
Scrutinizing loss mitigation 
workflows was one area that several 
large servicers have identif ied as a 
potential area of focus. Depending 
on the organization, it is not at 
all unusual to see the same loan 
being worked on by two different 
groups and moving down parallel 
paths towards modif ication and 
foreclosure simultaneously. 

Obviously, this creates ineff iciency 
and redundant processing and the 
potential for duplicative vendor 
spend. As a prominent solutions 
provider to the servicing industry, 
we see this playing out frequently. 
For example, one group at a servicer 
will order breach notices from our 
Covius Document Solutions group, 

while another group is working to 
modify the same loan. The result 
is often duplicate orders for title, 
property reports and inspections.

To help clients rationalize their 
default cascades, our Settlement 
Services group has developed a 
range of loss mitigation options 
from complete process outsourcing 
to taking over discrete functions 
depending on client requirements. 
We’ve also developed Loanscape LM, 
which utilizes multiple data sources 
to evaluate all potential property 
disposition options (Refi/HELOC/
Mod/DIL/Short Sale/Foreclosure) to 
ensure compliance and empower the 
servicer to provide the best possible 
resolution option to the consumer.

GETTING CREATIVE ABOUT LOSS MIT
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The mood at the Mortgage Bankers Association’s (MBA) National 
Servicing Solutions Conference in Dallas earlier this month was focused 
and resolute. Most of the clients we met with have a solid understanding 
of the “range” of the market in 2025. It’s not likely to be great, not likely to 
be terrible, and opportunities that surface will be a result of making one’s 
own luck and being opportunistic.

Many of the clients we spoke with seemed intent on using this lull to find 
ways to strip excess cost out of their operations and to invest prudently in 
technology to drive efficiency. There was a fair amount of interest in the 
benefits of outsourcing certain functions and finding more creative ways 
to purchase core products and services. In fact, as we heard in at least one 
discussion, “creativity is the buzzword for 2025.”
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management and efficiency will 
continue to be paramount. If your 
suppliers aren’t helping you strip 
out expense, you need to consider 
other options. In addition, taxes and 
hazard insurance increases continue 
to strain many U.S. households. 
Every servicer we spoke to said 
they are working to find ways to 
help borrowers understand what’s 
happening with their escrow 
accounts and developing new tools 
to better understand the risks within 
their portfolios.

The punchline is that visibility to 
the oncoming challenges won’t 
make things any easier in 2025, but 
the environment you know may be 
better than significant downside 
surprises. Consensus seemed to be 
that these challenges aren’t going 
away anytime soon and that there 
are no easy short-term answers. 
Partnering with providers that get 
creative will be the difference.

THE DEVIL YOU KNOW

In summary, the mood at MBA 
Servicing was positive. The long-term 
concerns expressed by the speakers 
and in the hallways included the 
potential broad overhaul of the 
Consumer Financial Protection 
Bureau (CFPB). A combination of 
benefits and challenges could result 
from changes being made, including, 
as mentioned earlier, less federal 
regulation, and some new rules that 
were in the implementation stage 
potentially being shelved. However, 
large national servicers will likely now 
be dealing with a dozen or so state 
regulators who are going to fill that 
void with a dozen different rules.

Covius’ Servicing Oversight practice 
and our Covius Compliance Solutions 
team are carefully monitoring 
what’s happening at the CFPB 
and at the state-level to help our 
clients stay informed and compliant. 
Income from origination activity 
continues to pressure the balance 
of firms’ operations, and expense 


