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Let’s Uncover the Keys to Long-Term Success...

+ Provide strong leadership

+ Align with leadership

+ Focus on the originator

+ Develop a loan sales strategy

+ Tech stack selection

+ Align front-end pricing
+ Use of data

+ Maximize loan sales

+ Robust product mix

+ Rinse, repeat, and protect
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What It Means to Be a Leader

+ A strong leader has a clear vision, communicates, has integrity,
shows empathy, is decisive, can adapt, and provides
empowerment.

+ A strong leader should:

Be fully engaged in their business

Be well-rounded in all aspects of the business

Hold other leaders accountable

Participate in key industry events
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How Do You Align With Leadership?

+ Clear communication from the top down
+ Leadership should never waver
+ Support managers publicly and provide constructive criticism privately

+ Develop a strategic plan and set KPIs to help measure success

+ Provide regular updates on progress towards company goals ; E
+ Be willing to adapt to changes
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Focus on the Originator

+ Originators are the fuel that makes the car go
+ Give them the tools to be successful in a competitive market

+ Do all you can to maximize loan execution so that your pricing
is competitive

+ Breakdown the secondary/originator barrier

+ Focus less on corporate margin transparency and build trust
through communication
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Develop a Loan Sale Strategy

+ Decide on service release, service retained, or a

hybrid of both
_ _ WHY DO

+ Prepare your operations team and post-closing MORTGAGE

departments LENDERS
SELL
« Can they handle interim servicing? LOANS?

+ Ma ke Su re th iS St rategy is allgned With the CFO Mortgage lenders Se.” Original lender frees Mortgage lender loans
loans to free up capital up cash to continue money to a homebuyer
to keep offering loans to offering loans to buy a house

° Manage cash flow other homebuyers, and
to generate cash while
- Minimize cash flow loss by retaining loans with the highest ROI ;Z:i'i:;”fog:fs_"'ghts 0

- MBSR financing as an option
e Determine how much to retain versus release

e Sell the loans where the servicing multiple is not Mortgage s sold to a
e CO n O m |Ca | new loan servicer

e Ensure the CFO and capital markets person are in sync
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Choosing the Right Partners... Not an Easy Choice

+ Your tech stack is one of many big decisions you will make

+ Making the wrong choice can set you back years or threaten
your existence

+ If you can’t create value, then you can’t measure it

+ Consider:
* Leadership
* History
* Market share

e Balance sheet

e Alignment to your business
* Customization
 Scalability

* Roadmap
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Importance of Aligning Front-End Pricing

+ Competitive times call for competitive measures
+ Baseline pricing must be reflective of actual execution

+ Leverage tools that eliminate guesswork

* Does your tech provide?

+ Give a little cushion, but adjust corporate margin

+ If retaining, be sure to consider recapture
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Data Is Cool but What Do | Do With It?

+ How to use data is a fluid strategy, but those who have
figured it out are excelling

+ Al produces data... data is data

+ Do you have a person on staff that can maximize the use of
data?

+ During a time of contraction, is such a hire too risky or too
necessary?

+ Put this in the hands of those that directly benefit

* Business development

» C-Suite; especially CFO’s

* Capital Markets
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Maximize Loan Sales

+ When done right, and if volume allows for it, hedging is necessary

+ Make sure your hedge provider has a deep client base and
provides adequate support

+ Ask questions about how the analytics work

* If you don’t know what to ask, consider a consultant
+ Have the right mix of investors -
+ Have multiple takeouts for the same loan
+ Strongly encourage at least one service-retained option
+ If selling to aggregators, do bulk but look at all executions
+ |If service-retained, also add FHLBs to the mix

+ Consider all cost, both direct and indirect
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Have a Robust Product Mix

+ Can’t have your eggs in one basket
+ This may be by design for some banks and credit unions
+ One constant in mortgage banking is change; so must your product mix

+ Don’t jump into a new product without considering:
* How to originate it
* How to process it
* How to warehouse it
* How tosellit

* How to service it

+ Be smart but nimble
+ Remember to have more than one takeout

+ Remove stale products
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Rinse, Repeat, and Protect

+ Gain information from your process and never hesitate to make
changes

+ Build on what is working, and decide if what isn’t working is
just temporary or needs to be adjusted or eliminated

+ Protect your assets with a strong recapture strategy

+ Fighting for new business is a challenge — and so is keeping
your servicing asset from the mega-servicers

+ You can’t hit a 95-mph fastball with a Wiffle ball bat
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Thank You... Questions?

: E'I:L-E CONNECT WITH US

'\ Linked [ & YouTube OPTIMAL
Xé\%ﬂAGE INSIGHTS
FOLLOW SUBSCRIBE FOLLOW FOLLOW
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Statement of Confidentiality and Disclaimer

The information contained in or supplied with this document (the “Information”) is the property of Optimal Blue, LLC (collectively, “Optimal Blue”) and
contains the confidential, proprietary, and/or trade secret information of Optimal Blue. The Information cannot be used, modified, extracted, copied, or
distributed without the prior written consent of Optimal Blue. With or without Optimal Blue's prior written consent, Optimal Blue will not be liable for the
disclosure or use of the Information. The intended recipient shall not use any part of the Information contained in, or supplied with this document, in any
way to the competitive disadvantage of Optimal Blue and will take all steps designed to assure its compliance with this provision.

If this document contains proposal language, this proposal is neither an offer nor intended by Optimal Blue, upon acceptance by the intended recipient, or
otherwise, to create a binding agreement with Optimal Blue. Such an agreement shall be reflected only by a definitive contract executed by both parties.

If this document contains feature or functionality specifications (the “Specifications”), Optimal Blue does not guarantee the accuracy of the Specifications

for any product, service, or functionality identified. Nothing herein shall be construed as, nor is Optimal Blue providing, any legal, trading, hedging or
financial advice.

The views and opinions expressed in this program/article/conference are those of the speakers and do not necessarily reflect the views or positions of
Optimal Blue, LLC.

TM SM ® Trademark(s) of Optimal Blue, LLC.
© 2025 Optimal Blue, LLC. All Rights Reserved.
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