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THE FIRST HALF OF THE ’90S HAS SEEN A TREMENDOUS

There is a lot of influx of newcomers at all levels of mortgage banking. From
fusi the refi rookies to upper-level managers of commercial
today about banks entering the industry mostly through ac-

how to successfully run retail  quisitions, there are a growing number of new players

: in the mortgage business. New is not necessarily bad,
production. Some of it's but these players know little, if anything about this

caused by a lot of newcomers  business. ® Many of these new entrants bring with
to the g that don’t fully them grand visions of how to change the business.

But what these newcomers need to learn is that this
understand the basic playbook. business has refused to give up its basic “entrepre-
neurial personality” for well over a century. Is it really
going to change now? @ This industry seems to be
corporate bureaucracy is one reeling from misunderstanding and disagreement over
how and where we are going. If there is wisdom in the old

game and entreprencurship is saying, “It’s easier to know where you're going if you under-
quite another. stand where you've been,” a review of the industry’s history

might prove valuable, particularly for those suddenly finding them-

selves in the thick of this unpredictable business. ® But rather than focus on the

whole of this multifaceted business, this article will focus on retail originations—where it’s been and
where it’s going. For the next five years, succeeding with retail mortgage originations will require flex-
ibility, diversification and a more astute perception of what “retail” now means to the consumer. Suc-
cess will require a willingness to implement the necessary business practices to satisfy that perception.

The winners will learn that
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