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Getting Complete View
of Originations and Servicing

Senior vice president, consumer lending strategy, Lender Processing Services, Jacksonville, Fla.
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alling house prices combined with the
changing conditions of borrowers and
the deterioration of balance sheets
have brought to light opportunities
in the way risk  servicing, market-
ing and pro tability  is viewed and
addressed within the industry. One
needs to look no further than the loan origi-
nation process for an example.

The origination unit gathers data on
borrower income and credit history to pre-
dict borrower behavioral risk, appraise the
collateral property to determine loss sever-
ity risk, incorporate all the data to model
potential fraud risk and to ultimately make
an underwriting decision. However, even
though a great deal of valuable information
is gathered during the origination process,
not all data elements are transferred to ser-
vicing after the closing. Analytics in servic-
ing tend to focus on trending borrower pay-
ment behavior and monitoring changes in
property values to determine propensity to
prepay and default risk. While valuable in-
formation such as borrower income would
be useful to the analysis, this data  gath-
ered during the origination process is
not readily available after the closing.

Information that is locked in one busi-
ness unit  but causes information gaps
in another  as well as valuable customer
behavioral information resides in multiple
platforms across the enterprise. This infor-
mation must be accessed to enable a more
comprehensive approach to serve the best
interests of the customer, nancial institu-
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‘Origination data
is seldom looked
at again once
the loan is in the
servicing phase.’
—Shelley Leonard

tion and potential investors as well as re-
duce future underwriting risks. Access to
this vital data can be accomplished in a
number of ways, but it is the critical foun-
dation to implementing both servicing and
origination strategies that can dramatically
improve results.

Unfortunately, origination data is sel-
dom looked at again once the loan is in

the servicing phase. However, if data shar-
ing occurs throughout the life cycle of the
loan, a better understanding of the product
itself, as well as the customer base, emerg-
es. While many lenders are now deploying
analytics at a higher level than ever before,
it is still rare for them to have a complete
view of the borrower across product lines
and throughout the loan life cycle. This
view could be used to better manage the
current portfolio and plan for the future.

Today, new business opportunities still
exist. For example, even though property
values have declined nationwide, there are
still customers who have equity in their
homes and may bene t from a home-equity
product. With proper analytics, a lender that
understands not only the market but also
their customers needs will be best poised
to nd those pockets of opportunity.

Many lenders and servicers have
started to understand the incredible power
of deploying enterprise-wide data and ana-
Iytics tools within both the origination and
servicing segments. Larger nancial insti-
tutions are already working to access cus-
tomer data wherever it resides within their
organization so it can be analyzed at the
product level and the aggregate level. This
enables the lender and the servicing organi-
zation to establish their relationship-based
customer strategies.

Financial institutions are attempting to
leverage this data and implement modeling
that has traditionally been used to market
and originate loans. For example, before






