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OREs: Strategies for 
Maximum Return with 
Minimal Hassle
As mortgage loan interest rates reset 
and unemployment numbers rise, more 
homes are entering foreclosure. Natu-
rally the number of OREs (Other Real 
Estate) is rising, leaving some community 
banks looking for ways to quickly and 
efficiently move these properties.

During ICBA Mortgage’s workshop, 
OREs: Strategies for Maximum Return 
with Minimal Hassle, you will learn how 
a 24-hour toll-free telephone information 

system can generate a list of qualified 
foreclosure buyers. Traditional real estate 
commission on foreclosures is reduced 
to approximately 2.5 percent. 

The 24/7 Call Capture system retains 
information from prospective homebuyers 
who call your 1-800 number. You can 
then reach and pre-qualify a homebuyer 
quickly—before other lenders are even 
aware that he or she is interested in a 
property. And, in addition to generating 
more leads on your bank’s ORE property, 
the system allows community banks to 
deliver a wide range of other financial 
information, from certificate of deposit 
rates to credit card account offers. The 
system’s toll-free numbers can be used 
to promote all of your bank’s products 
and services. Furthermore, the system’s 
toll-free numbers can be used on road 
signs, Web sites, postcard mailers, print 
advertising and more.

Money is being left on the table in the 
traditional ORE management model. 
This is the time and the market to step 
out of the mold and try more efficient 
and cost effective sales approaches. 
Like fish, there are still homebuyers 
out there. 

On the web: www.icbamortgage.com
call us: (800) 253-5356

By Elizabeth Deal 
Senior Vice President,  
ICBA Mortgage
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Convention Workshops
We’ll See You There!

The Mortgage Opportunity 
Explosion 
Wednesday, March 18th 
8:30AM-9:30AM

People are still buying houses. Mortgages 
still need to be made. Open your doors and 
welcome your new best customers. Learn 
how to capture market share and be the 
financial resource customers will come to for 
generations.

Speaker: Lee Farkus, Chairman, Taylor, Bean & 
Whitaker 

OREs: Strategies for Maximum 
Return with Minimal Hassle
Thursday, March 19th 
8:45AM-9:45AM

Improve your bottom-line by learning effective 
methods for moving bank-owned real estate 
off your books and into the hands of new 
customers. Industry experts will share the 
tips and tools you need to start moving these 
properties today. 

Speakers: Clay Layman, TB&W Director Homes 
Sales/REO Specialist and Paul Wolff, CEO,  
24/7 Call-Capture
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As mortgage loan 

interest rates reset and 

unemployment numbers 

rise, more homes are 

entering foreclosure.

Finding Lost Treasure 
in Your Installment 
Loans
Jim Gordon, president of actuarial and 
consulting firm, GPW and Associates, 
Inc. says that there has never been a more 
important time for community bankers 
to examine their revenue streams for 
un-mined opportunities and income. 
“Today’s new realities mean that bankers 
need to look for appropriate ways to 
increase yield and fee income.”

Jim, whose forty years of experience 
in the consulting field working with 
hundreds of banks of all shapes and 
sizes follows his work in the actuarial 
department of Massachusetts Mutual 
Life Insurance Company, recommends 
bankers look closely at their installment 
loans for untapped potential, specifically 
the sale of insurance. “Thanks to low 
interest rates and improved liquidity 

realized by TARP funds, I think we 
may actually begin to see an increase 
in lending in 2009.”

He says that a community bank that 
sells insurance to roughly 30 percent 
of its loan base can expect to see an 
increase of approximately .05 percent 
in the yield of the overall portfolio. One 
should also consider that, on average, 
approximately 85 percent of every $1 
in premiums goes back to the bank 
in commissions, claim payments and 
dividends (please refer to accompanying 
pie chart for a complete illustration). 

“I think the numbers speak for them-
selves,” says Jim, “especially when you 
consider that many of community banks’ 
former competitors are now struggling.” 
He points to the flailing auto industry. 
“There is a real opportunity for 
community banks to get back into 
auto loans and insurance,” he 
says. “Community banks that 
get back into the game can offer 
their customers a competitive 
auto loan, plus underwrite the 
insurance policy protecting 
the loan. There is a real op-
portunity here to discover lost 
or unrealized income.” 

On the web: www.icbareinsurance.com 
call us: (888) 790-6625

By Steve Ello 
President & CEO, ICBA Reinsurance
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Convention Workshop
We’ll See You There!

Finding Lost Treasure in your 
Installment Lending
Thursday, March 19th 
2:45PM – 3:45PM

In this tough economy, are you maximizing 
your profit opportunities every time your loan 
officers make a consumer loan? Led by GPW 
& Associates, an industry leading firm, we will 
break down the ways your bank can increase 
its return by up to 0.5 percent on every loan 
by selling credit insurance. Leave with the 
knowledge of how to determine your lost 
treasure!

Speaker: Larry Prudhomme, CPA, GPW & 
Associates, Inc.

How $1 of Premiums  
Break Down

Claims
37%

Dividends
7%

Ceding Insurer Fee/Admin
11.5%

Commission
42%

State Premium Tax
2.5%
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