
STATS

nce again originations in 
the second quarter of this 
year were down. Overall, 
the top 20 lenders origi-

nated about $384 billion, a 36% de-
cline when compared to originations 
just one year prior among the top 20.

Despite the downturn, online origi-
nations fared much better. Online 
originations were also down in the 
second quarter of this year, but only 
by 17%. The numbers indicate that on-
line lending is a more resilient chan-
nel, even in the midst of the biggest 
downturn in modern history.

Some standouts are SunTrust Mort-
gage Inc., which originated $4.3 bil-
lion online in the second quarter. The 
company’s online originations actu-
ally increased by 37% as compared 
to one year prior. But SunTrust’s total 
originations still declined by 47% in 
the second quarter.

What does this mean? If online 
wasn’t such a strong and resilient 
channel, the mortgage industry would 
be experiencing even greater volume 
declines this year. Another standout 
was Bank of America, which saw its 
online originations increase by 63% in 
the second quarter of this year as com-
pared to one year prior. But the story 
with BoA is the same as the SunTrust 
story because in the second quarter 
BoA’s overall originations fell by 33% 
over the same time period.

At this year’s Fiserv Client Con-
ference held in Orlando, Fla., Mark 
Sievewight, corporate senior vice 
president at Fiserv, noted that annual 

growth derived from a brick and mor-
tar branch will only grow by 0.5% over 
the next five years vs. the whopping 
27.2% growth expected online over 
the same time period. Mr. Sievewight 
warned that Gen X and Gen Y are now 
coming of age and they want instant 
answers online. Those younger then 
Gen X and Gen Y are even more de-
manding.

Mr. Sievewight shared a story 
whereby he was coaching his daugh-
ter. She was texting a friend and he 
ased her what she was doing. She said 
she was texting her friend Nancy. Mr. 

Sievewight responded that Nancy was 
sitting right next to his daughter on 
the bleachers at the time.

“Lenders need tools to grow their 
business and expand their markets,” 
stressed Randy Schmidt, president and 
founder of Mishawaka, Ind.-based 
Data-Vision Inc. “In terms of getting 
new markets, we’re seeing Gen X and 
Y starting to buy. They’re tech-savvy 
borrowers. However, this generation 
doesn’t just want to go to a good web-
site, they want tools to help them re-
search online, apply online, lock on-
line and get an instant decision.”   

Originations are down across the board, but in the second quarter of this 
year total online originations were much more resilient when compared to 
overall volume.
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