STRATMOR

GROUP

Adoption of Digital Mortgage

May 2017




STRATMOR

SPOTLIGHT SURVEYS

GROUP ADOPTION OF DIGITAL MORTGAGE

Contents

Background
Summary of Key Findings
Respondent Profile
High-Level Benefits
Barriers to Adoption
Digital Mortgage Capabilities
= All Capabilities — Ranked
= General Communication with Borrower
= Application and Approval

= Loan Processing
= Closing

Appendices — Detall Tables

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.



STRATMOR

GROUP

BACKGROUND




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Background

= The Spotlight Surveys Program is a fast turnaround small-survey
program that gives senior mortgage executives a unique way to
obtain specific qualitative mortgage industry information about:

= What senior executives at other companies think about issues
and significant new industry developments.

= What actions they are considering, planning or have taken.
* The Spotlight Surveys: Adoption of Digital Mortgage survey was
launched on March 7, 2017 and remained open until April 25, 2017.
= Invitations were sent to individuals representing 610 unique lenders.

= Responses were received from 72 unique lenders (a 11.8% response
rate) comprised of 33 Independents, 35 Bank-owned lenders, 3 Credit
Unions, and 1 Builder/Realtor Affiliated lender.

= Responses represented both Retail and Consumer Direct channels and
lenders operating in both single and multiple channels.
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

Background

« There is probably no hotter topic today within the mortgage industry than
Digital Mortgage. Yet, there appears to be no common understanding, even at
a high conceptual level, as to what features, capabilities and components
define Digital Mortgage.

« At STRATMOR, we believe that there are three main features of the Digital
Mortgage that lenders need to consider:
= CONSUMER INTERACTION - The ability to interact with the consumer in whatever
way they want and whenever they want to interact.

= AUTOMATED DATA VERIFICATION - The ability to get data rather than document
to drive the verification process.

= DATA BASE MARKETING - The ability to use data to drive marketing, specifically
the use of data to target and generate leads from high-likelihood mortgage
customers.

« Our survey focused on the status of lender adoption and implementation of
Digital Mortgage as regards the first two categories - Consumer Interaction
and Automated Data Verification. These are features and capabilities of
Digital Mortgage that are downstream of receiving a lead.
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

Background

« Across a broad list of Digital Mortgage capabilities, the survey asked
lenders:

= Where does your company stand with respect to adoption and implementation of
these capabilities?

= What benefits do you expect from adoption of Digital Mortgage?

= What are the barriers to adoption within your company?

 Where we saw differences in responses, STRATMOR has included
results analyzed by different subsets. The subsets shown in the
report are:

= Banks vs. Independents (as identified by respondent in the Profile)
= Large Lender (Over $5B) vs. Mid-Size Lender (Under $5B)
» Lenders with Consumer Direct vs. Lenders without Consumer Direct

» The Digital capabilities were split into four main functional areas:
= General Communications with Borrowers Capabilities
= Application and Approval Capabilities
= Loan Processing Capabilities
= Closing Capabilities
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Summary of Key Findings

High Level Benefits

 The Top 3 benefits involve

SPOTLIGHT SURVEYS

STRATGHEUE ADOPTION OF DIGITAL MORTGAGE aspects of customer service
= |ncreased Borrower Satisfaction
ngh Level Benefits u Faster Cyc|e Times
Ranked

i * Increased Transparency
e RR AR ANTA ST oRebrcne » While the bottom three
perceived benefits would
benefit the company bottom
line in more direct ways

= Faster Purchase Growth

= Reduced Repurchase Risk
= Reduced Commission

IYCREASED BORADWER SATISFACTION

FASTER CYLLE TIMES

INCREASED TRAKSFARENCY FOH EORRODWERS
GREATER TASK. SEAVICE ORDERS AND WORKFLOW.,
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Lenders are pursing Digital in
The top 3 benefits involve aspects of customer service while the bottom three perceived
benefits would benefit the company bottom line in more direct ways. the name of Borrower

Further slides will look in more detail how these benefils compare al Banks and E xperience versus increased
Independents and Large versus Mid-Size Lenders. .
revenue or cost savings.
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Summary of Key Findings

Barriers

SUONE RS NRUSAYS ©  The top 5 perceived

STRATGHEUIE ADOPTION OF DIGITAL MORTGAGE barriers for Digital
Barriers to Adoption mortgage include
— : two related to IT —
R0 b R System Integration
e — and Internal IT

cosTs I | .I.t.
COMPLIANCE AND BISE APPEOvVaAL PeOCESSES = Capabl I IeS.

INTERNAL IT DEVELOPMENT CARARILITIES

COMPLERITY OF MIARAGING MULTIFLE NEW TECHND LDGIES
LIMITEDCAPABILITIEROF LOE

VEHDOR ARPROVAL
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B
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IMYESTOR ACCEPTANCE —ﬁ For both LOS and Digital
- T
. -

DATALECURITY
BOAROWER ADCOPTION OF REW TECHNOLDGY
LIMITED CARAMILIT IS OF 204
TRATRING BERRICULTIES Anp chaternats T
LACK GF SUPPOAT FROM THE GAe's T T

Mortgage application
vendors, there is an
foomany vikook orTions  [ININENEGEGEGEEETTEEEE .
COMPANY DOES NOTHAVE & DIGITAL RDADMG T opportunity to capture

« The top 5 perceived barriers for Digital mortgage include two related to IT — System more of the market by
Integration and Intemal IT Capabilities. This suggests that for both LOS and Digital : sLLe :

Mortgage application vendors, there is an opportunity to capture maore of the market by i bl the. dlff lcu":les Of

easing the difficulties of systemintegration system Integration.
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Key Findings — Adoption of Digital Capabilities

« The adoption of Digital Mortgage is well underway with many key capabilities
across a range of functions and with many lenders reporting that the capabilities
are “Live” or “In Development”.

« While it didn’t hold true for every capability surveyed, in general, the Independents
have adopted more Digital Mortgage functionality than the Banks.
= Because the Independents have more control over their corporate technology and project
management than the Banks, who often are beholden to the corporate bank parent for these services,
they can develop and deploy Digital Mortgage faster.
« Our results show that Lenders who are active in Consumer Direct are farther along
in adopting Digital Mortgage capabilities.
= Because these groups tend to more centralized and technology driven, the new systems and
processes are easier to roll out than to a distributed Retail sales force.
« We also found that Large Lenders were more advanced than Mid-Size Lenders.

= Given the larger technology staff, Large Lenders are more likely to have resources devoted to
researching, selecting, implementing and integrating Digital Mortgage capabilities.

As Lenders adoption increases, STRATMOR believes that Digital Mortgage will be the
driving organizing principle for the mortgage industry going forward.
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Summary of Key Findings

Top Digital Capabilities Adopted

St nauael © When the capabilities from
STRATMOR ADOPTION OF DIGITAL MORTGAGE all four functional areas are
GROUP A0 (N L ] MOR T GAG !
combined and ranked, we
All Capabilities - Ranked find that no one area leads
General Communication, Application and Approval, Processing and Closing the Way, the Top 5
| DIGITAL MORTGAGE CAPABILITIES - TOP 5 | capabilities span all of the

% IN PRODUCTION OR IN DEVELOPMENT

functional areas.

« The Top 3 responses are
focused on allowing the
borrower to complete
certain task online:

= Execute Disclosures
= Complete a Customer Survey
= Upload Documents

u in Prehction {Le) @ in Desdogrmsint

ARILITY FOORTHE RORRJWER TO EXECUTETISCLDSURES DNLINE

AN ONLINE BORROWER SATISFACTION SUBVEY PROCESS

ARILITY FOR THE BORROWER TO UPLOAD DOCURENTS AND
BESPOND TO CONDITIDNS ORLINE

EEAT MANAGERMENT R CHR EYSTEM THAT ENABLES SALERTD
WURTLIRE RELATIOREHIPES WITH BORRGWERSDVER AN
EXTEMDED SALES TIMELINE

APPRAISAL DATA SURMITTED FOR AGENCYT REVIEW FOR
REP/WARRANT RELIEF

Lenders have not focused efforts on

The Top 5 capabilities that lenders have In production span all four functional areas a smgle f unctional area but have

The first three are online capabilities that interact with the borrower from afiowing borrower to execute instead looked across the process to
disciosures. upload docements or complete a survey about their experiences. . -

Lenders are alsa using CRMs to stay in contact with borrowers thioughout the sales cycle and beyond. implement Digital tools where the

Digital functionality is being used to pass appraisal information to the Agencies, perceived benefits are high
£ : . 2 ! (Customer Experience) and the
barriers are low.

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.



STRATMOR

GROUP

RESPONDENT PROFILE




SPOTLIGHT SURVEYS
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How would you describe the ownership of the
company?

1
Builder /

Independent Bank Owned Credit Union
Realtor
% of Total 46% 49% 4% 1%
m # of Respondents 33 35 3 1
. >

« The results of our survey represent both the Banks and Independents. In the
upcoming analysis, the Credit Unions will be combined with Banks and the
Builders will be added to the Independents.
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Which of the following best represents your role at your
company?

* The respondents represent
an Executive perspective
and include executives from
across the organization.

=  34% of the respondents
were Production leaders.

=  Approximately 20% were
Technology and another
20% were Operations.

Head of Head of Ops / Ops
Production Mgmt

% of Total 34% 21% 19% 14% 12%

u # of Respondents 25 15 14 10 9
AN /

Technology

CEO / Pres Other
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Across all the channels in which your company does business, what
was the breakdown of your total origination volume for 2016?

« The survey includes ( A
respondents of all sizes
with 35% of the sample
originating under $5B for
2016 and 29%
originating over $5B.

* |Inthe subsequent
slides, we will show
results split into subset
based on size.

= The subsets are Mid-Size

Lenders (Under $5B) and Under $500M $500M -$1B $1B-$2B  $2B-$5B  $5B-S$10B  Over $10B

Large Lenders(Over $5B) % of Total 8% 14% 18% 17% 19% 10%
\ m# of Respondents 6 10 13 12 14 7 Y,

Proprietary and Confidential
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Please select the channel(s) in which your company does

=
business.
s N
Retail Ca;isr:r;er Broker Corr Single Channel :::: :II::: Sing_i;:_‘::“nnel
% of Total 86% 57% 22% 24% 39% 61% 29%
\_ ¥ # of Respondents 62 41 16 17 28 44 21 Y,

« The survey is focused on Adoption of Digital Mortgage in the Retail and Consumer Direct
channels. However, the respondents participate all production channels.

For analysis purposes, we will segregate results by companies that reported Consumer
Direct activity versus those companies with no Consumer Direct.

= Qur hypothesis is that companies with Consumer Direct will be more likely to have adopted Digital
Mortgage functionality.

Proprietary and Confidential
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High Level Benefits
Ranked

PERCEIVED BENEFITS
% OF VERY HIGH AND HIGH RESPONSES

REDUCED REPURCHASE RISK 52%

INCREASED BORROWER SATISFACTION
FASTERCYCLE TIMES
INCREASED TRANSPARENCY FOR BORROWERS
GREATERTASK,SERVICEORDERS AND WORKFLOW... N s
COMPETITIVE DIFFERENTIATOR
INCREASED LOAN QUALITY
REP AND WARRANT RELIEF
MORE RAPID GROWTH
LOWER BACK OFFICE COSTS
INCREASED CONSUMER DIRECT SHARE OF ORIGINATIONS
LOWER SALES COSTS
LOWER FALLOUT
MORE RAPID PURCHASE GROWTH
. 52% |

REDUCED LO COMMISSIONS 23%
-

 The top 3 benefits involve aspects of customer service while the bottom three perceived
benefits would benefit the company bottom line in more direct ways.

* Further slides will look in more detail how these benefits compare at Banks and
Independents and Large versus Mid-Size Lenders.
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High Level Benefits

Banks vs. Independents

PERCEIVED BENEFITS OF DIGITAL MORTGAGE - TOP 5
% VERY HIGHAND HIGH
W Very High High ™ Bank (38
m All Lenders (73)
M Independent (35)
INCREASED BORROWER sATISFACTION e 37%
40% 93%
a3% 04%
FASTER CYCLE TIMES 47% 92%
47% 93%
as% 04
INCREASED TRANSPARENCY FOR BORROWERS 42% 89%
45% 90%
49% 91%
GREATER TASK, SERVICE ORDERS AND WORKFLOW AUTOMATION S 45% 84%
33% 58% 90%
26% 71% 97%
cOMPETITIVEDIFFERENTIATOR [ 39% 74%
38% 78%
47% 92%

» Based on the percentage of lenders ranking a benefit as Very High, the top three benefits — for which Banks
and Independents gave almost identical Very High scores of about 53 percent — all involve aspects of
customer service.

«  Conversely, based on the percentage of lenders ranking a benefit as Very High, Banks and Independents had
divergent perceptions of two Digital Mortgage benefits: 1) Greater Task, Service Orders and Workflow
Automation, and 2) Competitive Differentiator. In the first case, Banks had a significantly higher perception of
the benefits than Independents.
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High Level Benefits

Banks vs. Independents

4 M
PERCEIVED BENEFITS OF DIGITAL MORTGAGE - MIDDLE 5
% VERY HIGH AND HIGH = Bank (38)
m Very High High m Al Lenders (73)
M Independent (35)

INCREASED LOAN quaLITY [ 43% 78%
s3% 78%
63% 7%

REP AND WARRANTRELIEF 38% 78%
35% 75%
31% 71%

MORE RAPID GROWTH 47% 66%

51% 68%
sa% 71%

LOWERBACK OFFICE cosTs [ 50% 74%
44% 67%
38% 59%

INCREASED CONSUMER DIRECT SHARE OF ORIGINATIONS 42% 71%
37% 66%
31% 60%
\
* Increased Loan Quality and Rep and Warrant Relief were rated highly by both Banks and

Independents.
* While the top benefits tend to be customer focused, there are perceived benefits to the
lender in adopting Digital Mortgage capabilities.
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High Level Benefits

Banks vs. Independents

PERCEIVED BENEFITS OF DIGITAL MORTGAGE - BOTTOM 5
% VERY HIGH AND HIGH
m Very High High
H Bank (38)
37% 58% m Al Lenders (73)
LOWER SALES COSTS 40% 60% M Independent (35)
43% 63%
42% 68%
LOWER FALLOUT 38% 60%
34% 51%
37% 55%
MORE RAPID PURCHASE GROWTH 37% 59%
37% 63%
45% 61%
REDUCED REPURCHASE RISK 38% 52%
31% 43%
8%  13%
REDUCEDLO COMMISSIONS 11% 12% 23%
17% 34%
N J

* Lenders do not perceive that Digital Mortgage functionality will allow lenders to reduce
commissions or reduce Repurchase Risk. Interestingly, the Agencies cite lowered risk as
one of the key selling points for Day 1 Certainty; but lenders don’t perceive it as one of
the key benefits.

» Banks do see Lower Fallout as a more significant benefit versus the Independents.
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Barriers to Adoption
Ranked

PERCEIVED BARRIERS
% OF MAJOR AND MODERATE RESPONSES

SYSTEM AND VENDORINTEGRATION REQUIREMENTS
DIFFICULTY OF GETTING LO'S TO CHANGE PROCESSES
COSTS
COMPLIANCEAND RISK APPROVAL PROCESSES
INTERNAL IT DEVELOPMENT CAPABILITIES
COMPLEXITY OF MANAGING MULTIPLE NEW TECHNOLOGIES
LIMITED CAPABILITIES OF LOS
VENDOR APPROVAL
INVESTOR ACCEPTANCE
DATA SECURITY
BORROWERADOPTION OF NEW TECHNOLOGY
LIMITED CAPABILITIES OF POS
TRAINING DIFFICULTIES AND CHALLENGES
LACK OF SUPPORT FROM THE GSE’S
TOO MANY VENDOR OPTIONS
. 31% |

COMPANY DOES NOTHAVEADIGITALROADMAP 31%

-

+ The top 5 perceived barriers for Digital mortgage include two related to IT — System
Integration and Internal IT Capabilities. This suggests that for both LOS and Digital
Mortgage application vendors, there is an opportunity to capture more of the market by
easing the difficulties of system integration.
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Barriers to Adoption
Banks vs. Independents

PERCEIVED BARRIERS OF DIGITAL MORTGAGE - TOP 5
% MAJOR BARRIER AND MODERATE BARRIER
W A Major Barrier A Moderate Barrier
® Bank (38)
m All Lenders (73)
37% 74%
SYSTEM AND VENDOR INTEGRATION REQUIREMENTS 36% 73% W independent (35)
34% 71%
DIFFICULTY OF GETTING LO'S TO CHANGE PROCESSES AND 5% 63%

SeuAvIon 5% 7%
66% 80%
63% 71%

cosTs 53% 71%
3% 71%
50% 71%
COMPLIANCE AND RISK APPROVAL PROCESSES 48% 67%
a6% 63%
39% 66%
INTERNALIT DEVELOPMENT CAPABILITIES 41% 64%
43% 63%
. /

+  While system integration tops the list, lenders also cite the difficulty in changing LO behavior.

* ltis interesting to note that only 63 percent of Bank versus 80 percent of Independent respondents saw
Getting LOs to Change Processes and Behavior as a major or moderate barrier. This reflects the long-
standing cultural difference between Bank and Independent LOs. Whereas Bank LOs tend to see
themselves as employees, LOs at Independents often see themselves as entrepreneurs.
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Barriers to Adoption
Banks vs. Independents

PERCEIVED BARRIERS OF DIGITAL MORTGAGE - MIDDLE 6
% MAJOR BARRIER AND MODERATE BARRIER
B A Major Barrier A Moderate Barrier
=
2% 61% Bank {38)
COMPLEXITY OF MANAGING MULTIPLE NEW TECHNOLOGIES 41% 64% m Al Lenders (73)
40% 69% M Independent (35)
| 35% 35% 70%
LIMITED CAPABILITIES OF LOS 33% 63%
31% 57%
34% 53%
VENDOR APPROVAL 40% 60%
46% 69%
35% 46%
INVESTOR ACCEPTANCE 32% 59%
29% 74%
32% 61%
DATA SECURITY 21% 37% 58%
43% 54%
BORROWER ADOPTION OF NEW TECHNOLOGY (E.G. PROVIDING y 2% 47% ss%
PASSWORD FOR ASSET VERIFICATION). 23% Ak o 63%

« Technology systems dominate the middle group of barriers with lender’s ability to
manage new technologies, the capability of the LOS and data security.

« For the Independents who are more likely to sell to multiple investors, the vendor
approval and Investor acceptance of Digital is perceived as a more significant barrier
than the Banks.
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Barriers to Adoption
Banks vs. Independents

PERCEIVED BARRIERS OF DIGITAL MORTGAGE - BOTTOM 5
% MAJOR BARRIER AND MODERATE BARRIER
B A Major Barrier A Moderate Barrier
M Bank (38)
39% 55% m All Lenders (73)
LIMITED CAPABILITIES OF POS 14% 41% 55% B Independent (35)
43% 54%
B%) 29% 32%
TRAINING DIFFICULTIES AND CHALLENGES 37% 45%
14% 46% 60%
26% 37%
LACK OF SUPPORT FROM THE GSE’S 11% 29% 40%
31% 43%
8% 37% 39%
TOO MANY VENDOR OPTIONS 25% 36%
1% 31%
13%  26%
COMPANY DOESNOT HAVE A DIGITALSTRATEGY OR ROADMAP 15% 15% 30%
17% 34%
\ J

* Independents indicated that Training was a more significant barrier
at 60% versus 32% for Banks. This likely reflects the greater
corporate resources including professional training staff that exist
within the Banks.
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Survey Structure and Analysis Approach

« The survey asked lenders the level of adoption for 28 unique
capabilities across 4 functional areas.
= General Communications with Borrowers Capabilities
= Application and Approval Capabilities
= Loan Processing Capabilities
= Closing Capabilities
» For each of the capabilities, lenders had the follow choice in regards to
their level of adoption of digital mortgage
* |n Production (Live)
» |n Development
* |n Planning
= Not Started
= Not Doing
= Not Sure / Do Not Know

« Because our focus is on which capabilities are currently live or in active
development, our analysis will focus on responses for these categories — In
Production and In Development.

= The full detail of responses for all categories is available in table form in the Appendix.
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All Capabilities - Ranked

General Communication, Application and Approval, Processing and Closing

4 ™
% IN PRODUCTION OR IN DEVELOPMENT
B In Production (Live) ™ In Development
AN ONLINEBORROWER SATISFACTION SURVEY PROCESS
ABILITY FORTHEBORROWERTO UPLOAD DOCUMENTS AND 58%
RESPOND TO CONDITIONS ONLINE 9
LEAD MANAGEMENT ORCRM SYSTEM THAT ENABLES SALESTO
EXTENDED SALESTIMELINE
APPRAISALDATA SUBMITTED FOR AGENCY REVIEW FOR 49%
REP/WARRANT RELIEF. 9
.

The Top 5 capabilities that lenders have in production span all four functional areas.

* The first three are online capabilities that interact with the borrower from allowing borrower to execute
disclosures, upload documents or complete a survey about their experiences.

* Lenders are also using CRMs to stay in contact with borrowers throughout the sales cycle and beyond.
»  Digital functionality is being used to pass appraisal information to the Agencies.
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All Capabilities - Ranked

General Communication, Application and Approval, Processing and Closing

e
DIGITAL MORTGAGE CAPABILITIES - MIDDLE 10
% IN PRODUCTION OR IN DEVELOPMENT

m In Production (Live) = In Development

STATUS UPDATES PROVIDED AUTOMATICALLY TO BORROWER 41%

USE OF AGENCY SOLUTIONS FOR LOAN DELIVERY DATA VALIDATION,

0,
COMPLIANCE AND LOAN SALABILITY 40%

BORROWERHAS THE ABILITY TO SELECT CONTACT METHOD,

0,
INCLUDING TYPE AND FREQUENCY 36%

ABILITY FORBORROWERTO ALLOWLENDER TO USE 3RD PARTYTO -
PULLBANKINFORMATION DIRECTLY FROM THE SOURCE 27%
INCOME DATA SHARED DIRECTLY THROUGH ONLINE APPLICATION 26%
ONLINELOANESTIMATE (LE) FOR PRODUCT SELECTED 26%

ABILITY FORTHE BORROWER TO PAY THE APPRAISAL FEE ONLINE 26%

ABILITY FORASSET/INCOME DATA TO BE ELECTRONICALLY SUBMITTED 26%
TO THE AGENCY FOR INTEGRATED RISK DECISION AND REP/WARRANT.. 20
ABILITY TO PROVIDE REALTIME ONLINE PRICING, INCLUDING

)
MULTIPLE SCENARIOS 23%

ABILITY TO OPTIMIZE RECOMMENDED PRODUCTS BASED ON

0,
BORROWER INPUT 23%

\.

« The ability for Bank/Asset and Income Data to be electronically submitted to the Agency
DU or LPA for integrated risk decision and rep/warrant relief consideration or Fannie Mae
Day 1 Certainty shows more lenders In Development than In Production.

= Lenders are actively pursuing Day 1 Certainty but just over a quarter of lenders are using this digital tool.
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All Capabilities - Ranked

General Communication, Application and Approval, Processing and Closing

e ™~
DIGITAL MORTGAGE CAPABILITIES - LAST 13
% IN PRODUCTION OR IN DEVELOPMENT

B In Production (Live) ® In Development

REFERRALSOURCE COLLABORATION PLATFORM THATENABLESTHE LO

TO TIE-INTHE REFERRAL SOURCETO THE ORIGINATION PROCESS AS..

DYNAMIC ONLINE APPLICATION FOR BORROWER INPUTTHROUGH
INTERVIEW

USE OF AGENCY SOLUTIONS FOR LOAN CLOSING DATA VALIDATION,

COMPLIANCE AND SALABILITY

TRACKING OF ALLBORROWER CONTACT ACROSS ALLCONTACT

METHODS

AN ONLINEDYNAMIC REQUIRED-DOCUMENT CHECKLIST THAT IS BASED
UPON BORROWER DATA

23%

22%

(o]
pr-]

(]
o

21%
21%

ABILITY TO SCHEDULE THE APPRAISAL APPOINTMENT ONLINE 18%

AN LO COLLABORATION PLATFORM THAT ENABLES THE BORROWER

o,
AND LOTO SHARE INFORMATION THROUGHOUT THE SALES PROCESS 15%

AN ELECTRONICRECORDATION PROCESS 15%
ONLINEAPPROVALPROVIDED TO BORROWERS 12%

ENTERPRISETEXTSOLUTION FORBORROWER INTERACTIONS

(=1
[=]
R

PRE-FILLBORROWER APPLICATION WITH DATA MINED FROM LENDER'S
VARIOUS CHANNELS ORENTERPRISEDATA REPOSITORIES

A CLOSING COLLABORATION PLATFORM THATENABLES ON-LINE
INTERACTIONS WITH 3RD PARTY CLOSING AGENTS

8%

8%

AN ELECTRONIC CLOSING (E-CLOSE) PROCESS 7%

\.

* For the bottom half of capabilities, less than 4 of the respondents have these
functionalities live.
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General Borrower Communication
Banks vs. Independents

GENERAL COMMUNICATIONS WITH BORROWER CAPABILITIES
% IN PRODUCTION AND IN DEVELOPMENT
H In Production (Live) In Development
M Bank (38)
BORROWERHAS THE ABILITY TO SELECT CONTACT METHOD, 32% 21% 53% m Al Lenders (73)
INCLUDING TYPE (PHONE, EMAIL, TEXT) AND FREQUENCY 16% 52% B Independent (35)
(CHANGES ONLY, WEEKLY UPDATE, ETC.) 40% 11% 51%
8% 18% 26%

ENTERPRISE TEXT SOLUTION FOR BORROWER INTERACTIONS 21% 30%

23% 34%

TRACKING OF ALLBORROWER CONTACTACROSSALLCONTACT 13% 16% 29%
METHODS (TEXT, EMAIL, ONLINE MESSAGING, VOICE CALLS, 12% 33%
CORRESPONDENCE) 8% 37%

| 32% 21% 53%

STATUSUPDATES PROVIDED AUTOMATICALLY TO BORROWER
(TEXT, EMAILOR MOBILE) = 14% 35%
6%  57%
LEAD MANAGEMENT OR CRM SYSTEM THAT ENABLES SALES TO 18% 61%
NURTURE RELATIONSHIPS WITHBORROWERS OVER AN 19% 74%
EXTENDED SALES TIMELINE 69% 20% 89%

* In general, the Independents are further along in adopting General Communication
capabilities than Banks.
= Particularly CRM systems which are being used by 69% of Independents versus 42% of Banks.

* The lowest adoption is Enterprise Text Solutions with only 10% of lenders live with this
functionality.

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.



SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

General Borrower Communication
Lenders with no CD Channel vs. Lenders with a CD Channel

' ™
GENERAL COMMUNICATIONS WITH BORROWER CAPABILITIES
% IN PRODUCTION AND IN DEVELOPMENT M Lenders w/o CD (32)
| In Production (Live) In Development B All Lenders (73)
M Lenders wf CD (41)
BORROWERHAS THE ABILITY TO SELECT CONTACT METHOD, 16% 50%
INCLUDING TYPE (PHONE, EMAIL, TEXT) AND FREQUENCY 16% 52%
(CHANGES ONLY, WEEKLY UPDATE, ETC.) 17% 54%

16% 31%

ENTERPRISE TEXT SOLUTION FOR BORROWER INTERACTIONS 21% 30%
5% 24% 29%

TRACKING OF ALL BORROWER CONTACTACROSS ALL CONTACT 13% 25%
METHODS (TEXT, EMAIL, ONLINE MESSAGING, VOICE CALLS, 12% 33%
CORRESPONDENCE) 27% 12% 39%
STATUSUPDATES PROVIDED AUTOMATICALLY TO BORROWER I 30%
(TEXT, EMAILOR MOBILE) 14% 55%
17% 59%
LEAD MANAGEMENT OR CRM SYSTEM THAT ENABLES SALES TO 47% 22% 69%
NURTURE RELATIONSHIPS WITH BORROWERS OVER AN 19% 74%
EXTENDED SALES TIMELINE 17% 78%
. /

«  STRATMOR hypothesized that lenders with Consumer Direct originations would be more
likely to adopt Digital capabilities. Our hypothesis was correct; these lender consistently
reported higher levels of adoption for General Communication capabilities and the other
categories.
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

General Borrower Communication
Large Lenders vs. Mid Sized Lenders

4 N
GENERAL COMMUNICATIONS WITH BORROWER CAPABILITIES
% IN PRODUCTION AND IN DEVELOPMENT m Large Lenders (21)
| In Production (Live) In Development m All Lenders (73)
m Mid Size Lenders (52)
BORROWER HAS THE ABILITY TO SELECT CONTACT METHOD, 14% 57%
INCLUDING TYPE (PHONE, EMAIL, TEXT) AND FREQUENCY 16% 52%
(CHANGES ONLY, WEEKLY UPDATE, ETC.) 17% 50%
14% 33%
ENTERPRISE TEXT SOLUTION FOR BORROWER INTERACTIONS 21% 30%
23% 29%
TRACKING OF ALL BORROWERCONTACTACROSSALL CONTACT 33% P633%
METHODS (TEXT, EMAIL, ONLINE MESSAGING, VOICE CALLS, 12% 33%
CORRESPONDENCE) 17% 33%
14% 67%
STATUS UPDATES PROVIDED AUTOMATICALLY TO BORROWER 14% s59%
(TEXT, EMAILOR MOBILE) -
13% 50%
LEAD MANAGEMENT OR CRM SYSTEM THAT ENABLESSALES TO 67% 19% 86%
NURTURE RELATIONSHIPS WITH BORROWERS OVER AN 19% 74%
EXTENDED SALES TIMELINE 19% 69%

« Large lenders (Over $5B in annual production) are ahead of the Mid-Size (Under $5B in
annual production) for all General Communication functionality and significantly ahead for
CRM and Status Updates.

Proprietary and Confidential
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval

Banks vs. Independents

APPLICATION AND APPROVAL CAPABILITIES
% IN PRODUCTION AND IN DEVELOPMENT

M In Production (Live) In Development
M Bank (38)
m Al Lenders (73)
42% 53%
DYNAMIC ONLINE APPLICATION FOR BORROWER INPUT s s6% M Independent (35)
THROUGH INTERVIEW (WIZARD STYLE LIKE TURBO TAX) J
26% 60%
PRE-FILLBORROWER APPLICATION WITH DATA MINED FROM — Th 329
LENDER’S VARIOUS CHANNELS OR ENTERPRISE DATA
{)
REPOSITORIES, E.G. CREDIT CARD, WEALTH MANAGEMENT, CAR, 16% 25%
SERVICING 9% 9% 17%

ABILITYFORBORROWERTO GRANT PERMISSION FOR LENDERTO
USETHIRD PARTY DATASERVICETO PULLBANK INFORMATION
DIRECTLY FROM THE SOURCE.

ABILITY FORTHE BORROWERTO EXECUTE DISCLOSURES ONLINE 81%

11% 89%

ONLINEAPPROVALPROVIDED TO BORROWERS 27% 40%

* For this group of capabilities, the results are more mixed with Independents outpacing
Banks for Online Application and Online Disclosures.

* Banks are leading in Pre-Filled Applications, Third Party Data Services to pull borrower
information and Online Approval notification.

Proprietary and Confidential
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval

Lenders with no CD Channel vs. Lenders with a CD Channel

p
APPLICATION AND APPROVAL CAPABILITIES W Lenders wio CD {32)
% IN PRODUCTION AND IN DEVELOPMENT B All Lenders (73)
H In Production (Live) In Development m Lenders w/ CD (41)
41% 66%
DYNAMIC ONLINE APPLICATION FOR BORROWER INPUT
THROUGH INTERVIEW (WIZARD STYLE LIKE TURBO TAX) ek 3% 56%
20% 29% 49%

PRE-FILLBORROWER APPLICATION WITHDATA MINED FROM i 32%
LENDER’S VARIOUS CHANNELS OR ENTERPRISE DATA 16% 5%
REPOSITORIES, E.G. CREDIT CARD, WEALTH MANAGEMENT, CAR, -
SERVICING i 17%
ABILITY FORBORROWER TO GRANT PERMISSION FOR LENDER TO 24% 32% 55%
USE THIRD PARTY DATA SERVICE TO PULL BANK INFORMATION 27% 55%
DIRECTLY FROM THE SOURCE. s | 23% sa%
18% 74%
ABILITY FOR THE BORROWER TO EXECUTE DISCLOSURES ONLINE 15% 81%
1%  89%
29% 45%
ONLINEAPPROVALPROVIDED TO BORROWERS 27% 40%
26% 34%

»  The contrast between Lenders w/CD and Lenders w/o CD is not as stark for Application and Approval
capabilities as it was for General Communication..

« Infact, Lenders w/o CD are ahead on Online Applications and Online Approvals.
 However, Lenders w/CD are significantly ahead in terms of online disclosures.

Proprietary and Confidential
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval

Large Lenders vs. Mid Sized Lenders

4 ™
APPLICATION AND APPROVAL CAPABILITIES AR
% IN PRODUCTION AND IN DEVELOPMENT m All Lenders (73)
® In Production (Live) = In Development B Mid 5ize Lenders (52)
| 19% |
DYNAMIC ONLINE APPLICATION FOR BORROWER INPUT 33%34% 52%56%
THROUGH INTERVIEW (WIZARD STYLE LIKETURBO TAX) — 58%
PRE-FILLBORROWER APPLICATION WITH DATA MINED 29% 43%
FROM LENDER’S VARIOUS CHANNELS OR ENTERPRISE 16% 25%
DATA REPOSITORIES, E.G. CREDIT CARD, WEALTH... 12% 17%
ABILITY FORBORROWERTO GRANT PERMISSION FOR 38% 57%
LENDERTO USE THIRD PARTY DATA SERVICETO PULL 27% 55%
BANK INFORMATION DIRECTLY FROM THE SOURCE. 23% 54%
I
ABILITY FORTHE BORROWER TO EXECUTE 57% — 90%
D1SCLOSURES ONLINE 15%  s1%
12%  77%
38% 43%
ONLINEAPPROVALPROVIDEDTO BORROWERS 27% 40%
23% 38%

« Large Lenders lead the Mid-Size companies for all Application and Approval capabilities
except a dynamic Online Application.

Proprietary and Confidential
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval

Banks vs. Independents

APPLICATION AND APPROVAL CAPABILITIES
% IN PRODUCTION AND IN DEVELOPMENT
| In Production (Live) In Development
H Bank (38)
m All Lenders (73)
% 2%
ABILITYTO PROVIDE REAL TIME ONLINE PRICING, INCLUDING M Independent (35)
MULTIPLE SCENARIOS 2% L 37%
1% 31%
ABILITYTO OPTIMIZE RECOMMENDED PRODUCTS BASED ON L &5 — 2%
BORROWER INPUT 15% 38%
17% 34%
INCOME DATA SHARED DIRECTLY THROUGH ONLINE s 20% L%
APPLICATION (E.G., EQUIFAX WORK NUMBER) i 52%
23% 43%
AN LO COLLABORATION PLATFORM THAT ENABLES THE
11!
BORROWERAND LO TO SHARE INFORMATION THROUGHOUT THE 2::6% 29;2%
SALES PROCESS (SCREEN SHARE, CHATTING, PRODUCT —
PRESENTMENT, ETC.) 6% 26%
18% as%
ONLINELOAN ESTIMATE (LE) FOR PRODUCT SELECTED 16% 42%
26% 14% 40%

» This set of capabilities is also related to the Application and Approval capabilities.

» For this group of functionalities, Banks lead the Independents.

* 61% of the Banks are either live or in development for Income Data being shared through
an online application.

Proprietary and Confidential
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval

Lenders with no CD Channel vs. Lenders with a CD Channel

APPLICATION AND APPROVAL CAPABILITIES
% IN PRODUCTION AND IN DEVELOPMENT
| In Production (Live) In Development

B Lenders wfo CD (32)
B All Lenders (73)
m Lenders w/ CD {41)

TR 5% 15%

ABILITY TO PROVIDE REAL TIME ONLINE PRICING, INCLUDING — 750
MULTIPLE SCENARIOS 2
22% 51%
ABILITYTO OPTIMIZE RECOMMENDED PRODUCTS BASED ON I =5 19%
0
BORROWER INPUT 15% 38%
L 29% 24% 54%
INCOME DATA SHARED DIRECTLY THROUGH ONLINE 285 47%
APPLICATION (E.G., EQUIFAX WORK NUMBER) e 26% 52%
24% 56%
AN LO COLLABORATION PLATFORM THAT ENABLES THE 0% 285%
6
BORROWERAND LO TO SHARE INFORMATION THROUGHOUT THE i T 2050
SALES PROCESS (SCREEN SHARE, CHATTING, PRODUCT | 15% ]
PRESENTMENT, ETC.) 17% 29%
19% 16% 34%
ONLINE LOAN ESTIMATE (LE) FOR PRODUCT SELECTED 16% 42%
17% 49%
- 4

* As with the other Application and Approval capabilities, the Lenders with CD are further
along than those Lenders without CD.

* More than half of the Lenders with CD are live or in development on all capabilities except
an LO Collaboration Platform.

Proprietary and Confidential
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval

Large Lenders vs. Mid Sized Lenders

APPLICATION AND APPROVAL CAPABILITIES m Large Lenders (21)
% IN PRODUCTION AND IN DEVELOPMENT :ﬂ::i’;":{;ﬁrmz]
H In Production (Live) = In Development

| 14% |
ABILITYTO PROVIDE REAL TIME ONLINE PRICING, 99‘ — 33%37%
INCLUDING MULTIPLE SCENARIOS -

12%  38%

L 29% |
ABILITYTO OPTIMIZE RECOMMENDED PRODUCTS — 19%33% 48%
BASED ON BORROWER INPUT — 2550

. 38% |
INCOME DATA SHARED DIRECTLY THROUGH ONLINE 265 e so5 57%
APPLICATION (E.G., EQUIFAX WORK NUMBER) — son

AN LO COLLABORATION PLATFORM THAT ENABLES THE 14% 33%
BORROWERAND LO TO SHARE INFORMATION 14% 29%
THROUGHOUT THE SALES PROCESS (SCREEN SHARE,... 13% 27%

14% 48%
ONLINELOAN ESTIMATE (LE) FORPRODUCT SELECTED 16% 42%

17% 40%

\.

« Other than Real-Time Online Pricing, Large Lenders are ahead of Mid-Size Lenders for
these Application and Approval capabilities.
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Loan Processing
Banks vs. Independents

'a I
LOAN PROCESSING CAPABILITIES M Bank (38)
% IN PRODUCTION AND IN DEVELOPMENT m All Lenders (73)
m In Production (Live) In Development B Independent (35)
AN ONLINE DYNAMIC REQUIRED-DOCUMENT CHECKLIST THAT IS 13"164% g::
BASED UPONBORROWER DATA 9%  34%
REFERRALSOURCE COLLABORATION PLATFORM(S) THAT ENABLES 21% 37%
THE LO TO TIE-INTHE REFERRALSOURCE (E.G., A REALTOR, 18% 41%
BUILDER, BANK PARTNER, WEALTH MANAGEMENT, AFFINITY... 14% 46%
13% 26%
ABILITYTO SCHEDULE THE APPRAISALAPPOINTMENT ONLINE 10% 27%
6% | 29%
11% 24%
ABILITYFORTHE BORROWERTO PAY THE APPRAISALFEE ONLINE 12% 38%
14% 54%
RESPONDTO CONDITIONS ONLINE 14% 80%
THE ABILITY FOR BANK/ASSET AND INCOME DATATO BE 32% 58%
ELECTRONICALLY SUBMITTED TO THE AGENCY DU OR LPA FOR 34% 60%
INTEGRATED RISK DECISION AND REP/WARRANT RELIEF... 37% 63%
APPRAISAL DATA SUBMITTED FOR AGENCY REVIEW FOR lia;; 645;%
- a9% O]
REP/WARRANT RELIEF. (EX: COLLATERAL UNDERWRITER 1% 63%
.

« For Loan Processing Digital Functionality, the Independents are outpacing the Banks.
*  80% of Independents are live or in development with the Ability for Borrower to Upload Documents.

« Banks are slightly ahead for Appraisal Data submission when we look at in production and in
development, but more of the Independents are live with the functionality.

Proprietary and Confidential
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STRATMOR ADOPTION OF DIGITAL MORTGAGE

Loan Processing
Lenders with no CD Channel vs. Lenders with a CD Channel

LOAN PROCESSING CAPABILITIES
% IN PRODUCTION AND IN DEVELOPMENT
m In Production (Live) In Development

B Lenders wfo CD (32)
B All Lenders (73)
m Lenders w/ CD {41)

AN ONLINE DYNAMIC REQUIRED-DOCUMENT CHECKLIST THAT IS 139:4% 31%34%
BASEDUPONBORROWER DATA 15% 37%

REFERRALSOURCE COLLABORATION PLATFORM(S) THAT ENABLES 16% 38%

THE LOTO TIE-INTHE REFERRALSOURCE (E.G., A REALTOR, 18% 41%
BUILDER, BANK PARTNER, WEALTH MANAGEMENT, AFFINITY... 20% 44%

6%  25%
ABILITYTO SCHEDULETHE APPRAISALAPPOINTMENT ONLINE 10% | 27%
12% 29%

9% 47%
ABILITY FORTHE BORROWERTO PAY THE APPRAISALFEE ONLINE 12% 38%
15% 32%

R O R oo OAD DO CUMENTS AND 16% o 7a%
RESPONDTO CONDITIONS ONLINE 22% 76%

THE ABILITY FOR BANK/ASSET AND INCOME DATA TO BE 41% 59%
ELECTRONICALLY SUBMITTED TO THE AGENCY DU OR LPA FOR 34% 60%
INTEGRATED RISK DECISION AND REP/WARRANT RELIEF... 29% 61%

APPRAISAL DATA SUBMITTED FOR AGENCY REVIEW FOR kSR 9%
REP/WARRANT RELIEF. (EX: COLLATERAL UNDERWRITER 15% 61%

«  For some of the Loan Processing functions — Online Appraisal Fee Payment and Appraisal Submission
to Agency — Lenders without CD have adopted faster than the Lenders with CD.

 However, the CD Lenders are more likely to have a Dynamic Online Checklist, Referral Source
Collaboration Platforms, Online Appraisal Scheduling, Document Upload and Asset and Income Data
to be Electronically Submitted.
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Loan Processing

Large Lenders vs. Mid Sized Lenders

-
LOAN PROCESSING CAPABILITIES TR
% IN PRODUCTION AND IN DEVELOPMENT w All Lenders (73)
® In Production (Live) = In Development B Mid Size Lenders (52)
AN ONLINE DYNAMIC REQUIRED-DOCUMENT CHECKLIST Y07 S 14% 38%

THAT ISBASEDUPON BORROWER DATA

REFERRALSOURCECOLLABORATION PLATFORM(S)
THAT ENABLESTHELO TO TIE-IN THE REFERRAL..

ABILITYTO SCHEDULETHE APPRAISALAPPOINTMENT
ONLINE

ABILITYFORTHE BORROWERTO PAY THE APPRAISAL
FEE ONLINE

ABILITYFORTHE BORROWERTO UPLOAD DOCUMENTS
AND RESPONDTO CONDITIONSONLINE

THE ABILITY FOR BANK/ASSET AND INCOME DATATO

BE ELECTRONICALLY SUBMITTEDTO THE AGENCY DU...

APPRAISALDATASUBMITTED FORAGENCY REVIEW FOR
REP/WARRANT RELIEF. (EX: COLLATERAL...

.

| 21% | 14% 34%
L 109% | 13% 33%

| 19% | 24% 43%
| 23% | 18% 41%
L 25% | 15% 40%

ST 10%  24%
IS T 10% 0 27%
ST 10% 29%

S 7 5% 24%
6% 12% 38%

I - 19% 86%
- -/ A—— 16% 74%
T —— 15% 69%

| 24% | 48% 71%
T 34% 60%
L 27% | 29% 56%

| 43% 00000 ] 24% 67%
| 49% 0000000 | 15% 64%
I .. 12% 63%

» Except for Online Appraisal Scheduling, Large Lenders are further along with Digital Loan

Processing functionality.
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Closing

Banks vs. Independents

CLOSING CAPABILITIES
% IN PRODUCTION AND IN DEVELOPMENT
M In Production (Live) In Development = Bank (38)
m Al Lenders (73)
M Independent (35
SR 21% P (33)
A CLOSING COLLABORATION PLATFORM THAT ENABLES ON-LINE 1% 15
INTERACTIONS WITH 3RD PARTY CLOSING AGENTS i 20%
USE OF AGENCY SOLUTIONS FOR LOAN DELIVERY DATA (ULDD) 16% 55%
VALIDATION, COMPLIANCE AND LOAN SALABILITY (E.G. 19% 59%
EARLYCHECK, LOAN QUALITY ADVISOR). 23% 63%
USE OF AGENCY SOLUTIONS FOR LOAN CLOSING DATA (ULCLD) IS 21% 45%
VALIDATION, COMPLIANCE AND SALABILITY ( E.G. LOAN 22% 44%
CLOSING ADVISOR) 24% 44%
11% 21%
AN ELECTRONIC CLOSING (E-CLOSE) PROCESS 12% 19%
3% 17%
3%| 14%
PFETIN 5% 18%
AN ELECTRONIC RECORDATION PROCESS 7% 22%
9% | 26%
13% 66%
AN ONLINEBORROWER SATISFACTION SURVEY PROCESS 8%  68%
- T N 3%, 1%

* In terms of Digital Closing, the Independents lead the Banks in Online Borrower
Satisfaction, Electronic Recordation and Use of Agency Solutions for Loan Delivery Data.

« The Banks are leading slightly in Closing Collaboration Platform, Agency Solution for
Loan Closing Data and Electronic Closing.
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Closing
Lenders with no CD Channel vs. Lenders with a CD Channel

- D
CLOSING CAPABILITIES B Lenders wio CD {32)
% IN PRODUCTION AND IN DEVELOPMENT H All Lenders (73)
® In Production (Live) In Development ® Lenders w/ CD {41)

A CLOSING COLLABORATION PLATFORM THAT ENABLES ON-LINE 13:;% 19:?%
0
INTERACTIONS WITH 3RD PARTY CLOSING AGENTS 12% 22%
USE OF AGENCY SOLUTIONS FOR LOAN DELIVERY DATA (ULDD) 13% 63%

VALIDATION, COMPLIANCE AND LOAN SALABILITY (E.G. 19% 59%
EARLYCHECK, LOAN QUALITY ADVISOR). 24% 56%
USE OF AGENCY SOLUTIONS FOR LOAN CLOSING DATA (ULCLD) 13% 48%
VALIDATION, COMPLIANCE AND SALABILITY ( E.G. LOAN 22% 44%
CLOSING ADVISOR) | 12% | 29% 41%
3% 13% 16%
AN ELECTRONIC CLOSING (E-CLOSE) PROCESS |HEEA 12% 19%

| 7% |
12% 22%

9% 22%
AN ELECTRONIC RECORDATION PROCESS 7% 22%
5% 22%

6%  56%
AN ONLINE BORROWER SATISFACTION SURVEY PROCESS 60% 8%  68%

68% 10% 78%

* Lender with CD have adopted Online Borrower Satisfaction, Electronic Closing and
Closing Collaboration in greater numbers than the Lenders without CD.

* Lenders without CD are more like to be live or in development in ULDD and ULCLD.
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Closing
Large Lenders vs. Mid Sized Lenders

' ™
CLOSING CAPABILITIES
m Large Lenders (21)
% IN PRODUCTION AND IN DEVELOPMENT w All Lenders (73)
| In Production (Live) = In Development u Mid Size Lenders (52
A CLOSING COLLABORATION PLATFORM THAT ENABLES 10%  24%
ON-LINEINTERACTIONS WITH 3RD PARTY CLOSING 12% 21%
AGENTS 13% 19%
USE OF AGENCY SOLUTIONS FORLOAN DELIVERY DATA 24% 62%
(ULDD) VALIDATION, COMPLIANCE AND LOAN 19% 59%
SALABILITY (E.G. EARLYCHECK, LOAN QUALITY... 17% 58%
USE OF AGENCY SOLUTIONS FOR LOAN CLOSING DATA 24% 48%
(ULCLD) VALIDATION, COMPLIANCE AND SALABILITY ( 22% 44%
E.G. LOAN CLOSING ADVISOR) 22% 43%
14% 24%

AN ELECTRONICCLOSING (E-CLOSE) PROCESS 12% 19%
12% 17%

I TR 5% 24%
AN ELECTRONICRECORDATION PROCESS 7% 22%
8% 21%
10%  86%
AN O“L‘“EBO““OF‘,";EJ‘CSE‘:E‘SF“T‘O”5““"” 8%  68%
8%  62%

« Large Lenders have adopted Digital Closing capabilities in greater numbers than the Mid-
Size Lenders.

« The Large Lenders are much more likely to have Online Borrower Satisfaction Surveys at
76% In Production versus only 54% at Mid-Size Lenders.
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How complete is your company’s Digital Mortgage

n ] n n | ] ]
capabilities in terms of general borrower communication?
In Production In Not Sure / Do
In Plannin, Not Started Not Doin,
(Live) Development < . Not Know
# of Responses
Borrower has the ability to select contact method, including type
(phone, email, text) and frequency (changes only, weekly update,
etc.) 26.00 12.00 16.00 8.00 9.00 2.00
Enterprise text solution for borrower interactions 7.00 15.00 22.00 14.00 10.00 5.00
Tracking of all borrower contact across all contact methods (text,
email, online messaging, voice calls, correspondence) 15.00 9.00 24.00 12.00 12.00 1.00
Status updates provided automatically to borrower (text, email or
mobile) 30.00 10.00 24.00 3.00 5.00 1.00
Lead management or CRM system that enables sales to nurture
relationships with borrowers over an extended sales timeline 40.00 14.00 9.00 4.00 5.00 1.00
% of Total
Borrower has the ability to select contact method, including type
(phone, email, text) and frequency (changes only, weekly update,
etc.) 36% 16% 22% 11% 12% 3%
Enterprise text solution for borrower interactions 10% 21% 30% 19% 14% 7%
Tracking of all borrower contact across all contact methods (text,
email, online messaging, voice calls, correspondence) 21% 12% 33% 16% 16% 1%
Status updates provided automatically to borrower (text, email or
mobile) 41% 14% 33% 4% 7% 1%
Lead management or CRM system that enables sales to nurture
relationships with borrowers over an extended sales timeline 55% 19% 12% 5% 7% 1%
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General Borrower Communication
Banks vs. Independents

Independent
i P;Zi‘;j"o" Devel l:;:ment In Planning | Not Started Not Doing Ntlrvt;u’::‘{:o Iz P;Zg:;'on Devel l:;:ment In Planning | Not Started Not Doing N‘;vt:tu’::‘{:o
# of Responses
Borrower has the ability to select contact method, including type
(phone, email, text) and frequency (changes only, weekly update,
etc.) 12.00 8.00 8.00 4.00 4.00 2.00 14.00 4.00 8.00 4.00 5.00 0.00
Enterprise text solution for borrower interactions 3.00 7.00 12.00 8.00 5.00 3.00 4.00 8.00 10.00 6.00 5.00 2.00,
Tracking of all borrower contact across all contact methods (text,
email, online messaging, voice calls, correspondence) 5.00 6.00 12.00 6.00 8.00 1.00 10.00 3.00 12.00 6.00 4.00 0.00
Status updates provided automatically to borrower (text, email or
mobile) 12.00 8.00 12.00 2.00 3.00 1.00 18.00 2.00 12.00 1.00 2.00 0.00,
Lead management or CRM system that enables sales to nurture
relationships with borrowers over an extended sales timeline 16.00 7.00 7.00 4.00 3.00 1.00 24.00 7.00 2.00 0.00 2.00 0.00
% of Total

Borrower has the ability to select contact method, including type
(phone, email, text) and frequency (changes only, weekly update,
etc.) 32% 21% 21% 11% 11% 5% 40% 11% 23% 11% 14% 0%
Enterprise text solution for borrower interactions 8% 18% 32% 21% 13% 8% 11% 23% 29% 17% 14% 6%
Tracking of all borrower contact across all contact methods (text,
email, online messaging, voice calls, correspondence) 13% 16% 32% 16% 21% 3% 29% 9% 34% 17% 11% 0%
Status updates provided automatically to borrower (text, email or
mobile) 32% 21% 32% 5% 8% 3% 51% 6% 34% 3% 6% 0%
Lead management or CRM system that enables sales to nurture
relationships with borrowers over an extended sales timeline 42% 18% 18% 11% 8% 3% 69% 20% 6% 0% 6% 0%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

General Borrower Communication
Lenders with no CD Channel vs. Lenders with a CD Channel

Lenders with no CD Lenders with CD

In Production In Not Sure / Do | In Production In Not Sure / Do
In Plannii Not Started Not Doil In Planni Not Started Not Doil
(Live) Development ntanniag arte oing Not Know (Live) Development nitanning ot Starte ong Not Know

# of Responses

Borrower has the ability to select contact method, including type

(phone, email, text) and frequency (changes only, weekly update, etc.) 11.00 5.00 3.00 6.00 6.00 1.00| 15.00 7.00 13.00 2.00 3.00 1.00

Enterprise text solution for borrower interactions 5.00 5.00 7.00 7.00 5.00 3.00 2.00 10.00 15.00 7.00 5.00 2.00

Tracking of all borrower contact across all contact methods (text, email,

online messaging, voice calls, correspondence) 4.00 4.00 8.00 8.00 7.00 1.00 11.00 5.00 16.00 4.00 5.00 0.00

Status upd provided ically to borrower (text, email or

mobile) 13.00 3.00 10.00 2.00 3.00 1.00 17.00 7.00 14.00 1.00 2.00 0.00|

Lead management or CRM system that enables sales to nurture

relationships with borrowers over an extended sales timeline 15.00 7.00 3.00 2.00 4.00 1.00| 25.00 7.00 6.00 2.00 1.00 0.00|
% of Total

Borrower has the ability to select contact method, including type

(phone, email, text) and frequency (changes only, weekly update, etc.) 34% 16% 9% 19% 19% 3% 37% 17% 32% 5% 7% 2%

Enterprise text solution for borrower interactions 16% 16% 22% 22% 16% 9% 5% 24% 37% 17% 12% 5%

Tracking of all borrower contact across all contact methods (text, email,

online messaging, voice calls, correspondence) 13% 13% 25% 25% 22% 3% 27% 12% 39% 10% 12% 0%

Status upd provided ically to borrower (text, email or

mobile) 41% 9% 31% 6% 9% 3% 41% 17% 34% 2% 5% 0%

Lead management or CRM system that enables sales to nurture

relationships with borrowers over an extended sales timeline 47% 22% 9% 6% 13% 3% 61% 17% 15% 5% 2% 0%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




STRATMOR

GROUP

SPOTLIGHT SURVEYS

ADOPTION OF DIGITAL MORTGAGE

General Borrower Communication
Mid Sized Lenders vs. Large Lenders

Mid Size
In Production In Not Sure / Do | In Production In Not Sure / Do
(Live) Bl In Planning Not Started Not Doing Not Know (Live) BTG In Planning Not Started Not Doing Not Know
# of Responses
Borrower has the ability to select contact method, including type (phone,
email, text) and frequency (changes only, weekly update, etc.) 17.00 9.00 10.00 7.00 7.00 2.00 9.00 3.00 6.00 1.00 2.00 0.00
Enterprise text solution for borrower interactions 3.00 12.00 16.00 9.00 7.00 5.00 4.00 3.00 6.00 5.00 3.00 0.00
Tracking of all borrower contact across all contact methods (text, email,
online messaging, voice calls, correspondence) 8.00 9.00 17.00 8.00 9.00 1.00 7.00 0.00 7.00 4.00 3.00 0.00
Status updates provided automatically to borrower (text, email or mobile) 19.00 7.00 19.00 2.00 4.00 1.00 11.00 3.00 5.00 1.00 1.00 0.00
Lead management or CRM system that enables sales to nurture
relationships with borrowers over an extended sales timeline 26.00 10.00 6.00 4.00 5.00 1.00 14.00 4.00 3.00 0.00 0.00 0.00
% of Total
Borrower has the ability to select contact method, including type (phone,
email, text) and frequency (changes only, weekly update, etc.) 33% 17% 19% 13% 13% 4% 43% 14% 29% 5% 10% 0%
Enterprise text solution for borrower interactions 6% 23% 31% 17% 13% 10% 19% 14% 29% 24% 14% 0%
Tracking of all borrower contact across all contact methods (text, email,
online messaging, voice calls, correspondence) 15% 17% 33% 15% 17% 2% 33% 0% 33% 19% 14% 0%
Status updates provided automatically to borrower (text, email or mobile) 37% 13% 37% 4% 8% 2% 52% 14% 24% 5% 5% 0%
Lead management or CRM system that enables sales to nurture
relationships with borrowers over an extended sales timeline 50% 19% 12% 8% 10% 2% 67% 19% 14% 0% 0% 0%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

How complete is your company’s Digital Mortgage
capabilities in terms of application and approval?

In Production In Not Sure / Do
In Plannin, Not Started Not Doin
(Live) Development < . Not Know

# of Responses

Dynamic online application for borrower input through
interview (wizard style like turbo tax) 16.00 25.00 26.00 4.00 1.00 1.00
Pre-fill borrower application with data mined from
Lender’s various channels or enterprise data
repositories, e.g. credit card, wealth management, car,
servicing 6.00 12.00 20.00 19.00 15.00 1.00
Ability for borrower to grant permission for Lender to
use third party data service to pull Bank information

directly from the source. 20.00 20.00 19.00 8.00 4.00 2.00

Ability for the borrower to execute disclosures online 48.00 11.00 8.00 2.00 2.00 2.00

Online approval provided to borrowers 9.00 20.00 28.00 7.00 7.00 2.00
% of Total

Dynamic online application for borrower input through
interview (wizard style like turbo tax) 22% 34% 36% 5% 1% 1%
Pre-fill borrower application with data mined from
Lender’s various channels or enterprise data
repositories, e.g. credit card, wealth management, car,
servicing 8% 16% 27% 26% 21% 1%
Ability for borrower to grant permission for Lender to
use third party data service to pull Bank information

directly from the source. 27% 27% 26% 11% 5% 3%
Ability for the borrower to execute disclosures online 66% 15% 11% 3% 3% 3%
Online approval provided to borrowers 12% 27% 38% 10% 10% 3%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

How complete is your company’s Digital Mortgage
capabilities in terms of application and approval?

In Production In Not Sure / Do
In Plannin, Not Started Not Doin
(Live) Development ihg ing Not Know

# of Responses

Ability to provide real time online pricing, including

multiple scenarios 17.00 10.00 24.00 8.00 14.00 0.00
Ability to optimize recommended products based on

borrower input 17.00 11.00 21.00 14.00 10.00 0.00
Income Data shared directly through online application

(e.g., Equifax Work Number) 19.00 19.00 21.00 10.00 4.00 0.00

An LO collaboration platform that enables the borrower
and LO to share information throughout the sales
process (screen share, chatting, product presentment,

etc.) 11.00 10.00 19.00 21.00 12.00 0.00
Online Loan Estimate (LE) for product selected 19.00 12.00 16.00 15.00 11.00 0.00
% of Total

Ability to provide real time online pricing, including

multiple scenarios 23% 14% 33% 11% 19% 0%
Ability to optimize recommended products based on

borrower input 23% 15% 29% 19% 14% 0%
Income Data shared directly through online application

(e.g., Equifax Work Number) 26% 26% 29% 14% 5% 0%

An LO collaboration platform that enables the borrower
and LO to share information throughout the sales

process (screen share, chatting, product presentment,
etc.) 15% 14% 26% 29% 16% 0%

Online Loan Estimate (LE) for product selected 26% 16% 22% 21% 15% 0%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval

Banks vs. Independents

Independent

In Production In Not Sure / Do |In Production In Not Sure / Do
In Pl il N N i In Pl ii N N i
(Live) Development In Planning ot Started ot Doing Not Know (Live) Development In Planning ot Started ot Doing Not Know

# of Responses

Dynamic online application for borrower input through
interview (wizard style like turbo tax) 4.00 16.00 13.00 3.00 1.00 1.00 12.00 9.00 13.00 1.00 0.00 0.00
Pre-fill borrower application with data mined from
Lender’s various channels or enterprise data
repositories, e.g. credit card, wealth management, car,
servicing 3.00 9.00 11.00 8.00 6.00 1.00 3.00 3.00 9.00 11.00 9.00 0.00
Ability for borrower to grant permission for Lender to
use third party data service to pull Bank information

directly from the source. 9.00 12.00 8.00 6.00 2.00 1.00 11.00 8.00 11.00 2.00 2.00 1.00

Ability for the borrower to execute disclosures online 21.00 7.00 5.00 2.00 1.00 2.00 27.00 4.00 3.00 0.00 1.00 0.00

Online approval provided to borrowers 6.00 11.00 11.00 5.00 4.00 1.00 3.00 9.00 17.00 2.00 3.00 1.00
% of Total

Dynamic online application for borrower input through
interview (wizard style like turbo tax) 11% 42% 34% 8% 3% 3% 34% 26% 37% 3% 0% 0%
Pre-fill borrower application with data mined from
Lender’s various channels or enterprise data
repositories, e.g. credit card, wealth management, car,
servicing 8% 24% 29% 21% 16% 3% 9% 9% 26% 31% 26% 0%
Ability for borrower to grant permission for Lender to
use third party data service to pull Bank information

directly from the source. 24% 32% 21% 16% 5% 3% 31% 23% 31% 6% 6% 3%
Ability for the borrower to execute disclosures online 55% 18% 13% 5% 3% 5% 77% 11% 9% 0% 3% 0%
Online approval provided to borrowers 16% 29% 29% 13% 11% 3% 9% 26% 49% 6% 9% 3%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval

Banks vs. Independents

Independent

In Production In Not Sure / Do | In Production In Not Sure / Do
In Plannin, Not Started | Not Doin In Plannin, Not Started | Not Doin
(Live) Development g g Not Know (Live) Development g g Not Know

# of Responses

Ability to provide real time online pricing, including

multiple scenarios 10.00 6.00 13.00 4.00 5.00 0.00 7.00 4.00 11.00 4.00 9.00 0.00
Ability to optimize recommended products based on

borrower input 11.00 5.00 10.00 8.00 4.00 0.00 6.00 6.00 11.00 6.00 6.00 0.00
Income Data shared directly through online application

(e.g., Equifax Work Number) 12.00 11.00 8.00 5.00 2.00 0.00 7.00 8.00 13.00 5.00 2.00 0.00

An LO collaboration platform that enables the borrower
and LO to share information throughout the sales
process (screen share, chatting, product presentment,

etc.) 4.00 8.00 10.00 11.00 5.00 0.00 7.00 2.00 9.00 10.00 7.00 0.00
Online Loan Estimate (LE) for product selected 10.00 7.00 9.00 6.00 6.00 0.00 9.00 5.00 7.00 9.00 5.00 0.00
% of Total

Ability to provide real time online pricing, including

multiple scenarios 26% 16% 34% 11% 13% 0% 20% 11% 31% 11% 26% 0%
Ability to optimize recommended products based on

borrower input 29% 13% 26% 21% 11% 0% 17% 17% 31% 17% 17% 0%
Income Data shared directly through online application

(e.g., Equifax Work Number) 32% 29% 21% 13% 5% 0% 20% 23% 37% 14% 6% 0%

An LO collaboration platform that enables the borrower
and LO to share information throughout the sales

process (screen share, chatting, product presentment,
etc.) 11% 21% 26% 29% 13% 0% 20% 6% 26% 29% 20% 0%

Online Loan Estimate (LE) for product selected 26% 18% 24% 16% 16% 0% 26% 14% 20% 26% 14% 0%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval
Lenders with no CD Channel vs. Lenders with a CD Channel

Lenders with no CD Lenders with CD
In In Not Sure / In In Not Sure /
Production | Developme |In Planning | Not Started | Not Doing Do Not | Production | Developme |In Planning | Not Started | Not Doing Do Not
(Live) nt Know (Live) nt Know

# of Responses

Dynamic online application for borrower input through
interview (wizard style like turbo tax) 8.00 13.00 6.00 3.00 1.00 1.00 8.00 12.00 20.00 1.00 0.00 0.00
Pre-fill borrower application with data mined from
Lender’s various channels or enterprise data
repositories, e.g. credit card, wealth management, car,
servicing 3.00 2.00 5.00 10.00 11.00 1.00 3.00 10.00 15.00 9.00 4.00 0.00
[Ability for borrower to grant permission for Lender to
use third party data service to pull Bank information

directly from the source. 8.00 8.00 8.00 4.00 2.00 2.00 12.00 12.00 11.00 4.00 2.00 0.00

Ability for the borrower to execute disclosures online 22.00 2.00 3.00 2.00 2.00 1.00 26.00 9.00 5.00 0.00 0.00 1.00

Online approval provided to borrowers 5.00 7.00 12.00 4.00 3.00 1.00 4.00 13.00 16.00 3.00 4.00 1.00
% of Total

Dynamic online application for borrower input through
interview (wizard style like turbo tax) 25% 41% 19% 9% 3% 3% 20% 29% 49% 2% 0% 0%
|Pre-fill borrower application with data mined from
Lender’s various channels or enterprise data
repositories, e.g. credit card, wealth management, car,
servicing 9% 6% 16% 31% 34% 3% 7% 24% 37% 22% 10% 0%
Ability for borrower to grant permission for Lender to
use third party data service to pull Bank information

directly from the source. 25% 25% 25% 13% 6% 6% 29% 29% 27% 10% 5% 0%
Ability for the borrower to execute disclosures online 69% 6% 9% 6% 6% 3% 63% 22% 12% 0% 0% 2%
Online approval provided to borrowers 16% 22% 38% 13% 9% 3% 10% 32% 39% 7% 10% 2%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




STRATMOR

GROUP

SPOTLIGHT SURVEYS

ADOPTION OF DIGITAL MORTGAGE

Application and Approval
Lenders with no CD Channel vs. Lenders with a CD Channel

Lenders with no CD

Lenders with CD

( P'Zt:tmn Devehl;}':ment In Planning | NotStarted | Not Doing N‘:;‘;(’:: :o 5 Pr(z:,ue;ﬂon G Ig;':ment In Planning | Not Started | Not Doing N‘:;‘;(’:::o
# of Responses
Ability to provide real time online pricing, including
multiple scenarios 5.00 1.00 12.00 7.00 7.00 0.00 12.00 9.00 12.00 1.00 7.00 0.00
Ability to optimize recommended products based on
borrower input 5.00 1.00 11.00 9.00 6.00 0.00 12.00 10.00 10.00 5.00 4.00 0.00
Income Data shared directly through online application
(e.g., Equifax Work Number) 6.00 9.00 10.00 4.00 3.00 0.00 13.00 10.00 11.00 6.00 1.00 0.00
An LO collaboration platform that enables the borrower
and LO to share information throughout the sales
process (screen share, chatting, product presentment,
etc.) 6.00 3.00 9.00 8.00 6.00 0.00 5.00 7.00 10.00 13.00 6.00 0.00
Online Loan Estimate (LE) for product selected 6.00 5.00 5.00 10.00 6.00 0.00 13.00 7.00 11.00 5.00 5.00 0.00
% of Total

Ability to provide real time online pricing, including
multiple scenarios 16% 3% 38% 22% 22% 0% 29% 22% 29% 2% 17% 0%
Ability to optimize recommended products based on
borrower input 16% 3% 34% 28% 19% 0% 29% 24% 24% 12% 10% 0%
Income Data shared directly through online application
(e.g., Equifax Work Number) 19% 28% 31% 13% 9% 0% 32% 24% 27% 15% 2% 0%
An LO collaboration platform that enables the borrower
and LO to share information throughout the sales
process (screen share, chatting, product presentment,
etc.) 19% 9% 28% 25% 19% 0% 12% 17% 24% 32% 15% 0%
Online Loan Estimate (LE) for product selected 19% 16% 16% 31% 19% 0% 32% 17% 27% 12% 12% 0%

Proprietary and Confidential

Powering Performance. Together.

Not for External Distribution




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Application and Approval
Mid Sized Lenders vs. Large Lenders

Mid Size
In In Not Sure / In In Not Sure /
Production | Developme |In Planning | Not Started | Not Doing Do Not | Production | Developme |In Planning | Not Started | Not Doing Do Not
(Live) nt Know (Live) nt Know

# of Responses

Dynamic online application for borrower input through
interview (wizard style like turbo tax) 12.00 18.00 17.00 3.00 1.00 1.00 4.00 7.00 9.00 1.00 0.00 0.00
Pre-fill borrower application with data mined from
Lender’s various channels or enterprise data
repositories, e.g. credit card, wealth management, car,
servicing 3.00 6.00 15.00 13.00 14.00 1.00 3.00 6.00 5.00 6.00 1.00 0.00
Ability for borrower to grant permission for Lender to
use third party data service to pull Bank information

directly from the source. 16.00 12.00 14.00 5.00 3.00 2.00 4.00 8.00 5.00 3.00 1.00 0.00

Ability for the borrower to execute disclosures online 34.00 6.00 7.00 2.00 2.00 1.00 14.00 5.00 1.00 0.00 0.00 1.00

Online approval provided to borrowers 8.00 12.00 22.00 5.00 4.00 1.00 1.00 8.00 6.00 2.00 3.00 1.00
% of Total

Dynamic online application for borrower input through
interview (wizard style like turbo tax) 23% 35% 33% 6% 2% 2% 19% 33% 43% 5% 0% 0%
Pre-fill borrower application with data mined from
Lender’s various channels or enterprise data
repositories, e.g. credit card, wealth management, car,
servicing 6% 12% 29% 25% 27% 2% 14% 29% 24% 29% 5% 0%
Ability for borrower to grant permission for Lender to
use third party data service to pull Bank information

directly from the source. 31% 23% 27% 10% 6% 4% 19% 38% 24% 14% 5% 0%
Ability for the borrower to execute disclosures online 65% 12% 13% 4% 4% 2% 67% 24% 5% 0% 0% 5%
Online approval provided to borrowers 15% 23% 42% 10% 8% 2% 5% 38% 29% 10% 14% 5%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




STRATMOR

GROUP

SPOTLIGHT SURVEYS

ADOPTION OF DIGITAL MORTGAGE

Application and Approval
Mid Sized Lenders vs. Large Lenders

Mid Size
In P’&Z[‘;‘;ﬂon Deveh':’:rment In Planning | NotStarted | Not Doing Nﬁ;‘;(’:({:o In Pz:::)'tlon Deve I::ament In Planning | Not Started | Not Doing N:ltostl;(r:‘{:o
# of Responses
Ability to provide real time online pricing, including
multiple scenarios 14.00 6.00 15.00 7.00 10.00 0.00 3.00 4.00 9.00 1.00 4.00 0.00
Ability to optimize recommended products based on
borrower input 11.00 7.00 15.00 12.00 7.00 0.00 6.00 4.00 6.00 2.00 3.00 0.00
Income Data shared directly through online application
(e.g., Equifax Work Number) 11.00 15.00 16.00 6.00 4.00 0.00 8.00 4.00 5.00 4.00 0.00 0.00
An LO collaboration platform that enables the borrower
and LO to share information throughout the sales
process (screen share, chatting, product presentment,
etc.) 7.00 7.00 15.00 15.00 8.00 0.00 4.00 3.00 4.00 6.00 4.00 0.00
Online Loan Estimate (LE) for product selected 12.00 9.00 11.00 13.00 7.00 0.00 7.00 3.00 5.00 2.00 4.00 0.00
% of Total

Ability to provide real time online pricing, including
multiple scenarios 27% 12% 29% 13% 19% 0% 14% 19% 43% 5% 19% 0%
Ability to optimize recommended products based on
borrower input 21% 13% 29% 23% 13% 0% 29% 19% 29% 10% 14% 0%
Income Data shared directly through online application
(e.g., Equifax Work Number) 21% 29% 31% 12% 8% 0% 38% 19% 24% 19% 0% 0%
An LO collaboration platform that enables the borrower
and LO to share information throughout the sales
process (screen share, chatting, product presentment,
etc.) 13% 13% 29% 29% 15% 0% 19% 14% 19% 29% 19% 0%
Online Loan Estimate (LE) for product selected 23% 17% 21% 25% 13% 0% 33% 14% 24% 10% 19% 0%

Proprietary and Confidential

Powering Performance. Together.

Not for External Distribution
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Barriers to the Adoption of Digital Mortgage
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

How complete is your company’s Digital Mortgage
capabilities in terms of loan processing?

Not Sure / Do Not
Know

In Production
) In Develop In Plannii Not Started Not Doing
(Live)

# of Responses

An online dynamic required-document checklist that is
based upon borrower data 15.00 10.00 27.00 15.00 6.00 0.00
Referral source collaboration platform(s) that enables
the LO to tie-in the referral source (e.g., a Realtor,
Builder, Bank Partner, Wealth Management, Affinity

Groups) to the origination process as appropriate. 17.00 13.00 15.00 13.00 14.00 1.00
Ability to schedule the appraisal appointment online 13.00 7.00 10.00 24.00 17.00 2.00
Ability for the borrower to pay the appraisal fee online 19.00 9.00 12.00 16.00 16.00 1.00
Ability for the borrower to upload documents and

respond to conditions online 42.00 12.00 14.00 2.00 3.00 0.00

The ability for Bank/Asset and Income Data to be
electronically submitted to the Agency DU or LPA for
integrated risk decision and rep/warrant relief

consideration (e.g., FNMA Day 1 Certainty) 19.00 25.00 18.00 6.00 2.00 3.00

Appraisal data submitted for Agency review for

rep/warrant relief. (ex: Collateral Underwriter 36.00 11.00 15.00 4.00 4.00 3.00
% of Total

An online dynamic required-document checklist that is
based upon borrower data 21% 14% 37% 21% 8% 0%
Referral source collaboration platform(s) that enables
the LO to tie-in the referral source (e.g., a Realtor,
Builder, Bank Partner, Wealth Management, Affinity

Groups) to the origination process as appropriate. 23% 18% 21% 18% 19% 1%
Ability to schedule the appraisal appointment online 18% 10% 14% 33% 23% 3%
Ability for the borrower to pay the appraisal fee online 26% 12% 16% 22% 22% 1%
Ability for the borrower to upload documents and

respond to conditions online 58% 16% 19% 3% 4% 0%

The ability for Bank/Asset and Income Data to be
electronically submitted to the Agency DU or LPA for
integrated risk decision and rep/warrant relief

consideration (e.g., FNMA Day 1 Certainty) 26% 34% 25% 8% 3% 4%
Appraisal data submitted for Agency review for
rep/warrant relief. (ex: Collateral Underwriter 49% 15% 21% 5% 5% 4%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Loan Processing
Banks vs. Independents

Independent
In In
In Not Sure In Not Sure
Production In Planning | Not Started | Not Doing / Production In Planning | Not Started | Not Doing /
(Live) Development Do Not Know (Live) Development Do Not Know

# of Responses

An online dynamic required-document checklist that is
based upon borrower data 6.00 7.00 13.00 8.00 4.00 0.00 9.00 3.00 14.00 7.00 2.00 0.00
Referral source collaboration platform(s) that enables
the LO to tie-in the referral source (e.g., a Realtor,
Builder, Bank Partner, Wealth Management, Affinity

Groups) to the origination process as appropriate. 6.00 8.00 11.00 5.00 8.00 0.00 11.00 5.00 4.00 8.00 6.00 1.00
Ability to schedule the appraisal appointment online 5.00 5.00 4.00 15.00 8.00 1.00 8.00 2.00 6.00 9.00 9.00 1.00
Ability for the borrower to pay the appraisal fee online 5.00 4.00 8.00 12.00 8.00 1.00 14.00 5.00 4.00 4.00 8.00 0.00
Ability for the borrower to upload documents and

respond to conditions online 19.00 7.00 9.00 1.00 2.00 0.00 23.00 5.00 5.00 1.00 1.00 0.00

The ability for Bank/Asset and Income Data to be
electronically submitted to the Agency DU or LPA for
integrated risk decision and rep/warrant relief

consideration (e.g., FNMA Day 1 Certainty) 10.00 12.00 11.00 4.00 1.00 0.00 9.00 13.00 7.00 2.00 1.00 3.00

Appraisal data submitted for Agency review for

rep/warrant relief. (ex: Collateral Underwriter 18.00 7.00 6.00 3.00 2.00 2.00 18.00 4.00 9.00 1.00 2.00 1.00
% of Total

An online dynamic required-document checklist that is
based upon borrower data 16% 18% 34% 21% 11% 0% 26% 9% 40% 20% 6% 0%
Referral source collaboration platform(s) that enables
the LO to tie-in the referral source (e.g., a Realtor,
Builder, Bank Partner, Wealth Management, Affinity

Groups) to the origination process as appropriate. 16% 21% 29% 13% 21% 0% 31% 14% 11% 23% 17% 3%
Ability to schedule the appraisal appointment online 13% 13% 11% 39% 21% 3% 23% 6% 17% 26% 26% 3%
Ability for the borrower to pay the appraisal fee online 13% 11% 21% 32% 21% 3% 40% 14% 11% 11% 23% 0%
Ability for the borrower to upload documents and

respond to conditions online 50% 18% 24% 3% 5% 0% 66% 14% 14% 3% 3% 0%
The ability for Bank/Asset and Income Data to be r 4 " r r f 4 r r r r

electronically submitted to the Agency DU or LPA for
integrated risk decision and rep/warrant relief

consideration (e.g., FNMA Day 1 Certainty) 26% 32% 29% 11% 3% 0% 26% 37% 20% 6% 3% 9%
Appraisal data submitted for Agency review for
rep/warrant relief. (ex: Collateral Underwriter 47% 18% 16% 8% 5% 5% 51% 11% 26% 3% 6% 3%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Loan Processing
Lenders with no CD Channel vs. Lenders with a CD Channel

Lenders with no CD Lenders with CD

In Production In Not Sure / Do |In Production In Not Sure / Do

In Planning | Not Started | Not Doing In Planning | Not Started | Not Doing

(Live) Development Not Know (Live) Development Not Know

# of Responses

An online dynamic required-document checklist that is
based upon borrower data 6.00 4.00 11.00 7.00 4.00 0.00 9.00 6.00 16.00 8.00 2.00 0.00
Referral source collaboration platform(s) that enables
the LO to tie-in the referral source (e.g., a Realtor,
Builder, Bank Partner, Wealth Management, Affinity

Groups) to the origination process as appropriate. 7.00 5.00 5.00 8.00 7.00 0.00 10.00 8.00 10.00 5.00 7.00 1.00
Ability to schedule the appraisal appointment online 6.00 2.00 3.00 10.00 10.00 1.00 7.00 5.00 7.00 14.00 7.00 1.00
Ability for the borrower to pay the appraisal fee online 12.00 3.00 3.00 7.00 7.00 0.00 7.00 6.00 9.00 9.00 9.00 1.00
Ability for the borrower to upload documents and

respond to conditions online 20.00 3.00 6.00 1.00 2.00 0.00 22.00 9.00 8.00 1.00 1.00 0.00

The ability for Bank/Asset and Income Data to be
electronically submitted to the Agency DU or LPA for
integrated risk decision and rep/warrant relief

consideration (e.g., FNMA Day 1 Certainty) 6.00 13.00 6.00 4.00 2.00 1.00 13.00 12.00 12.00 2.00 0.00 2.00

Appraisal data submitted for Agency review for

rep/warrant relief. (ex: Collateral Underwriter 17.00 5.00 6.00 1.00 2.00 1.00 19.00 6.00 9.00 3.00 2.00 2.00
% of Total

An online dynamic required-document checklist that is
based upon borrower data 19% 13% 34% 22% 13% 0% 22% 15% 39% 20% 5% 0%
Referral source collaboration platform(s) that enables
the LO to tie-in the referral source (e.g., a Realtor,
Builder, Bank Partner, Wealth Management, Affinity

Groups) to the origination process as appropriate. 22% 16% 16% 25% 22% 0% 24% 20% 24% 12% 17% 2%
Ability to schedule the appraisal appointment online 19% 6% 9% 31% 31% 3% 17% 12% 17% 34% 17% 2%
Ability for the borrower to pay the appraisal fee online 38% 9% 9% 22% 22% 0% 17% 15% 22% 22% 22% 2%
[Ability for the borrower to upload documents and

respond to conditions online 63% 9% 19% 3% 6% 0% 54% 22% 20% 2% 2% 0%

The ability for Bank/Asset and Income Data to be
electronically submitted to the Agency DU or LPA for
integrated risk decision and rep/warrant relief

consideration (e.g., FNMA Day 1 Certainty) 19% 41% 19% 13% 6% 3% 32% 29% 29% 5% 0% 5%
Appraisal data submitted for Agency review for
rep/warrant relief. (ex: Collateral Underwriter 53% 16% 19% 3% 6% 3% 46% 15% 22% 7% 5% 5%

Proprietary and Confidential
Not for External Distribution
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Loan Processing
Mid Sized Lenders vs. Large Lenders

Mid Size

In Production In Not Sure / Do | In Production In Not Sure / Do
In Plannin, Not Started | Not Doin, In Plannin, Not Started | Not Doin,
(Live) Development ) g Not Know (Live) Development i e Not Know

# of Responses

An online dynamic required-document checklist that is
based upon borrower data 10.00 7.00 19.00 12.00 4.00 0.00 5.00 3.00 8.00 3.00 2.00 0.00
Referral source collaboration platform(s) that enables
the LO to tie-in the referral source (e.g., a Realtor,
Builder, Bank Partner, Wealth Management, Affinity

Groups) to the origination process as appropriate. 13.00 8.00 11.00 11.00 9.00 0.00 4.00 5.00 4.00 2.00 5.00 1.00
Ability to schedule the appraisal appointment online 10.00 5.00 6.00 16.00 14.00 1.00 3.00 2.00 4.00 8.00 3.00 1.00
Ability for the borrower to pay the appraisal fee online 15.00 8.00 8.00 9.00 12.00 0.00 4.00 1.00 4.00 7.00 4.00 1.00
Ability for the borrower to upload documents and

respond to conditions online 28.00 8.00 13.00 1.00 2.00 0.00 14.00 4.00 1.00 1.00 1.00 0.00

The ability for Bank/Asset and Income Data to be
electronically submitted to the Agency DU or LPA for
integrated risk decision and rep/warrant relief

consideration (e.g., FNMA Day 1 Certainty) 14.00 15.00 14.00 5.00 2.00 2.00 5.00 10.00 4.00 1.00 0.00 1.00

Appraisal data submitted for Agency review for

rep/warrant relief. (ex: Collateral Underwriter 27.00 6.00 13.00 2.00 2.00 2.00 9.00 5.00 2.00 2.00 2.00 1.00
% of Total

An online dynamic required-document checklist that is
based upon borrower data 19% 13% 37% 23% 8% 0% 24% 14% 38% 14% 10% 0%
Referral source collaboration platform(s) that enables
the LO to tie-in the referral source (e.g., a Realtor,
Builder, Bank Partner, Wealth Management, Affinity

Groups) to the origination process as appropriate. 25% 15% 21% 21% 17% 0% 19% 24% 19% 10% 24% 5%
Ability to schedule the appraisal appointment online 19% 10% 12% 31% 27% 2% 14% 10% 19% 38% 14% 5%
Ability for the borrower to pay the appraisal fee online 29% 15% 15% 17% 23% 0% 19% 5% 19% 33% 19% 5%
Ability for the borrower to upload documents and

respond to conditions online 54% 15% 25% 2% 4% 0% 67% 19% 5% 5% 5% 0%

The ability for Bank/Asset and Income Data to be
electronically submitted to the Agency DU or LPA for
integrated risk decision and rep/warrant relief

consideration (e.g., FNMA Day 1 Certainty) 27% 29% 27% 10% 4% 4% 24% 48% 19% 5% 0% 5%
Appraisal data submitted for Agency review for
rep/warrant relief. (ex: Collateral Underwriter 52% 12% 25% 4% 4% 4% 43% 24% 10% 10% 10% 5%

Proprietary and Confidential
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

How complete is your company’s Digital Mortgage
capabilities in terms of closing?

In Producti Not S Do Not
n ro.u fon In Development In Planning Not Started Not Doing Y o
(Live) Know

# of Responses

A Closing collaboration platform that enables on-line
interactions with 3rd party closing agents 6.00 9.00 19.00 19.00 17.00 3.00
Use of Agency solutions for loan delivery data (ULDD)
validation, compliance and loan salability (e.g.
EarlyCheck, Loan Quality Advisor). 29.00 14.00 10.00 6.00 10.00 4.00
Use of Agency solutions for loan closing data (ULCID)
validation, compliance and salability ( e.g. Loan Closing

Advisor) 16.00 16.00 18.00 6.00 11.00 5.00

An electronic closing (e-close) process 5.00 9.00 22.00 19.00 16.00 2.00

An electronic recordation process 11.00 5.00 17.00 22.00 11.00 7.00

An online borrower satisfaction survey process 44.00 6.00 10.00 5.00 8.00 0.00
% of Total

A Closing collaboration platform that enables on-line
interactions with 3rd party closing agents 8% 12% 26% 26% 23% 4%
Use of Agency solutions for loan delivery data (ULDD)
validation, compliance and loan salability (e.g.
EarlyCheck, Loan Quality Advisor). 40% 19% 14% 8% 14% 5%
Use of Agency solutions for loan closing data (ULCID)
validation, compliance and salability ( e.g. Loan Closing

Advisor) 22% 22% 25% 8% 15% 7%
An electronic closing (e-close) process 7% 12% 30% 26% 22% 3%
An electronic recordation process 15% 7% 23% 30% 15% 10%
An online borrower satisfaction survey process 60% 8% 14% 7% 11% 0%

Proprietary and Confidential
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Closing

Banks vs. Independents

Independent

In Production In Not Sure / Do |In Production In Not Sure / Do
In Pl i Not Started Not Doii In Pl i Not Started Not Doii
(Live) Development (AT of>ta e Not Know (Live) Development WAL ot>ta Creeli Not Know

# of Responses

A Closing collaboration platform that enables on-line
interactions with 3rd party closing agents 3.00 5.00 11.00 10.00 7.00 2.00 3.00 4.00 8.00 9.00 10.00 1.00
Use of Agency solutions for loan delivery data (ULDD)
validation, compliance and loan salability (e.g.
EarlyCheck, Loan Quality Advisor). 15.00 6.00 6.00 3.00 5.00 3.00 14.00 8.00 4.00 3.00 5.00 1.00
Use of Agency solutions for loan closing data (ULCID)
validation, compliance and salability ( e.g. Loan Closing

Advisor) 9.00 8.00 10.00 3.00 5.00 3.00 7.00 8.00 8.00 3.00 6.00 2.00

An electronic closing (e-close) process 4.00 4.00 12.00 10.00 7.00 1.00 1.00 5.00 10.00 9.00 9.00 1.00

An electronic recordation process 5.00 2.00 12.00 11.00 4.00 4.00 6.00 3.00 5.00 11.00 7.00 3.00

An online borrower satisfaction survey process 20.00 5.00 6.00 4.00 3.00 0.00 24.00 1.00 4.00 1.00 5.00 0.00
% of Total

A Closing collaboration platform that enables on-line
interactions with 3rd party closing agents 8% 13% 29% 26% 18% 5% 9% 11% 23% 26% 29% 3%
Use of Agency solutions for loan delivery data (ULDD)
validation, compliance and loan salability (e.g.
EarlyCheck, Loan Quality Advisor). 39% 16% 16% 8% 13% 8% 40% 23% 11% 9% 14% 3%
Use of Agency solutions for loan closing data (ULCID)
validation, compliance and salability ( e.g. Loan Closing

Advisor) 24% 21% 26% 8% 13% 8% 21% 24% 24% 9% 18% 6%
An electronic closing (e-close) process 11% 11% 32% 26% 18% 3% 3% 14% 29% 26% 26% 3%
An electronic recordation process 13% 5% 32% 29% 11% 11% 17% 9% 14% 31% 20% 9%
An online borrower satisfaction survey process 53% 13% 16% 11% 8% 0% 69% 3% 11% 3% 14% 0%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Closing
Lenders with no CD Channel vs. Lenders with a CD Channel

Lenders with no CD Lenders with CD

In Production In Not Sure / Do | In Production In Not Sure / Do

In Plannin, Not Started Not Doin In Plannin, Not Started | Not Doin:
(Live) Development & e Not Know (Live) Development g Y Not Know

# of Responses

A Closing collaboration platform that enables on-line
interactions with 3rd party closing agents 2.00 4.00 10.00 7.00 9.00 0.00 4.00 5.00 9.00 12.00 8.00 3.00
Use of Agency solutions for loan delivery data (ULDD)
validation, compliance and loan salability (e.g.
EarlyCheck, Loan Quality Advisor). 16.00 4.00 5.00 2.00 3.00 2.00 13.00 10.00 5.00 4.00 7.00 2.00
Use of Agency solutions for loan closing data (ULCID)
validation, compliance and salability ( e.g. Loan Closing

Advisor) 11.00 4.00 9.00 2.00 3.00 2.00 5.00 12.00 9.00 4.00 8.00 3.00

An electronic closing (e-close) process 1.00 4.00 10.00 9.00 6.00 2.00 4.00 5.00 12.00 10.00 10.00 0.00

An electronic recordation process 4.00 3.00 8.00 11.00 3.00 3.00 7.00 2.00 9.00 11.00 8.00 4.00

An online borrower satisfaction survey process 16.00 2.00 5.00 4.00 5.00 0.00 28.00 4.00 5.00 1.00 3.00 0.00
% of Total

A Closing collaboration platform that enables on-line
interactions with 3rd party closing agents 6% 13% 31% 22% 28% 0% 10% 12% 22% 29% 20% 7%
Use of Agency solutions for loan delivery data (ULDD)
validation, compliance and loan salability (e.g.
EarlyCheck, Loan Quality Advisor). 50% 13% 16% 6% 9% 6% 32% 24% 12% 10% 17% 5%
Use of Agency solutions for loan closing data (ULCID)
validation, compliance and salability ( e.g. Loan Closing

Advisor) 35% 13% 29% 6% 10% 6% 12% 29% 22% 10% 20% 7%
An electronic closing (e-close) process 3% 13% 31% 28% 19% 6% 10% 12% 29% 24% 24% 0%
An electronic recordation process 13% 9% 25% 34% 9% 9% 17% 5% 22% 27% 20% 10%
An online borrower satisfaction survey process 50% 6% 16% 13% 16% 0% 68% 10% 12% 2% 7% 0%

Proprietary and Confidential
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STRATMOR

GROUP

SPOTLIGHT SURVEYS

ADOPTION OF DIGITAL MORTGAGE

Closing
Mid Sized Lenders vs. Large Lenders

Mid Size
In Production In 5 5 Not Sure / Do | In Production In ) ) Not Sure / Do
(Live) Bl In Planning | Not Started | NotDoing e (Live) Bl s In Planning | Not Started | Not Doing Ko
# of Responses
A Closing collaboration platform that enables on-line
interactions with 3rd party closing agents 3.00 7.00 13.00 16.00 12.00 1.00 3.00 2.00 6.00 3.00 5.00 2.00
Use of Agency solutions for loan delivery data (ULDD)
validation, compliance and loan salability (e.g.
EarlyCheck, Loan Quality Advisor). 21.00 9.00 8.00 4.00 7.00 3.00 8.00 5.00 2.00 2.00 3.00 1.00
Use of Agency solutions for loan closing data (ULCID)
validation, compliance and salability ( e.g. Loan Closing
Advisor) 11.00 11.00 14.00 4.00 8.00 3.00 5.00 5.00 4.00 2.00 3.00 2.00
An electronic closing (e-close) process 3.00 6.00 16.00 14.00 11.00 2.00 2.00 3.00 6.00 5.00 5.00 0.00
An electronic recordation process 7.00 4.00 14.00 15.00 7.00 5.00 4.00 1.00 3.00 7.00 4.00 2.00
An online borrower satisfaction survey process 28.00 4.00 9.00 5.00 6.00 0.00 16.00 2.00 1.00 0.00 2.00 0.00
% of Total

A Closing collaboration platform that enables on-line
interactions with 3rd party closing agents 6% 13% 25% 31% 23% 2% 14% 10% 29% 14% 24% 10%
Use of Agency solutions for loan delivery data (ULDD)
validation, compliance and loan salability (e.g.
EarlyCheck, Loan Quality Advisor). 40% 17% 15% 8% 13% 6% 38% 24% 10% 10% 14% 5%
Use of Agency solutions for loan closing data (ULCID)
validation, compliance and salability ( e.g. Loan Closing
Advisor) 22% 22% 27% 8% 16% 6% 24% 24% 19% 10% 14% 10%
An electronic closing (e-close) process 6% 12% 31% 27% 21% 4% 10% 14% 29% 24% 24% 0%
An electronic recordation process 13% 8% 27% 29% 13% 10% 19% 5% 14% 33% 19% 10%
An online borrower satisfaction survey process 54% 8% 17% 10% 12% 0% 76% 10% 5% 0% 10% 0%

Proprietary and Confidential
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Benefits — combined list

Very High -
High
# of Responses
Increased borrower satisfaction 68.00 4.00 1.00]
Faster cycle times 68.00 4.00| 1.00
Increased transparency for borrowers 66.00 6.00| 1.00
Greater task, service orders and workflow automation 66.00 5.00 2.00|
Competitive differentiator 57.00 15.00| 1.00|
Increased loan quality 56.00 14.00| 2.00]
Rep and warrant relief 54.00 12.00| 6.00]
More rapid growth 50.00 21.00 2.00]
Lower back office costs 48.00| 20.00 4.00
Increased Consumer Direct share of originations 48.00 16.00 9.00|
Lower sales costs 44.00| 23.00 6.00
Lower fallout 44.00 22.00 7.00]
More rapid purchase growth 43.00 23.00 7.00]
Reduced repurchase risk 38.00 24.00 11.00
Reduced LO commissions 17.00 27.00 29.00
% of Total
Increased borrower satisfaction 93% 5% 1%
Faster cycle times 93% 5% 1%
Increased transparency for borrowers 90% 8% 1%
Greater task, service orders and workflow automation 90% 7% 3%)
Competitive differentiator 78% 21% 1%
Increased loan quality 78% 19% 3%
Rep and warrant relief 75% 17% 8%
More rapid growth 68% 29% 3%)
Lower back office costs 67% 28% 6%
Increased Consumer Direct share of originations 66% 22% 12%)
Lower sales costs 60% 32% 8%
Lower fallout 60% 30% 10%)
More rapid purchase growth 59% 32% 10%
Reduced repurchase risk 52% 33% 15%
Reduced LO commissions 23% 37% 40%

Proprietary and Confidential
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Please indicate the degree to which you expect your company will
realize each of the high-level benefits of Digital Mortgage?

Very High High Moderate Low Very Low
# of Responses
Competitive differentiator 29.00 28.00 15.00 1.00 0.00
Lower sales costs 15.00 29.00 23.00 6.00 0.00
Lower back office costs 16.00 32.00 20.00 4.00 0.00
More rapid growth 13.00 37.00 21.00 2.00 0.00
More rapid purchase growth 16.00 27.00 23.00 6.00 1.00
Reduced repurchase risk 10.00 28.00 24.00 10.00 1.00
Reduced LO commissions 8.00 9.00 27.00 21.00 8.00
Other 6.00 2.00 16.00 4.00 5.00
% of Total
Competitive differentiator 40% 38% 21% 1% 0%
Lower sales costs 21% 40% 32% 8% 0%
Lower back office costs 22% 44% 27% 5% 0%
More rapid growth 18% 51% 29% 3% 0%
More rapid purchase growth 22% 37% 32% 8% 1%
Reduced repurchase risk 14% 38% 33% 14% 1%
Reduced LO commissions 11% 12% 37% 29% 11%
Other 8% 3% 22% 5% 7%

Proprietary and Confidential
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Please indicate the degree to which you expect your company will
realize each of the high-level benefits of Digital Mortgage?

Very High High Moderate Low Very Low

# of Responses

Rep and warrant relief (e.g., Day 1 Certainty/Guaranteed

Purchase Certainty) 29.00 25.00 12.00 6.00 0.00
Increased borrower satisfaction 39.00 29.00 4.00 1.00 0.00
Faster cycle times 34.00 34.00 4.00 1.00 0.00
Lower fallout 16.00 28.00 22.00 6.00 1.00
Increased loan quality 18.00 38.00 14.00 2.00 0.00
Increased transparency for borrowers 33.00 33.00 6.00 1.00 0.00
Greater task, service orders and workflow automation 24.00 42.00 5.00 2.00 0.00
Increased Consumer Direct share of originations 21.00 27.00 16.00 9.00 0.00
Other 6.00 2.00 15.00 3.00 4.00
% of Total

Rep and warrant relief (e.g., Day 1 Certainty/Guaranteed

Purchase Certainty) 40% 34% 16% 8% 0%
Increased borrower satisfaction 53% 40% 5% 1% 0%
Faster cycle times 47% 47% 5% 1% 0%
Lower fallout 22% 38% 30% 8% 1%
Increased loan quality 25% 52% 19% 3% 0%
Increased transparency for borrowers 45% 45% 8% 1% 0%
Greater task, service orders and workflow automation 33% 58% 7% 3% 0%
Increased Consumer Direct share of originations 29% 37% 22% 12% 0%
Other 8% 3% 21% 4% 5%
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SPOTLIGHT SURVEYS

STRAT% oOuRP ADOPTION OF DIGITAL MORTGAGE
High-Level Benefits
Banks vs. Independents
Bank Independent
Very High High Moderate Low Very Low | Very High High Moderate Low Very Low
# of Responses
Competitive differentiator 13.00 15.00 9.00 1.00 0.00 16.00 13.00 6.00 0.00 0.00
Lower sales costs 8.00 14.00 12.00 4.00 0.00 7.00 15.00 11.00 2.00 0.00
Lower back office costs 9.00 19.00 8.00 2.00 0.00 7.00 13.00 12.00 2.00 0.00
More rapid growth 7.00 18.00 12.00 1.00 0.00 6.00 19.00 9.00 1.00 0.00
More rapid purchase growth 7.00 14.00 15.00 2.00 0.00 9.00 13.00 8.00 4.00 1.00
Reduced repurchase risk 6.00 17.00 11.00 4.00 0.00 4.00 11.00 13.00 6.00 1.00
Reduced LO commissions 2.00 3.00 17.00 12.00 4.00 6.00 6.00 10.00 9.00 4.00
Other 4.00 1.00 7.00 2.00 3.00 2.00 1.00 9.00 2.00 2.00
% of Total
Competitive differentiator 34% 39% 24% 3% 0% 46% 37% 17% 0% 0%
Lower sales costs 21% 37% 32% 11% 0% 20% 43% 31% 6% 0%
Lower back office costs 24% 50% 21% 5% 0% 21% 38% 35% 6% 0%
More rapid growth 18% 47% 32% 3% 0% 17% 54% 26% 3% 0%
More rapid purchase growth 18% 37% 39% 5% 0% 26% 37% 23% 11% 3%
Reduced repurchase risk 16% 45% 29% 11% 0% 11% 31% 37% 17% 3%
Reduced LO commissions 5% 8% 45% 32% 11% 17% 17% 29% 26% 11%
Other 24% 6% 41% 12% 18% 13% 6% 56% 13% 13%
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

High-Level Benefits

Banks vs. Independents

ET Independent
Very High High Moderate Low Very Low | Very High High Moderate Low Very Low
# of Responses

Rep and warrant relief (e.g., Day 1 Certainty/Guaranteed

Purchase Certainty) 15.00 14.00 7.00 1.00 0.00 14.00 11.00 5.00 5.00 0.00
Increased borrower satisfaction 21.00 14.00 2.00 1.00 0.00 18.00 15.00 2.00 0.00 0.00
Faster cycle times 17.00 18.00 2.00 1.00 0.00 17.00 16.00 2.00 0.00 0.00
Lower fallout 10.00 16.00 9.00 3.00 0.00 6.00 12.00 13.00 3.00 1.00
Increased loan quality 13.00 16.00 7.00 1.00 0.00 5.00 22.00 7.00 1.00 0.00
Increased transparency for borrowers 18.00 16.00 3.00 1.00 0.00 15.00 17.00 3.00 0.00 0.00
Greater task, service orders and workflow automation 15.00 17.00 4.00 2.00 0.00 9.00 25.00 1.00 0.00 0.00
Increased Consumer Direct share of originations 11.00 16.00 8.00 3.00 0.00 10.00 11.00 8.00 6.00 0.00
Other 4.00 0.00 6.00 1.00 2.00 2.00 2.00 9.00 2.00 2.00
% of Total

Rep and warrant relief (e.g., Day 1 Certainty/Guaranteed

Purchase Certainty) 41% 38% 19% 3% 0% 40% 31% 14% 14% 0%
Increased borrower satisfaction 55% 37% 5% 3% 0% 51% 43% 6% 0% 0%
Faster cycle times 45% 47% 5% 3% 0% 49% 46% 6% 0% 0%
Lower fallout 26% 42% 24% 8% 0% 17% 34% 37% 9% 3%
Increased loan quality 35% 43% 19% 3% 0% 14% 63% 20% 3% 0%
Increased transparency for borrowers 47% 42% 8% 3% 0% 43% 49% 9% 0% 0%
Greater task, service orders and workflow automation 39% 45% 11% 5% 0% 26% 71% 3% 0% 0%
Increased Consumer Direct share of originations 29% 42% 21% 8% 0% 29% 31% 23% 17% 0%
Other 31% 0% 46% 8% 15% 12% 12% 53% 12% 12%
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Barriers — combined list

Major -
Modefate Bs:r'::gr B’:‘r’:i:r
Barrior
# of Responses
System and vendor integration requirements 53.00| 18.00 2.00|
Difficulty of getting LOs to change processes and |
behavior 52.00 16.00 5.00
Costs 52.000  17.00 4.00(
Compliance and risk approval processes 49.00 22.00 2.00|
Internal IT development capabilities 47.00! 16.00 10.00|
Complexity of managing multiple new technologies 47.00! 20.00 S.OOI
Limited capabilities of LOS 46.00| 20.00 5.00|
Vendor approval 44.00 21.00| 8.00'
Investor acceptance 43.00 17.00 11.00|
Data security 42.00 20.00 9.00'
Borrower adoption of nfe\'lv te.chnology (e.g. providing |
password for asset verification). 40.00| 24.00 9.00|
Limited capabilities of POS 40.00| 16.00 12.00|
Training difficulties and challenges 33.00 30.00 9.00|
Lack of support from the GSE’s 29.00 21.00 20.00
Too many vendor options 26.00 23.00 22.00
Company does not have a Digital Strategy or Roadmap 22.00! 18.00 30.00
% of Total

System and vendor integration requirements 73% 25% 3%
Difficulty of getting LOs to change processes and

behavior 71% 22% 7%
Costs 71% 23% 5%
Compliance and risk approval processes 67% 30% 3%
Internal IT development capabilities 64% 22% 14%
Complexity of managing multiple new technologies 64% 27% 8%
Limited capabilities of LOS 65% 28% 7%
Vendor approval 60% 29% 11%
Investor acceptance 61% 24% 15%)
Data security 59% 28% 13%)
Borrower adoption of new technology (e.g. providing

password for asset verification). 55% 33% 12%
Limited capabilities of POS 59% 24% 18%
Training difficulties and challenges 46% 42% 13%
Lack of support from the GSE's 41% 30% 29%)
Too many vendor options 37% 32% 31%)
Company does not have a Digital Strategy or Roadmap 31% 26% 43%
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STRATMOR SPOTLIGHT SURVEYS

GROUP

ADOPTION OF DIGITAL MORTGAGE

Please indicate the degree to which you expect your company will
realize each of the barriers to the adoption of Digital Mortgage?

Not a Barrier A Small Barrier A Modfrate A Major Barrier No Opinion
Barrier
# of Responses

Lack of support from the GSE’s 20.00 21.00 21.00 8.00 3.00
Borrower adoption of new technology (e.g. providing

password for asset verification). 9.00 24.00 29.00 11.00 0.00
Vendor approval 8.00 21.00 29.00 15.00 0.00
Investor acceptance 11.00 17.00 23.00 20.00 1.00
Other 6.00 4.00 9.00 4.00 6.00

% of Total

Lack of support from the GSE’s 27% 29% 29% 11% 4%
Borrower adoption of new technology (e.g. providing

password for asset verification). 12% 33% 40% 15% 0%
Vendor approval 11% 29% 40% 21% 0%
Investor acceptance 15% 23% 32% 27% 1%
Other 8% 5% 12% 5% 8%

Proprietary and Confidential
Not for External Distribution

Powering Performance. Together.




SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Please indicate the degree to which you expect your company will
realize each of the barriers to the adoption of Digital Mortgage?

Not a Barrier A Small Barrier A A;::i;;ate A Major Barrier No Opinion
# of Responses
Internal IT development capabilities 10.00 16.00 30.00 17.00 0.00
System and vendor integration requirements 2.00 18.00 26.00 27.00 0.00
Limited capabilities of POS 12.00 16.00 30.00 10.00 5.00
Limited capabilities of LOS 5.00 20.00 24.00 22.00 1.00
Too many vendor options 22.00 23.00 18.00 8.00 2.00
Complexity of managing multiple new technologies 6.00 20.00 30.00 17.00 0.00
Data security 9.00 20.00 27.00 15.00 2.00
Other 7.00 3.00 10.00 2.00 6.00
% of Total
Internal IT development capabilities 14% 22% 41% 23% 0%
System and vendor integration requirements 3% 25% 36% 37% 0%
Limited capabilities of POS 16% 22% 41% 14% 7%
Limited capabilities of LOS 7% 27% 33% 30% 1%
Too many vendor options 30% 32% 25% 11% 3%
Complexity of managing multiple new technologies 8% 27% 41% 23% 0%
Data security 12% 27% 37% 21% 3%
Other 10% 4% 14% 3% 8%
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Please indicate the degree to which you expect your company will
realize each of the barriers to the adoption of Digital Mortgage?

Not a Barrier A Small Barrier A Mod?rate A Major Barrier No Opinion
Barrier
# of Responses

Company does not have a Digital Strategy or Roadmap 30.00 18.00 11.00 11.00 3.00
Training difficulties and challenges 9.00 30.00 27.00 6.00 1.00
Difficulty of getting LOs to change processes and

behavior 5.00 16.00 40.00 12.00 0.00
Costs 4.00 17.00 39.00 13.00 0.00
Compliance and risk approval processes 2.00 22.00 35.00 14.00 0.00
Other 7.00 2.00 10.00 3.00 6.00

% of Total

Company does not have a Digital Strategy or Roadmap 41% 25% 15% 15% 4%
Training difficulties and challenges 12% 41% 37% 8% 1%
Difficulty of getting LOs to change processes and

behavior 7% 22% 55% 16% 0%
Costs 5% 23% 53% 18% 0%
Compliance and risk approval processes 3% 30% 48% 19% 0%
Other 10% 3% 14% 4% 8%
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Barriers to Adoption
Banks vs. Independents

Independent
Nota ASmall (A Moderate| A Major No Opinion Not a ASmall (A Moderate| A Major No Opinion
Barrier Barrier Barrier Barrier P Barrier Barrier Barrier Barrier -
# of Responses
Lack of support from the GSE'’s 7.00 15.00 10.00 4.00 2.00 13.00 6.00 11.00 4.00 1.00
Borrower adoption of new technology (e.g. providing
password for asset verification). 7.00 13.00 15.00 3.00 0.00 2.00 11.00 14.00 8.00 0.00
Vendor approval 4.00 14.00 13.00 7.00 0.00 4.00 7.00 16.00 8.00 0.00
Investor acceptance 8.00 11.00 13.00 4.00 1.00 3.00 6.00 10.00 16.00 0.00
Other 2.00 2.00 4.00 2.00 4.00 4.00 2.00 5.00 2.00 2.00
% of Total

Lack of support from the GSE’s 18% 39% 26% 11% 5% 37% 17% 31% 11% 3%
Borrower adoption of new technology (e.g. providing
password for asset verification). 18% 34% 39% 8% 0% 6% 31% 40% 23% 0%
Vendor approval 11% 37% 34% 18% 0% 11% 20% 46% 23% 0%
Investor acceptance 22% 30% 35% 11% 3% 9% 17% 29% 46% 0%
Other 14% 14% 29% 14% 29% 27% 13% 33% 13% 13%
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Barriers to Adoption
Banks vs. Independents

Independent
Nota ASmall (A Moderate| A Major .. Nota ASmall (A Moderate| A Major ..
Barrier Barrier Barrier Barrier No Opinion Barrier Barrier Barrier Barrier No Opinion
# of Responses
Internal IT development capabilities 5.00 8.00 15.00 10.00 0.00 5.00 8.00 15.00 7.00 0.00
System and vendor integration requirements 0.00 10.00 14.00 14.00 0.00 2.00 8.00 12.00 13.00 0.00
Limited capabilities of POS 5.00 10.00 15.00 6.00 2.00 7.00 6.00 15.00 4.00 3.00
Limited capabilities of LOS 1.00 9.00 13.00 13.00 1.00 4.00 11.00 11.00 9.00 0.00
Too many vendor options 12.00 10.00 14.00 1.00 1.00 10.00 13.00 4.00 7.00 1.00
Complexity of managing multiple new technologies 2.00 13.00 16.00 7.00 0.00 4.00 7.00 14.00 10.00 0.00
Data security 5.00 9.00 12.00 11.00 1.00 4.00 11.00 15.00 4.00 1.00
Other 1.00 1.00 6.00 0.00 4.00 6.00 2.00 4.00 2.00 2.00
% of Total

Internal IT development capabilities 13% 21% 39% 26% 0% 14% 23% 43% 20% 0%
System and vendor integration requirements 0% 26% 37% 37% 0% 6% 23% 34% 37% 0%
Limited capabilities of POS 13% 26% 39% 16% 5% 20% 17% 43% 11% 9%
Limited capabilities of LOS 3% 24% 35% 35% 3% 11% 31% 31% 26% 0%
Too many vendor options 32% 26% 37% 3% 3% 29% 37% 11% 20% 3%
Complexity of managing multiple new technologies 5% 34% 42% 18% 0% 11% 20% 40% 29% 0%
Data security 13% 24% 32% 29% 3% 11% 31% 43% 11% 3%
Other 8% 8% 50% 0% 33% 38% 13% 25% 13% 13%
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SPOTLIGHT SURVEYS

STRATMOR ADOPTION OF DIGITAL MORTGAGE

Barriers to Adoption
Banks vs. Independents

Independent
Nota ASmall |A Moderate| A Major .. Nota ASmall |A Moderate| A Major ..
) ) ) . No Opinion ) ) 3 . No Opinion
Barrier Barrier Barrier Barrier Barrier Barrier Barrier Barrier
# of Responses
Company does not have a Digital Strategy or Roadmap 18.00 7.00 5.00 5.00 3.00 12.00 11.00 6.00 6.00 0.00
Training difficulties and challenges 5.00 20.00 11.00 1.00 1.00 4.00 10.00 16.00 5.00 0.00
Difficulty of getting LOs to change processes and
behavior 3.00 11.00 17.00 7.00 0.00 2.00 5.00 23.00 5.00 0.00
Costs 0.00 11.00 24.00 3.00 0.00 4.00 6.00 15.00 10.00 0.00
Compliance and risk approval processes 1.00 10.00 19.00 8.00 0.00 1.00 12.00 16.00 6.00 0.00
Other 1.00 1.00 6.00 0.00 4.00 6.00 1.00 4.00 3.00 2.00
% of Total

Company does not have a Digital Strategy or Roadmap 47% 18% 13% 13% 8% 34% 31% 17% 17% 0%
Training difficulties and challenges 13% 53% 29% 3% 3% 11% 29% 46% 14% 0%
Difficulty of getting LOs to change processes and
behavior 8% 29% 45% 18% 0% 6% 14% 66% 14% 0%
Costs 0% 29% 63% 8% 0% 11% 17% 43% 29% 0%
Compliance and risk approval processes 3% 26% 50% 21% 0% 3% 34% 46% 17% 0%
Other 8% 8% 50% 0% 33% 38% 6% 25% 19% 13%
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