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By Drew Waterhouse

The mortgage industry is
on the verge of a new
chapter, characterized
by lower overall produc-
tion volumes relative to

years past, greater compliance burdens
and lower product-based differentiation
among participants. However, lost in
this seemingly depressing news are the
seeds of real opportunity for firms and
individual originators well-suited to the
new environment. A much smaller pool
of players has created a need to achieve
greater production with fewer originators.
No, that is not a contradiction—due to the
shrinking of the mortgage industry, the

loans closed per originator figures are ac-
tually headed higher. This reality has put
originators with a documentable track
record of strong production in great de-
mand. Could this be the time for you to
consider a move to a mortgage lender in
which you are better model-matched?

Model-matching is the process of im-
proving the mutual results from relation-
ships between lenders and originators. It
is a comprehensive process of assessment
of both parties across a wide range of fac-
tors, including leadership, culture, busi-
ness type, operations and technology. This
process involves due diligence and consid-
eration of both objective and subjective
factors of a relationship in order to pro-
duce a holistic picture of positive-matched

and negative-matched areas within the re-
lationship. Leadership and culture are
among the most important, yet difficult,
business relationship components to eval-
uate. However, let’s take a look at how
they can be evaluated.

Leadership
For high-achieving organizations and pro-
fessionals, it is vital that engagement be-
tween managers and producers be
conducted in a clear, concise and consis-
tent way. The study of leadership clearly
demonstrates that talent (producers and
other creative employees) appreciate clarity
of vision, a voice in, and an impact on the
business processes and freedom to reason-
ably adapt to their unique circumstances

Leadership and Culture:
Are You Model-Matched With Your Current 

Mortgage Lender?
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or style (empowerment). Where this envi-
ronment exists, organizational and individ-
ual goals are achieved, culture is seen and
morale is high. Questions to be considered
include:

Vision
� Can you restate, without prompting

or referring to notes, the vision and
key strategies of your current em-
ployer?  

� Do you believe that the vision ex-
pressed by your current employer is
a prudent one given your under-
standing of the mortgage industry
and market currently?

Voice
� Does your current employer actively

seek input from you and others
throughout the organization before,
during and after implementation of
a new project, process or product?

� Do you feel that you can voluntarily
share your opinion on matters of
concern to you without fear of
ridicule or retaliation?

Empowerment
� Can you point to specific initiatives or

changes in policies or processes at
your current employer that are di-
rectly attributable to employee sug-
gestions or recommendations?

� Has the firm been reasonably accom-
modating to you with regard to
minor variations from company poli-
cies or protocols as it relates to the
unique features of your business?

Leadership can be a subjective qual-
ity to evaluate in corporate America. Yet,
there are fundamental questions related
to a company’s stated vision, proactivity

in seeking input from employees and re-
sponsiveness to individual employee
needs that can help to assess whether
your current company’s leadership is a
positive or negative model-match for
your business.

Culture
The culture of a business is most as-
suredly influenced by the leadership
factor we have just examined. But cul-
ture goes well beyond the direct influ-
ence of managers from above—it
considers the values displayed within
the organization. Values comprise a
wide range of factors including:

1. Compensation, benefits and recogni-
tion;

2. Development and growth;
3. Job characteristics;
4. Organizational character and reputa-

tion and;
5. Relationships.

A true, positive model-match can

only occur when you, the originator, are
aligned with your organization across
the full range of these values. Questions
that can help to illuminate this align-
ment or lack thereof include:

Compensation, benefits 
and recognition
� In light of the recent compensation-

related regulatory changes in the
mortgage industry is your employer’s
compensation program competitive,
clear and compliant?

� In your market, how does your com-
pensation package compare to your
peers?

� Is your employer’s benefit package
competitive and sufficient for sup-
porting your career, family and re-
tirement goals?

� Are employees at your current com-
pany recognized for achievements in
ways that go beyond basic sales in-
centive contests?

Development and growth
� Are you given the opportunity and

encouragement/support by your cur-
rent employer to seek training that
goes beyond continuing education?

� Do you have access to internal train-
ing relative to business planning, pro-
fessional development, products,
technology and marketing?

� Are there key leaders and managers
that take a vested interest in coach-
ing and accountablilty with you?

Job characteristics
� Are you given sufficient autonomy and in-

dependence by your current employer?
� Does your company provide you with

leadership opportunities?
� Would you consider your current po-

Leadership 
and culture are 
the first of the 

core business factors
any mortgage 

originator should
evaluate when 

determining the 
company with which

they have the best 
model-match.

“
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sition to be conducive for proper
work/life balance?

Organizational character 
and reputation
� Are you proud to work for your cur-

rent employer?
� Does the reputation of your employer

create value for you in your market with
your business partners and cllients?

� Does your current employer engage
in community service or industry
leadership initiatives?

Relationships
� Do the relationships you have with

fellow employees at your current or-
ganization ...

� Do you have relationships with
fellow employees and team
members or is it transactional?

� Is it an environment where you are
able to share and benefit from hav-
ing relationships that can tangibly
enhance your productivity and long
term objectives?

� Do you enjoy being in the office
and work environment or is it
something you would rather
avoid?

The culture of an organization can
also be hard to quantify, but it is neces-
sary to do so if a true assessment of your
current situation can be accomplished
and then compared to other opportuni-
ties in the marketplace.  

Leadership and culture are the first of
the core business factors any mortgage
originator should evaluate when deter-
mining the company with which they have
the best model-match. Honestly answering
the questions poised above can prepare
you to “build where you stand” or to figu-
ratively “Go West, young man (or woman)”
in search of better opportunities.

Drew Waterhouse is managing director of
Hammerhouse LLC, a national recruiting
and strategic growth firm for the finan-
cial services industry with mortgage sales
and leadership placement at its core. Drew
may be reached by e-mail at Drew.Water-
house@TeamHammerhouse.com or visit
TeamHammerhouse.com.


