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loss limit, variance ceilings, terms, 
loan type, AVM cascading models 
or any other variable the lender 
chooses to set. Additionally, the 
warranty can cover loss up to and 
including foreclosure related 
expenses. The parameter options the 
lender chooses and the cost of the 
warranted AVM is variable and 
based upon the lender’s selected 
criteria. 

The warranty also covers all 
generally accepted AVM models and 
NREIS will review and consider any 
AVM model at the lender’s request.  

While the warranted AVM has been 
most notable, NREIS offers similar 
warranties on traditional collateral 
valuation products for both 
residential and commercial lending. 
Additionally, with National Real 
Estate’s cascading AVM products 
they offer a technology that 
standardizes confidence scores 
across multiple AVMs. By using 
standardized confidence scores 
combined with the warranted AVM 
the lender can reduce risk to levels 
significantly, the company said. 

The NREIS product also can be 
structured to cover overvaluation 
losses including foreclosure-related 
expenses.  

Through the partnership, the 
warranty is supported on all AVMs 
on the CoreLogic platform and there 
is no minimum confidence score.  

Kesselring said the product was in 
development for nearly a year. 
David Keller, president of National 
Mortgage Systems, worked to bring 
the two companies together.  

 “Combining the full featured 
flexibility of the NREIS warranted 
AVM with HistoryPro creates one of 
the safest, most comprehensive AVM 
products in the market today,” Keller 
said. 

The HistoryPro analysis tool is a key 
feature when added to the NREIS 
warranted AVM. HistoryPro runs a 
variety of risk analyses on the 
property, including potential for fraud 
or flip, and the program alerts the 
lender if the risk is considered very 
high.  

Kraig Clark, chief operating officer 
of CoreLogic said the company’s 
HistoryPro analysis was a natural fit 
with National Real Estate’s flexible 
warranted AVM product.  

Kesselring added that the offering 
complements the other reports and 
services that CoreLogic provides.  

“We have been asked been asked by 
our lenders about a warranted AVM. 
I think if they are expanding their 
product offerings, getting creative 
with how quickly they need to get 
loans turned around, this is one of the 
options they are  

exploring on their end,” she said. 
“We thought that it would be best that 
we introduce this product and make it 
available to them along with our other 
AVMs and collateral risk assessment 
tools.” 

The warranted AVM, according to 
Kesselring, will offer lenders 
additional flexibility as they decide, 
in concert with their investors, which 
valuation approaches to take. 

Through a partnership with National 
Real Estate Information Services 
(NREIS), CoreLogic, a C&S 
Company, recently began offering a 
warranted AVM product.   

According to Felice Kesselring, 
director of product development at 
CoreLogic, the partnership marks 
the first foray into warranted AVM 
products for the company.  

Kesselring said that CoreLogic 
plans to combine the NREIS 
warranted AVM with built-in fraud 
and flip detection through its 
proprietary HistoryPro product.   

“This AVM warranty covers 
overvaluation losses including 
foreclosure-related expenses,” she 
said, adding that NREIS’ warranted 
AVM with HistoryPro, CoreLogic’s 
newest AVM offering, features 
flexibility for setting criteria 
including tolerance for error, loan 
value and LTV.  

NREIS’ AVM offerings include 
flexible warranties, standardized 
confidence scores and a proprietary 
QUICKinspect product.   

According to NREIS, the company’s 
warranted AVM product offers 
flexible and inclusive coverage and 
allows the lender to set the 
parameters of the warranty. The 
company works with the lender to 
understand their underwriting and 
risk decision process and create a 
customized model for that lender. 

Customization allows for adjusting 
criteria such as confidence score, 
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and if it would be acceptable to the 
GSEs.”*  

Overall, CoreLogic’s software is 
being used by lenders across the 
country to identify property flipping, 
inflated home values and other forms 
of mortgage fraud.  

The California-based firm counts 
nine of the nation’s top 10 mortgage 
lenders as users of its products, 
adding that its fraud and appraisal 
software scrutinizes roughly 25 
percent of U.S. mortgages.  
 
CoreLogic has found that the 
mortgages flagged by its software are 
nine times more likely to default — a 
point the company uses to market its 
system.  

“If you don’t fund it, you can’t lose 
money,” Romano said.     
 
 
 
 
 
 
 
 
 
 
 

Note:                                                 
[* Romano is referring to the fact 
that if loan doesn’t fund, the client is 
not charged for the Warranted AVM. 
Client only pays a small $15 cancel 
fee. Yet, during the loan process the 
Client has the security of an insured 
Warranted AVM, the security of the 
HistoryPro loan fraud detector pre-
screening, and the benefit of a full 
AVM printed report.] 

The product is geared toward 
lenders and Kesselring said that is 
the target audience.  

The intended use of the product will 
be determined by the lenders 
themselves.  

Flexibility was key as CoreLogic 
pursued the warranted AVM project 
with NREIS. 

“When we built our partnership with 
NREIS, we really valued the flexible 
approach,” Kesselring said. “In that 
respect, we are able to look at FICO, 
LTV, different product types and 
able to be flexible with the tolerance 
or variance that is supported. This 
enables the lenders to have the 
creativity to negotiate a package that 
meets their specific needs for the 
products they are offering.” 

Anthony Romano, executive vice 
president of sales and marketing at 
CoreLogic, told Valuation Review 
that positive feedback throughout 
the industry led to the project getting 
a green light. 

“We felt real comfortable with what 
NREIS was doing and felt we would 
partner with them to bring this 
product to the marketplace,” he said. 
“It is very much in its infancy.” 

Romano said he is confident that the 
offering will find a warm welcome 
in the market. 

“I think there is an appetite — 
 among investors in some of these 
homogenous markets — for some of 
these loan products to accept an 
automated valuation model with a 
warranty type of wrapper,” he said. 
“The jury was still out in terms of 
how claims were going to be paid 


