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ABN AMRO, others combat fraud with technology  
C&S Marketing takes 
a bite out of crime 
with its HistoryPro, 
Broker’s Scorecard  
 
Steve Schroeder is no gun-slinging U.S. 
marshall, but armed with his new crime 
fighting tools, the co-founder and CEO 
of C&S Marketing contends he can rid 
any town of the bad guys that perpetrate 
mortgage fraud. And Schroeder has 
friends in very high places of the 
mortgage banking industry who agree. 
 
In fact, Schroeder reports to have helped 
18 of the top 20 lenders in the nation 
fight mortgage fraud, a multi-million 
dollar business that results in a huge loss 
to lenders, leading to a domino effect 
through the financial industry. 
 
The top 20 lenders are: Wells Fargo 
Home Mortgage, Washington Mutual 
Bank, Countrywide Financial Corp., 
Bank of America, Chase Manhattan 
Mortgage, ABN AMRO Mortgage, 
National City Mortgage, CitiMortgage/
Citibank, World Savings and First 
Horizon Home Loans. 
 
This is followed by Wells Fargo Bank, 
Sun Trust Mortgage/Sun Trust Bank, 
GreenPoint Mortgage, GMAC Mortgage, 
New Century Mortgage, Ditech.com, 
Capitol Commerce Mortgage, IndyMac 
Bank, First Franklin Financial and 
Argent Mortgage. 
 
Mike Watts, vice president of Quality 
Assurance, ABN AMRO, and Joe 
McKone, executive vice president, First 
Franklin Financial, talked to Valuation 
Review about how the C&S tools have 

helped guard against mortgage fraud in 
their respective companies. Both 
executives agreed mortgage fraud has 
been increasing, citing FBI statistics. 
 
The FBI’s May 2005 Financial Crime 
Report revealed the number of filed 
mortgage fraud reports escalated from 
6,936 in 2003, to 17,127 in 2004. The 
majority of the states affected are 
California, Nevada, Utah, Colorado, 
Missouri, Illinois, Georgia, South 
Carolina and Michigan. More than 80 
percent of the cases involve either 
overstated property appraisals or non-
existent properties, the FBI reports.  
 
“Since fraud is on the rise, its prevention 
is critical to the mortgage lending 
industry,” Schroeder said. “Lenders must 
protect themselves by reconfirming a 
property’s collateral value and its risk 
potential.” 
 
To combat this growing problem, C&S 
Marketing has created two fraud 
prevention solutions for the mortgage 
industry — HistoryPro and Broker 
Scorecard. “Early detention is the key,” 
Schroeder said. “C&S Marketing 
empowers lenders with HistoryPro, an 
advanced detection system that proves 
invaluable in uncovering fraudulent 
activities.” 
 
Broker’s Scorecard is a scoring system 
which allows lenders to participate in the 
first ever cross-industry broker 
management system without violating 
privacy or compliance regulation.  
 
“By using our public records collateral 
risk measure scoring system as the 
performance benchmark, lenders need 
only provide an address, property value 

used for origination, date of origination 
and the third party ID or name used for 
tracking,” Schroeder said. “From this 
information, C&S Marketing will rate the 
future performance of both the loans and 
brokers.” 
 
ABN AMRO’s Watts agreed Schroeder’s 
crime-fighting tools are among the best 
in the industry.  
 
“We tested two other products using a 
population of loans where we had 
determined fraud/no fraud by filed 
review,” Watts said. “History/Pro was 
superior at identifying potentially 
fraudulent collateral risk. 
 
“Early in the process, we used History/
Pro to sort loans already closed to 
determine the extent of the potential 
fraud exposure,” Watts said. “Once the 
loan level risk was identified, we rolled 
the information up by broker, loan officer 
and appraiser. 
 
“This information was used to take 
action with respect to the participants in 
the fraud (generally property flipping) by 
reporting to industry information sharing 
(MARI) and law enforcement through 
required SAR (Suspicious Activity 
Report) filings,” he said. 
 
“Without HistoryPro, we would have 
spent millions of dollars using AVMs or 
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some other more expensive method to 
identify the collateral risk,” Watts said. 
“We currently use the Broker Scorecard 
information to tie break on close 
decisions. 
 
“If in the Broker Scorecard, 
delinquencies, repurchase rates and EPD 
rates all look good, we give the loan the 
benefit of a strong broker,” he said. “If 
those metrics are weak, we will decline 
the loan. 
 
“We estimate that HistoryPro has 
eliminated more than $40 million in 
exposure in loans we declined since 
implementation in December 2002,” 
Watts said. “Without HistoryPro, these 
loans would have closed, and the 
exposure would be in our servicing book. 
 
“Steve Schroeder has constructed a 
better mouse trap to detect collateral risk 
and fraud,” Watts said. “Most large 
lenders are beating a path to his door to 
buy this superior mouse trap. There 
continues to be a significant amount of 
mortgage fraud in the marketplace. Tools 
like HistoryPro make it possible to stop 
the major fraud schemes that were 
causing significant losses.” 
 
First line of defense 
Schroeder refers to HistoryPro as “a 
lender’s first line of defense. As fraud 
perpetrators continuously refine their 
illegal methods, C&S Marketing is 
developing tools that will keep lenders 
ahead of the fraud curve.” 
McKone said First Franklin Financial’s 
decision to go with C&S Marketing was 
crime prevention. “Our goal was to be 

proactive in finding tools to reduce the 
possibility of over-valuation and to drive 
down the costs associated with investor 
due diligence and post-funding quality 
control processes,” he said. 
 
“Another goal we have is identifying 
potential issues in a pre-funding 
process,” he said. “Using the Broker 
Scorecard, HistoryPro and the GEO 
AVM tools combined with an escalated 
approach in our value review process, 
helps confirm the subject property 
market picture, plus provides our 
frontline underwriters with the tools to 
confirm their lending decisions.” 
 
McKone declined to reveal the price of 
the C&S Marketing products, but said he 
was pleased with the bottom line. 
“This partnership reduced our overall 
valuation costs by 13 percent in 2004, as 
C&S responded to our business needs 
with a tailored solution based on our 
unique requirements,” he said. “Steve 
Schroeder and his team take the time to 
get to know the needs of each customer 
and strive to provide user-friendly 
solutions in a timely manner.” 
 
The flip side 
All major lenders are concerned about 
the flipping problem, and report 
HistoryPro’s major strength is 
identifying potential “flip” properties by 
providing historical information of up to 
three years for the subject sales property 
comparable to surrounding properties. 
 
Many mortgage fraud schemes involve 
‘flipping’ properties with falsely inflated 
appraisals, enabling crooks to buy cheap 
and make back two or three times their 
investment — often leaving the lender 
holding the proverbial bag. The derived 
intelligence in the HistoryPro data is 
derived from multiple resources 
including market value estimations, 
foreclosure and volatility models, 

property specific consistencies, geo-
influencing factors and overall 
performance studies, Schroeder said. 
 
In addition, HistoryPro identifies 
foreclosure propensity by area, lists 
nearby sites and provides short loan 
histories, provides proximity assessment 
of similar properties based on assessor 
records and sales data and includes an 
alphabetical buyers and sellers’ 
transaction summary, he said. 
HistoryPro helps lenders identify 
properties of high risk and market 
volatility, provides all sales activity, 
reviews property transfers, provides 
better neighborhood knowledge and 
identifies suspicious activity and 
provides sales histories up to five years 
and identifies potential “flip” markets. 
 
The start 
Prior to founding C&S Marketing, 
Schroeder worked with the State 
Department of Housing and Finance, 
where he evaluated homebuyer and 
foreclosure behavior, as well as the 
economic impact studies of home 
financing. He had a stint at Transamerica 
Intellitech, where he helped establish 
their data licensing and direct mail 
marketing lead program. 
 
Before his crime fighting tools hit the 
market in 2002, “lenders were trying to 
use automated valuation tools to cast for 
fraud,” he said. “But in many cases, 
these tools actually supported the fraud.” 
 
Since the company’s formation in 1997, 
C&S has added more than 75 of the 
nation’s largest 100 lenders to its client 
base and helped save millions of dollars 
in production costs and fraud loss, he 
said, adding, C&S averages 55,000 
transactions a day and processed more 
than 22 million loans over the past 18 
months. ◙  
 

“Since fraud is on the rise, its prevention is critical to the mortgage 
lending industry. Lenders must protect themselves by reconfirming a 

property’s collateral value and its risk potential.”  
 

– Steve Schroeder, CEO of C&S Marketing 
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