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Brokers Shop for Partners 
The boom in mortgage lending in 2002 strained relationships 

between mortgage brokers and wholesale lenders, a new survey indicates. 
Local buyers enjoy more loyalty. Page 3. 

 

Retail Triumphs in 2002 
Retail originations were the most productive channel 

in 2002, a new Inside Mortgage Finance analysis reveals. 
Wells Fargo was tops in retail, while Washington Mutual moved 

to claim the wholesale title. Page 5. 

 

January Ices Freddie 
Freddie Mac last month saw a sharp drop 

in GSE market share as several major lenders appeared  
to direct more business to Fannie Mae. Page 8. 

 

Mortgage Employment Still Rising 
Lenders say many of the recently hired employees 

in the industry are temporary staff who can be pared quickly 
if and when volume drops off. Page 9. 

 
Fannie Hits GSE Housing Target 

The company’s increased business among minority households may 
help when HUD releases new affordable housing goals. Page 10. 

 
California Dispute Heats Up 

Wells Fargo is asserting its federal charter, and the preemption that it 
carries over state mortgage laws, in a dispute with California. Page 11. 

 

Servicing Transfers Slow 
Despite a surge in agency servicing transfers in the fourth quarter, 

the market remained very slow in 2002. Page 12. 
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The Mortgage Market at a Glance…
Freddie Mac Weekly Survey of Mortgage Rates by Region 

As of Feb. 13, 2003

(80% LTV) Av. Conv. U.S. Northeast Southeast N. Central Southwest West 

30-Year Fixed-Rate: 5.86% 5.91% 5.82% 5.95% 5.83% 5.79%
Fees/Points: 0.6 0.5 0.6 0.3 0.5 0.8

15-Year Fixed-Rate: 5.26% 5.30% 5.23% 5.33% 5.24% 5.19%
Fees/Points: 0.6 0.5 0.6 0.3 0.5 0.8

1-Year Adjustable: 3.89% 3.91% 3.70% 4.22% 3.79% 3.75%
Fees/Points: 0.7 0.6 0.8 0.5 0.7 0.7

Inside Mortgage Finance Weekly Sample of Mortgage Rates
As of Feb. 11, 2003 30-Year 15-Year 1-Year 3/1 5/1

Fixed Fixed ARM ARM ARM
Conventional Conforming
Average Rate: 5.719% 5.063% 3.417% 3.781% 4.406%
Average Points: 1.103 1.184 0.792 1.219 1.219

Jumbo
Average Rate: 5.875% 5.375% 3.458%
Average Points: 1.293 1.009 0.875

FHA VA 30 YR FRM
Average Rate: 5.781% 5.188% 4.313% Average Rate: 5.906%
Average Points: 1.420 1.174 0.526 Average Points: 1.139

Mortgage Bankers Association Weekly Application Survey*
Week ending Feb. 7, 2003

1 Week 1 Month 1 Year Avg. Loan ($000)
All Loans -4.1% 0.4% 82.7% $182.4
Conventional Loans -3.8% -0.4% 92.0% $188.0
FHA/VA Loans -8.4% 13.7% 9.3% $128.8

Purchase Loans -5.7% 17.3% 5.0% $189.3
Refi Loans -3.6% -4.7% 152.4% $179.9
FRMs -8.2% 10.9% 12.9% $126.8
ARMs -10.1% 63.6% -20.9% $157.7

(* Change in number of applications)

Commonly Used Indexes for Adjustable Rate Mortgages
As of Feb. 11, 2003
.

1-Year Treasury 1.30%

1-Year  LIBOR 1.430%

Notes: 
Inside Mortgage Finance's weekly sampling & ARM indexes include: Principal Residential, 

Huntington Mortgage Company, National City Mortgage, Countrywide Home Loans, and other major lenders.

Percent Refis
73.8%

6-Mo.Treasury

6-Mo. LIBOR

1.19%

1.350%

6.04%

2.375%

FHFB Avg Contract Rate

11th FHLB District COFI
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Half of All Brokers Considering a Switch 
In Wholesale Lenders, New Survey Reveals 
 
 Soured by slow underwriting and poor sales representative service during last year’s booming 
refinance mortgage market, a significant number of mortgage brokers are now looking to establish 
new wholesale relationships in 2003, according to a new survey sponsored by Inside Mortgage 
Finance and conducted by Campbell Communications. 
 
 In fact, half of all brokers surveyed said they were dissatisfied and considering switching 
wholesale lenders. The survey, conducted during January and February 2003, questioned just under 
1,500 responding brokers about product and service issues such as rates, broker compensation, un-
derwriting practices, sales rep performance and use of electronic services.  
 
 Broker attitudes toward specific lenders, the likelihood of switching from individual compa-
nies, and the primary reason for switching wholesalers, are the major focus of the new survey re-
port. Additionally, the survey probed mortgage broker relationships with Fannie Mae and Freddie 
Mac as well as their use of mortgage insurers for contract underwriting. 
 
 “Everybody knows that 2002 was a record year for mortgage originations with more than $2.5 
trillion in volume. But what is less well known is that last year’s huge volume put a lot of strain on 
the capabilities of most wholesale lenders and that took a big toll on their relationships with bro-
kers,” said John Campbell, president of Campbell Communications, a Washington, DC-based survey 
firm that specializes in the financial services industry. 
 
 “This new survey sheds considerable light on what wholesalers did wrong last year in the eyes 
of mortgage brokers. It also points out what brokers are currently looking for in terms of service 
from lenders,” Campbell added. 
 

 Among the survey’s key findings: 

••  Nearly half of all brokers are dissatisfied with one or more aspects of their wholesale lending 
relationship and are considering switching; 

••  Brokers tend to be more satisfied with their local lenders and less likely to switch from them 
than from national companies; 

••  Of brokers that are considering switching wholesale lenders in the near future, 34 percent 

Brokers Considering Switching & Reasons for Dissatisfaction 
    
 Brokers Using: 
 All Lenders Top 10 Lenders Local Lenders 
Switching Wholesale Lenders:    
Dissatisfied and Considering Switching 50% 55% 34% 
Likely or Very Likely to Switch 18% 19% 12% 
    
Primary Reason for Dissatisfaction:    
High Rates/Uncompetitive Rates 13% 12% 15% 
Low Broker Compensation 7% 6% 14% 
Slow Underwriting 34% 40% 18% 
Busted Rate Locks 2% 2% 1% 
Missed Closings 7% 7% 9% 
Inflexible Underwriting 13% 12% 12% 
Poor Sales Rep Service 16% 16% 13% 
No Electronic Services 8% 6% 19% 
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cited slow underwriting as the primary reason; and 
••  Poor sales rep service was a distant second at 16 percent, followed by inflexible underwrit-

ing at 13 percent, and high or uncompetitive rates, also at 13 percent.  
 
 Given the unprecedented workload placed on underwriting staff during last year’s refi boom, 
it’s not that surprising that mortgage brokers had a lot to grumble about when it came to service – 
particularly underwriting – provided by wholesalers. 
 
 But about a third of the brokers surveyed said they could have underwritten loans themselves 
and sold them directly to Fannie Mae or Freddie Mac, potentially saving time. These brokers, how-
ever, preferred to deal with wholesalers or aggregators, often giving “Lower Rate from Aggregator” 
or “Better Relationship with Aggregator” as reasons why.  
 
 One way that mortgage brokers did save underwriting time was to use remote contract under-
writing services provided by mortgage insurance companies. When selecting a particular MI com-
pany for remote contract underwriting, 49 percent of broker respondents listed “Prompt Underwrit-
ing” as a significant reason.  
 
Broker Preferences Among Lenders 
 
 The survey also asked mortgage brokers to rate their three top lenders. The 10 lenders pre-
ferred by respondents were, in order of number of responses received: Countrywide, Wells Fargo, 
Flagstar, Washington Mutual, Chase Manhattan, InterFirst (ABN AMRO), National City Mortgage, 
GreenPoint Mortgage Funding, Bank of America, and First Horizon. For smaller local lenders, bro-
kers were able to code their preferred lender selection to the general category “Other Local Lend-
ers.”  
 
 Survey results showed some significant differences in ratings and mortgage broker satisfaction 
for both national wholesale lenders and local lenders. In general, brokers are more satisfied with lo-
cal lenders. Only a third of brokers using a local lender are considering switching, versus 55 percent 
considering switching from a top 10 lender.  
 
 However, even among the top 10 lenders, there were wide variances in satisfaction. For exam-
ple, 53 percent of brokers rated the sales representatives for one national lender as “Superior,” while 
the average for all top 10 lenders was 25 percent. 
 
 The primary reason mortgage brokers preferred local lenders over national wholesalers was 
speed of underwriting. Forty percent of brokers dissatisfied with a top 10 lender cited slow 
underwriting as the primary reason, while only 18 percent of brokers dissatisfied with local lenders 
gave slow underwriting as the reason. 
 
 Detailed ratings confirmed this result, showing that 29 percent of all local lenders were rated 
“Superior” on prompt underwriting, while only 12 percent of top 10 lenders were rated Superior on 
prompt underwriting. On the related question, “Commitment to Closing,” 40 percent of local lenders 
were rated Superior, while 22 percent of top 10 lenders were rated Superior. 
 
 Two areas in which the top 10 clearly appear to have the advantage over local lenders are elec-
tronic services and broker compensation. Twenty-four percent of top 10 lenders were rated Superior 
in electronic services, while only 16 percent of local lenders received such a rating. Fourteen percent 
of brokers using local lenders were considering switching because of broker compensation, while 
only 6 percent of brokers using top 10 lenders were dissatisfied with compensation. ♦ 
 
[Editor’s Note: To find out more about this new mortgage brokers survey contact Campbell Commu-
nications at 202-363-2069 or info@campbellsurveys.com.] 
 
 




