m piece of advice you would
give to women beginning their
careers in this industry?

Especially in today’s world, it’s getting
awork-life balance. Women and men are
juggling the same things. When I was
working, it was mostly the women who
took care of the family, but even sharing
with your partner or spouse or significant
other, balancing that and not putting
100% of yourself into your career. Mental
and physical health are important, and
that’s the work-life balance. MP
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BONIAL & ASSOCIATES, P.C.

HILARY BONIAL, BRADEN BARNES, ABBEY DREHER, PAUL CERVENKA, JAMIE SILVER

=

SERVICES PROVIDED: Bankruptcy, creditors’ rights, deed-in-lieu, eviction, foreclosure, general litigation, loan workouts, loss mitigation, real estate, REO,
replevins, tax, title. PARTNERS/SHAREHOLDERS: Braden Barnes, Hilary Bonial, Paul Cervenka, Abbey Dreher, Wesley Kozeny. STATES SERVED: Bonial
& Associates, P.C., provides nationwide bankruptcy services for all 50 states, in combination with a curated network of other law firms who perform
services as local counsel. The law firm is headquartered in Dallas, Texas, and provides full-service representation for creditors on bankruptcy, foreclosure,
eviction, and related litigation matters in Texas, California, Missouri, Kansas, Nebraska, and Oklahoma. We provide direct bankruptcy litigation throughout
Texas, California, Florida, Georgia, Missouri, Kansas, Nebraska, Oklahoma, Louisiana, Colorado, Arizona, and lllinois. AFFILIATIONS/MEMBERSHIPS:
Legal League 100, Mortgage Bankers Association, Texas Mortgage Bankers Association, United States Financial Network, American Legal & Financial
Network, American Bankruptcy Institute, American Bar Association, National Association of Chapter 13 Trustees, National Women Owned and Controlled
Business, National LGBT Bar Association, and many others. WHAT SETS YOUR FIRM APART? Bonial & Associates, P.C., has been successful in helping
their clients significantly improve compliance, improve recovery dollars, and reduce loan servicing expenses. Bonial & Associates, P.C.’s proprietary
technology and bankruptcy rules engine goes through a complete 50-state review each month for any compliance updates, jurisdictional rule changes,
and requirements. STANDARD OF SERVICE: Bonial & Associates, P.C., has provided “Best in Class” creditor representation in nationwide bankruptcy and
state court litigation matters for 35 years. Our unique blend of legal expertise, industry knowledge, and proprietary technology allows us to use default
law as a tool to meet and exceed creditors’ needs. CHARITABLE INTERESTS: Home Partnership Foundation - Avenues for Hope Housing Campaign, U.S.
Marine Corps Reserve Toys for Tots program, The Ruth Cheatham Foundation.

CONTACT INFORMATION: 14841 Dallas Parkway, Suite 350, Dallas, TX 75254 » 214.860.6973 » Jim O'Reilly, jim.oreilly@bonialpc.com » bonialpc.com

“Bonial & Associates, P.C., delivers quality legal services with an emphasts on
demonstrable subject matter expertise, domain knowledge, and the highest levels
of compliance and professional responsibility.”
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Counsel s Corner

Anna Lin
Principal and President,

Roach & Lin, PC.

By DEMETRIA LESTER

n an industry often defined by persistence, precision, and people skills,
few embody all three quite like En-Chia “Anna” Lin, Principal and

President of Roach & Lin, P.C.

Over nearly two decades, Anna has climbed every rung of the
firm—from part-time intern to managing attorney to majority shareholder
—all while guiding clients through some of the most complex foreclosure
cases in New York’s notoriously challenging legal landscape.

Anna is admitted to the bars of New York, New Jersey, and the U.S. District
Courts for the Eastern and Southern Districts of New York. In addition, Anna
is fluent in Chinese, Taiwanese, and conversational Spanish. As a graduate
of The Johns Hopkins University (B.A., Economics) and St. John’s University
School of Law (J.D.), she has become a respected voice in foreclosure, litigation,
loss mitigation, and real estate law, as well as a role model for women and
minority professionals navigating the legal and mortgage default sectors.

In this conversation, Anna reflects on her journey from law student to
firm principal, the lessons she learned from her mentor, and the three val-
ues that guide her leadership: gratitude, authenticity, and hard work.

Q » You worked your way up
u through the ranks to your

current position. Could you talk a
little bit about how you reached
your current role with the firm?

I started working for Peter Roach in
2005 as a part-time law student. During
that time, I brought in several new bank
clients through my personal connec-
tions. Peter famously asked, “Who is this
Anna? Why is this young law student
getting me bank clients?”

I didn’t think of it as anything special
at the time. I just believed in the firm and
in Peter. I wanted to recommend him to
friends who owned or worked with banks.

After I worked through my law school
years, when I graduated, he didn’t have

an attorney position for me, so I went out
and became a litigator down in the Wall
Street area. I worked in litigation, defend-
ing elevator companies.

Peter called me up a year and a half
later and said, “I remembered you, and I
remembered your work ethic. Why don’t
you come back and work for me?” Long
story short, I came back to work for
him as an associate attorney. He taught
me everything I needed to know about
foreclosure, because my experience was
limited at the time. While working with
Peter, I took every possible opportunity
to learn from him.

Peter was a professor at St. John’s
Law School, and he taught foreclosures
for 35 years. I had the perfect professor

and tutor by my side every single day.

I was an associate, then I became the
managing attorney for his foreclosure
department, which was very small at
that time. It helped me progress because
I was able to “start small” in terms of
managing the team.

As I was learning, Peter came and
asked, “Anna, would you like to be a
contract partner for me?” I initially re-
sponded with “No.” He said, “What? You
might be the only attorney in the world
who would turn down a partnership.” I
replied, “I don’t need for you to give me
a title for me to be loyal—I truly believe
in the firm and am so grateful for you.”
At that time, I didn’t believe that I
deserved that title because I didn’t know
what it meant to be a partner.

Peter started teaching me the
business aspects of running a law firm,
which prompted me to start looking
at foreclosures in a different light. As a
partner, my understanding of this job
continued to evolve. I started going to
conferences where I made connections
and relationships with clients, both
existing and new, and I loved it! I always
emphasized the importance of being
responsive, and as the years went on,
clients would reach out to me, which
resulted in gaining a lot of trust amongst
the clients. I was thrilled to see the
results—our firm started to grow!

In 2018, I became the majority
shareholder and the president of the
firm. Our firm became a state-certified,
minority-owned law firm and a wom-
an-owned law firm.

Q » Canyou also talk about the
m benefits and challenges of
the approach to having a single-
state footprint?

One of the challenges of being a
single-state firm is that when the indus-
try shifts or banks and lenders decide
to downsize the size of their networks
of law firms, single-state firms may be
at a disadvantage. While I believe this
may be true nationally, New York is one
of the most difficult states in which to
complete a foreclosure. I do believe that
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focusing on providing legal services in
an extraordinarily challenging state
such as New York has many benefits to
our clients.

When you have a team that is ded-
icated to focusing on all of the nuances
of New York law; it translates to excellent
performance and work product. At my
firm, we not only teach our staff how to
do certain aspects of their job, but we also
want them to fully understand “why.”

Many times, we tell them to read
case law—and this doesn’t only apply to
our attorneys. Even paralegals and legal
assistants are taught here as if it were a
law firm setting. I think the benefit for
our clients is that we know the rules
inside and out.

Peter always teaches his staff when
handling a file, “Imagine this is your own
money—if settlement is not possible, how
could you get your money back as soon
as possible?” We're taught to zealously
represent our clients, and where there is
no settlement possible, to process the file
by focusing on getting their money back
as quickly and efficiently as possible. We
are, of course, also taught to work with
homeowners to ensure the best result in
loss mitigation efforts.

Q u As the one who supervises
» day-to-day operations,
how do you balance managing
client expectations while
implementing your conditioned
legal knowledge?

As I mentioned, when no settlement
is possible after exhausting all loss
mitigation efforts, our goal is to get our
clients’ money back as soon as possible
and as efficiently as possible. For us to
do that, we have to know the law inside
out and always think “outside the box”
so we can expedite a foreclosure action.

To meet our clients’ expectations,
we must know the law very well and use
our experience to say, “We’ve done this
in this other case,” or “we’ve tried this
before,” or “we know what the title in-
surance company is looking for,” so that
we are always aware of all options.

Q z You are fluent in

® Chinese, Taiwanese, and
conversational Spanish. How does
this multilingual ability enhance
client relationships, particularly

in one of the biggest and busiest
cities in the world (New York)?

I'm very grateful to be able to have a
different cultural background, a differ-
ent linguistic background. It helps me
understand people in different ways.

Multilingual ability helps, for
example, when I'm pitching an ideato a
Chinese-speaking bank, and they want to
feel comfortable working with somebody
who may understand their culture and
background. However, our work product

must always be excellent and top-notch.
As for languages, it can help when
you're meeting with different personnel
or executives that might have similar
backgrounds, or on the other hand, they
might appreciate the fact that you are
influenced by a variety of cultures. That,
I think, is a great conversation piece.
Ilove that I can encourage and moti-
vate people of all backgrounds because
I want them to come out of their shells.
I want them to be empowered. That’s a
big thing for me. You have to work hard,
and if you don’t, somebody will come
and take that place. It will not matter
that you are multilingual, a minority,
or female—if you don’t work hard, you
don’t earn that place.

Q m How do you foster strong
m working relationships?

Communication is key. Our office puts
a tremendous emphasis on being respon-
sive. We have an internal rule that staff
must respond to clients within 24 business
hours, up to a maximum of 48 business
hours, only if there’s a valid reason.

Q » What are the biggest
u lessons you have learned

during your career?

Be grateful. I am so grateful for every
opportunity that I receive, and for every
friendship that I've developed in this
industry and in this field. Be genuine. Be
a good person. Just being a good human
goes such a long way. Again, I'm just
so thankful—every opportunity, every
person I speak with, I don’t take it for
granted.

I did a panel for St. John's Law
School where 500 students were there,
and the topic was on race and leader-
ship, amongst other things. I shared that
I've been very blessed in my life—I've
wanted to be an attorney since seventh
grade. Because of my background, I feel
that I can motivate people. Performance
and work speak for themselves. If I
can motivate somebody, then that's my
biggest source of happiness. MP
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NEW GROW TH AHEAD:
TAPPING INTO HOME EQUITY
AND NON-QM SYNERGIES

With second-lien volumes at 17-year highs and non-QM sales projected to hit $100
billion, lenders are finding growth at the intersection of flexibility and borrower need.

By TOM DAVIS

fyou ask mortgage leaders about

industry growth areas for 2025,

they are likely to mention at

least two: home equity products
(HELOCs and HELOANS) and non-
QM. Home equity lending is surging.
According to the June 2025 ICE
Mortgage Monitor, second-lien equity
withdrawals recently reached almost $25
billion, “the largest first quarter volume
in 17 years.” Non-QM lending, too, is
on a roll. Not only was this the fastest-
growing mortgage segment last year, but
in 2025, non-QM sales volume should
reach $100 billion.

For mortgage executives and loan
officers looking to capitalize on every
pocket of opportunity, the growth of
these individual segments and the
synergies between them is noteworthy.
Just like with first liens, some borrow-
ers cannot qualify for an agency home
equity product. For example, there are
15 million self-employed individuals in
the United States, many of whom would
benefit from an alternative non-QM
home equity loan. So would many of
the real estate investors who encom-
pass about 30% of single-family home
purchases today.

It’s the combination of the two
segments, however, that is attracting
attention. The non-QM industry has
built an infrastructure based on flexibil-

Foundedin 2012,
Deephaven led the cre-
ation and development
)M/ non-agency morigage market
loans avadable through mort-
nd loan officers, in addition to
m correspondents. Contact

buying loans,
him at tdavis@deephavenmorigage.com or
visit deephavenmorigage.com.

ity and personalization. Not only has it
expanded its home equity and HELOC
offerings, but it’s also done so in creative
ways to help loan officers tailor their
solutions for the borrowers who require
them. Wholesalers have also stepped up
their training to help mortgage brokers
and loan officers achieve mastery of this
product line.

The Trends Driving Home Equity
Demand

here are many reasons that non-

QM borrowers and agency bor-
rowers are currently gravitating toward
second liens and HELOC:s.

The desire to make home improve-
ments is one major catalyst. The average
U.S. home is 40 to 50 years old, and
many properties could use repairs or up-

dates. Home equity loans and HELOCs
are a vital source of funding for these
projects.

Real estate portfolio expansion is
another driver. During the last mort-
gage boom, when origination volume
reached $4 trillion and interest rates
were ultra-low, a wave of business-pur-
pose borrowers opted for cash-out
refinancing of their income properties.
This involved refinancing an existing
mortgage and simultaneously cashing
out some of the equity to buy more
properties or finish renovations. If
these same investors were to complete
a cash-out refi now, they would forfeit
the attractive interest rates they previ-
ously locked in. Taking out a smaller,
closed-end second mortgage or HELOC
enables them to convert equity into cash
without sacrificing these rates on their
original mortgages.

Then there is the ability to pay
down other debt, such as the nearly $1.2
trillion Americans owe on their credit
cards. A home equity loan or HELOC
can help some borrowers eliminate or
reduce that debt.

Empowering Borrowers to Access
Non-QM Alternatives

hese trends and more underlie the
demand for home equity loans or
HELOCs among potential non-QM loan
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candidates. The opportunities are vast
enough for enterprising loan officers to
build trusted relationships with these
borrowers before their competitors do.
Consider the self-employed borrow-
ers mentioned above. Often, when they
apply for an agency mortgage, their tax

strategies underrepresent their earnings.

This prevents them either from quali-
fying altogether or from borrowing as
much as they want and can repay. As
with primary mortgages, non-QM lend-
ers use alternative formulas to calculate
these individuals’ incomes. For instance,
they review 12-24 months of bank
statements, one-year’s profit and loss
statements, and borrowers’ 1099s. This
methodology provides a full picture of
their ability to handle the home equity
loan or HELOC they desire.

Also, consider the more than 17 mil-
lion real estate investors who manage
approximately 49.5 million housing
units (U.S. Census). Many of these inves-
tors could also be potential second-lien
candidates. In competitive markets,
they could have time-sensitive funding
needs, from portfolio expansion to
renovating in time for “back to college”
rental season. Non-QM home equity
products have evolved to accommodate
their sense of urgency. For instance,
lenders can qualify many investors
based on a DSCR (debt service coverage
ratio) formula that keeps the approval
process streamlined.

Matching the Right Non-QM Home
Equity Products With the Right
Borrowers

hese non-QM solutions are not

“one size fits all.” It’s not uncom-
mon for a non-QM closed-end second
mortgage, for instance, to provide as
much as $750,000 in cash—well beyond
the smaller amounts loan officers might
think about to help borrowers finance
anew kitchen in a modest home. They
also apply to a wide range of proper-
ties—such as single-family residences,
townhomes, two- to four-unit rentals, and
non-warrantable condos. That increases
the number of situations that could make

them a helpful option for borrowers.

Non-QM candidates’ goals are wide
in range. For example, a self-employed
borrower who has begun to invest in in-
come properties might want to scoop up
a second rental before her competition
does. A closed-end second lien would
give her cash for the down payment, and
she might qualify based on either her
bank statements or her DSCR income.
In a tight market, the DSCR option
might be preferable for a quick closing.

Another self-employed individual
might have business growth on her mind
and might benefit from the cash to pay
rent on an outside office. A third entre-
preneur might be putting twins through
college and could anticipate a shortfall he
could make up for using private student
loans and some second-lien funds.

The Power of Product Mastery

holesale non-QM lenders focus

on helping the mortgage brokers
and loan officers who represent their
products to master all the nuances. That
empowers them to network with con-
fidence—educating their referral part-
ners and an expanded base of potential
non-QM home equity candidates.

It’s all a matter of telling under-
served borrowers, “I see you,” and then
becoming their go-to non-QM home
equity/HELOC expert. MP
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ATLAS SOLOMON
ATLAS-SOLOMON.COM

Atlas Solomon's lawyers were trained
at large, prestigious firms, and we have
decades of experience representing
some of the world's largest financial
institutions. Our firm's name reflects
our philosophy and approach to case
management. In Greek mythology,
Atlas was a Titan who personified
strength and endurance. Solomon
was a biblical king known for wisdom
and discernment. We understand our
clients’ business risks and objectives;
our clients are our partners. Services in
Nevada, California, Texas, and Florida.

FRIEDMAN VARTOLO LLP
FRIEDMANVARTOLO.COM

Founded in 2016, Friedman Vartolo
addresses the need for premium

legal services in the default servicing
industry. Partners Adam Friedman

and Ralph Vartolo prioritize acquiring
skilled professionals and nurturing new
talent through rigorous training. Our
firm emphasizes collaborative effort
and a diversity of ideas, as well as
valuing diligence, determination, and
communication, resulting in consistent
success and growth. Committed to
quality for both employees and clients,
Friedman Vartolo is default servicing,
elevated. Services in NY, CT, MA, MD,
and PA.

WESTERN LAW
CORPORATION

WESTERNLAWCORP.COM

Services in CA, CO, WY, and AZ.

Mortgage Servicing 2025;
A Year in Review and a
Look Ahead

Join us this December as top attorneys
and servicing professionals come
together for the FORCE's Annual
Mortgage Servicing Webinar—a year-
end tradition that breaks down the
most significant developments of 2025
and sets the stage for what's ahead in
2026.

What to expect:

Key case law highlights that
defined the servicing landscape
this year

GSE and agency updates shaping
compliance, policy, and oversight

Foreclosure volume trends and
what they reveal about market
momentum

Predictions for 2026, from
regulatory priorities to operational
strategies

Whether you're in legal, compliance, i
operations, or servicing leadership,

this session delivers the insight and
foresight you need to close out the

year informed, connected, and ready

to move forward with confidence.

214.525.6749
LegallLeague100.com
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SIDEBARWITH STAN

WAKE UP AND GET
BACK TO WORK

Freedom Mortgage CEO Stan Middleman discusses why
2026 could bring renewed opportunity, how Al could
upend interest rates, and why complacency may be the
mortgage industry's biggest risk.

ew executives in housing finance

have witnessed as many market

cycles as Stan C. Middleman,

President and CEO of Freedom
Mortgage Corporation. Since founding
the company in 1990, Middleman has
guided Freedom Mortgage to become one
of the nation’s largest nonbank lenders
and servicers, while also serving on the
boards of the MBA, Fannie Mae, Freddie
Mac, and others.

When we spoke earlier this year,
Middleman described 2025 as a “wait-
and-see” period marked by limited
movement in rates or volume. As the
year closes, his outlook has proven
prescient, but his focus has already
shifted to what’s ahead. In this con-
versation, he discusses how Al could
reshape employment and interest rates,
why affordability pressures may persist,
and what lenders should watch as the
market positions for a new cycle.

Q u Back in March, you

m described 2025 as a
wait-and-see kind of year. As

we close it out, what surprised
you most about how the housing
and mortgage markets actually
performed? Did any trends play
out differently than you expected?

Middleman: No, the reality is it
played out exactly as we anticipated.
There wasn't much movement one way
or the other, and we expected interest
rates to be lower at the end of the year,
to set up a slight improvement for next
year.

Q u You predicted earlier this
n year that rates will remain
relatively stable through 2025.
How do you see the Fed's current
stance shaping early 2026, and
what kind of mortgage rate

November 2025

environment should lenders and
borrowers brace for?

Middleman: Interest rates have
stayed fairly stable. They’re marginally
lower, as we would have anticipated.

Recently, when Amazon announced
large layoffs, it gave me some pause. If,
in fact, this is the first of the layoffs that
are related to Al and the vast improve-
ments that have started to take root in
that area—the increase in unemploy-
ment would result in lower interest
rates. I would suspect interest rates to be
somewhat lower next year.

More moved from the short end than
the long end. There are some balancing
factors along the inflationary front that’ll
keep the long end somewhat more stable
than the short end. However, all bets are
off if unemployment rises dramatically as
aresult of the progress in AL

The deflationary impact of technolo-
gy on the economy cannot be overstated.
It’s harder to predict when it hits, and it'll
be substantial when it does. We could
see, again, somewhat of a reformation
with the interest rate environment, if in
fact Al results in a larger dose of unem-
ployment than expected. And if that is
the case, we can expect somewhat lower
interest rates. I don’t know that interest
rates are going to return to 2020 or 2021
levels, but I do believe that the short end
can be as much as 75 or 100 basis points
lower through the course of the year
next year. I think unemployment could
moderate, and all that would produce
a larger mortgage volume for the year:
perhaps two and three-quarters trillion
dollars, perhaps even approaching 3 if we
really get a big impact from the increase
in unemployment.

‘Whether or not that occurs, and how
long it takes to occur, and when the im-
pact of all that is felt, is a whole other sto-
ry. If Iwould forced to make a bet, I would
say we would probably be at $2.5 trillion
as an industry in mortgage originations, a
slight improvement over this year.

Q » Homeownership
n affordability has remained
one of the biggest headlines

this year. Do you think 2026 will
bring meaningful relief, or has
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affordability entered a new normal
that the industry and consumers
will need to adapt to?

Middleman: Well, according to
Warren Buffett in the newspaper recent-
ly, interest rates will not get low enough
to increase affordability. One of the things
that is true is that, as interest rates go low-
er, prices rise. They will, in my opinion,
offset one another, even though there
may be an opportunity to have lower in-
terest rates to buy a home. It doesn’t mean
the price is going to be the same. The two
pieces—the interest rate and the price of
the home—come into play. There’s no
reason to believe that we are going to have
a sudden oversupply of housing, driving
housing prices down.

Property prices will rise, and afford-
ability will not change. Or, in fact, it may
get a little worse.

Q u In September, you noted
n that data and Al were

improving the speed and quality
of servicing. What's your outlook
on how technology will redefine
borrower relationships in the next
few years?

Middleman: It could have an
enormous impact. The speed at which
data moves, access to that data, and the
ability to communicate the meaning of
that data all should improve dramatical-
ly in 2026. All that can have a big impact
on the normal service in question.

So, what has been a somewhat
tedious process to get rather mundane
information should be easier and more
effective, and I think that we’ll be able
to communicate that information to the
greater satisfaction of the customer.

Exceptions will still be exceptions,
and the problems that fall in the ex-
ception bucket will become more and
more readily defined, but even they will
improve as we wind through the year
and into the following year. I'm very op-
timistic about the customer experience
and our ability to provide outstanding
service to the consumer.

Q a With 2026 shaping up to be
m another politically charged

Proper
Prices
rise. and

aﬂ'()l;(iabi]ity
will not
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year, how do you think potential
policy shifts, whether on housing,
regulation, or fiscal policy, could
impact the mortgage market and
consumer confidence?

Middleman: The deregulation that
has come out of this administration has
bolstered the industry, as well as other
industries. We should have a couple
more years of that. Whether or not the
current administration is able to control
all the houses of Congress and manage
legislation is a horse of a different color.
I'm not sure what that outcome is going
to look like, but the more control a sin-
gle party has, the more of their agenda
they’re able to put forward. If they can
continue the control of the two houses
of Congress, the likelihood of continued
deregulation and pro-business environ-
ment should continue.

Q s You've talked before about

n staying in the middle of the
fairway and avoiding overexposure
to risk. As we head into what could
be a transitional economic period,

where do you see the biggest risk

and opportunities for lenders?

Middleman: I don’t think this is a
year that the risk will be in the forefront,
but I think the seeds of malcontent will
be planted this year.

The issues that’ll arise in future
years will be created in a more meaning-
ful way this year. This means that prod-
ucts like CLOs, second mortgages, and
non-QM—products which are subject
to the private securitization market—are
more likely to start to face a bout of lack
of liquidity as we enter the second half
of 2027 and into 2028.

I have some concerns about the
broader market liquidity around some
of these products that are dependent
upon private-label securitization.

Q a Non-bank lenders like

m Freedom Mortgage have

continued to grow their footprint.
How do you see the competitive
landscape evolving in 2026 and

beyond?

Middleman: That depends a little
bit on the progress the administration
makes in the areas of supporting the
banks. If the banks remain on the trail
they are on, I think you'll see more scale
in the non-banks, and you'll see leaders
in the non-bank sector start to emerge
in scaled operations. The changes in
technology and the ease of regulatory
environment should lead itself to the de-
velopment of scale, and I would expect
the largest scaled competitors to be the
most successful.

Q u If you had to sum up one
n key lesson for the mortgage

industry from 2025, what would it
be?

Middleman: Wake up, we have to
pay attention! We have been pressing
the snooze alarm for a while.

I think we’re going to have some
lower interest rates and some activities.
There’s going to be opportunities to do
business over the next year—I believe as
much as a 20% increase over volumes in
2025. So, I would say that the alarm went
off, and it’s time to wake up and get back
to work. MP
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BANKRUPTCY, BOTS & BIAS
AlS EMERGING ROLE IN
CHAPTER 13 MANAGEMENT

As artificial intelligence becomes more common in bankruptcy law, its
promise of efficiency comes with new ethical and procedural risks that courts
and practitioners can't afford to ignore,

By ALEXANDER T. DOWDING, ESQ.

rtificial Intelligence (AI) has
experienced a sharp uptick in
use in today’s practice of law,
and modern-day bankruptcy
practice is certainly not immune to the
impacts of Al It seems to be common
knowledge these days that Al tools
can do research in minutes that once
may have taken hours to complete.
Though practitioners are also learning
that AT has the potential to make up
(or “hallucinate”) cases that don’t exist,
and Al can even provide quotes from
holdings that are not even tangentially
related to the case it cited. Such general
pros and cons, however, are perhaps
an issue for another article. Instead, in
this article, I will focus on how Al can
both be of use and cause for concern in
bankruptcy proceedings.

Notably, when used in bankruptcy
practice, Al has the potential to provide
tools that both increase efficiency and
aid with tasks, such as the automation
of client intake, the analysis of data, and
the generation of schedules of assets
and liabilities. Al could even be used to
predict likely outcomes of cases. How-
ever, with the implementation of Al into
the practice of bankruptcy comes the
risk of introducing certain socioeconom-
ic, geographic, and behavioral biases, es-
pecially in circumstances where the Al

ALEXANDERT.
DOWDING ESQ., i

y don bankrupicy
proceedings involvir lients. He ob-

tained his Bachelor

fas practiced bankrupicy law since his time
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Dade Legal Aid internshup, g in the
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Afiergraduation, Dowding prompily
enteredthe field of onsumer bankrupicy;
epresenting both C) Zand
(/I([/)/f‘/ 1?/)(1/1/4/11/) y filings. Dowding
now represents creditors in Chapier 7, //
and 13 bankruptcies. He is a member of the
Tampa Bay Bankruptcy Bar Associati
Florida Bar; and licensed to practice i
entirestate and all Federal Di
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work product is left unchecked, without
any legitimate oversight or independent
analysis.

Prior to joining the team at Kass
Shuler, P.A,, I spent the majority of the
past decade honing my craft through my
representation of debtors in consumer
bankruptcies. In my prior practice, I

fully stood on the idea that I personally
needed to review every line of every
document a client provided. While a
few hundred pages of bank statements
would undeniably take time to review,
I knew that a careful review meant
that I was able to ensure there were
no surprises in the case and that my
client didn’t “forget” he paid back his
mom $5,000 a few months ago. In my
current practice as a creditor’s rights
attorney, the shoe is now on the other
foot, as I represent various business
entities to protect their interests within
bankruptcy proceedings. However,
my principles have not changed, and I
continue to stand by the importance of
having a full and detailed knowledge
and understanding of the records my
clients are relying on in support of
their positions. But while my principles
haven’t changed, technology undeniably
has, and AI now provides the ability to
review hundreds, if not thousands, of
pages of documents in mere minutes.
Indeed, Al can handle tasks that
once would have taken hours and cost
clients both time and money. For exam-
ple, Al can be tasked with looking for
and identifying suspicious transactions,
creating summaries of the information
being provided, and even going as far
as drawing conclusions on personal or
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corporate behavior, based on a review
of those documents. Al not only can
review documents and provide alerts re-
garding certain types of transactions, but
Al can then curate those results even
further so as to narrow the results to
exclude superfluous or unwanted data,
such as may be the case when I wish to
eliminate regular expenses and activity
from transactions being identified.

But with great power comes great
responsibility. Or, more on the nose,
with an “all-knowing” bot built on
potentially biased data and logic comes
the need for careful attorney oversight
and a healthy dose of suspicion. For
instance, I could ask an Al bot to review
the documents and alert me to certain
types of transactions that may produce a
large amount of results, so I could then
ask that only certain amounts be flagged
and regular expenses and activity be
excluded. These prompts could create
a very specific list of transactions for
one group of people, while ignoring
problematic monthly transactions for
lower-income debtors, thereby uninten-
tionally creating a bias in favor of higher
earners.

In the abstract, the above scenario
sounds a bit like word soup; but let’s
look at a more detailed example: Let’s
say a debtor, Alex, typically runs out of
money before receiving his paycheck so
his roommate, Kyle, is responsible for
buying the groceries, paying the bills,
paying for meals, and even making
Alex’s car payment every month. Once
Alex’s paycheck arrives, he then trans-
fers the money owed to Kyle directly to
Kyle’s bank account. The transaction
history is apparent from a simple review
of the financial statements themselves,
but, since this is a recurring trend, an Al
bot is less likely to see anything wrong
with the activity, and therefore would
not alert an attorney to the significant is-
sue. The oversight could ultimately lead
to Alex (being a lower-income client)
being put into a class that is much more
likely to have his discharge challenged
or one that would require him to pay ad-
ditional funds to the bankruptcy trustee.

Al systems can also assist attorneys
in screening for eligibility for Chap-
ter 13 versus Chapter 7 bankruptcies,
but should we let them? The eligibility
for Chapter 7 bankruptcy, which is
determined using an analysis called
the means test (which is, in essence,
an income threshold with a large grey
area for individual circumstances such
as family size, amount of secured debrt,
charitable contributions, child support,
etc.), which can raise the amount a
person is permitted to earn and still be
able to qualify for Chapter 7. Performing
ameans test accurately can take time,
and a filed means test will undergo
significant scrutiny from creditors and
various trustees, including Chapter 13
Trustees and the United States Trustee.
To put it simply, this analysis cannot be
wrong. However, because Al knowledge
is based on historical data that has been
provided to it, such as prior cases filed
and its analysis of that data, Al can and
frequently does draw incorrect conclu-
sions based on irrelevant variables. Al
may analyze data, such as ZIP codes,
historical income, debt profiles, and
asset types, and while these information
points are seemingly neutral, the data
is used in an analysis of socioeconomic
status, inherently leading to biased out-
comes for debtors with lower incomes
or those residing in economically disad-
vantaged neighborhoods.

As referenced earlier in this article,
Al tools can also be used by debtors,
creditors, or trustees to predict success
in a case. However, Al trained on histor-
ical filing data may inherit problematic
patterns and conclusions that could be
harmful if allowed to permeate through
every task the Al bot performs. Al
Models that look at ZIP codes, consider
a debtor’s self-employment status, and
evaluate items such as income brackets,
car ownership status, or utility arrears,
may unknowingly find a correlation
with financial instability, thereby lead-
ing an Al bot to recommend the wrong
chapter of bankruptcy. Additionally, if
low-income debtors have historically
had higher dismissal rates or lower
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discharge success, predictive models
may unfairly assign those debtors worse
odds. Furthermore, even in instanc-

es where race is not a determining
factor within a model, other inputs can
function as proxies for socioeconomic
disadvantage, which could cause greater
harm to individuals of certain races. The
adage that “correlation is not causation”
applies here, but the Al models may not
identify such a distinction.

To add additional challenges and
pitfalls to the use of Al the “black box”
nature of many Al systems can make it
difficult to spot bias. While AI tools can
often produce information such as risk
scores or predictions about whether a
case will be dismissed, the bots don’t
sufficiently explain what factors led
to the conclusions reached. These
decisions cannot be tracked step by step,
almost as though they were made inside
a box we cannot see within, leading to
the term “black box.” That means an
unsuspecting or less careful attorney
might rely on the Al output without
realizing it’s based on biased data. This
kind of bias is hard to detect and harder
to challenge, which can lead to unfair
outcomes and undermine confidence in
the system.

To help prevent bias when using Al
in Chapter 13 bankruptcy cases, there
are a few important steps attorneys and
courts should take. First, it's important
to be transparent. Everyone involved
should know when Al tools are being
used, whether it’s to draft documents,
make predictions, or shape legal
strategies. This should be clearly stated
in court filings so there’s no confusion
about what influenced the case. Next, Al
tools should be easy to understand. If a
model makes a prediction, it should also
explain what factors led to that result.
That way, lawyers can double-check the
reasoning and make sure it actually fits
the legal facts. Regular checks for bias
are also crucial. Even if the tool doesn’t
use sensitive personal information, it

on where they live or how much they
earn. That’s why developers and users
should test how often the tool makes
mistakes and whether those mistakes
fall more heavily on certain groups.
Attorneys also have to carefully review
and verify anything the Al generates,
especially legal arguments or case
citations, since they are still responsible
for what gets filed. Finally, if AI-gen-
erated analysis is presented in court, it
should be held to the same standards as
expert testimony. That means it needs
to be reliable, relevant, and backed by
solid evidence. These steps help make
sure Al supports fair and informed
decision-making instead of reinforcing
unfair outcomes.

In short, while Al has the poten-
tial to drastically improve Chapter 13
practice, such as by speeding up client
intake, helping with document drafting,
and offering useful predictions, if these
tools aren’t carefully designed, regularly
checked, and properly monitored, they
can end up reinforcing unfair patterns
and perpetuating biases. Without prop-
er oversight, Al could end up making
the system less fair instead of more
efficient. MP

FUN FACT: One of the paragraphs
in this article was entirely written by Al
Can you tell which one?*

Editor’s Note: This piece first appeared
in the Q3 2025 edition of Legal League
Quarterly.
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News you want. MortgagePoint is
putting essential mortgage market
news at your fingertips with our
new digital edition, now available
online via your smartphone,
tablet, or computer. Enjoy the
magazine at your desk, and tap
into MortgagePoint Digital's easily
accessible platform anywhere,
anytime. Committed to giving
originators, servicers, and all lending
professionals access to smarter
perspectives, MortgagePoint
believes it's time to think differently
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Because the American Dream is
evolving ... are you?
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can still treat people differently based to take advantage of our special offer!

*It was the paragraph providing advice on how to prevent Al bias.
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PROTECTING VACANT
REO PROPERTIES FROM
LISTING SCAMS

\Why Every Broker Should Set Up Google Alerts Immediately

By MICHAEL KREIN

en youre managing

hundreds of vacant REO

properties across the

country, the risk of online
fraud is very real—and growing rapidly
again. Rental and “for sale” scams have
exploded on Facebook Marketplace,
Craigslist, and even on seemingly
legitimate real estate sites. It may no longer
be a hot topic in the media, but that doesn’t
mean the problem has gone away. If
anything, we are seeing it on the increase.

Scammers copy MLS photos, prop-
erty descriptions, and addresses, then
repost the home for rent or sale at an
attractive price. Unsuspecting con-
sumers send deposits, move-in money,
or personal information—all before
discovering the listing was fake.

The damage isn’t limited to consum-
ers. These scams cause chaos for bro-
kers and servicers, with angry tenants
showing up at locked doors, resulting in
police calls, negative online reviews, and
unnecessary liability headaches.

That’s why NRBA members make
digital property monitoring a standard
part of our intake process. It’s one of
many ways we safeguard client assets,
and it’s something every serious REO
broker should do automatically.

Why Listing Scams Are So Common

acant REO homes are perfect targets.

« They're often unoccupied for
months or even years.

The nation’s largestand

brokerfor many years,
MICHAEL KREIN
has personally
and.sold ove

eer: Kreinwas also the owner of

mulli-of
including
'l brands. He also
onal REO
, CEOof RIO
are Solutions, pre of RIO Genesis
Software, and Managing Partner for House
Karma, a digical ecosystem created to
7 fordable homeownership and
revitalize neighborhoods.

« Exterior signs—no curtains, no
furniture—make it obvious the
property is empty.

«  Scammers easily copy listing photos
and repost them elsewhere.

« They even use Al to write enticing
descriptions and syndicate their fake
ads.

They know desperate renters or
bargain hunters are quick to jump
on what looks like a great deal. Some
scammers even meet prospects at the
property, pretend to be landlords, collect
deposits—and then vanish.

These crimes are so widespread
that many police departments now have
dedicated real estate fraud units. But

prevention still begins with the listing
broker—the first line of defense.

The NRBA Standard: Monitor Every
Listing from Day One

At the NRBA, we teach that protect-
ing an asset isn’t just about securing
the doors; it’s about securing the digital
footprint, too.

Every NRBA broker knows: the
moment you get an assignment, you set
up a Google Alert for that property ad-
dress. It takes less than one minute and
can prevent months of problems later.

Google Alerts automatically notify
the broker whenever that address ap-
pears online, whether in a Craigslist ad,
a Facebook Marketplace post, or a rental
listing elsewhere.

That early warning often stops a
scam before it starts.

How to Set Up Google Alerts
(Step-by-Step)

1. Go to google.com/alerts.

2. Enter the property address in
quotation marks to search for exact
matches. Example:

o “1234 Beach Drive, Miramar Beach,
FL 32550”
o “1234 Beach Dr Miramar Beach”

3. Add keyword variations to catch scams:

o “1234 Beach Dr” rent OR rental OR
lease
« 1234 Beach Drive” for sale OR listed

m MortgagePoint » Your Trusted Source for Mortgage Banking and Servicing News







SPONSORED CONTENT

November 2025

OR Zillow OR Realtor.com OR
Redfin
o “1234 Beach Dr” site: facebook.com

4. Click “Show options” and set:

« How often: As it happens

o Sources: Automatic or Web +
Discussions

+ Region: United States

« How many: All results

o Deliver to: Your email

Repeat this for every new assign-
ment and label them for easy tracking.

Real-World Security: Talking to the
Neighbors

Digital protection is only half the
job. NRBA members also make
personal contact with the neighbors
around each property.

When we take on a new listing, one
of the first things we do is introduce
ourselves to the surrounding home-
owners. We let them know who we are,
what’s going on with the property, and
most importantly, that no one should
be moving in.

We ask them to call us immediately
if they see anyone entering the property,
advertising it, or acting suspiciously.

This simple outreach is one of
the most effective forms of protection
we have. Many of our members have
caught squatters, fake tenants, and
scam “landlords” before serious dam-
age occurred—simply because a vigilant
neighbor picked up the phone.

It also reassures the neighborhood
that the property is being professionally
managed, which helps maintain com-
munity stability and public trust in the
lender or servicer.

This also has the added benefit of
cutting down on code enforcement and
HOA complaints (fines) if the neighbors
know they can call us instead to handle
the issue.

“Technology is great,” as one NRBA
Master Broker put it, “but nothing
replaces a handshake with the next-
door neighbor. That’s where real asset
protection starts.”

Layered Protection: The NRBA Way

etting up Google Alerts and talking

with neighbors are just two layers in
the NRBA’s comprehensive protection
system. Our members also:

+ Save property addresses on Zillow,
Realtor.com, and Craigslist to catch
duplicate listings.

+ Use Social-Searcher.com to monitor
Facebook and X (Twitter) posts.

» Run Google Lens image searches to
catch stolen photos.

» Report suspicious listings immedi-
ately to the platform, local police,
and asset managers.

Together, these simple, disciplined steps
form a protective shield around every
property we manage.

Why It Matters

Every REO veteran has a story: a fam-
ily moves into a vacant house believ-
ing they rented it legitimately—only to
find out it was a scam. Then come the
police, the media, and a PR nightmare
for everyone involved.

It's completely avoidable. Two min-
utes of setup and some local relation-
ship-building can prevent months of
cleanup.

Postscript for Asset Managers
A_ sset managers can and should do

this too.

Setting up a Google Alert for each
property under management takes less
than 30 seconds—and provides a simple
extra layer of visibility.

Not only will it alert you if a prop-
erty is being fraudulently advertised or
reposted, but it will also show when and
how your broker is actively marketing
the home.

It’s a great way to see how quickly
your listing is being promoted across
platforms, verify activity, and stay ahead
of potential issues.

NRBA members welcome that
transparency. We take pride in our
marketing, responsiveness, and perfor-
mance, and we don’t mind our clients

watching. In fact, we encourage it.

Because when you work with NRBA
brokers, you're partnering with profes-
sionals who have nothing to hide and
everything to protect.

NRBA Brokers: Setting the Gold
Standard in Property Protection

A_ t the National REO Brokers

ssociation (NRBA), our members
uphold the highest professional and
ethical standards in property preserva-
tion and asset management.

We don't just market and sell—we
protect, monitor, and defend the prop-
erties entrusted to us.

Setting up alerts, building commu-
nity awareness, and staying one step
ahead of scammers are what define true
expertise in this business.

That’s why lenders, servicers, and
asset managers trust NRBA brokers—
because we don’t just manage listings;
we safeguard investments.

Final Takeaway

Scammers are smarter, faster, and
everywhere. But NRBA brokers are
smarter still.

If youre managing REO assets, make
digital and neighborhood monitoring a
permanent part of your process.

And if youre a lender or servicer—
make sure your brokers are NRBA
members.

Because real protection starts long be-
fore the first showing—and continues long
after the lockbox goes on the door. MP
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S&P CASE-SHILLER
INDEX SHOWS
WEAKEST HOME
PRICE GAINS IN OVER
TWO YEARS

he August 2025 results for the

S&P Cotality Case-Shiller Indices

were issued today by the S&P
Dow Jones Indices (S&P DJI).

“August’s data shows U.S. home prices
continuing to slow, with the National
Index up just 1.5% year over year,” said
Nicholas Godec, CFA, CAIA, CIPM, Head
of Fixed Income Tradables & Commod-
ities at S&P Dow Jones Indices. “This
marks the weakest annual gain in over
two years and falls well below the 3% in-
flation rate. For the fourth straight month,
home values have lost ground to inflation,
meaning homeowners are seeing their
real wealth decline even as nominal
prices inch higher.”

Godec continued: “The National
Index rose 1.5% over the past year, with
most of that gain coming in the recent
six months (up 1.5%) while the prior six
months were essentially flat. The 20-City
Composite gained 1.6% annually and the
10-City rose 2.1%, both continuing their
deceleration from earlier in the year.”

Year-Over-Year Trends, Metro Data
& More

After a 1.6% increase the month
before, the S&P Cotality Case-Shiller U.S.
National Home Price NSA Index, which
accounts for all nine U.S. census divisions,
recorded a 1.5% annual gain for August.

After rising 2.3% the month before, the 10-
City Composite saw an annual increase of
2.1%. After rising 1.8% the month before,
the 20-City Composite saw a 1.6% year-
over-year increase.

With a 6.1% increase in August, New
York once again recorded the largest an-
nual gain out of the 20 cities. Chicago and
Cleveland came in second and third, with
annual gains of 5.9% and 4.7%, respective-
ly. With a 3.3% decline, Tampa had the
lowest return.

“New York again led all metros with
a 6.1% annual gain, followed by Chicago
at 5.9% and Cleveland at 4.7%. These
Midwest and Northeast markets, which
saw modest gains during the pandemic,
continue to outperform,” Godec said. “At
the other end, Tampa fell 3.3% year over
year, Phoenix dropped 1.7%, and Miami
declined 1.7%. Several Western markets
also posted losses: San Francisco fell 1.5%,
Denver dropped 0.7%, and San Diego
declined 0.7%. Seattle turned slightly neg-
ative at -0.1%.3 Monthly data for August
was weak across the board. Nineteen of 20
cities saw price declines before seasonal
adjustment, with only Chicago posting a
gain. The National Index fell 0.3% for the
month, while both the 10-City and 20-City
Composites dropped 0.6%. After seasonal
adjustment, all three indices remained
negative, suggesting weakness beyond
normal seasonal patterns. Phoenix fell
0.9% in August alone, while Los Angeles,
Portland, and Denver each dropped
between 0.7% and 1.0%.”

In August, the pre-seasonally adjusted
U.S. National, 10-City Composite, and
20-City Composite indexes all showed
negative month-over-month changes,
with the U.S. national index showing a

November 2025

decline of -0.3% and the 10-City and 20-
City Composite indexes showing declines
of -0.6%. All three indicators showed a
0.2% month-over-month gain following
seasonal adjustment.

“Mortgage rates remaining above
6.5% continue to weigh on buyer demand,
even during what should be the busy
summer season,” Godec said. “The
combination of high financing costs and
prices that remain near record highs has
limited transaction activity. Markets that
experienced the sharpest pandemic-era
gains are now seeing the largest cor-
rections, while more affordable metros
with stable local economies are holding
up better. Looking ahead, the housing
market appears to be finding a new
equilibrium after the pandemic boom.
With price growth running at half the rate
of inflation and several major markets in
decline, the rapid appreciation of recent
years has clearly ended. This adjustment
may ultimately lead to a more sustainable
market, but for now, homeowners are
watching their real equity erode while
buyers face the dual challenge of elevated
prices and high borrowing costs.”

Additional Supporting Data—
National

August 2025 saw a 1.5% yearly gain
in the S&P Cotality Case-Shiller U.S.
National Home Price NSA Index, which
accounts for all nine U.S. census divisions.
Year-over-year growth of 2.1% and 1.6%
was reported by the 10-City and 20-City
Composites, respectively.

“According to today’s S&P Cotality
Case-Shiller Home Price Index, home
price growth continued to slow in Au-
gust,” Lisa Sturtevant, Chief Economist
at Bright MLS. “The U.S. National Index
rose by 1.5% year over year, the slowest
pace of annual home price appreciation
since July 2023. According to the index,
home price growth has slowed for seven
consecutive months. As home prices cool
and mortgage rates come down, home
shoppers are finding some improvement
in affordability. According to the National
Association of Realtors, the median price
of an existing home was $432,700 in June
when mortgage rates averaged 6.82%.
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Assuming a 10% down payment and
average property taxes and homeowners’
insurance, the median payment would
have been $3,096.”

“In September, the median price was
down seasonally to $415,200. At a 6.2%
interest rate, a buyer now has a median
monthly payment of $2,824, a savings of
$271 per month,” Sturtevant said. “That
average $271 per month savings could be
enough to bring some buyers into the mar-
ket. But growing economic uncertainty is
keeping others on the sidelines. The Mort-
gage Bankers Association has reported that
lower rates have led to a big increase in refi-
nance activity, but purchase applications
have been muted. In a recent survey of real
estate agents in the Mid-Atlantic, financial
concerns are leading more buyers to back
out of deals this fall. Multiple offers are less
common, and buyers are asking for more
concessions.”

Sturtevant continued: “Conditions
are very different depending on what
market you are looking at. Some of the
highest-cost markets, including New York
and Boston, are still seeing healthy price
gains because these regions have strong
local economies and high-wage jobs,
along with still-limited inventory. It will
be important to watch local economic
conditions, including unemployment

rates, job growth, big employer layofts
or hiring freezes, to help gauge which
markets are likely to see cooler prices in
the fourth quarter.”

DESPITE FALLING
MORTGAGE RATES,
HOME PRICES
KEEPING BUYERS
SIDELINED

he average 30-year mortgage rate

now hovers at around 6.2%, just

over half a percentage point lower
than the 6.8% average recorded earlier this
year. Despite this, homebuying activity
remains stuck near three-decade lows, pre-
senting a clear sign that it's not just interest
rates, but also sky-high home prices, that
continue to block millions of Americans
from entering the housing market.

As detailed in a post from Harvard
University’s Joint Center for Housing
Studies, mortgage costs have more than
doubled since 2020, leaving many would-
be buyers unable to afford even modest
homes. For example, the typical first-time
home purchaser with a small down pay-
ment now faces a monthly mortgage bill

of roughly $2,500, compared to just $1,200
five years ago. To qualify for such a loan, a
household would need to earn more than
$130,000 a year, nearly twice the income
required in 2020.

While today’s mortgage rates may
feel high compared to the ultra-low
levels seen during the pandemic, they
are not extreme by historical standards.
Home prices, however, are another story.
Nationally, prices have surged about 50%
since 2020, pushing the median home to
arecord five times the median household
income. This is a level not seen before in
U.S. housing history.

Even a full percentage-point drop in
rates would only reduce monthly mort-
gage payments by about as much as a 10%
decline in home prices. To return afford-
ability to 2020 levels, rates would have to
fall close to zero (clearly, an unrealistic
scenario, especially since rising property
taxes and insurance costs would still keep
total payments higher than before).

The bottom line is that lower interest
rates alone can't solve the affordability
crisis. The only sustainable path forward
will likely come from slowing home price
growth and expanding the supply of more
modestly priced housing. That means
boosting construction of smaller homes,
condos, and manufactured housing, which
are all categories that have fallen far below
historical building levels since 2010.

While the recent rate decline is a
welcome sign for aspiring buyers, experts
warn that true relief won’t come until
more affordable homes are built, giving
middle-income families a fighting chance
to achieve homeownership once again.

GROWING

DIVIDE AMONG
CONSUMERS
PERSISTS AS CREDIT
RISKTAKES ATURN

ecent trends in consumer credit

risk point to a widening gap

amongst American consumers,
with some exhibiting greater financial
resilience and others dealing with more
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difficult circumstances. TransUnion’s
recently published Q3 2025 Credit In-
dustry Data Report (CIIR) provides this
data and details how these changes are
impacting lending practices in import-
ant credit markets.

The percentage of people in the low-
est risk super prime credit risk tier has
steadily increased, from 37.1% in Q3 2019
t0 40.9% in Q3 2025, according to recent
trends in consumer credit risk distri-
bution. As the credit market as a whole
grew, the proportion of super prime bor-
rowers rose, and there are currently over
16 million more super prime borrowers
overall than there were in 2019.

This growing trend is indicative of
top-tier customers’ ongoing financial
security. In the meantime, following
significant drops in 2020 and 2021,
when many consumers were able to
pay off debt and lower credit account
delinquencies during a period of lower
spending and pandemic-related relief
programs, the subprime category has
progressively recovered to pre-pandemic
levels.

We are seeing a divergence in con-
sumer credit risk, with more individuals
moving toward either end of the credit
risk spectrum,” said Jason Laky, EVP
and Head of Financial Services for
TransUnion. “While super prime has
steadily grown since the pandemic,
subprime has returned to pre-pandemic
levels—leaving the middle tiers increas-
ingly thinner. This shift suggests that
while many consumers are navigating
the current economic climate well, oth-
ers may be facing financial strain.”

Super Prime Consumer Share
Continues to Rise as Subprime
Returns to Pre-Pandemic Levels

Recent action in the credit card and
auto lending sectors clearly reflects the
shift toward super prime and subprime
categories. These two tiers saw the larg-
est year-over-year growth in both new
account originations and total balances,
exceeding all others by a wide margin.
The need for customized risk strategies
throughout the credit range is shown
by this disparity in credit behavior,

which also shows changing consumer
dynamics.

“As consumers increasingly shift
toward the extremes of the credit risk
spectrum, it’s no surprise we’re seeing
the sharpest growth in credit card and
auto activity within those tiers,” said Mi-
chele Raneri, VP and Head of U.S. Re-
search and Consulting at TransUnion.
“To navigate these changes effectively,
lenders should leverage advanced
tools—Ilike access to trended data—to
better assess evolving risk profiles.”

Q3 2025 CIIR Credit Card Summary

+ Credit card origination volumes—
reported one quarter in arrears—
increased for the third consecutive
quarter, rising 9% YoY to 20.5
million in Q2 2025. This represent-
ed the largest YoY increase in two
years. This expansion was driven
by growth in the super prime and
subprime segments.

« Average new account credit lines
decreased by 1.6% YoY. Lower credit
lines were seen across all risk tiers,
led by subprime, which saw new
lines 5.0% lower YoY.

« Consumer-level delinquencies saw
another YoY decline, with 9o+ DPD
rates falling to 2.37%, down 7 basis
points YoY. Delinquency improve-
ments were also seen when exam-
ining 30+ DPD and 60+ DPD rates,
pointing to an overall strengthening
of consumer credit health and more
responsible payment behavior, along
with better-quality originations driv-
en by adjustments in underwriting
standards.

“The credit card industry continued
its steady expansion in Q3 2025, with
origination volumes from Q2 rising for
the third consecutive quarter, driven
by consistent growth in both super
prime and subprime segments,” said
Paul Siegfried, SVP of Credit Card
Business Leader at TransUnion. Total
new account credit lines also increased,
while lenders managed risk through
smaller credit limits. Encouragingly,
delinquency rates continued to improve,

signaling healthier consumer credit
behavior and reinforcing the impact of
more disciplined and consistent lending
practices.”

Q3 2025 CIIR Mortgage Loan
Summary

« Mortgage originations ticked up
8.8% year over year in Q2 2025. This
growth was mainly driven by growth
in rate and term refi, up 101% YoY,
and cash-out refinances increasing
23% over the same period.

« Mortgage delinquencies edged up
in Q3 2025, with the consumer-level
60+ DPD rate increasing to 1.36%,
up from 1.24% one year prior. FHA
loans continued to make up the
largest share of these delinquencies,
although VA loans saw the greatest
YoY increase, up 35% YoY.

o The home equity market saw YoY
growth for the fifth consecutive
quarter, rising 14% in Q2 2025.
While Gen X and baby boomers
still account for the highest shares
of home equity originations, Gen Z
saw the most significant YoY growth,
up 28% and 23% for HELOCs and
HELOANS, respectively.

“The housing finance landscape
continues to evolve, shaped by shifting
demographics and an increasingly
dynamic monetary policy environ-
ment,” said Satyan Merchant, SVP of
Automotive and Mortgage Business
Leader at TransUnion. “As interest
rates begin to ease, mortgage activity is
showing signs of recovery, supported by
improving affordability conditions. We
remain closely attuned to the potential
for further rate reductions should the
Federal Reserve proceed with additional
cuts. At the same time, rising delinquen-
cy rates—particularly within certain
borrower segments—underscore the
importance of maintaining a vigilant
and proactive approach to risk monitor-
ing and portfolio management.”
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Default Servicing

Trends, Statistics & Increasing
Resolution Efficiency

MORTGAGE
PERFORMANCE
REMAINS
STRONG AS FHA
FORECLOSURES
EDGE HIGHER

he September 2025 ICE First

Look on mortgage delinquency,

foreclosure, and prepayment
trends was published by ICE Mortgage
Technology, a division of Intercontinental
Exchange, Inc.

According to the data, both delin-
quencies and foreclosure activity are still
below long-term averages, indicating
that overall mortgage performance is still
historically excellent. Although there
are certain changes occurring within the
government-backed loan categories, these
patterns mostly reflect the stabilization of
market conditions rather than wide-
spread decline.

Key Findings:

» FHA loans saw a 44-bps rise in
non-current rates, while other loan
types improved.

« Foreclosure starts hit 103,000 in Q3,
up 23% over the same period YoY.

o FHA loans now account for 38% of
all active foreclosures nationwide.

« Overall foreclosure volume remains
historically low, with Q3 foreclosure
sales at half of 2019 levels.

Although the percentage of loans in
active foreclosure increased somewhat
from the previous year (18%), the total vol-
ume of foreclosures is still at an all-time
low, with Q3 foreclosure sales (21,000)
being about half of 2019 levels.

Most of the increase may be attributed
to FHA loans, which account for 80% of
the increase in active foreclosures, 38% of
active foreclosures, and about half of the
annual increase in foreclosure starts. The
rest is mostly due to VA foreclosure activity
picking back up after the halt last year.

“The mortgage market remains
remarkably resilient, with mortgage
performance continuing to hold up well,”
said Andy Walden, Head of Mortgage and
Housing Market Research at ICE. “Delin-
quency rates improved in September, and
even as we see increases in activity among
FHA loans, we're largely returning to
more typical levels following several years
of artificially low foreclosure volumes.”

Top Five States by Non-Concurrent
Percentage:

1. Louisiana (7.91%)
2. Mississippi (7.83%)
3. Alabama (5.86%)
4. Indiana (5.55%)

5. Arkansas (5.54%)

Bottom Five States by Non-
Concurrent Percentage:

1. Hawaii (2.20%)

2. Colorado (2.16%)

3. Montana (2.13%)

4. Washington (2.05%)
5. Idaho (2.03%)

November 2025

Top Five States by 9o+ Days
Delinquent Percentage:

1. Mississippi (2.07%)
2. Louisiana (1.94%)
3. Alabama (1.51%)

4. Arkansas (1.41%)

5. Indiana (1.30%)

More Delinquency Data, Borrower
Trends & Rate Changes

The following are additional, im-
portant conclusions from this month’s
findings:

Delinquencies remain well below
pre-pandemic norms: In September, the
national delinquency rate dropped 2 basis
points (bps) to 3.42%, which was 6 bps
lower than the same period the previous
year and 58 bps lower than its pre-pan-
demic level from September 2019.

Strength across delinquency bands
in September: Since the great majority of
borrowers continue to make their mort-
gage payments on time, both early-stage
(30-day) and late-stage (9o+ day) delin-
quencies improved month over month.

Non-current rates improved for most
investors: GSE (-3 bps), VA (-4 bps), and
portfolio-held loans (-17 bps) all saw a
year-over-year decrease in the non-cur-
rent rate (delinquencies plus active
foreclosures). The significant exception
was FHA loans, which increased 44 basis
points from the previous year.

Foreclosure activity is returning to
normal ranges: In Q3 2025, 103,000 fore-
closures were started, which is 23% more
than in the same period the previous year
but 18% less than in Q3 2019 before the
pandemic.

Prepayments are edging higher: As
interest rates started to decline in August,
repayments increased by 8 basis points
in September to a single month mortality
(SMM) rate of 0.74%, a 15% rise over the
previous year.

Note: Totals are extrapolated based
on ICE’s loan-level database of mortgage
assets. All whole numbers are rounded to
the nearest thousand, except foreclosure
starts and sales, which are rounded to the
nearest hundred.
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DISTRESSED
PROPERTY VOLUME
CLIMBS AS INVESTOR
DEMAND SOFTENS

he nation’s distressed property

market saw notable movement

in Q3 2025, with foreclosure and
REO auction activity hitting multi-quar-
ter highs even as buyer engagement
showed signs of cooling, according to
the latest Auction Market Dispatch
report from Auction.com.

Foreclosure auction volume rose 31%
year over year and 4% from the previous
quarter, reaching the highest level in
more than two years. REO auction vol-
ume also climbed, up 15% annually and
1% quarter to quarter, marking continued
growth in distressed-property supply.

Investor Engagement Weakens

Despite the increase in available
inventory, investor participation slowed.
The foreclosure auction sales rate fell
12% year over year and 2% quarter over
quarter, the lowest level in nearly three
years.

Average buyer bids at foreclosure
auctions dropped to 55.7% of after-repair
value (ARV), down slightly from 56.5%
in Q2. On the REO side, bids averaged
53.6% of ARV, the lowest in 29 quarters.

Auction.com survey data indicate
that some investors are tempering offers
or pausing activity amid expectations
of softening property values and higher
renovation costs.

Foreclosure Activity Rising Across
Loan Types

Foreclosure volume increased across
loan categories, with VA-insured loans
seeing a 500% year-over-year surge.
Texas posted a 66% annual increase in
foreclosure auctions, among the sharp-
est state-level gains.

Vacant properties now make up 54%
of all REO auction volume, the highest
share since late 2021—a sign that more
inventory is remaining on the market
longer.

Pricing Adjustments Take Hold

Seller pricing trends also moved
lower. The credit bid-to-ARV ratio—
which reflects the minimum price set by
lenders—declined by more than 100 basis
points from the prior quarter for fore-
closure auctions, and roughly 225 basis
points year over year for REO auctions.

These adjustments point to sellers
aligning expectations with moderating in-
vestor demand and competitive pressures
in the auction marketplace.

Economic Backdrop Adds Pressure

Auction.com analysts linked the
shifting auction dynamics to broader
macroeconomic conditions, including
a 4.3% unemployment rate in August, a
manufacturing index below 50, and a 57%
probability of recession.

Existing-home sales remained muted
at an annualized rate of 4 million units in
August, while the median sale price stood
at $422,600. Thirty-year fixed mortgage
rates averaged 6.35% in September,
keeping financing costs elevated for both
buyers and investors.

Bottom Line

The Q3 2025 data highlights a market
in transition: more distressed inventory
entering the pipeline, but with weaker
investor participation and tightening
pricing margins. As foreclosure activity
continues to climb and bidding activity
eases, the report suggests the distressed
housing sector may be entering a new
phase—defined by greater supply, lower
competition, and more selective buying
strategies.

Foreclosure volume
increased across loan
_categories, with VA-
insured loans seeing a
500% vear-over-year

66
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among the sharpest
state-level gains.
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Government

BESSENT SAYS
HOUSING MARKET IN
'RECESSION, URGES
FED TOACT FASTER
ON RATES

reasury Secretary Scott Bessent

said in a recent interview that

some sectors of the economy are
in a recession or at risk of one.

The housing sector is among the
areas of the economy experiencing soft-
ness now, Bessent noted in an interview
on CNN’s State of the Union. “If the Fed
brings down mortgage rates,” Bessent
suggested, “they can end this housing
recession.”

Though not directly impacted by Fed
rate cuts, mortgage rates have dropped
over the past few months, but the overall
housing market remains weak.

Bessent said that the Trump
administration worked to lower the
deficit-to-gross-domestic-product ratio
from 6.4% to 5.9% through government
spending cuts, which should help to push
down inflation. But he complained the
central bank is not moving fast enough to
bring down interest rates, he said.

“If we are contracting spending, then I
would think inflation would be drop-
ping,” he said. “If inflation is dropping,
then the Fed should be cutting rates.”

Fears of a Larger Recession?

He further cautioned that a failure to
further cut rates could lead to a general
recession.

The Fed cut interest rates by 25 basis
points, the second such monthly cut.
Though an additional cut was expected
by many at the Fed’s December meet-
ing (there is no scheduled meeting in
November), Powell cautioned that such
a cut is not a foregone conclusion during
his remarks.

The tech sector has largely propped
up other sectors of the economy this year.
“The tech sector has been the key
driver of recent U.S. growth, with surging

stock prices and heavy investment in
equipment and software,” wrote Oxford
Economics’ lead economist, Adam Slater,
in a note shared with Fortune. “But this
leaves the United States vulnerable if
tech suffers a downturn—without tech
investment, U.S. GDP would have barely
grown in HI 2025, and business invest-
ment would have actually declined.”

Oxford Economics modeled two
scenarios off the back of a tech downturn,
an environment where investment slows
and stock prices fall in tandem. The first,
a US.-centered downturn with modest in-
ternational spillover, would see domestic
GDP growth fall to 0.8% in 2026, which
Slater writes is “flirting with recession.”
The ripple effects would also snag the
global economy, slowing it from the pre-
dicted growth of 2.5% in 2026 to 2%.

November 2025

FHFA DETAILS
HOUSING GOAL
PERFORMANCE,
MORTGAGE
ACQUISITIONS

he Federal Housing Finance

Agency’s (FHFA) Annual Hous-

ing Report outlines the Enter-
prises’ 2024 affordable housing initiatives
and complies with the Federal Housing
Enterprises Financial Safety and Sound-
ness Act 0f 1992, as amended (Safety and
Soundness Act) reporting requirements.
The report includes the findings of FH-
FA’s assessments and ratings of the Enter-
prises’ 2024 Duty to Serve performance,
as well as the agency'’s final analysis of
the Enterprises’ performance toward the
housing targets for 2024.

What Are Housing Goals?

Under the Safety and Soundness
Act, U.S. Federal Housing must set yearly
housing targets for single-family and mul-
tifamily mortgages that Freddie Mac and
Fannie Mae buy. The Enterprises have
“an affirmative obligation to facilitate
the financing of affordable housing for
low- and moderate-income families in a
manner consistent with their overall pub-
lic purposes, while maintaining a strong
financial condition and a reasonable
economic return.” The housing goals are
one indicator of how well the Enterprises
are fulfilling their public purposes.

For residential mortgage lending, the
Enterprises have persisted in promoting
a steady and liquid national market. By
rule, U.S. Federal Housing sets annual
housing targets for the Enterprises and
assesses their performance annually in
relation to the housing targets.

Single-Family Goals and Subgoals

I.  Low-income home purchase goal for
home purchase mortgages to families
with incomes no greater than 80% of
the area median income (AMI);

2. Verylow-income home purchase
goal for home purchase mortgages
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The Enterprises have “an
aflirmative obligation to
facilitate the financing of

aflordable housing

or

low- and moderate-income
families in amanner
consistent with their
overall public purposes,
while maintaining a strong
financial condition and a
reasonable economicreturn.

to families with incomes no greater
than 50% of AMI;

Low-income areas home purchase
goal for mortgages to families with
incomes no greater than 100% of
AMI living in a federally declared di-
saster area, as well as mortgages that
meet the criteria for the following
subgoals:

4. Low-income refinance goal for
refinance mortgages to families
with incomes no greater than 80%

of AMIL.

e Minority census tracts subgoal:
For home purchase mortgages to
families with incomes no greater
than 100% of AMI in minority
census tracts (census tracts that
have a minority population of at
least 30% and a median income
of less than 100% of AMI);

¢ Low-income census tracts sub-
goal: For mortgages to families in
low-income census tracts (census

tracts where the median income
is no greater than 80% of AMI)
that are not minority census
tracts, and to borrowers with in-
comes greater than 100% of AMI
in low-income census tracts that
are also minority census tracts.

Multifamily Goal and Subgoals

1. Low-income multifamily goal for
rental units in multifamily proper-
ties affordable to families with in-
comes no greater than 80%of AMJ;

2. Very low-income multifamily sub-
goal for rental units in multifamily
properties affordable to families
with incomes no greater than 50%
of AMI;

3. Small multifamily low-income
subgoal for rental units in multi-
family properties with between 5
and 50 units, affordable to families
with incomes no greater than 80%
of AMIL

Housing Goal Performance—
National

The 2024 single-family housing target
levels are represented as a percentage of
each Enterprise’s mortgage purchases on
single-family owner-occupied homes. For
purchase loans and refinance loans, the
U.S. Federal Housing Administration set
distinct single-family goals.

An enterprise reaches a goal for the
2024 single-family housing goals if it
meets or surpasses at least one of the
following:

+ The specific benchmark levels
established in the Agency’s final rule
published on December 28, 2021, or

o The “market level,” which is defined
as the share of conventional, con-
forming mortgage originations that
qualified for the goal based on the
Agency’s analysis of Home Mortgage
Disclosure Act (HMDA) data.

Note: While the market level com-
putation acts as a year-end analysis, the
benchmark level acts as a future objective
for which the enterprises can make plans.

Additionally, according to the report,
an estimated $326 billion worth of sin-
gle-family mortgages were acquired by
Fannie Mae and $346 billion by Freddie
Mac in 2024.

U.S. Federal Housing established a
multifamily mortgage acquisition cap of
$70 billion for each Enterprise on Novem-
ber 14, 2023, for a total of $140 billion in
2024. According to the criteria in Appen-
dix A of the Conservatorship Scorecard,
the Agency mandated that at least 50% of
each Enterprise’s multifamily loan pur-
chases be mission-driven in order to guar-
antee an emphasis on affordable housing
and neglected markets. Loans categorized
as supporting workforce housing proper-
ties were not subject to the volume cap in
2024. Every other mission-driven loan was
still capped at a certain amount.

Multifamily loans considered to be
mission-driven under the Scorecard for
2024 included:

+ Subsidized affordable housing

November 2025 » themortgagepoint.com




JOURNAL

November 2025

o Preservation loans at workforce
housing properties

» Manufactured housing communities
that receive credit under the Duty to
Serve regulation

+ Green loans that finance energy or
water improvements

 Affordable units with unsubsidized/
market rents (including conven-
tional housing, small multifamily
properties of between 5 and 50 units,
and seniors housing)

+ Affordable units in properties in
rural areas

Additional Highlights—National

The Enterprises exceeded the
requirement that 50% of their business
be mission-driven in 2024 by actively
managing their multifamily loan acqui-
sition production to stay below the $70
billion cap for each Enterprise. The total
amount of multifamily loans acquired by
Fannie Mae at the end of the year was $55.
billion. According to Appendix A of the
Conservatorship Scorecard, mission-driv-
en acquisitions accounted for $34.8 billion
(63%) of the total. The total amount of
multifamily loans acquired by Freddie
Mac at the end of the year was $65.1
billion. According to Appendix A of the
Conservatorship Scorecard, mission-driv-
en acquisitions accounted for $42.2 billion
(65%) of the total.

Both businesses surpassed their loan
acquisition goal for manufactured home
communities (MHC) with certain pad
lease protections in 2024. By financing 122
MHC properties, totaling 19,908 units and
$0.943 billion in mission-adjusted unpaid
principal balance (UPB), Fannie Mae
surpassed its revised goal of $0.8-$1.0
billion in UPB. MHC loans were acquired
by Freddie Mac on 31,024 pads. Its revised
goal of 17,100 pads was surpassed.

Fannie Mae fell short of its baseline
of 8,196 loans and target of 9,500 loans by
acquiring 4,792 loans backed by manu-
factured housing titled as real property.
Freddie Mac surpassed its baseline of
6,247 loans and target of 6,300 loans by
acquiring 8,478 loans secured by manu-

factured housing titled as real property.

In 2024, both businesses backed the
Section 8 program of the Department
of Housing and Urban Development
(HUD). 21,241 units were supported by 171
loans that Fannie Mae acquired to finance
Section 8 projects. Freddie Mac exceeded
its initial aim of 27,300 units and its re-
vised target of 22,600 units by supporting
28,009 Section 8 apartments through its
loan purchases.

Note: The report provides data on how
single-family loans are distributed by sex,
race/ethnicity, and median income per
census tract. Along with details on mort-
gage payment options (such as fixed-rate
or adjustable-rate mortgages), loan-to-val-
ue ratios, and credit scores, the report also
breaks out the single-family mortgage
product types that each Enterprise has
purchased.

SENATE HEARING
EXPOSES TENSIONS
OVER HUD LAYOFFS
AND HOUSING
ACCESS

recent Senate Banking Commit-
tee hearing spotlighted growing
oncern over the Department

of Housing and Urban Development’s
(HUD) workforce reductions and their
potential effect on housing access. The
session, as reported by Scotsman Guide
on October 31, 2025, featured testimony
from nominees Frank Cassidy and Joseph
Gormley, who have been tapped to lead
the Federal Housing Administration
(FHA) and Ginnie Mae, respectively.

Scrutiny of HUD Workforce
Reductions

During the hearing, Senator Tina
Smith (D-Minn.) questioned Cassidy
about HUD’s October reduction-in-force
that cut more than 400 positions,
including employees from the Office
of Housing Counseling. Smith said the
layoffs represented “a huge impact.” Cas-
sidy responded that he could not discuss

the matter due to ongoing litigation but
emphasized that “housing is very much a
local issue,” adding that HUD works with
“local leaders on the ground, nonprofits
[who] understand the issues that work in
their jurisdiction,” according to Scotsman
Guide.

Cassidy and Gormley Emphasize
Leadership Continuity

Cassidy, currently serving as Principal
Deputy Assistant Secretary overseeing
the FHA’s approximately $1.75 trillion
mortgage-insurance portfolio, outlined
his background in multifamily, se-
nior-housing, and healthcare financing.
Gormley, nominated to lead Ginnie Mae,
pledged in his statement to “draw on all
his experience ... to ensure the organi-
zation fulfills its mission of providing
low-cost financing and ultimately making
the American Dream of homeownership
more accessible and affordable for the
American people.” Following his re-
marks, senators did not ask Gormley any
direct questions (Scotsman Guide).

Industry Groups Call for Swift
Confirmation

Industry leaders voiced public
support for both nominees. Steve Irwin,
president of the National Reverse Lenders
Association, wrote that the two positions
“form the backbone of the federal hous-
ing finance architecture that supports the
financial well-being of millions of older
Americans.” Buddy Hughes, chair of the
National Association of Home Builders,
described Cassidy’s real-estate-finance ex-
perience as “strong” and called Gormley
“the ideal candidate to lead Ginnie Mae
and maintain confidence and liquidity in
the secondary mortgage market,” Scots-
man Guide reported.

Policy Implications for Housing
Access

The hearing underscored how
HUD?s staffing changes intersect with
the agency’s housing-access mission.
While litigation prevents discussion of
the layoffs’ details, senators made clear
that the department’s reduced workforce
has raised congressional concern about
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capacity. The confirmation of Cassidy and
Gormley will likely determine near-term
stability at two major federal housing-fi-
nance agencies and shape HUD’s ability
to carry out its programs.

FANNIE MAE'S
PROFITS CLIMB,
FREDDIE MAC'S FALL
IN DIVERGENT Q3
RESULTS

annie Mae and Freddie Mac had
diverging results for the third
quarter, the GSEs reported.

Fannie Mae earned $3.9 billion for the
third quarter of 2025, compared with $3.3
billion for the second quarter of 2025. Net
revenues remained stable; the increase
in net income from the previous quarter
was driven primarily by reductions in the
provision for credit losses and non-inter-
est expense, partially offset by lower fair
value gains. The company’s net worth
increased to $105.5 billion as of Septem-
ber 30.

Freddie Mac reported net income of
$2.8 billion for the third quarter of 2025,
down 11% from the third quarter of 2024,
primarily driven by a credit reserve build
in the current period compared to a credit
reserve release in the prior year period.

Net revenues were $5.7 billion for the
third quarter, down 2% year over year,
primarily driven by lower non-interest
income, partially offset by higher net in-
terest income. Net interest income for the
third quarter was $5.5 billion, up 9% year
over year, primarily driven by continued
mortgage portfolio growth and lower
funding costs, partially offset by lower
yields on short-term investments.

Non-interest income was $0.3 billion,
down 66% year over year, primarily
driven by Single-Family Provision for
credit losses, which was $0.2 billion for
the third quarter of 2025, primarily driven
by a credit reserve build in Single-Family
attributable to new acquisitions. The
benefit for credit losses of $0.2 billion for
the third quarter of 2024 was driven by a

“Fanme Mae1s operating
with greater business focus
than ever. Trimming $173

million in administrative

expenses since the first
quarter of 2025, we have
grown our networth to over

$105 billion.”

—William J. Pulte, Chairman, Fannie Mae

credit reserve release in Single-Family as
aresult of lower mortgage interest rates
and a credit reserve release in Multifamily
due to enhancements in the credit estima-
tion process.

“Fannie Mae is operating with greater
business focus than ever. Trimming $173
million in administrative expenses since
the first quarter of 2025, we have grown
our net worth to over $105 billion,” said
William J. Pulte, Fannie Mae Chairman,
in a prepared statement. “Fannie Mae’s
strong leadership team continues to
perform at a high level, with earnings up
$542 million from the second quarter to
$3.9 billion this quarter while reliably
meeting the housing needs of borrowers
and renters across the United States.”

The outlook for Fannie Mae is prom-
ising, according to Timothy D’Agostino,
equity research analyst for B. Riley Se-
curities. “We forecast EPS, before senior
preferred adjustments, of $2.50, $2.70, and
$2.85 for 2025, 2026, and 2027, respectively.
The key drivers to our forecast include
portfolio growth of —0.8%, 3.5%, and 3.8%
in 2025, 2026, and 2027, respectively, and
delinquency rates remaining stable at
about 0.5% in 2025, 2026, and 2027.” Fred-
die Mac cited the following highlights:

» New business activity increased year
over year, primarily driven by a
larger multifamily originations mar-
ket, coupled with the execution of
Multifamily’s competitive strategies.
Sixty-seven percent of the eligible
multifamily rental units financed in
the third quarter of 2025 were afford-
able to low-income families.

« The Multifamily delinquency rate
increased to 0.51% on September 30,
2025, from 0.39% on September 30,
2024, primarily driven by an increase
in delinquent floating rate loans and
small balance loans.

FEDERAL COURT
HALTS CFPB'S OPEN
BANKING RULE AMID
DATA SECURITY
CONCERNS

he U.S. District Court for the

Eastern District of Kentucky

issued an injunction halting the
implementation of the Consumer Protec-
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tion Financial Bureau’s (CFPB) Personal
Financial Data Rights Rule, which the
agency said is designed to give consumers
more control over their financial data.

The injunction cited the ongoing
debates about data access and security.

“The plaintiffs raise a reasonable
argument that the CFPB failed to
address a key issue: How data providers
are expected to comply with the Rule
when the ‘consensus standards’ may not
yet exist,” said Judge Danny Reeves in
issuing the injunction.

Among those debating changes in
what is commonly known as the open
banking rule were Cynthia Lummis
(R-WY), Chair of the Senate Banking
Subcommittee on Digital Assets Chair,
who had asked for open banking, and the
Bank Policy Institute (BPI), which wanted
to see the status quo, arguing that the
proposed change put sensitive consumer
financial data at risk and exceeded the
CFPB’s legal authority.

“The court’s decision ensures banks
won't waste resources preparing for a rule
being rewritten,” said BPI, the Kentucky
Bankers Association, and Forcht Bank,
in a joint statement following the ruling.
Sen. Lummis cited the following as bene-
fits of the CFPB open banking rule:

+ Itenables access to financial services
for rural communities via phones
and computers. These tools make it
easier to build credit with alternative
scoring models that use transaction
or banking data to prove the ability
to pay.

«  Open banking supports small busi-
nesses and agricultural operations
with better cash flow and credit ac-
cess. Ranchers, farmers, and mom-
and-pop shops across Wyoming
often rely on seasonal or irregular
income. Fintech tools can provide
more flexible payment, financing,
and invoicing options that align with
that cash flow (e.g., verifying income
in real time, dynamic credit), but
only if consumers have control over
their data to use these tools.

+ It provides access to third-party
tools that increase options so they

can compare financial products like
loans, credit cards, and savings, lead-
ing to the best possible transaction
terms.

«  Open banking helps automate
payments, reduce travel and postage,
avoid late fees, and enhance budget-
ing and fraud detection.

With the injunction, banks are
temporarily relieved from upgrading
their digital platforms to comply with
the halted regulation.

CHICAGO HOUSING
AUTHORITY

SUES HUD OVER
NEW FUNDING
RESTRICTIONS

e Chicago Housing Authority
(CHA) is suing the U.S. Depart-
ment of Housing and Urban De-
velopment (HUD), seeking immediate
intervention from the court regarding
new conditions HUD has placed on the
CHA's federal funding.

As part of the annual application
to receive continued federal operating
subsidies for public housing units, HUD
is, for the first time, requiring Public
Housing Authorities to certify that
federal funds will not be used to fund or
promote “diversity, equity, and inclu-
sion mandates, policies, or programs,”
gender ideology, elective abortions, and
immigration-related policies.

Earlier this year, HUD cancelled
$4 million in contracts promoting DEI,
saying that the cuts were part of the
department’s larger $260 million review
of all contract expenditures.

The terminated contracts were
intended for “DEI culture transforma-
tion,” including outward mindset train-
ing and diversity and inclusion research
subscription services.

Policy Shifts at HUD

“It is inexcusable the American tax-
payer was footing the bill for the promo-

tion of DEI propaganda. Not only was
this costing millions of taxpayer dollars
but it was also wasting valuable time
that should have been used to better
serve individuals and families in rural,
tribal, and urban communities. DEI is
dead at HUD,” Secretary Scott Turner
said when the action was taken.

According to CHA, the HUD certi-
fications cite several recent Executive
Orders but provide no additional
information or clarification on these
requirements beyond the language in
the application. The deadline for CHA
to submit the signed application is Oct.
21, 2025.

“CHA is seeking a temporary
restraining order to lift the mandatory
certification requirement from the ap-
plication in advance of the forthcoming
deadline, so that the agency can focus
on its vision of quality affordable hous-
ing where everyone feels welcome,” the
agency said in a press release.

Atissue is the federal Operating
Subsidy Grants that the agency was
expecting to receive in December. The
grants of $185 million were to account
for more than 13% of CHA’s proposed
fiscal 2026 operating budget. But the
agency expects HUD to impose these
certifications across additional feder-
al funds and programs, which could
implicate more than $1 billion in federal
funding for CHA.

GOVERNMENT
SHUTDOWN
FORCES HUD
LAYOFFES, DELAYING
KEY HOUSING
SERVICES

ccording to reporting by
Atlanta News First and a recent
ourt filing, more than 4,000

federal employees have been laid off
as a result of the ongoing government
shutdown, including 442 people from
the Department of Housing and Urban
Development (HUD). The move, part of
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broader staff cuts ordered by the Trump
administration, has raised concerns
about how it could affect essential hous-
ing programs and the broader housing
market.

For HUD, these layoffs hit at the
heart of day-to-day operations. With
fewer staff, critical work like processing
housing assistance, overseeing public
housing, managing grants, and enforc-
ing fair housing rules will likely slow
down. Local governments and non-
profits that rely on HUD funding could
see project delays or stalled approvals,
creating uncertainty for developers,
lenders, and communities counting
on those resources, according to the
National Association of Homebuyers,
which recently put out a blog post titled,
“How the Government Shutdown Will
Affect Housing.”

The timing is particularly tough for
low-income families and renters, who
depend most on HUD’s programs. Any
disruption in services—even short-
term—can mean postponed repairs,
delayed rental assistance, or fewer
resources for housing stability.

Housing experts say the situation
underscores how much the nation’s
housing ecosystem depends on steady
federal support. When that support
falters, the effects ripple quickly, from
federal offices all the way down to
neighborhood housing projects.

Though homeowners already in the
process of applying for a mortgage may
experience delays, they should not see a
total disruption in the process.

“If you're expecting to close in a
week or a month, there could be some
slight delay, but I think for most people,
it’s probably going to be a blip more
than a real deal killer,” Bankrate’s Jeff
Ostrowski said.

Meanwhile, labor unions are
pushing back, arguing HUD’s layoffs
were illegal and improperly handled.
Their legal challenge could determine
whether some of these workers are
reinstated—and how future shutdowns
handle federal housing staff.
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CFPB SHUTDOWN
PLAN SPARKS
LEGAL BATTLES
AND INDUSTRY
UNCERTAINTY

he White House is moving
forward with plans to disman-
tle the Consumer Financial

Protection Bureau (CFPB), according to
Budget Director Russell Vought, who said
that the process is already underway and
could conclude “within the next two or
three months.”

As reported by CUtoday, Vought
made the comments during an appear-
ance on The Charlie Kirk Show, signaling
what could become one of the most
consequential regulatory shifts for the
mortgage and financial industries in more
than a decade.

According to Vought, only “a handful”
of employees remain at the CFPB’s
Washington headquarters as operations
are scaled down. He described the move
as part of a broader effort to reduce what
he and other Republican leaders see as
excessive regulatory oversight.

“All they want to do is weaponize the
tools of financial laws against basically
small mom-and-pop lenders and other
small financial institutions,” said Russell
Vought, White House Budget Director.

Legal Challenges Underway

The plan faces immediate legal resis-
tance. CFPB labor unions and consumer
advocacy groups have filed lawsuits
arguing that the administration lacks the
authority to dismiss most agency staff or
dissolve the bureau outright.

Separately, a federal judge has
issued a temporary order blocking
broader layoff plans tied to the ongoing
government shutdown, calling the move
politically motivated and raising ques-
tions about its legality.

Created in 2011 after the financial
crisis, the CFPB has been central to
enforcing consumer protection laws
across mortgage lending, servicing, and
credit markets. Its potential closure would

““ Americans have
tten more than
1 billion back in
their bank accounts
after being cheated

CO

and scammed byl])]i]égs

orations. tha

o the CFPB.”

—Sen. Elizabeth Warren

reshape the regulatory environment
mortgage professionals have operated
under for more than a decade.

Industry reaction remains mixed.
Supporters of the shutdown say the
bureau’s rules have imposed costly
compliance burdens, particularly for
smaller lenders and credit unions. Critics
counter that removing the CFPB could
weaken consumer safeguards and inject
uncertainty into lending practices.

“Americans have gotten more than
$21 billion back in their bank accounts
after being cheated and scammed by big
corporations, thanks to the CFPB. But
Trump and his Administration love grift-
ers and scammers. So they’re trying to kill
the agency holding them accountable,”
said Sen. Elizabeth Warren on X.

“We are seeing so many draconian cuts
to health care and other critical services.
Our economy is slowing down, with high-
er unemployment and higher prices. It
says a lot that were able to find the money
to bail out Argentina but we can’t help
people who are in real need at home,” said
Rohit Chopra, Former Director, CFPB.

If the shutdown proceeds, questions
remain over where current CFPB respon-
sibilities—such as TRID, loan officer
compensation, fair lending, and servicing
standards—will be reassigned. No formal
guidance has yet been issued by the
Administration.

The development follows recent
staff reductions at the U.S. Department
of Housing and Urban Development
(HUD), signaling broader shifts in federal
housing and finance oversight.

FHFA OQUTLINES
FIVE-YEAR PLAN
TO STRENGTHEN
OVERSIGHT AND
EFFICIENCY

esponsible oversight of Fannie

Mae and Freddie Mac, ensuring

the safety and soundness of the
Federal Home Loan Bank system, and
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efficient management of U.S. federal
housing operations are among the goals
laid out by the Federal Housing Finance
Agency in its new five-year strategic plan
for U.S. housing.

To ensure the safety and soundness
of the GSEs, FHFA will conduct risk-fo-
cused supervision and examination
work, including:

+ Ensuring regulated entity compli-
ance with applicable laws and reg-
ulations and adherence to financial
standards;

+ Developing and administering su-
pervisory tests, as appropriate;

« Monitoring emerging risks, industry
trends, supervisory standards, and
macroeconomic market conditions
to inform risk assessments and ad-
just supervisory approaches, when
appropriate

Management of the GSEs will include:

« Communication of annual objec-
tives, expectations, and priorities to
the boards and management

»  Monitoring of boards and board-lev-
el committees

» Assessment of performance against
FHFA priorities and objectives

Also critical in the responsible over-
sight of the GSEs will be identifying and
combating fraud and misconduct and
reducing unnecessary regulatory bur-
dens, the proposed strategic plan said.

Ensuring Safety and Soundness

Many of the safety and soundness
guidelines overlap those of responsible
oversight, with risk-based supervision
and combating fraud two of the main
objectives.

Other safety and soundness
objectives include ensuring that the
FHLBanks fulfill their statutory respon-
sibilities and encouraging efforts to
expand housing supply to meet national
demand.

To efficiently manage operations,
FHFA plans to:

« Develop and strengthen internal con-
trols and risk management to ensure
compliance and sound operational
resilience;

Produce financial statements that
demonstrate a commitment to com-
pliance, transparency, and account-
ability;

« Execute an employee performance
management system that drives a
high-performance, high-accountabil-
ity culture;

«  Comply with Executive Orders and
other related guidance promoting
accountability, cost effectiveness, and
operational efficiency.

“This focus on ‘efficiency’ could be a
very positive for multi-family projects,”
said Rick Porras, CFO of Neology Group,
a Miami, FL-based real estate devel-
opment firm. “Currently, timelines for
having projects approved and funded can
take upwards of nine months from the
start of the application process to final
approval. Traditional lenders can do the
entire process in as little as two months.
Many developers simply do not have the
time to invest in this long process. Aside
from the extended timeline, receiving
approval could even delay the project’s
ground-breaking, which would be a deal
breaker for most developers.”

POWELL: FED
COULD SOON SLOW
BALANCE SHEET
RUNOFF

ederal Reserve Chair Jerome
Powell told the National Asso-
ciation for Business Economics
conference in Philadelphia that the Fed
is getting closer to reducing the more
than $6 trillion of securities it holds on its
balance sheet.
“Our long-stated plan is to stop
balance sheet runoff when reserves
are somewhat above the level we judge
consistent with ample reserve condition,”
Powell said. ‘We may approach that point

in coming months, and we are closely
monitoring a wide range of indicators to
inform this decision.’

Shifting Market Conditions?

Some signs have begun to emerge
that liquidity conditions are gradually
tightening, including a general firming of
repo rates along with more noticeable but
temporary pressures on selected dates,
Powell added. “The Committee’s plans
lay out a deliberately cautious approach
to avoid the kind of money market strains
experienced in September 2019. More-
over, the tools of our implementation
framework, including the standing repo
facility and the discount window, will
help contain funding pressures and keep
the federal funds rate within our target
range through this transition to lower
reserve levels.”

However, normalizing the size of the
balance sheet doesn’t mean the Fed will
be looking to return to pre-pandemic
levels, according to Powell.

“In the longer run, the size of our bal-
ance sheet is determined by the public’s
demand for our liabilities rather than
our pandemic-related asset purchases.
Non-reserve liabilities currently stand
about $1.1 trillion higher than just prior
to the pandemic, thus requiring that our
securities holdings be equally higher.
Demand for reserves has risen as well, in
part reflecting the growth of the banking
system and the overall economy.”

Powell was mum on the issue of
interest rates.

The next U.S. Federal Reserve interest
rate meeting will be held on October
28-29. The CME FedWatch Tool predicts
the rate will be cut 25 basis points at the
meeting, with another, similar cut expect-
ed in December.
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GOLDMAN SACHS:
IS A GROWING
FINANCIAL VORTEX
IN OUR MIDST?

he recurring theme in recent years
has been that many people can-
not afford to become homeown-
ers in America, according to a new Realtor.
com study. Young individuals are finding
it difficult to save the money necessary
to begin their house journey, while older
people feel priced out of the market due
to rising housing costs, insurance barriers,
and inflation that isn't slowing down.

Does this end look imminent? Time
will tell, but according to a recent Gold-
man Sachs survey, over three-quarters of
American workers—from Gen Z to Gen
X—struggle to save for retirement, and
around four out of ten are living paycheck
to paycheck. By 2033, over half of all work-
ers may be living paycheck to paycheck if
nothing changes.

In light of this, Goldman Sachs
experts suggested in their study that
financial advisors should modify their
approach appropriately, particularly with
regard to retirement savings. Additionally,
this may require you to save far more
money than you had anticipated if you
are a homeowner.

‘Financial Vortex’ May Be
Approaching Sooner Than
Americans Think

According to the 2025 Goldman Sachs
Asset Management Retirement Survey
& Insights report, “New Economics of

Retirement,” Americans of all ages are
finding it challenging to accomplish
certain life goals, such as saving enough
for retirement or purchasing a home, as a
result of what they refer to as the current
“financial vortex.”

The cost of homeownership as a per-
centage of income, for example, increased
from 33% to 51% between 2000 and 2025,
according to the report. This startling
statistic amply illustrates how prices have
escalated.

“The cost of major life events is taking
up a larger percentage of household
income, a trend that affects workers
at the lowest level of income as well as
the highest,” said Greg Wilson, Head of
Retirement and Co-Head of Americas
Third-Party Wealth with Goldman Sachs.

However, the cost of homeowner-
ship isn’t the only rising figure. Health
care has increased from 10% to 16%, rent
has increased from 21% to 29%, and the
expense of private college has increased
by an astounding 65% to 85%. Retirement
savings are now more difficult than ever
due to rising costs. The most common ex-
planation given by survey participants for
why their capacity to save was impacted
was monthly financial obligations.

Overall, the cost of homeownership
has increased by 26% in the last five years,
and seniors who have reached retirement
are feeling the strain.

Seniors, Social Security & Strained
Finances

According to a June 2025 study by
The Senior Citizens League, nearly
three-quarters of all seniors depend on
Social Security for at least half of their

November 2025

income, and nearly 22 million seniors
are anticipated to live solely on Social
Security. Only 10 states presently allow
seniors to use the benefit alone to cover
their housing costs, according to a recent
Realtor.com analysis—and only if their
mortgage has already been paid off.

As aresult, having enough money
for retirement is essential, and according
to the survey, people who have already
begun planning feel safer.

According to the survey, pensioners
who participated in a customized plan had
27% greater retirement savings than those
who did not, while those who had access
to an employer-sponsored plan boasted a
29% higher savings-to-income ratio.

If one owns their home, retirement
planning entails identifying and tailoring
objectives to cover housing expenses.

Although life expectancy has grown,
many people base their retirement plans
on the average life expectancy or the
longevity of elder family members. The
average lifespan for retirees in 2000 was 17.5
years. That figure increased to 19.2 years
by 2023, and estimates indicate that by
2033-2043 it may have reached 2021 years.

Further, according to data from the
U.S. Bureau of Labor Statistics, from 2000
to 2023, the spending of those 65 and
older increased by almost 3.6% annually.
This implies that previous retirement
benchmarks might not be sufficient
anymore.

The “4% rule,” for instance, has gov-
erned retirement for many years. Howev-
er, its creator subsequently criticized it for
being out of date and changed the rate at
which pensioners consume their money
to 4.7%. According to the Sachs report,
58% of respondents expressed fear that
they would outlive their savings.

Some Experts Say Now Is the Time
to Start Saving for Retirement

For many Americans, the goal is to
save more money. However, considering
the current situation, how is that possible?
According to the study, 401(k) plans help
employees save regularly, so Sachs sug-
gests making them more widely available.

Approximately 75% of Americans
currently have access to a plan that is
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Twelve-Month House Price Changes — Prior Year vs. Most Recent Year
Purchase-Only FHFA HPI® (Seasonally Adjusted, Nominal)
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$2.1 trillion sitting dormant in accounts ok
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$21,000 by age 21. This may grow to
around $340,000 by age 65 if invested
until retirement, which is about 14%
higher than if someone starts saving at
age 2L

FHFA HOUSE PRICE
INDEX REVEALS
RECENT CHANGES
IN MARKET TRENDS

ccording to the U.S. Federal

Housing Finance Agency’s

(FHFA) seasonally adjusted
monthly House Price Index (FHFA
HPI), home prices in the U.S. increased
by 0.4% in August. The price of homes
increased by 2.3% between August 2024
and August 2025. The July price drop of
0.1% that had been previously reported
was changed to 0.0%.

Seasonally adjusted monthly

variations in housing prices for the

nine census divisions varied from -0.8%
in the Pacific division to +1.2% in the
Middle Atlantic division. In the Pacific
division, the 12-month changes were
-0.6%, whereas in the Middle Atlantic
division, they were +6.3%.

Top 10 Metro Area Rankings per
the FHFA HPI

1. Rochester, NY (YoY change: 10.3%)

2. Hartford-West Hartford-East Hart-
ford, CT (9.4%)

3. New York-Jersey City-White Plains,

NY-NJ (7.9%)

Lakewood-New Brunswick, NJ (7.7%)

Buffalo-Cheektowaga, NY (7.5%)

Elgin, IL (7.5%)

Albany-Schenectady-Troy, NY (7.3%)

Nassau County-Suffolk County, NY

(71%)

9.  Columbia, SC (6.8%)

10. Newark, NJ (6.5%)

oW ov

More About the FHFA House Price
Indices

The FHFA HPI is an extensive set of
publicly accessible house price indices
that track changes in the value of sin-
gle-family homes using data from more
than 400 American localities and all 50
states dating back to the mid-1970s.

In addition to providing information
on changes in home prices at the national,
census division, state, county, metro area,
ZIP code, and census tract levels, it takes
into account tens of millions of home
transactions. FHFA analyzes data on home
price transactions using a completely
transparent methodology built on a
weighted, repeat-sales statistical technique.

Note: FHFA releases HPI data and
reports quarterly and monthly. The flag-
ship FHFA HPI uses seasonally adjusted,
purchase-only data from Fannie Mae and
Freddie Mac.
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““more power over mortgagerates’’

Matt Schulz, Chief Consumer Finance Analyst at LendingTree, explained that despite not having any control
over when rates rise or fall or when the Fed acts, consumers have far more control over mortgage rates than
they may think, which is why it's so important to compare prices when shopping for the best rates.

“ashift that could help”

Sam Williamson, Senior Economist at First American, discussed how inflation edged higher in September,
Jjust as the Federal Reserve lowered interest rates again in an effort to support a cooling labor market, and
despite the uptick, the Fed is still expected to prioritize addressing growing signs of labor market softness

over further progress against inflation and cut rates.

“second-strongest pace of the year”

Lawrence Yun, Chief Economist for the National Association of Realtors, detailed how contract signings
matched the second-strongest pace of the year; however, signings have yet to fully reach the level needed for
a healthy market despite mortgage rates reaching a one-year low in September, as record-high stock markets

and growing housing wealth were not enough to offset a likely softening job market.

“marketremains remarkablyresilient”

Andy Walden, Head of Mortgage and Housing Market Research at ICE Mortgage Technology, revealed
that the mortgage market remains remarkably resilient, with mortgage performance continuing to hold up
well and delinquency rates improving in September, and even with increases in activity among FHA loans, the
market is largely returning to more typical levels following several years of artificially low foreclosure volumes.

“continuously lowvacancyrates™

Rob Barber, CEO of ATTOM, revealed how the nation’s consistently low vacancy rates, which have remained
stable for almost four years, indicate that the demand for houses has not been slowed by record-high prices.
Barber further described how this activity is encouraging local housing markets, in addition to the declining
number of abandoned foreclosures.
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