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SERVICING MAKES ORIGINATIONS BETTER

Improvement in Overall IMB Profits, including Both Production and
Servicing Operations

mm % Cos. with Pre-Tax Net Income >0 % Cos. with Pre-tax Net Income>0 w/o Servicing Revenues and Expenses
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RIGHT-NOW OPPORTUNITIES: RECORD EQUITY

Inflation adjusted mortgage debt and homeowner equity levels
® Adjusted first and second lien mortgage debt Adjusted tappable equity* Adjusted other equity
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Total Equity: $16.9 Trillion
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Intercontinental Exchange, 4Q25 data as of January 2026
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RIGHT-NOW OPPORTUNITIES: RETENTION (ALL LOANS)

% of Payoffs that Resulted in a New Loan (whether Purchase or Refinance) with the Same Company:

36%
Can this grow as trigger
leads legislation becomes
28% effective March 20267
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Source: MBA'’s Servicing Operations Study and Forum (“SOSF”); 1H2025: PGR Program
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RIGHT-NOW OPPORTUNITIES: RETENTION (REFI ONLY)

Servicer retention rate of refinance transactions 3qQ25
Cash-out refinances Rate/term refinances ——All refinances
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Intercontinental Exchange, 3Q25 data as of December 2025
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THE TECH-POWERED RETENTION POTENTIAL

Rocket
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PURCHASE RETENTION REFI RETENTION
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HOW BIG IS THE RETENTION OPPORTUNITY?

Number of ‘in the money' mortgages under various 30-year rate scenarios
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> At today’s 6% rate, there are 5.5m refis
saving borrowers at least 75 basis points.

This is 2.5x today’s MBA refi outlook!
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Intercontinental Exchange, February 2026
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NECESSITIES/OPPORTUNITIES: DEFAULT

Change in average principal, interest, tax, and insurance
payments over time

m 6 months 1 year Since December 2019
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Intercontinental Exchange, October 2025
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NECESSITIES/OPPORTUNITIES: DEFAULT

Mortgage Delinquency Rates by Loan Type
Seasonally adjusted, based on loan counts, excludes
18.00 loans in foreclosure
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HOW DOES TECH SPEND HELP SERVICING?

TOP 3 COSTS: Re(;t;rds
Quality
Assurance
Loss Mit $5
Customer Service

Systems

Setups,
Transfers &
Payoffs

$9

Servicing Systems
$32

Cashiering &
Investor
Collections Accounting
Direct Default Cost: $51 per loan $12 $10

. Bankruptcy, REO & e
Direct Non-Default Cost: $130 per loan Other Default Loss I\gn:uggatlon

$10

Total Direct Cost: $181 per loan

Foreclosure &
Claims

10
Source: MBA's Servicing Operations Study and Forum (SOSF); s
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HOW MUCH CAN TECH LOWER COSTS?

Performing and Non-Performing Servicing Costs: As Delinquencies Rise,
Blended Cost to Service Likely to Increase

® Annual Cost of Performing Loans ($ per performing loan) = Annual Cost of Non-Performing Loans ($ per non-performing loan)

2,414 2,386
2,304

2,113 2,135
2,000 1,969 1,960

1,808 1,857

1,719
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1,226

114 156 156 181 163 158 153 147 161 171 168 176 176 187

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 1H 2025

* Performing Loans: Includes base non- default-specific direct costs and corporate costs.
* Non-Performing Loans: Includes base non- default-specific direct costs and corporate costs PLUS default-specific direct costs and unreimbursed FC, REO, and other default-related indirect costs.
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COST REDUCTION: CALL CENTER EXAMPLE

,') WITHOUT Al “It comes d?wn to cost
P $6 per call and cap_amty_— grow
P portfolios without
adding headcount. We
can reduce a servicer’s
@ WITH Al cost per call from about
() $1-2 per call $6 to about $1 to $2.”

Rishi Choudhary
CEO, Kastle

Source: Kastle CEO Rishi Choudhary on Chrisman Commentary podcast 2/12/26
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WHAT THE BASIS POINT® LOOKS FOR IN DEMOS
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Tech Showcase Companies (10 Demos | 2 Days)
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DAY 1: Tue, Feb 17 | 12:30PM - 1:30PM
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DAY 2: Wed, Feb 18 | 10:45AM - 11:45AM

@ OUTAMATION TAVANT
/\ ACES"’

QUALITY MANAGEMENT
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