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he mortgage industry was 
not surprised when it was re-
ported that the fourth quar-
ter of 2007 brought some bad 

news in terms of overall volume. By the 
numbers, residential mortgage bankers 
funded $496 billion in the fourth quar-
ter, which represented the industry’s 
worst quarter in nearly seven years. 

However, overall online volume 
during the same time period showed 
a glimmer of hope as this channel’s 
volume bunked this downward trend 
and actually increased by 27%. Online 
retail numbers weren’t as cheery, but 
did hold up better when compared to 
volume drops overall. 

Specifically, fourth-quarter re-
tail online volume slipped by 12% 
as compared to one year prior. This 
number will be interesting to track 
this year as several large players 
have opted to drop out of wholesale 
in favor of retail. 

The cost for a lender to originate 
using a retail channel is higher when 
compared to wholesale, so conven-
tional wisdom would dictate that 
lenders might put more emphasis 
on doing retail online to cut some of 

that cost out of the process during 
a time when lenders need to spend 
less originating a loan in order to 
survive the current downturn.

No matter how volume may fluxu-
ate over the next few months, Quick-
en Loans remains the No. 1 online 
retail lender. The lender’s chief infor-
mation officer Frank Lara noted that 
online lending is becoming the pre-
ferred method of getting a mortgage, 
regardless.

“Online lending provides better 
customer service,” he said. “As folks 
become familiar with transacting on-
line they expect this. It also enables 
faster service.”

E-closing pioneer Navy Federal 
Credit Union also saw a bump in 
its online retail numbers. The credit 
union has stopped doing e-closings 
and has automated the point-of-sale. 
If these numbers are any indication 
this strategy has paid off. Later this 
year Navy Fed plans to launch a fully 
automated process from end-to-end.

Going electronic certainly pays off. 
“If someone is doing a manual task we 
can put that talented person to a more 
critical place,” said Mr. Lara. “We ac-
complish this by going electronic and 
offering more online. It also shortens 
the lending timetable. We can also be 
more in control of the data.” 

Despite the current downturn, online retail volume slips, 
but outperforms overall origination declines.
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