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We help you liquidate it.
From acquisition to disposition – we do what it takes to elevate your REO properties to a marketable condition and move them 
fast. Using unrivaled valuation data and analytics, proven marketing and management expertise and the full resources of a solid, 
secure organization, we quickly reduce inventories and help you get the most for each property. 

Let us show you how we can help minimize REO cost and risk while maximizing return on your non-performing assets.

When the market gives you REO...
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Charting default strategy in the  
management of underwater borrowers

JUMBO FUMBLE
Luxury housing needs a new plan

Appraisals  

fall somewhere 

between art 

and science.  

So is the HVCC  

a blueprint  

for disaster?
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As much as I’d love to tout our upcoming Distressed Servicing 2009 event this month,
 I feel compelled to spend time talking about an issue that I’m sure will be part 

of the discussion at this seminal industry event come November: the implication of a 
broad-based movement to help troubled borrowers, seemingly without regard to cost, 
situation, or implication.

There are myths out there that don’t have real-world implications, like Bigfoot. 
But others, like the “save homeownership at all costs” ethic that has gripped much of 
the nation, have far-reaching consequences for our economy, and ought to be subject 
to a critical debate.

The consumer lobby in this country has never had so much power when it comes 
to housing—both on Capitol Hill and among consumers—and it’s been wielding that 
newfound power with great effect. Lenders nationwide are capitulating on mass-scale 
loan modifications in the name of “protecting the American Dream,” and the Obama ad-
ministration has put together a veritable alphabet soup of programs (HAMP, HARP, and 
others) designed to wedge taxpayer dollars in between borrowers with a “bad” mortgage 
and those “mean” servicers that appear resistant to making such seemingly socially 
conscious modifications.

Heck, even the head of ACORN (a well-known consumer advocacy group) was re-
cently a featured on-air interview on The Colbert Report. 

Tom Showalter’s research, published as an exclusive in this issue, begs the most 
pertinent and fundamental of questions (even if Showalter himself didn’t ask them 
specifically): what if the common logic is wrong? What if, instead of helping those who 
really need help, we’re inadvertently establishing a reward system for those with poor 
debt management skills? What if we’re rewarding those individuals who aren’t generally 
committed to paying their debts, while punishing those that attempt to abide by those 
commitments? For anyone familiar with Pavlov’s dog, the answer may be all too clear, 
and the implications for our society could run deeper than we know.

Deep questions, to be sure. And issues that I hope every reader will consider as they 
read Tom’s research. 

For me, personally, Tom’s story also brought back warm fuzzies from my days at the 
Univ. of Southern California as a doctoral student; days when I spent my time designing 
studies and worrying about main effects versus interactions, attempting to ensure that 
my studies weren’t overtly affected by exogeneity. In other words, my days as a research 
and applied statistics geek. But his work also reminded me that thus far, so few in the 
academic community have been willing to ask the tough questions around the solutions 
now being put into place; most in the academy are content to research traditional class 
issues around subprime lending. It’s time for that to change—and Tom’s work should 
serve to open up some much-needed research into behavioral issues surrounding the 
current mortgage mess.

We’ve worked hard to turn Tom’s very serious research into something that a non-
researcher can digest, because I believe that the work he’s done and the points he makes 
based on the findings are absolutely critical for anyone looking to understand the road 
that lies ahead of all of us. I’d love to know what you think, so please put on your think-
ing caps, read about the study, and feel free to drop me a line and tell me your own 
thoughts: paul.jackson@housingwire.com.

—Paul Jackson, Publisher

Of Bigfoot and Other Myths

[a note from the publisher]
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Mortgage XSites 
Sophisticated, rich, hassle-free websites  

XSellerate 
Automated marketing turns leads into sales

SureDocs 
E-doc signing and delivery solution

FleXApp1003 
Intuitive online 1003 that works on any site 

Daily Rate Lock Advisory 
Provide expert rate float/lock advice

Mercury Network — FREE 
Free appraisal order management solution

Take 24% off your order 
through August 28th.

Enter TAKE24 at checkout.

100 DAy MOnEy-bACK guArAnTEE

Not just a(nother) website company

More than 100,000 professionals rely 
on our products to power nearly 50% 
of all residential real estate transactions 
every day.  Talk to any of them and 
you’ll see they’re exceptionally loyal and 
enthusiastic about our strengths.  Ever 
wonder why?

For some, it’s because for the last 24 
years we’ve continued to develop tools 
that help you be more efficient during 
boom years, bust years and everything 
in between.  When things are busy you 
need to be as efficient as possible so you 
turn out more loans.  And when times 
are slow you need to spend less time 
processing loans so you can focus on 
capturing more business.  but no matter 
what the market is like you need tools 
that empower you to adapt quickly and 
seize any given opportunity.   

For others, it’s our 24x7x365 support.  
Our headquarters is always staffed with 
“real live people” charged with getting 
you productive immediately.  

Still for others, it’s the peace of mind 
that comes from our iron-clad, 100 day, 
100% money back guarantee.  A vendor 
can’t offer that unless their products and 
services are up to the challenge, which is 
why others don’t do it.

There are many more reasons, but 
it’s time to create your own.  Visit our 
website, look over our products, then call 
us and see for yourself why we’re more 
than just a(nother) website company.  To 
make it even easier, we’re offering 24% 
off during our anniversary celebration 
— just enter “TAKE24” at checkout.  you 
really have nothing to lose.  As we said, 
we even guarantee it.

Celebrating 24 years... and counting
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