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Looking at 2025 & Beyond

Focus on Cost Control,
Efficiency & Profitability

With our clients, Covius is considering how 2025 will play out. Based on what we're
hearing and what's happening at the Fed and within the housing economy,

2025 may be a replay of 2024. Originations might be up a bit compared to last
year, home equity may gain more traction, and the new administration will likely
ease up on regulation, giving servicers a pause as they await clear guidance. For
originators and servicers, efficiency and profitability continue to be the priorities
in 2025. At the same time, they'll be working through the strategies that will
prepare them for what's to come in 2026—hopefully, higher volumes and growth.
Currently, Fannie Mae is forecasting total originations of $2.27T in 2026, up from a
forecast of $1.92T for 2025 and $1.69T in 2024.

Covius EVP-Marketing & Client Services Lori Gray recently sat down with Covius
EVP-Settlement Services Joe Chappell and Covius VP-Business Development
Andy Schafer to hear their takes on the industry’s year ahead.

If I'm a client, Joe, what am | thinking about in terms of decisions for
this year and next?

Joe: Forward-looking executives focus on how to organize their businesses to drive the highest
levels of performance. At the most fundamental level, it comes down to: What do | do as a lender
or servicer? And what should | contract out to a partner? Coming up with the right strategy often
involves deciding what's core and what's not. If a function is customer-facing and | change it, will
this improve not only my cost structure but also the customer experience?

The process of evaluating these factors can require a deep dive into a company's supply chains
and understanding of how product lines and value streams (the steps companies take to create
value for customers) come together. Once you've determined your approach, the next question is
“how do | implement that strategy with operational resilience?” As an operator, I'm always trying
to minimize single points of failure and engineer for operational resilience - spanning people,
processes and technology.
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And in what ways should a client approach operational resilience?

Joe: From a vendor management perspective, do you want strategic partners that can play a
number of roles, or do you want a number of discrete, specialty providers? There are advantages
and tradeoffs to each approach. Theoretically, your discrete providers should be best of breed in
their specific category, but if you need to plug in 18 different products, this means 18 different
MSAs, 18 different integrations and 18 different vendors to manage from an InfoSec and operational
oversight perspective. Fragmented process ownership can also lead to operational waste and
difficulty in managing overall SLAs due to multiple handoffs and lack of consistent accountability.

Or you could go with a more diversified partner, like Covius, that could provide a range of services:
everything from valuation, credit, title, default title, document solutions and lien releases all
under one MSA. We're seeing clients come down on both sides of these approaches — some
going the strategic partner route, others the discreet partner approach.
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A few years ago, quality and compliance would have been high on clients’ “must-have” lists, and
these are still major concerns. But now these are the costs of doing business in our industry, and

they are simply expected. Like cars coming with tires.

Finally, don't forget digital. The value streams of the future will be powered by data, so how will
these decisions move your company forward in terms of digital adoption, penetration and digital
asset management? Will they enable Al innovation? The more fragmented your data, the more
difficult it is to unlock its potential.

Andy, lenders have been pushing for “cheapest and fastest” for

years. Once they get there what comes next?

Andy: Well, Joe gave us a good 50,000-foot perspective, and we've mentioned that 2025 will
likely be a “replay” of 2024. Given a relatively flat, year-over-year volume curve, the challenge for
both lenders and servicers to deliver revenue growth while reducing cost takes on significant,
added complexity.

Traditionally, lenders view the products and services they require to originate loans and the
vendors who provide them as “supply-chain relationships.” While the push for lower costs and
faster processes has driven remarkable innovation in residential lending, especially in technology,
what happens when we reach the limits of “cheapest and fastest”? The next breakthrough, in my
view, lies in value, service and building strategic relationships.

At Covius, we believe the future of lender-service provider partnerships lies in what we refer to
as the “Strategic Relationship Model.” This approach to the lender-service provider relationship
delivers revenue growth and cost savings, while ensuring lenders retain full control over quality
and service excellence.

In our industry there are only a handful of providers who can check all the boxes in terms of
delivering all the products and services that lenders and servicers need. Most of these players
are large companies that tend to be more rigid in terms of how they contract and deliver these
services. At Covius, not only do we have the array of products to be a strategic partner to our
clients, but we also have the flexibility and the willingness to work with clients so that the answer
to their questions is most often “yes.”
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