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First American and LandAmerica form joint venture. (Business Alert).






Full Text: COPYRIGHT 2002 Mortgage Bankers Association of America
THE FIRST AMERICAN CORPORATION, SANTA Ana, California, and LandAmerica Financial Group Inc., Richmond, Virginia, have formed a joint venture for the production and delivery of real estate appraisal products. Under the terms of the agreement, LandAmerica will combine its OneStop appraisal production division (formerly known as Primis) with First American's eAppraiselT division, creating the nation's largest provider of real estate valuation services, according to First American. The new entity, which will be majority owned by First American, will operate under the eAppraiseIT name and be managed by First American. First American and LandAmerica formed a similar venture in 2000 with the creation of Data Trace, a title technology company, also majority owned and managed by First American. LandAmerica will retain the name OneStop for its current portfolio of services, relying on eAppraiseIT for appraisal fulfillment. LandAmerica will begin to transition its appraisal business to the eAppraiseIT technology platfor m in June 2002.
Bus. Coll.: 140N1971
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Growing up and out: after experiencing rapid growth, First American P&C is taking advantage of current conditions to prepare for the soft market.
VisionariesFirst American Property and Casualty
Julie Gallagher 




Full Text: COPYRIGHT 2004 All rights reserved. No part of this information may be reproduced, republished or redistributed without the prior written consent of CMP Media, Inc.
When business information provider First American Corp. (Santa Ana, Calif.) purchased P&C carrier Five Star Insurance in 1999, it faced the unfortunate reality that the name of its newly acquired property was far from indicative of the insurer's technological capability. Five Star lacked the systems scalability required to function once it became a part of First American, relates Jim Court, who serves as vice president and chief information officer of the company, now named First American Property and Casualty Insurance (more than $100 million in written premium). 

Court--who was brought in to prepare Five Star's technological assets for the purchase--had his work cut out for him. 

Leveling the Playing Field 

"I was brought on hoard to play on an even playing field with the rest of [Five Star's] executive team," says Court. "I conducted a complete review of the systems that were in place and developed a plan for technology going forward." Court's assessment identified the necessity of policy and claims system replacements. After seeking the help of Fiserv SIS (Orange, Calif.), First American P&C decided to implement the vendor's Specialty Insurance System, which Court anticipated would take the carrier through its next l0 years of growth. (Editor's note: Read more about this implementation in Insurance & Technology's December 2003 issue.) 

Five years later, the AS/400-based system is proving its worth, as the company has undergone dramatic financial and geographic growth. First American P&C--which wrote business in one state at the time of acquisition--currently writes business in California, Arizona, Nevada, Illinois and Oregon. 

It has experienced an aggressive growth rate that has averaged about 10 percent each year. "We've grown from $12 million [in direct written premium] to $20 million, to $80 million, to in excess of $100 million," relates Court. "If you don't have a solid core infrastructure and reliable systems [while experiencing such rapid growth] you are asking for problems." 

Unburdened by such problems today, the carrier is taking advantage of current market conditions, while attracting and supporting growth through the creation of its agent Web site, launched in May 2003. "We're not writing as much business as we could because of the hard market," relates Court, "Since we anticipate increased growth, we are taking steps to make sure that when the market changes we will be able to improve our distribution channels." The site, which enables policy and billing inquiry, leverages ACORD's (Pearl River, N.Y.) XML standard as well as a Microsoft (Redmond, Wash.) .NET front-end that is maintained by Minneapolis-based KBA Solutions. Court relates that the effectiveness of the site has exceeded First American P&C's expectations. 

First American P&C "has experienced a 20 percent decrease in call center calls made [by producers] to customer service, while experiencing a 20 percent increase of our policies in force," boasts Court. "That is a wonderful validation [of the project]. We have been able to grow our business without having to increase our headcount." 

First American P&C plans to cultivate the Web services resources even further, making them available through its Web site to its internal employees. 

"The reuse factor with Web services is large," explains Court. "We plan on leveraging it to gain operational efficiencies with our intranet. We are going to use the same Web services that we relied on for the Web site, add a different presentation layer and serve it to our internal customer service staff." 

Court and his 13-member IT team plan to replace First American P&C's existing customer representative interface to its AS/400-based Fiserv system with a dashboard-type presentation layer that leverages XML. The intranet-accessible information also will be made available to agents, who can populate the data into their internal proprietary agency applications for 24x7 access--as opposed to the 20-hour-a-day access granted through use of the agent site. Court reports that the carrier's technology partner KBA Solutions is helping with the project, which First American hopes to complete sometime later this year. 

Regulatory Challenges 

But as the carrier's increased value proposition spawns an expansion of its business, First American P&C is finding itself exposed to a whole host of new challenges. Court concedes that one of the drawbacks of growth is having to deal with regulatory challenges. 

"As we grow larger and into more states, there are more regulations," he explains. "We have to beef up our reporting staff in order to do it." In an attempt to remedy the situation, the carrier is searching for tools that will allow it to create report templates for reuse each year. Additionally, Court is investigating technology training for creators of the reports. Unfortunately, he must dip into the carrier's $3 million technology budget in order to do so. 

In an attempt to free up much-needed funds while increasing efficiency, First American P&C has undertaken a transition of its lienholder notifications and declaration pages from a paper-based to an electronic methodology. Prior to a new outsourcing arrangement with Xtria (Richardson, Texas), the carrier experienced time delays associated with printing and mailing hard copies of the documents to the major mortgage lenders with which the insurer has relationships. Court projects that the switch will save First American P&C $175,000 a year. "It's a daily data feed, batch-type operation," explains Court. Once the reports have been collected, "we receive confirmation that mortgage Lenders have received them." 

With projects such as this one, First American P&C tries to ensure that it's as financially lean in its operations as possible, through work done with its strategic partners. "We work with a very small number of vendors and consultants," explains Court. "We form partnerships with a few key vendors that have common business interests and share our views on four principles. They include integrity, honesty, expectations management and mutual respect. We are looking for providers of long-term solutions." The intiatives that the insurer has carried out with Fiserv and KBA Solutions are examples of these close relationships. "These strategic partners bring a tremendous amount of value and that is the key determinant in developing and maintaining relationships." 

Decisions about which companies to bring into the insurer's inner circle are made during First American P&C's frequent IT steering committee meetings. Court chairs the committee, which comprises all of the members of the carrier's executive team. Major purchase decisions are made during these meetings, while technology project updates are presented during executive team meetings that take place quarterly and as needed. 

Planning for Growth 

Inevitably, frequent discussions in both forums center around planning for growth and preparing for the conditions once the market turns. "Having the ability to read changing market conditions is critically important as the soft market approaches," says Court. "We are building in the agility to make a rate change on short, notice." This is made possible because First American P&C's policy administration system is extensively table-driven. According to Court, that makes most rate changes a configuration issue instead of a programming issue. 

Gearing Up For Growth 

COMPANY: First American Property & Casualty (Santa Ana, Calif., more than $100 million in direct written premium.) 

LINES OF BUSINESS: Homeowners and commercial P&C. 

IT STAFF: 13 

IT BUDGET: $ 3 million 

KEY EXECUTIVES: Jim Court, vice president and CIO; Dirk R. McNamee, president; George M. McNamee, chairman; Kelly A. Dunn, vice president and COO; George J. Grupp, CFO. 

KEY INITIATIVES: Agent Web site that utilizes a Microsoft (Redmond, Wash.) .NET front-end, reusing Web services to serve policy information to customer representatives and an outsourcing deal that moves the lienholder documents from paper-based to electronic. 

PREFERRED VENDOR PARTNERS: Fiserv SIS (Orange, Calif.) and KBA Solutions (Minneapolis). 

WHAT IS YOUR TOP BUSINESS GOAL? 

COURT: Profitable growth and geographic expansion. 

jgallagher@cmp.com
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Full Text: COPYRIGHT 2004 Mortgage Bankers Association of America
THE FIRST AMERICAN CORPORATION, SANTA Ana, California, has completed its acquisition of Basis 100 Inc., Pittsburgh, for a net cash purchase price of approximately $33 million, plus redemption of approximately $11 million in outstanding Basis 100 convertible debentures. The transaction, which closed on Sept. 8, 2004, is immediately accretive to First American's earnings, and makes First American the nation's largest provider of automated valuation models (AVMs), according to the company. 
"Property valuations are an important component of First American's multiproduct bundles, and demand for electronic real estate valuations and other data-driven products is increasing," said Parker S. Kennedy, president and chief executive officer of The First American Corporation. "As we continually improve the speed and accuracy of our automated valuations, we deliver unparalleled value to our customers while leveraging our massive databases to develop information products with more favorable margins." 

"Basis 100 clients can count on receiving the same consistent and reliable performance, while benefiting from the additional value we can deliver by offering them more choices and a world-class technology infrastructure that ensures the highest levels of reliability and support," said George Livermore, president of First American Real Estate Solutions. "Mortgage analytics are becoming a critical part of our clients' operations, and we are committed to delivering the most advanced solutions in the industry."

Article A124561798 
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In Brief: First American to Sell Credit Data Business.
First American Corp., First Advantage Corp.
Matthew Quinn 


Full Text: COPYRIGHT 2005 SourceMedia, Inc.
First American Corp. of Santa Ana, Calif., is increasing its stake in the St. Petersburg, Fla., risk mitigation company First Advantage Corp. by selling it a credit data business for $570 million of stock. 
The deal, announced Wednesday, is expected to close in the third quarter. First Advantage would give First American almost 28 million shares of its stock, and First American would increase its ownership of First American to 80%, from 67%. First American reported first-quarter pretax operating income of almost $19 million from the credit business. 

First Advantage said the deal could increase its earnings by 15 to 20 cents a share this year. 

(c) 2005 American Banker and SourceMedia, Inc. All rights reserved. http://www.americanbanker.com http://www.sourcemedia.com
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Data provider acquires lead generator.
NewsFirst American Corp., Bar None Inc.
Greg Migliore 


Full Text: COPYRIGHT 2005 Crain Communications, Inc.
Byline: Greg Migliore 
First American Corp., which provides credit reports, has acquired Bar None Inc., which supplies dealerships with leads on customers with risky credit. Terms were not disclosed. 

Bar None of Pleasanton, Calif., will become a subsidiary of First American's credit information group. 

Anand Nallathambi, president of the credit information group, says the Bar None deal "further expands First American's presence into the automotive market and enhances our nontraditional credit capabilities.'' 

Jim Crouse founded Bar None in 1995 and remains its president. 

First American of Santa Ana, Calif., provides data to businesses and consumers on vehicle purchases, employment, apartment rentals, home mortgages and business acquisitions.

Article A133252180 
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Majority Share of LeadClick Sold to First American Corp. and Affiliate.
LeadClick Media Incacquisitions in banking industry



Full Text: COPYRIGHT 2005 SourceMedia, Inc.
ST. PETERSBURG, FL -- First Advantage Corp. here and First American Corp., Santa Ana, Calif., have jointly acquired a 75% ownership share of LeadClick Media Inc., an online lead generation and marketing company based in San Francisco. 
The purchase price is $150 million, of which First American contributed $45 million in cash and First Advantage the remainder in a combination of cash, stock and notes. 

Parker S. Kennedy, chief executive of First American and chairman of First Advantage, said, "These lead generation data services will complement both First American and First Advantage by adding a valuable line of high-quality business leads that we can sell to our customers. The services will improve the sales efficiency of our customers, helping them to close more transactions and, in turn, consumer more of our other products and services." 

The terms of the agreement have the buyers acquiring the remaining 25% of LeadClick over the next three years. First Advantage became a publicly traded company in June with First American owning the majority of its stock. 

(c) 2005 Origination News and SourceMedia, Inc. All Rights Reserved. http://www.originationnews.com http://www.sourcemedia.com
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Title Cos. Grow via M&A.
First American Corp. acquiring KTR NewmarkOld Republic National Title Insurance Co. acquiring Troon Management Corp.
Brad Finkelstein 


Full Text: COPYRIGHT 2006 SourceMedia, Inc.
NEW YORK -- Two of the nation's largest title insurance firms expanded their business offerings through acquisitions in separate transactions. A third has consolidated several units into a new subsidiary. 
Stewart Information Services Corp., Houston, has created PropertyInfo Corp., and placed five units under its umbrella. These units are REIData Inc., First Data Systems Inc., Ultima Corp., Stewart Re-Source Inc. and Information Services of Illinois LLC. 

Heading up PropertyInfo will be Patrick Vaden, the founder president and chief executive of Cumberland Title and First Data Systems, both of which were acquired by Stewart in 2002. 

"Stewart's vision is for PropertyInfo to be a leading online provider of integrated real estate information and technology to real estate professionals and title agencies," said Stewart Morris Jr., Stewart president and co-chief executive officer. "Combining and coordinating several related REI efforts under one leadership umbrella better organizes Stewart to effectively deploy REI directly to real estate agents, brokers and other customer segments. 

"In addition, this move will integrate REI with title search analysis services and other title agent products for use by our national title agency network and other interested businesses. We will now have a complete and integrated production and title information offering for title agencies with a growing geographic footprint whereby they can go to the Internet to get everything they need to do the title business, gain higher productivity and provide better service to their customers." 

The First American Corp., Santa Ana, Calif., has purchased KTR Newmark Real Estate Services LLC and KTR Newmark Consultants LLC, both of New York. The two provide advisory services relating to the appraisal, environmental and engineering aspects of commercial real estate investment. 

The businesses will now operate under the name KTR Valuation & Consulting Services LLC. Terence Tener, an 18-year veteran of KTR Newmark, will serve as KTR Valuation & Consulting's chief executive. 

James M. Orphanides, regional vice president for First American Title Insurance Co. and the new chairman and president of KTR Valuation & Consulting Services, said, "This acquisition presents a tremendous opportunity for First American to extend our relationships with the nation's largest commercial property companies, corporations, investment banks, pension funds, real estate attorneys and municipalities." 

Meanwhile Old Republic National Title Insurance Co., Minneapolis, has acquired Troon Management Corp., Hatboro, Pa., which provides management, consulting services and the operation of joint venture affiliate business arrangements that offer title insurance. 

In a related transaction, Old Republic bought Sentry Abstract Co., Reading, Pa. Sentry was formed as an independent title agency, but after being purchased by Chip Lutz in 1989, had its business model shift to provide management services to other title insurance agencies in eastern Pennsylvania. Mr. Lutz will remain as president of Sentry. He had also been a principal of Troon and will be its vice president and counsel. 

The other principal of Troon, Anne Anastasi, will remain as president. 

Steve Wilson, executive vice president of ORNTIC, stated, "The purchase of Troon will provide our agents access to recognized experts with a number of years of experience in the formation of affiliated business arrangements, which will assist agents in the development of strategies to expand business." 

(c) 2006 Origination News and SourceMedia, Inc. All Rights Reserved. http://www.originationnews.com http://www.sourcemedia.com
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Title Insurer First American Plans Spin-Off, More Job Cuts.
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Byline: Raymond J Lehmann 
SANTA ANA, Calif., Jan 15, 2008 (A. M. Best via COMTEX) -- First American Corp. will separate its insurance and business information units, spinning off its title and specialty operations into a new public company called First American Financial Corp., which is expected to continue the cost-cutting and employee reduction initiatives enacted over the past year, the California-based firm said. 

The largest U.S. title insurer, First American Financial would be spun off in the form of a tax-free share issuance to the company's existing shareholders, who would subsequently own 100% of the common equity in both companies. The deal is expected to close in the third quarter, pending approval by shareholders, the U.S. Securities and Exchange Commission, the Internal Revenue Service, and other state and federal regulators. 

Both companies are expected to trade on the New York Stock Exchange. The information solutions business would be renamed, while the insurance and financial services business would retain the current "FAF" ticker symbol. In addition to title insurance, First American Financial also would include homeowners insurance and home buyers' warranty business, as well as trust and banking services offered by First American Trust, FSB and First Security Thrift. 

The company would debut with $5.02 billion of total assets, $1.68 billion in liabilities and $1.25 billion in reserves. Its debt-to-total capitalization ratio would be 20.4%, the company said. 

The announcement came just as First American was warning investors it expects to take an after-tax loss of less than $50 million for the fourth quarter of 2007, thanks to catastrophic losses from the California wildfires, investment write-downs, litigation reserves, and higher provisions for title claims. 

The expenses also include provisions for severance payments, as the company cut another 1,100 positions during the quarter, after previously shedding more than 4,000 jobs through the first three quarters of the year. 

"It's no secret that last year was a challenging one for the title insurance industry, as 2007 saw the acceleration of the down cycle in the real estate markets, which was magnified by the unprecedented disruption in the credit markets," First American Chief Operating Officer Dennis J. Gilmore said in an investors' conference call. Before the call, Gilmore was named as the intended chief executive officer of the independent First American Financial. 

Gilmore said he anticipates 2008 to be another "challenging" environment in title insurance, and confirmed that First American would "continue to consolidate offices and manpower, and pursue other operating efficiencies." He said he believes streamlining the business would lead to an increased focus, and that he plans to pursue initiatives focused on organic growth and more fully integrating all of First American Financial's operations. 

According to an AMB Credit Report, First American's title operations consist of nearly 20 individual companies, most of which are owned by First American Title Insurance Co. The group is licensed in every U.S. state except the District of Columbia and Iowa, the latter of which does not permit title insurance. The company also offers title services in a number of foreign jurisdictions, including Canada, Mexico, Ireland, the United Kingdom, Australia, New Zealand, Hong Kong and South Korea. 

Roughly one-fifth of its title business is written in its home state of California, while another 22% of direct written premiums come from a combination of Florida, Texas and New York. Roughly 60% of its business is placed by independent agents, compared with 19% from affiliated agents and 21% from direct distribution channels. 

Members of the First American Corp. Group currently have Best's Financial Strength Ratings of A (Excellent). 

On the afternoon of Jan. 15, shares of First American were trading at $31.32 a share, up 6.68% from the prior close. 

(By R.J. Lehmann, Washington bureau manager: raymond.lehmann@ambest.com)

Copyright (C) 2008 by A. M. Best Company, Inc. ********************************************************************** As of Friday, 01-11-2008 23:59, the latest Comtex SmarTrend[R] Alert, an automated pattern recognition system, indicated a DOWNTREND on 12-19-2007 for FAF @ $33.16. For more information on SmarTrend, contact your market data provider or go to www.mysmartrend.com SmarTrend is a registered trademark of Comtex News Network, Inc. Copyright [c] 2004-2008 Comtex News Network, Inc. All rights reserved.
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A.M. Best Comments on The First American Corporation, Inc.'s Plan to Spin-Off Its Insurance Entities.



Full Text: COPYRIGHT 2008 Comtex Scientific Corp. News Provided by Comtex.
Byline: Christine Griffith 
OLDWICK, N.J., Jan 25, 2008 (A. M. Best via COMTEX) -- A.M. Best Co. has commented on the announcement that The First American Corporation, Inc. (First American) (Santa Ana, CA) [NYSE: FAF] plans to spin-off its financial services operations consisting primarily of its title insurance and specialty insurance (property/casualty and home warranty reporting segments) into a separate publicly traded company to be called First American Financial Corporation, which will retain the FAF ticker symbol. 

The non-insurance operations of the information solutions company also will be publicly traded and consist of property information, mortgage information and the 75% interest in the First Advantage Corporation [NYSE: FADV]. The non-insurance operations will remain at the existing holding company, which will be renamed prior to the spin-off. The transaction is expected to close in third quarter 2008. 

In September 2007, A.M. Best assigned a negative outlook to the financial strength ratings of A (Excellent) and issuer credit ratings of ?a? of the member companies of First American?s title insurance and property/casualty insurance groups, First American Title Insurance Group and First American Corporation Property Casualty Companies. (Please see A.M. Best?s press releases from September 10, 2007 and September 14, 2007.) A.M. Best will continue to analyze the implications for these ratings as it relates to the financial flexibility, potential dividend requirements and the execution risk associated with this significant strategic shift in First American?s business profile and ongoing operations. 

For Best?s Ratings, an overview of the rating process and rating methodologies, please visit http://www.ambest.com/ratings. 

Copyright (C) 2008 by A. M. Best Company, Inc. ********************************************************************** As of Monday, 01-21-2008 23:59, the latest Comtex SmarTrend[R] Alert, an automated pattern recognition system, indicated an UPTREND on 01-17-2008 for FAF @ $32.49. For more information on SmarTrend, contact your market data provider or go to www.mysmartrend.com SmarTrend is a registered trademark of Comtex News Network, Inc. Copyright [c] 2004-2008 Comtex News Network, Inc. All rights reserved.
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FirstAm Delays Split of Business Divisions.
First American Corp.
Brad Finkelstein 


Full Text: COPYRIGHT 2008 SourceMedia, Inc.
Byline: Brad Finkelstein 
New York-The First American Corp., Santa Ana, Calif., is delaying the split of its financial services and information solutions businesses. The company had planned to spin off the financial services business into a new company, which would have taken the First American name back in January. 

The announcement came in First American's second-quarter earnings report in which the company said it was profitable; two of its competitors reported second-quarter losses. 

Parker S. Kennedy, chairman and chief executive of First American, said the company remains committed to doing the split. "We still firmly believe that splitting our businesses will unlock the unrealized value of the information solutions businesses and strengthen the competitive position of both companies. 

However, given the uncertainty in the real estate and mortgage credit markets, we believe it is prudent to delay the split. Our primary focus at this time is expense management, product development and maximizing profitability. We will split the companies when we see more stability in our markets and when the outlook becomes clearer," he said. 

First American had net income of $42 million ($0.45 per share), compared with a net loss of $66 million (-$0.68 per share) for the same period last year. However, current results could be revised downward by a possible impairment of $37.3 million related to an investment in a title agent by First American Title Insurance Company. 

During the second quarter of 2008, operating revenue in First American's title insurance segment was $1.1 billion, a 25% decrease from the same quarter of 2007. Factors contributing to these results were a decline in the number of title orders closed, a decrease in the average revenue per order closed and the termination of certain agency relationships.

Article A184878871 

GlobeNewswire, June 29, 2009 pNA
Shareholder Update by Tripp Levy PLLC On Proposed Acquisition Of First Advantage Corp.
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Byline: Staff 
NEW YORK, Jun 29, 2009 (GlobeNewswire via COMTEX) -- Tripp Levy PLLC announces an investigation into the proposed acquisition of First Advantage Corp. (Nasdaq:FADV) by the First American Corp. (NYSE:FAF). On June 29, 2009, FAF announced that it had made a proposal to acquire the remaining shares of FADV, its wholly-owned subsidiary, that it does not already own for 0.5375 of a share of FAF common stock for each FADV common stock. The exchange ratio represents an offer price of $14.04 per share based on the companies' closing prices on June 26, 2009. FAF's offer is subject to the execution of a definitive agreement and the receipt of necessary approvals. 

The investigation concerns whether the acquisition is inadequate and substantially below the fair or inherent value of FADV. FAF owns approximately 74% of the outstanding common stock of FADV, and has board representation on FADV. 

If you are a current holder of FADV and would like additional information concerning this proposed transaction, including your rights, please feel free to contact us at the information below. 

This news release was distributed by GlobeNewswire, www.globenewswire.com 

SOURCE: Tripp Levy PLLC 

Tripp Levy PLLC

          Peter Liddle

          (877) 772-3975

          contact@tripplevy.com

(C) Copyright 2009 GlobeNewswire, Inc. All rights reserved. 

********************************************************************** 

As of Thursday, 06-25-2009 23:59, the latest Comtex SmarTrend[R] Alert, an automated pattern recognition system, indicated an UPTREND on 11-28-2008 for FAF @ $23.44. For more information on SmarTrend, contact your market data provider or go to www.mysmartrend.com SmarTrend is a registered trademark of Comtex News Network, Inc. Copyright [c] 2004-2009 Comtex News Network, Inc. All rights reserved.

Article A202569941 

GlobeNewswire, June 30, 2009 pNA
First Advantage Acquisition Causes Shareholder Investigation by Kendall Law Group.



Full Text: COPYRIGHT 2009 News provided by Comtex.
Byline: Staff 
DALLAS, Jun 30, 2009 (GlobeNewswire via COMTEX) -- Kendall Law Group, led by a former federal judge and U.S. Attorney, is investigating shareholder claims arising from the acquisition of First Advantage Corp. (Nasdaq:FADV) by First American Corp. (NYSE: FAF). 

The investigation focuses on whether the First Advantage Board of Directors fulfilled its fiduciary duties to maximize shareholder value in connection with the acquisition. First American's offer values First Advantage at $14.04 per share or $837 million for all outstanding shares. However, First American already owns approximately 74% of First Advantage. The remaining value for First American to take over First Advantage is therefore only $218.148 million. Shares of First Advantage increased after the announcement and closed with $15.07 per share, significantly higher than the proposed takeover price of $14.04. Shares of First Advantage Corp. reached a 52 week high of $18.75 per share, $22.37 per share in April 2008, and $26.78 per share in 2007. 

If you are currently an investor in First Advantage and purchased your shares before June 29, 2009, please contact attorney Hamilton Lindley at 877-744-3728, or by email at hlindley@kendalllawgroup.com to discuss your rights. 

Although every case is different, Kendall Law Group has tremendous success in representing investors in securities lawsuits. Since 2002, the lawyers of the firm have participated in the recovery of over one billion dollars for their clients. To learn more about the firm, please visit www.kendalllawgroup.com. 

The Kendall Law Group, LLP logo is available at http://www.globenewswire.com/newsroom/prs/?pkgid=6273 

This news release was distributed by GlobeNewswire, www.globenewswire.com 

SOURCE: Kendall Law Group, LLP 

Kendall Law Group

          Hamilton Lindley

          877-744-3728

          hlindley@kendalllawgroup.com

(C) Copyright 2009 GlobeNewswire, Inc. All rights reserved. 

********************************************************************** 

As of Friday, 06-26-2009 23:59, the latest Comtex SmarTrend[R] Alert, an automated pattern recognition system, indicated an UPTREND on 11-28-2008 for FAF @ $23.44. For more information on SmarTrend, contact your market data provider or go to www.mysmartrend.com SmarTrend is a registered trademark of Comtex News Network, Inc. Copyright [c] 2004-2009 Comtex News Network, Inc. All rights reserved.
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Full Text: COPYRIGHT 2010 Mortgage Bankers Association of America
Dorado Corporation, San Mateo, California, announced it has been granted worldwide, perpetual, irrevocable, exclusive rights from The First American Corporation, Santa Ana, California, for First American's Web services and eLending technology. 
Dorado will combine First American's technology with its own advanced transaction processing technology and enterprise operations to create what Dorado says is the first cloud computing-based system designed to facilitate the mortgage and consumer lending process. The new cloud lending-transaction platform will enable financial institutions to intelligently access key data and analytics from third parties and perform unique analyses that can be bundled with loan information to ensure compliance, data quality and process transparency. 

Institutions can use the same platform to help minimize defaults on existing consumer loans and to respond quickly to new government programs aimed at keeping borrowers in their homes. 

Most lending is now done with very limited data accessed by hand, fax, proprietary static or "dumb" portals, or through expensive direct integration with a single data provider. In contrast, the new Dorado system is a robust, single source of electronically delivered information and services that is open, and can be used to collect and collaborate on information from thousands of disparate sources in real time. 

The platform provides an agile and secure environment in the cloud for lenders to develop their own analytics and collaborative workflow for any need, such as data validation, fraud detection and case-file workflow management, according to Dorado. 

The consolidated system is expected to make it easier, faster and less expensive for lenders to enact rule changes in their lending processes, including the handling of complex updates to comply with local regulations as well as with the Real Estate Settlement Procedures Act (RESPA), Housing and Economic Recovery Act (HERA), Home Valuation Code of Conduct (HVCC) and other home-lending requirements. 

"This new cloud-based transaction platform represents a significant change from the way information in consumer lending has traditionally been delivered, creating an efficient and centralized platform through which all data and services are accessed and used by financial institutions, investors and regulators," said Dain Ehring, chief executive officer of Dorado. 

Ehring noted that many lenders now have little choice but to pass the costs of new regulatory burdens on to the consumer. By providing a single platform capability for the management and orchestration of data and services, Dorado makes it easier, faster and more cost-effective to originate, fund and validate a loan, he said. 

"This will also make it easier to address and modify existing loans if needed, which is a win for the bank and a win for the consumer," Ehring added. 

The agreement provides Dorado with the perpetual right to use, sell, advance and further develop First American's technology. First American software assets covered in the agreement include: 

* eClosing--automated loan closing process over the Web; 

* eMortgage--standards-based document exchange over the Web with tamper-seal evidence for sensitive documents; supports eSigning and investor delivery; 

* Decisioning Engine--a custom rule engine that supports rules related to such items as vendor selection, product selection, eligibility, entitlement and pricing; 

* eDisclosures--Secure Web-based delivery and approval of disclosure documents; 

* eVault--Secure storage of electronic notes; and 

* Vendor Management Platform--a service-oriented architecture (SOA) platform-as-a-service that features intelligent order management, routing and distribution, and includes access to the lending industry's outsourced vendors spanning flood, title, credit, valuation, loan-quality check, mortgage insurance and address-validation services over the cloud. 

Among other benefits, the agreement enables seamless integration with First American products and services, providing lenders with the option of an end-to-end system for processing technology and services in a single transaction bundle. The agreement also lays out a blueprint for further integrating Dorado's ChannelMaster[R] Web-based loan origination solutions with First American's Web Services Platform. 

"First American's Web Services agreement with Dorado further demonstrates our commitment to creating a better, more efficient and higher-quality mortgage lending process using the Web," said Parker S. Kennedy, chairman and chief executive officer of The First American Corporation. "Dorado's n-year history of success in enterprise cloud computing and solutions delivery in the highly complex mortgage transaction world makes them an ideal partner to advance our platform into greater functionality, performance levels and market reach." 

Dorado also announced it has teamed with First American's Information Solutions Group to identify and develop market opportunities for the new cloud-based lending services platform.
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Out on their own: this month, First American is expected to spin off a new public company called CoreLogic. It will create a pure-play for investors attracted to some powerful business solutions.
Profilemergers betwwen First American Corp. (Santa Ana, California) and CoreLogic
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In the iconic 1967 film The Graduate, there is a classic scene where a very young Dustin Hoffman is pulled aside for some career counseling by one of the smugly successful elders at his graduation party. The advice comes in one word: "plastics." Mr. McGuire tells Hoffman's Benjamin Braddock character, "There's a great future in plastics. Think about it." 

If that film were being made today, the word of advice might be "data." Data is the nexus for wealth building in the 21st century. And, ironically, a 120-year-old company--First American Corporation, Santa Ana, California--completely gets this. The venerable southern California title insurer orchestrated a string of acquisitions during the 1990s, leaving it with some uniquely valuable businesses that accumulate and track data about people and property. And databases--combined with the secret sauce of analytics--are the key to a wildly successful future in today's financial services markets. So, hey Dustin, listen up. 

Parker S. Kennedy, who until this month was chairman and chief executive officer of The First American Corporation, recalls how his company (founded by his great-grandfather) started simply as a one-office title company in Southern California. The company began life as Orange County Title Co. It wasn't until 1924 that the company started issuing title insurance policies. It's come a long way since then, right smack into a world where information assets are the currency of the moment. And First American has quite the stockpile. 

The corporation's first-quarter 2010 results showed $1.4 billion in total revenue. To achieve those kinds of numbers, Kennedy and his management team diversified into areas pretty far afield from the title insurance business. And today those purchases are looking smarter than ever. 

A buying spree 

First American Corporation conducted a diversification campaign first centered on all the businesses related to a real estate closing, but then branched into some key acquisitions of companies with data about both people and property, Kennedy says. Today that leaves it sitting on a gold mine, which it is about to cash in on when it completes a spinoff of a separately traded independent company called CoreLogic. 

At press time, the spinoff transaction is set to happen June 1 and the new stock will trade on the New York Stock Exchange (NYSE) under ticker symbol CLGX. The remaining company will house the title insurance operation and be called First American Financial Corporation. It will trade under the corporation's current stock symbol, FAF. 

Kennedy, who becomes chairman over both resulting companies post-split, says the trail of assets assembled along the diversification path left them with some unanticipated gems. 

"In the early 1990s, ... we spent most of that decade putting together this menu of services, and it included businesses like appraisal, flood certification and real estate tax information, credit information and a number of other businesses. We made over 100 acquisitions to put together that menu," he says. 

He adds, "Along the way, we developed an expertise in data and we began to acquire businesses that related to data about people rather than real estate." The string of acquisitions ultimately left the company in a unique position. "[W]e found that we had the richest database of information about people and property that exists today," Kennedy says. 

Not only did the company own an impressive amount of unique data, but it made key acquisitions in the area of analytics. As Kennedy explains, that moved it beyond just delivering data to clients. With analytics, First American could deliver the data and also tell customers what the data meant. It's like the way simple credit reports give you an awful lot of unfiltered data about a person's credit habits, but a FICO[R] scores give you one very powerful piece of actionable information that can speed decisioning while controlling risks. 

Kennedy adds, "Probably the most important analytic acquisition that we've done to date was the LoanPerformance acquisition, and it gave us remarkable capability in that area and we continue to improve our analytic skills." 

LoanPerformance is a set of collaborative databases of outstanding mortgages and securities from across the credit spectrum, including mortgages from prime to alternative-A to subprime, as well as home-equity lines to home-equity loans. The source of the data on how these outstanding loans are performing comes from a servicing database (41,644,540 loans) and a mortgage-backed securities (MBS) database (which had an original loan count of 24,225,848 but is now down to 6,163,906 active loans). 

By applying analytics to these huge data sets, LoanPerformance can isolate the key markers for both poor loan performance and good loan performance. And that kind of performance-trend information will be key to the reinvented discipline of underwriting when the housing market re-emerges. 

Which brings us to the question of how much foresight did First American have when it started buying up companies two decades ago? Did it realize it would end up socking away some of the most respected companies in the field of real estate data and credit analytics? More important, did it realize those data would end up being the keys to the kingdom when it comes to the new underwriting in the post-meltdown era? 

"I will admit I had no idea, when we started to think about diversifying back in the late 1980s, where it would all go. But it's been fun to see it unfold," Kennedy says. 

Timing 

First American has known for a while it had the makings of two distinct companies under its corporate umbrella. One was built around the financial services parts of the company (the title insurance/escrow and closing/specialty insurance operation/home warranty), while the other was built around information solution holdings (data and analytics/outsourcing/ consumer-related information). 

As of this month, when the companies formally split, it will leave two distinct publicly traded companies. And that will give shareholders a pure-play investment opportunity in two very different businesses. 

Kennedy explains how they differ. "The title insurance business is a very, very good business. It is regulated, it is capital-intensive and it's a little bit cyclical." By that last remark, he means the title business closely rides the fortunes of the housing market, which, to be honest, is more than a "little bit cyclical." Especially today, when the market is still crawling back from the most recent cycle that left it on the mat and seeing stars. 

By comparison, the other group of businesses--the new CoreLogic--is largely unregulated, less capital-intensive and its margins tend to be a little higher, Kennedy says. 

Up until now, First American shareholders had either a special interest in title insurance or a special interest in the information businesses, "but rarely were they interested in both," Kennedy says. Nevertheless, prior to the split, they had to hold both business components whenever they bought First American stock. 

"So, in order to accommodate the markets--and we hope to improve the value of our shares--we've split them," Kennedy says. 

The split was initially planned for 2008. But that proved to be, as Kennedy says, "a very up-and-down year--mostly down." He adds, "The equity markets weren't good, the real estate markets weren't good, so it was just a bad time to launch a company. So we delayed our spin." 

But now, the timing couldn't be better. 

Why it makes sense 

Nathaniel Otis, vice president and analyst with Keefe, Bruyette & Woods Inc., New York, follows First American's stock. He says there are several reasons why this spinoff makes sense. The obvious one you will hear, he says, is that First American thinks the market is not necessarily completely valuing the two parts together appropriately. "That is certainly a component of it," he says. 

But moreover, when you have two completely different types of companies together, there are differences about how each would want to allocate capital. He says, for instance, the information solutions group might want to allocate excess capital for new acquisitions or added research and development, while the title insurance group could use excess capital for regulatory purposes, or to repurchase stock or increase its dividend. 

When both companies co-existed inside the same corporate shell, tradeoffs had to be made. But now, as separate companies, they can use their excess capital in whatever way makes the best strategic sense for their business. 

Otis also notes the market has a precedent for a spinoff deal like this. In July 2008, Fidelity National Information Services (FIS), Jacksonville, Florida, successfully spun off Lender Processing Services Inc. (LPS), which provides outsourced technology and processing services, default solutions and centralized settlement services to the mortgage industry. FIS is a subsidiary of Fidelity National Financial Inc., a leading player in the title insurance business. 

Otis says there is "certainly a track record in the industry for a title insurance company spinning off its information solutions and processing group." He adds that transaction was "certainly received well in the market." 

Today you can see how well LPS is trading based on its strengths in outsourcing, mortgage default solutions and in the servicing technology space. As of early May, there was a big gap between the stock price for FNF ($14.31) and for LPS ($34.84). The market is valuing title insurers less favorably because their revenues suffer when real estate transaction volume is low. But LPS is seen as a default servicing play, which is a very active source of revenue in today's market. 

Yet there is another reason why the stock market is likely to be especially receptive to a CoreLogic spinoff. 

A credit reformation 

There is widespread industry speculation about what fallout will result from the complete meltdown in the system for producing mortgages in this country. Lenders, mortgage investors and regulators want to know how the origination system will change--because it has to change. There must be a whole new set of credit-risk safeguards and transparency into a loan's true attributes. No longer will there be tolerance for the sloppy underwriting that prevailed during the last boom. 

Now, a zealous credit reformation is under way. Investors, regulators and rating agencies have got religion, and restoring and enforcing credit quality is job No. 1. And nothing could be better for CoreLogic, with its buckets of property data, credit information, fraud and risk-management products and services. There will be more demand than ever for its ability to model and score loans before they make it off the assembly line. 

Craig Focardi, senior research director with TowerGroup, Needham, Massachusetts, confirms, "Demand conditions are very favorable for CoreLogic." He adds, "Global investors won't get fooled again. We can't go back to the old ways of underwriting." 

Every potential weakness along the chain of originating a mortgage seems to match up well to some kind of tool offered by CoreLogic. The company is well positioned to offer mortgage lenders and investors a full 3D score of the risk presented by borrower and property. And that kind of talk spells nirvana to those trying to restore trust in mortgage-asset quality. 

Some of the tools that CoreLogic offers include: TrueLTV, which identifies "hidden liens" to show investors the true risk they are exposed to when buying pools of loans or portfolios; the new Bond Analytics Platform that values hard-to-value residential mortgage-backed securities; the LoanSafe Fraud Manager product that uncovers twice as much fraud as competitive offerings with fewer false-positives; and a new home-price index, which the company says is the only national index that forecasts prices 12 months out. 

A fact sheet outlines the scope of the data coverage that the new CoreLogic offers. The company's property and mortgage data cover: 1) 99 percent of U.S. properties; 2) 99.7 percent of the U.S. population; 3) 97 percent of real estate sales transactions; 4) 85 percent of mortgage financing transaction details; 5) 50 million active first-lien and home-equity mortgages; and 6) 85 percent of all servicing activity. 

While demand conditions strongly favor the newly public CoreLogic, market conditions are not quite as perfect for the title company side of the split. As long as housing remains soft, growth will be somewhat constrained for the financial services group. But FAF has its own ambitious plans for the future. They include capitalizing on unique opportunities in growing international real estate markets. 

Title insurance had been a major source of the combined old company's revenues. In 2007, during the heart of the housing boom, 66 percent of the company's consolidated revenue came from title insurance products, according to the company's most recent Form 10-K. In 2009, that dipped to 59 percent. 

First American is currently the second-largest title insurance company in the country, based on premiums written. It was first in market share from 1986 until 2008, when Fidelity National Financial Inc. acquired certain title insurance underwriters from LandAmerica Financial Group Inc., after that company filed for bankruptcy protection. 

Kennedy concedes that "the real estate economy was certainly more robust in 2005, 2006, 2007, and we certainly haven't returned to those levels, but I still think it's [in] good enough [shape] to launch a company. And we have a very good growth story in both of our businesses." 

Who will be writing the next chapters of that growth story? Looks like it will be homegrown talent. 

Meet the CEO 

Anand Nallathambi will be the new president and chief executive officer (CEO) of CoreLogic. He has been with The First American Corporation since 1995 and his experience is all over the lot. 

When we interviewed him in late April, Nallathambi said, "It's been an exciting journey for me with First American. I've enjoyed a lot of exciting positions--and none greater than what we are on the cusp of doing in the next 45 days." 

With the spinoff, Nallathambi becomes czar of the data and analytics in the new company. He's also in charge of the people-related data housed in First Advantage as well as a whole host of business solutions covering things like loss-mitigation services, tax services, property inspections, appraisal solutions, flood data services and the like. 

While this latter group of business solutions isn't sexy, it remains the bread and butter of the new venture. CoreLogic is expected to do roughly $2 billion in revenue in 2010, depending on the health of the mortgage market. Business and Information Services--as the unit will be called--will be the biggest contributor to that, accounting for roughly $1 billion in revenue. Barry Sando, group executive for Business and Information Services, will head up that division, while George Livermore will become group executive for Data and Analytics. 

Nallathambi started his career in the credit industry back in 1991 working for Credco. In 1995, First American bought Credco. Then he was asked to start the appraisal function for First American, and in the process bought a couple of small companies in 1996. Nallathambi helped grow that operation to the point where today First American is the No. 1 appraisal provider to the mortgage lending industry, he says. First American is also No. 1 in tax services, flood certifications and mortgage credit reports. 

For the last three years, Nallathambi has been running First Advantage as a separate stand-alone public company that was 80 percent owned by First American. But now, 100 percent of the company has been brought back under CoreLogic's ownership. 

While the data and analytics component of the new CoreLogic attracts a lot of attention, the First Advantage component has its own set of fans. First Advantage is where all the data about people are housed. And none of it is the kind of information you would associate with a title insurance company. 

The kinds of services First Advantage offers includes: background screening; investigative services; driving records; national background data; tenant background checks; employment screening; eDiscovery for litigation purposes; recruiting solutions, credit reporting, a proprietary credit database about subprime consumers and lead-generation services. 

The stock analysts see big upside in this piece of the company. Otis says, "It is their component of the risk-mitigation business." 

He adds, "I like that business." But he commented, "It certainly has a lot of different moving pieces." 

For a company whose revenues are somewhat heavily based on the real estate market, First Advantage, with its businesses like background screening, seems "more levered in the health of the overall economy," Otis says. And that is a good thing for diversification purposes. 

Nallathambi has a lot of ideas about new products and services--and new vertical markets he could lead his company into. But as of late April, he remained on the coy side in terms of sharing them. He did hint more data and analytics acquisitions were on his "to-do" list. 

CoreLogic's new CEO says three objectives really drove the split. The first was to unlock shareholder value. The second was to maximize the value of each of the new pure-play companies. He explains that his new company will be valued as an information-asset company by the market, so when it decides to do more data acquisitions, CoreLogic's stock will be trading at the same multiples as the assets it is trying to acquire. Finally, the third objective was to help each of the new companies focus on new-product innovation without having to compete for management focus or resources. 

Another new old face 

So who will be Nallathambi's bookend heading up the financial services company after the split? First American has tapped another company veteran--Dennis Gilmore--to serve as chief executive officer of what will be called First American Financial Corporation. 

Gilmore has been in the First American camp since 1991, when First American acquired the company he worked for--TRTS Data Services. In 1993, Gilmore moved to First American's title division to pioneer the Lenders Advantage program. He coordinated that program's expansion throughout the country to create a uniform, nationwide title and escrow product. In 1998, Gilmore was named the first president of the joint venture between First American and Experian called First American Real Estate Solutions LLC. 

Gilmore underscores that he has a very strong data and operations background. "Prior to my moving to the title side of the business approximately three years ago, I spent 10 years prior to that running and building and leading the information businesses that are currently being spun off as CoreLogic," he says. 

He says that background will bring a "very unique perspective to the title industry." You get where he's coming from based on how he condenses his company's focus to the following: "We are a specialty insurance company focused on the settlement service industry, with a heavy processing orientation." OK, now that's succinct and efficient. 

He seems excited about the prospects for growing First American's "very significant international operation that is focused on the titling and settlement services and conveyancing processes internationally." He adds what his company brings "is efficiency to a conveyancing process, and it may or may not have a titling insurance component to it." 

Gilmore says First American is licensed or has the ability to offer title insurance in approximately 60 countries. It has a significant operation in Canada, and "we'll look to continue to grow in that marketplace," he says. The company also has a significant operation in the United Kingdom and some European countries. He adds, "We are focused right now on the development and the expansion of our product offerings specifically in China." 

So what exactly falls on his side of the fence once the companies are split? They include: ownership of the title operations, the specialty insurance operations, the home warranty company, running the title plant, operating some data companies that deliver data products/solutions to the title industry and a small trust banking operation. 

Is Gilmore feeling like housing market doldrums are going to make his coming-out party a bit of a downer? 

Not really. He admits to being "a little more optimistic than I think the common drumbeat is." He says some key real estate markets are showing signs of stabilization. First American has been seeing a slight decrease in default-related revenues, "which leads you to believe there's greater stabilization again in the residential purchase market," he says. 

"I don't know if we're out of the woods yet, but I definitely am more optimistic than we've been," Gilmore says. 

But he's not all starry-eyed. He concedes revenues for the title company will be under pressure in 2010. 

"Like anybody in my role, we'll have to deal with whatever the market throws at us. ... The key challenge will be to continue to direct and lead our company to increased profitability and increased returns to our shareholders and deliver on a focused, appropriate growth strategy for the company." 

Sounds like someone who's been well rehearsed for an investor road show. 

Legally separated 

If this whole thing sounds a bit like a giant divorce settlement among friendly parties--amicably dividing the household assets--you are not alone in thinking that. Nallathambi says he already had that conversation with Park Kennedy. 

Nallathambi told Kennedy that actually there is another way you can look at it. "I see it differently. I actually see it as Park just having two children grow up and get married and go out on their own." 

OK, that works. But according to Kennedy, they are not quite out of the house yet. 

He says, "The headquarters will be in Santa Ana for both companies. The information company will be a tenant of the title company for at least a few years and then when that lease runs out, the information company will be free to move to any location. So we'll just see what happens. But yes, for now the two companies are both on the same campus." 

That sounds familiar. Just make sure you get all that rent. I'm just saying. 

Janet Reilley Hewitt is editor in chief of Mortgage Banking in Washington, D.C. She can be reached at jhewitt@mortgagebankers.org.
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MANAVIGATOR-December 23, 2010-CoreLogic to divest Employer Services, Litigation Support (C)2010 M2 COMMUNICATIONS http://www.m2.com 

US information, analytics and business services company CoreLogic (NYSE:CLGX) said Thursday it has agreed to divest its Employer Services and Litigation Support operations to private equity firm Symphony Technology Group for USD265m (EUR203m) in cash. The business to be sold will operate under the First Advantage name. The divestment plans were first announced in August. They were triggered as CoreLogic does not see the operations having a "long-term strategic fit" within the group, CEO Anand Nallathambi said in a statement. The proceeds may be used for acquisitions of firms with "greater strategic relevance to fortify our market presence and leadership", he added. CoreLogic was consulted in the transaction by Macquarie Capital. 

Country: , USA Sector: Business and Consumer Services Target: Employer Services and Litigation Support business Buyer: Symphony Technology Group LLC Vendor: CoreLogic Inc Deal size in USD: 265m Type: LBO, Divestment Status: Agreed 

((Comments on this story may be sent to info@m2.com))
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MANAVIGATOR-March 16, 2011-Deal snapshot: CORELOGIC BUYS REST OF DORADO NETWORK SYSTEMS (C)2011 M2 COMMUNICATIONS http://www.m2.com 

US information, analytics and business services company CoreLogic (NYSE:CLGX) has finalised a USD32m (EUR23m) cash deal to buy the 62% it does not own in collaborative cloud computing applications firm Dorado Network Systems Corporation. 

Country: , USA Sector: IT/Online Services Target: Dorado Network Systems Corporation Buyer: CoreLogic Inc Deal size in USD: 32m Type: Corporate acquisition Status: Closed 

((Comments on this story may be sent to info@m2.com))
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CoreLogic, the data and analyticsspin-off of the First American Corp., purchased mortgage technology vendor Dorado Network Systems for $32 million, Santa Ana, Calif.-based CoreLogic said. 

CoreLogic previously held a 38% interest in San Mateo, Calif.-based Dorado, which specializes in software-as-a-service origination technology, including a loan origination system, point-of-sale tool, product and pricing engine, and other products. 

In July, the U.S. Patent and Trademark Office issued a Notice of Allowance to Dorado for a patent application it submitted in April 2006. The patent, "Dynamic Workflow Architectures for Loan Processing," was granted for the workflow process used in Dorado's loan origination system, called ChannelMaster. 

Other LOS platforms have a static workflow, meaning that there is a fixed order for the steps to process the loan. With Dorado's architecture, multiple steps can happen at once. The patented technology has applications beyond the LOS. A new Dorado product uses the fluid workflow process to integrate third-party fulfillment vendors like document preparation, title services, appraisals and other underwriting services, with an LOS. 

With the transaction, CoreLogic acquires that intellectual property and will run the company as a division called CoreLogic Dorado. Dorado CEO Dain Ehring and chief technology officer Rob Carpenter will remain with the company, leading it under the CoreLogic banner. Both executives previously held positions in the JavaSoft division of Sun Microsystems before co-founding Dorado in 1998. Dain will hold the position of senior vice president. Carpenter's new title has not been finalized. CoreLogic Dorado will sit in CoreLogic's Business and Information Services division, headed by group executive Barry Sando. 

The acquisition goes far beyond CoreLogic entering the LOS marketplace. CoreLogic could potentially use Dorado's cloud computing expertise to consolidate delivery platforms among its myriad of disparate platforms. For Dorado, the backing from CoreLogic eliminates a common deterrent the company has faced-it's small size. While its technology is targeted to large-scale mortgage operations, those lenders look to vendors with a large, established presence, like competitors Fiserv and Lender Processing Services. As a CoreLogic subsidiary, Dorado can better overcome those objections from potential clients. 

The deal is the latest in a string of mortgage technology industry investments, mergers and acquisitions. Since December, two LOS vendors purchased PPE companies and private equity groups purchased MDA Lending Solutions and invested in DocuSign, in two separate deals. 

CoreLogic also holds a 16.29% share in origination vendor Ellie Mae and is its largest shareholder. An Ellie Mae spokesperson declined to comment, citing the Pleasanton, Calif., company's quiet period during its ongoing initial public offering. A CoreLogic spokesperson said the Dorado acquisition would have no impact on its relationship with Ellie Mae. 

While both are LOS vendors, Dorado's target customer is large lenders, typically those in the top 40 in origination volume. 

Ellie Mae's customer base consists of regional and community-oriented lenders. 

Since the two vendors cater to different lender clientele, it is possible for CoreLogic's relationships with both companies to co-exist, as it has previously when CoreLogic owned a stake in Dorado.

Article A252917304 

American Banker, April 25, 2011 v176 i63 p8

Zillow IPO Filing Reveals Suits.
Mortgagesinitial public offeringsMortgage Grader and CoreLogic Inc.
Austin Kilgore 


Full Text: COPYRIGHT 2011 SourceMedia, Inc.
Byline: Austin Kilgore 
Zillow Inc.'s initial public offering registration showed five patent infringement claims against the Seattle company since 2009. 

Two of the lawsuits against the real estate listing and mortgage rate search website company have been resolved. One was brought by the mortgage search website Mortgage Grader in October 2009 and the other by Source Search Technologies in May 2010. 

Both resulted in out-of-court settlements requiring Zillow to pay patent licensing fees to each company. 

Zillow's legal expenses increased by $400,000 in 2010 compared with 2009 because of the heightened litigation activity. The company did not disclose the portion of its $6.7 million general and administrative expense that went to cover legal costs in 2010. 

Zillow said it contests the claims in the three other pending lawsuits. 

CoreLogic, then a subsidiary of First American Corp. of Santa Ana, Calif., filed a suit against Zillow and numerous other providers of automated valuation model technology, claiming the technology companies' products infringe on CoreLogic's patent. 

In a March 2010 suit that claims Zillow infringed on patents held by the location-based real estate search provider Smarter Agent, Zillow petitioned the Patent and Trademark Office to reexamine the three Smarter Agent patents. 

That case is on hold pending the review. 

The latest case, filed in September 2010, alleges that Zillow infringed on the patents of the online lead generator LendingTree, a unit of Tree.com Inc. of Charlotte, N.C. 

In its IPO registration, filed April 18 with the Securities and Exchange Commission, Zillow said that it is seeking court declarations that the company is not infringing on LendingTree's patents and that the patents are unenforceable and invalid. 

"Although we cannot be certain of the outcome of any litigation and claims, nor the amount of damages and exposure that we could incur, we currently believe that the final disposition of such matters will not have a material adverse effect on our business, financial position, results of operations or cash flow," Zillow said in its registration papers. 

Zillow hopes to raise $51.75 million from the IPO.
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CoreLogic announced that it has priced $400 million in aggregate principal amount of senior notes due 2021, which was upsized from an originally announced deal size of $350 million. 
The Company said the notes will bear interest at a rate of 7.25 percent per annum. The notes will be unsecured senior obligations of CoreLogic and will be guaranteed by all of the company's subsidiaries that guarantee the company's credit facility. The notes are being offered only to qualified institutional buyers and non-U.S. foreign investors in accordance with Rule 144A and Regulation S, respectively, under the Securities Act of 1933, as amended. The closing of the offering is expected to occur on May 20, and is subject to the satisfaction of customary closing conditions. 

CoreLogic expects to use the net proceeds from the offering to repay a portion of its outstanding indebtedness under its existing credit facility. 

This announcement does not constitute an offer to sell or the solicitation of offers to buy any security. Any offers of the securities will be made only by means of a private offering memorandum. The notes have not been registered under the Securities Act of 1933, as amended, or the securities laws of any other jurisdiction and, unless they are registered, may not be offered or sold in the United States except pursuant to an exemption from, or in a transaction not subject to, the registration requirements of the Securities Act of 1933, as amended, and applicable state securities laws. 

CoreLogic is a registered trademark of CoreLogic. 

((Comments on this story may be sent to newsdesk@closeupmedia.com))
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TELECOMWORLDWIRE-July 26, 2011-Cognizant announces acquisition of CoreLogic India(C)1994-2011 M2 COMMUNICATIONS http://www.m2.com 
Provider of information technology, consulting and business process outsourcing services Cognizant (NASDAQ: CTSH) announced on Tuesday that it has entered into a definitive agreement with CoreLogic (NYSE: CLGX), a provider of information, analytics, and business services, for Cognizant to acquire CoreLogic Global Services Private Limited (CoreLogic India). 

The company said the purchase price of CoreLogic's India-based captive operations will consist of a cash payment of approximately USD50m, plus adjustments for working capital and other charges or credits to be determined at closing. 

Cognizant will provide a range of services to CoreLogic globally under a services agreement with a minimum revenue commitment of USD324m, plus applicable inflation adjustments, over five years with various renewal and extension rights. 

End-to-end business process and analytics solutions across the mortgage value chain, from loan origination, escrow, title and closing services through secondary markets, loan administration and loan default management are expected to be provided by both companies. 

On closing of the transaction, CoreLogic India's approximately 4,000 associates will become employees of Cognizant, providing capabilities in software product development, analytical modeling, domain-centric back-office services and technology support. mainly in the US mortgage and real estate markets, to CoreLogic and its customers. 

((Comments on this story may be sent to tww.feedback@m2.com))
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On Sept. 13, Santa Ana, California-based CoreLogic reported the share of mortgage properties that were underwater stayed essentially flat in the second quarter at 22.5 percent. The negative-equity share in the first quarter was 22.7 percent. 
Fully 10.9 million residential properties carrying a mortgage were in a negative-equity position in the second quarter. The new report also found that nearly three-quarters of homeowners in negative-equity situations were paying above-market interest rates on their mortgages. The company said an above-market rate was defined as 5.1 percent or higher. 

Nevada had the highest percentage of negative-equity loans in the new report. The state had 60 percent of its mortgaged properties underwater as of the second quarter. The next-highest percentages of negative-equity mortgages were found in the following states: Arizona (49 percent); Florida (45 percent); Michigan (36 percent); and California (30 percent). 

The two states with the lowest negative-equity percentages were New York (6.3 percent) and Oklahoma (6.9 percent), according to the latest report. 

CoreLogic reported that the negative-equity share in the hardest-hit states has improved. The average for the top five states over the past year has declined from 41 percent to 38 percent. Nevada saw the biggest drop over the period, with its negative-equity share declining from 68 percent to 60 percent. CoreLogic explained that a high number of foreclosures during this period in Nevada have shrunk the pool of remaining borrowers in a negative-equity position, thus positively affecting the numbers. 

Mark Fleming, chief economist with CoreLogic, said, "High negative equity is holding back refinancing and sales activity, and is a major impediment to the housing market recovery. The hardest-hit markets have improved over the last year, primarily as a result of foreclosures. But nationally, the level of mortgage debt remains high relative to home prices." 

In a press release announcing the latest findings, Core-Logic noted that more than 40 percent of borrowers with 125 percent or higher loan-to-value ratios (LTVs) have mortgages carrying rates of 6 percent or higher, versus only 17 percent for borrowers with positive equity.
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MANAVIGATOR-December 6, 2011-First American abandons plan to take over CoreLogic (C)2011 M2 COMMUNICATIONS http://www.m2.com 

6 December 2011 - First American Financial Corp (NYSE:FAF) said today it had withdrawn its takeover bid for former consumer, financial and property data unit, CoreLogic (NYSE:CLGX). About two months ago, the title insurance company offered to buy out CoreLogic after the latter announced it had appointed Greenhill & Co (NYSE:GHL) to assist it in evaluating strategic alternatives, including a potential sale. At present, the company holds nearly 9% of CoreLogic. First American did not reveal why it decided to abandon its plan. The company said in a filing with the US Securities and Exchange Commission that it had settled a lawsuit over unpaid claims with Bank of America and Fiserv Solutions Inc. As a result, it will incur an additional charge of USD19.2m (EUR14.4m) this quarter. 

Country: , USA Sector: Banking/Financial Services Target: CoreLogic Inc Buyer: First American Financial Corp Type: Corporate acquisition Status: Terminated 

((Comments on this story may be sent to info@m2.com))
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Presentation 
OPERATOR: Good day, ladies and gentlemen, and welcome to the fourth-quarter 2011 CoreLogic Inc. earnings conference call. My name is Colby, and I will be your operator for today. (Operator Instructions). As a reminder, this call is being recorded for replay purposes. I would now like to turn the call over to Mr. Dan Smith, Senior Vice President of Investor Relations. Please proceed, sir. 

DAN SMITH, SVP, IR, CORELOGIC: Thank you and good morning. Welcome to our investor presentation and conference call, where we present our financial results for the fourth quarter and full year 2011. Speaking today will be CoreLogic's President and CEO, Anand Nallathambi; and CFO, Frank Martell. 

Before we begin, let me make a few important points. First, we have posted our slide presentation, which includes additional details on our financial results, on our website. Second, please note that during today's presentation we may make forward-looking statements within the meaning of the federal securities laws, including statements concerning our expected business and operational plans, performance outlook, cost containment and growth strategies, and our expectations regarding industry conditions. All of these statements are subject to known and unknown risks and uncertainties that could cause actual results to differ materially from those described in the forward-looking statements. For further details concerning these risks and uncertainties, please refer to our SEC filings, including our annual report on Form 10-K for 2011, which we expect to file later today. Our forward-looking statements are based on information currently available to us, and we do not intend and undertake no duty to update these statements for any reason. 

Additionally, today's presentation contains financial measures that are non-GAAP financial measures. A reconciliation of these non-GAAP measures to their GAAP equivalents is included in the appendix to today's presentation. Finally, unless specified or specifically identified, comparisons of fourth-quarter financial results to prior periods should be understood on a year-over-year basis -- that is, in reference to the fourth quarter of 2010. 

Thanks. And now let me introduce our President and CEO, Anand Nallathambi. 

ANAND NALLATHAMBI, PRESIDENT AND CEO, CORELOGIC: Thank you, Dan. Good morning, everyone. Welcome to CoreLogic's fourth-quarter 2011 earnings call. I will lead off with an update on our results and progress against our business strategy and then cover 2012 focus areas. Frank will then discuss our financial results. We will then provide an update on the strategic review process and end with questions and answers. 

CoreLogic exited 2011 with strong momentum. During the fourth quarter, we delivered year-on-year adjusted revenue growth of 7%; aggressively executed our Project 30 cost reduction program; and almost doubled our cash on hand. We also reorganized the Company into three core segments to further drive focus and accountability for delivering on our plans and vision for the future. 

Our full-year and fourth-quarter results were above the top end of our previous guidance as we capitalized on a double-digit jump in data and analytics revenues, higher mortgage refinancing volumes, and Project 30-related cost savings. Our financial results clearly demonstrate that we are capturing the benefits of our strategy of investing in our data and analytics and positioning our mortgage origination and default services businesses to outperform their markets. 

In many ways, 2011 was a transformative year for CoreLogic. We took decisive actions to enhance our business model to deliver higher revenue growth and significantly higher EBITDA margins. I believe these actions will allow us to deliver on the growth and margin expansion targets implicit in our 2012 guidance. 

The actions we took in 2011 fall into four broad categories and lay the foundation for achieving our vision for the future of CoreLogic. I will now spend a few minutes recapping the progress we made against each of our 2011 focus areas. 

First, focus CoreLogic on high-growth, high-margin businesses. In the second half of 2011, we exited five non-core businesses and sold, exited, and/or wrote down a number of small units, product lines, and minority investments. Although these units collectively generated significant revenues, their business models lacked significant data, intellectual property, and/or scalable returns to support our long-term strategy. The cumulative impact of these actions was a significant improvement in our margin and growth profile, a reduction in organizational complexity and cost, and the generation of cash. 

Second, investment data and analytics. We continued to invest in our data and analytics segment throughout 2011, and adjusted revenues for the fourth quarter and the full year were up 25% and 18%, respectively. This high rate of revenue growth reflects the acquisition of RP Data and our success in leveraging our data assets in developing new fraud tools and analytical products. 

During the fourth quarter, we launched CoreScore, a suite of alternative credit report and scores that integrate our property, mortgage loan, and alternative credit data to enhance our customer's view of financial risks. CoreScore is a great example of our strategy to leverage unique data assets to drive high-margin revenue streams in the future. CoreLogic Data is a natural extension and augment to the consumer financial data resident at the national credit bureaus. 

Third, increase the operating leverage in our mortgage services operations. In 2011 we made significant improvements in the efficiency of our main servicing operations and rightsized the overall mortgage origination segment to deliver adjusted EBITDA margins approaching 30% in a $1 trillion to $1.1 trillion origination market. These efforts are yielding the intended results. 

In the fourth quarter, our mortgage origination services segment grew adjusted revenues 5% and delivered adjusted EBITDA margins of 31% as we capitalized on higher refinancing volumes, acquisitions, and efficiency gains. These results make it clear that our origination servicing businesses are well positioned to fully capitalize on the eventual rebound in the mortgage industry. 

We recently restructured our default segment and infused it with new leadership. We will continue to work hard this year to drive operational efficiencies, improve service levels, and deploy value-added and differentiated product offerings across our client base. Raising our margins in the default segment is a top priority in 2012. 

The pipeline of new business opportunities in this segment is solid, reflecting the current backlog of foreclosures waiting to be processed. We have significant client synergies and a crossover potential between our mortgage and default related services. 

And finally, streamline our organization, reduce corporate shared services costs, and improve cash flow. As we structured CoreLogic's business portfolio, we also took steps to streamline and simplify our organization. The new, flatter structure with three reporting segments is designed to reduce complexity, increase management focus and accountability, and facilitate expanded collaboration across the Company. 

We launched Project 30 to significantly reduce our technology and corporate shared services costs to be in line with best-in-class benchmarks, as well as to drive efficiencies in savings in facilities and procurement. We targeted $20 million in savings in 2011 and an additional $60 million in 2012. I'm pleased to report that we achieved our 2011 target and we're well on our way to securing our 2012 target. 

Importantly, we also raised our cash on hand 87% in the fourth quarter through positive operating cash flow, nonoperating asset sales, and tax refunds. We are entering 2012 a much more focused company with a disciplined business plan that builds upon the progress we made in 2011. 

Our 2012 plan is centered on four priorities. First, we will focus on achieving profitable revenue growth by consistently delivering world-class data, analytics, and services to our clients. Specifically, we are targeting to grow the data and analytics segment double-digits, and expect that our mortgage origination services and default segments will outperform their respective markets. 

Second, we will continue to aggressively reshape our cost structure and refine our internal processes to drive a substantial expansion of adjusted EBITDA margins. Third, we will focus on raising our EBITDA to cash flow conversion and increase our cash balances to build shareholder value. 

Finally, we will continue to build out a high performing organization through further refinement of our structure and key business processes as well as develop development of senior leadership. CoreLogic has the right plan to deliver growth and margin expansion in 2012 despite the continued challenges faced by our industry. Our unique data assets and market-leading businesses are the foundation for achieving our long-term vision for the future. 

Going forward, we will further leverage our unique data assets and grow in the under-banked micro-lending consumer and PNC insurance areas, in addition to the real estate mortgage industry. We have key assets like SafeRent in the multifamily industry, Teletrack in the under-banked micro-lending area, and CoreLogic's Spatial Solutions in the P&C industry, that could serve as distribution points for the new products that are being built by combining our unique databases. 

In closing, I'd like to thank all of our employees, clients, and shareholders for their support during 2011. We finished the year with accelerating momentum and are well positioned for a strong 2012. I'm excited about the future of the Company and believe we are a great partner for our clients and a valued growth opportunity for our long-term investors. 

With that, I'll turn it over to Frank. 

FRANK MARTELL, CFO, CORELOGIC: Thanks, Anand, and good morning, everyone. Today I'm going to review our fourth-quarter and full-year financial results. I will also discuss our current and go-forward financial presentation, provide an update on our cost reduction efforts, and cover our plan for improving cash flow. I will close with a brief discussion on 2012 guidance. 

As Anand mentioned, 2011 was an important year for CoreLogic. We developed and executed against the strategic plan focused on our three core business segments, we exited the low-performing businesses and product lines that accounted for about 20% of total revenues, we cut costs at both the corporate and business level, and we built a significant cash balance for improved financial flexibility. 

CoreLogic is entering 2012 with a clear plan to achieve profitable revenue growth, further reduce costs, and build liquidity. From a financial point of view, the main highlights for the fourth quarter were accelerating revenue growth driven by data analytics and improved mortgage origination volumes; achieving our 2011 cost reduction targets and securing a substantial portion of our 2012 savings plan; and almost doubling our cash on hand. 

Fourth-quarter adjusted revenues were up 7.4% to $360.9 million, driven primarily by a 25% jump in data analytics and a 4.6% increase in mortgage origination services volumes. Growth in the data and analytics segment reflects the acquisition of RP Data, higher analytics revenues, and the growth in advisory projects. 

Mortgage origination services revenues rose primarily as a result of the acquisition of Dorado Network Systems and higher flood certification volumes. Default services revenues were down 11.8% during the fourth quarter, due principally to the exit of unprofitable product lines, lower technology revenues, and declining market activity. 

Full-year adjusted revenues were up 3.2% to $1,390.6 million, driven by an 18% jump in data analytics revenues, which were fueled by RP Data, higher analytics revenues, and growth in advisory projects. Mortgage origination services revenues were essentially flat on an adjusted basis as the acquisition of Dorado largely offset the impact of lower origination volumes. 

On the basis of volumes of work processed, we believe our origination servicing businesses outperformed the overall market, which declined 22%, according to the Mortgage Bankers Association. Default services revenues were down 10.9% in 2011, reflecting the impact of the exit of unprofitable product lines and lower market activity, as discussed earlier. 

Fourth-quarter adjusted EBITDA from continuing operations was $84.3 million, which compares with $91.8 million for the same prior-year period. The year-on-year reduction was driven principally by substantial declines in market volumes for mortgage originations, delinquencies, and foreclosures, which impacted our mortgage origination and default services segments. These market-related pressures were somewhat offset by cost reductions and productivity gains in these businesses. 

Adjusted EBITDA for the data and analytics segment was up 28%, primarily due to higher revenues. For the full year, adjusted EBITDA from continuing operations was $310.3 million, which compares to $353.9 million in 2010. Similar to the fourth quarter, the year-on-year reduction was driven by the impact of lower market volumes for mortgage originations, delinquencies, and foreclosures, which partially offset by an 18% jump in data analytics revenues as well as enterprise-wide cost reductions and productivity gains. 

Fourth-quarter and full-year adjusted EBITDA margins from continuing operations of 23.4% and 22.3%, respectively, were about 400 basis points lower than comparable 2010 periods, reflecting the impact of the contraction in origination and default market activity discussed earlier. Adjusted EPS for the fourth quarter was $0.23 and $0.85 for the full year. These figures were both significantly ahead of expectations. 

The adjustments to fourth-quarter and full-year 2011 results are detailed in our earnings release. The majority of these adjustments relate to one-time and/or nonoperating gains and losses, non-cash asset impairments, efficiency investments, and severance. 

As I discussed on third-quarter earnings call, our intent is to progressively simplify our financial presentation. We took the first step to do this as part of the fourth-quarter reorganization that Anand mentioned earlier. We are now reporting three core segments -- data and analytics, mortgage origination services, and default services, compared with our previous model of two segments and four subsegments. The business units contained in our three reporting segments share common drivers, which should facilitate the analysis and review of our results. 

In addition, we refined our expense allocations to more precisely reflect the actual consumption of shared corporate resources. To facilitate the transition to the new presentation convention, we have provided 12 quarters of recast financial information in the appendix of today's presentation deck. Our next step will be to change our adjusted financial metrics to align them to more closely reported GAAP figures. We will share additional details on this topic in our next earnings call. 

The balance of my remarks today will focus on our cost reduction program, where we stand relative to improving our liquidity and cash position, and finally, the outlook for 2012. As Anand mentioned, Project 30 and its transformative impact on our operations and cost structure is the single biggest driver of our expected EBITDAR growth and margin expansion in 2012. We are targeting to deliver $80 million to $100 million of savings under this multiyear program, primarily in the areas of information technology, corporate and shared support functions, real estate, and procurement. We achieved our $20 million savings target in 2011 primarily by reducing technology infrastructure costs and rightsizing corporate shared support functions. 

We plan to achieve additional savings of $60 million in 2012. In order to achieve this target, the Company took a series of actions in the fourth quarter of 2011 to reduce discretionary spending, shrink its real estate footprint, and cut its US-based staff by approximately 7%. We estimate these actions will collectively contribute about 50% of our 2012 savings target. 

Beyond the actions already taken in 2011, we have detailed plans which should be implemented over the course of 2012 and support achieving the balance of our targeted Project 30 savings. As we drive profitable revenue growth and boost margins, we're also intently focused on improving cash flow. We boosted the net cash on our balance sheet from $139 million at the end of September to more than $259 million at year end. This increase was driven by positive cash inflows from operations, proceeds from the sale of certain minority equity investments and Company-owned real estate, as well as a tax refund related to CoreLogic's 2010 sale of its employer and litigation services business. 

We plan to use a portion of our current cash on hand and positive cash inflows from operations to reduce our debt by at least $100 million over the first six months of this year. As we move forward, CoreLogic will continuously review its capital structure, and we will consider the retirement of additional debt and the repurchase of common shares on an opportunistic basis. We will continue to focus on improving our liquidity in 2012 with particular focus on reducing collection cycles and making disciplined capital allocation decisions. 

The final topic I would like to cover today is our 2012 guidance. As we announced on January 19, CoreLogic expects to generate adjusted revenues of $1.425 billion to $1.475 billion, with adjusted EBITDA of $335 million to $360 million and adjusted EPS of $0.95 to $1.05. 

The major underlying assumptions for this guidance are as follows. First, mortgage origination volumes will be in the $1 trillion to $1.1 trillion range. Second, delinquency volumes will contract approximately 10% from 2011 levels. Third, the Company will achieve double-digit growth in data and analytics revenues; and finally, the achievement of our Project 30 objectives, as outlined earlier. 

In terms of phasing, we believe the first half of 2012 will benefit from the continuing wave of refinancing activity, which will taper off somewhat during the second half. We expect default markets to remain muted for at least the first half of 2012. Finally, the positive impact of Project 30 savings will increase progressively throughout the year. 

Now specifically in terms of the first quarter of 2012, we believe the current volume trends within our businesses are consistent with those in the fourth quarter, and in some cases, even stronger. Based on this strong start to the year, we expect adjusted revenues and EBITDA for Q1 to exceed levels reported in our fourth-quarter results. 

In summary, CoreLogic finished 2011 with solid momentum. The Company is headed into 2012 with a more streamlined and higher-margin set of businesses and a laser-like focus on rightsizing our cost structure and building cash. The Company's focus on fundamental value drivers positions us to execute on our strategic vision and generate significant shareholder value over the medium to long term. 

Thanks for your time today. I'll now turn the call back over to Anand. 

ANAND NALLATHAMBI: Thanks, Frank. Before we turn to your questions, let me provide an update on our recent announcement on the conclusion of the Company's review of strategic alternatives. 

CoreLogic announced yesterday that the independent committee of the Company's Board of Directors has concluded its review of strategic alternatives. At the recommendation of the committee of independent directors, the Board unanimously voted to conclude its strategic review process. Over the past six months, the independent committee evaluated a wide range of alternatives to enhance shareholder value, including a merger, a sale of the Company or certain of its business lines, repurchases of debt and common stock, and other transactions. 

As part of the process, the independent committee received and solicited indications of interest from a number of financial and strategic parties for a sale of the Company or certain of its business lines and other transactions. Some of these parties conducted confidential due diligence and had meetings with senior management. 

Although various indications of interest were ultimately submitted, after scrutiny of the terms, conditions, and contingencies, in the independent committee's view, none of the expressions of interest were likely ultimately to yield a meaningful premium to the trading range of CoreLogic's common stock, and the Company's enhanced business plan offered a greater potential for stockholder value creation. 

Accordingly, after a thorough review of these alternatives, and the Company's business results in 2011 and plans for 2012 and beyond, as well as improving macro conditions for the Company's businesses, the independent committee unanimously determined that at this time the strategic review process be concluded, and for the company to continue with its enhanced business plan to create increased value for the Company's stockholders. 

As discussed earlier, CoreLogic delivered strong results in the second half of 2011, and we have a great plan for 2012. The focus of the call today is on the Company's operating results and plans. As such, we will not be addressing questions relating to the strategic review on today's call. With that, I'll turn it over to the operator for the first question. 

Questions and Answers 

OPERATOR: (Operator Instructions). Darrin Peller, Barclay's. 

DARRIN PELLER, ANALYST, BARCLAYS CAPITAL: You know just first question is on data analytics. Obviously, there's been some pretty good growth come back again, and I would love to hear -- just first of all, what was the organic run rate for the past quarter? And maybe you can give us a sense of what you're expecting organically in that business. I know there's RP Data still only half a year of benefit year over year. But maybe give us some color on the growth rate for the year expected versus the run rate in the fourth quarter. 

FRANK MARTELL: Sure, Darren. This is Frank. Basically, for the year, as Anand mentioned, the 18% growth -- if you exclude RP Data, it's about 8%. 

DARRIN PELLER: For this year coming up, or for what was just --? 

FRANK MARTELL: For 2011. 

DARRIN PELLER: Okay, so how does that compare to your expectations from an organic standpoint? 

FRANK MARTELL: I think it was in line with expectations. 

DARRIN PELLER: No, no, no. What I mean is, in 2012, what are you expecting for organic growth of data analytics? If you back out RP Data? 

FRANK MARTELL: I think we expect similar levels, if slightly higher. 

DARRIN PELLER: Okay. So somewhere in the 9%, 10% range is probably fair? 

FRANK MARTELL: Yes. 

DARRIN PELLER: All right. And this is all coming out of -- I mean, basically, your follow-through from the investments you've been making in that business last year, as well as -- I mean, what would you say is the most impactful changes that have been made to that from the beginning of last year to the beginning of now? Because that's a business that we continue to be watching very closely and think is probably one of the more valuable businesses, if not the most valuable business. 

ANAND NALLATHAMBI: This is Anand. The investments that we've been making in terms of taking our data, and combining with our different databases, and coming up with hybrid products has been has been a very successful thing. And also, in particular, our new fraud tools that we've been developing have been very well received in the market. So those are probably two areas that I would say will be growth areas in the future. 

DARRIN PELLER: That's helpful, Anand. You've had some success in your initial push towards kind of joining forces with some of the credit rating agencies across your housing data? 

ANAND NALLATHAMBI: Yes. We also provide a lot of advisory and due diligence services, too. That has also been growing. 

DARRIN PELLER: Okay. So overall, is this year the normalized growth rate we should expect longer-term, or do you see even more -- higher rates than that over the period of the next few years? 

ANAND NALLATHAMBI: This year will be a little bit higher than last year, as Frank mentioned, but I think going forward in the future, some of the areas that we're thinking about is creating a common data warehouse, whereby we can really focus on the hybrid products that we talked about. And that's where, for example. the storm surge models takes advantage of the flood database and overlays on top of the ABMs. 

DARRIN PELLER: That's great. And then last question on that, and then just one quick follow-up. On pricing in that business -- I know for a long time there's been pretty good power on the pricing front in the overall risk and fraud, but really, overall data analytics. Has that continued? 

ANAND NALLATHAMBI: Yes. And that's an area that we've been looking at it to see are there pricing opportunities that we can take advantage of. And that's something that came through the process, and we are looking into it. 

DARRIN PELLER: Just one question on the divestiture plans -- I know that -- not really specifically related to the strategic review process, but last year you did sort of divest, or shut down, or sell a couple of your businesses you considered non-core. Anything we should expect for this year on that front? 

ANAND NALLATHAMBI: No. Like I said in the past, we always go through a strategic review of our businesses on a periodic basis, but right now we like the way the business portfolio is set up, and the focus is on costs. And we are aggressively going after cost structures, and corporate shared services, and also our technology infrastructure. That's the focus for 2012. 

FRANK MARTELL: This is Frank. Also, just -- we tried our best to take all the actions that were acquired in 2011. As Anand mentioned, you always review, but we were very aggressive in terms of cleaning and selling up the portfolio and making sure it's a focused, go-forward portfolio in 2012. 

OPERATOR: Kevin McVeigh, Macquarie. 

KEVIN MCVEIGH, ANALYST, MACQUARIE RESEARCH: Frank, can you give us a sense -- across the $80 million to $100 million -- and the buckets were very helpful. Just what will contribute each in terms of what's IT, versus shared services, versus real estate in terms of on a percentage basis getting us to 100%? 

FRANK MARTELL: Sure, Kevin. 80% of it is between corporate shared support services and technology. 

KEVIN MCVEIGH: And is it a function of just kind of outsourcing some things offshore and things like that, or it just seems like a pretty dramatic step down. Is that a function of that as well as just kind of some excess spend from when you were part of the parent company, or what's really driving that? 

FRANK MARTELL: I would say it's a combination of consolidation and optimization, so your point about offshoring and outsourcing, but also consolidation is a significant piece of the savings. 

KEVIN MCVEIGH: Okay. And then do we have a targeted free cash flow range you are thinking about in 2012? 

FRANK MARTELL: I would say this is a significant focus, and I think if you looked at the fourth-quarter conversion rate, we are looking to be north of that percentage as we go forward. That percentage was roughly 40%. 

KEVIN MCVEIGH: Great. And as you look at the business going forward, you've got -- refined it to three segments. How are we thinking about the run rate of the business and the contribution of each segment respectively, as you think about -- kind of past the Project 30, what does the business look like in call it 3 to 5 years in -- on a contribution perspective? 

FRANK MARTELL: Yes. I think you'll see in our 10-K that the business is becoming progressively more D&A weighted. We moved the portfolio from 32%, give or take, to about 39% of revenues between 2009 and 2011. I think that trend will continue as we move forward and execute the strategy of double-digit D&A growth. 

And in the near term, obviously, we are talking about $1 trillion to $1.1 trillion origination market, so the -- those businesses that are more sensitive to that market will be -- the growth will be muted, at least in the near term. 

KEVIN MCVEIGH: On the D&A side -- and this will be my last question. Who often do you see from a competitive perspective in the market? 

ANAND NALLATHAMBI: It's various competitors, depending on the areas that you talked about. Our products are utilized in a different area; from point-of-sale on the realtor's side, it's different competitors. If there is somebody that we have to pick as the one major competitor that we see in most areas, it's LPS. 

OPERATOR: Carter Malloy, Stephens Inc. 

BEN HARVEY, ANALYST, STEPHENS INC.: This is actually Ben on for Carter. He's a sorry he can't get on the call, but as you know, he is currently en route to see you guys tomorrow. So congratulations on the quarter, and just a few quick modeling questions here. Can you kind of help us forecast out the expected $60 million in cost savings for '12? 

FRANK MARTELL: In what regard? 

BEN HARVEY: Should we frontload them more in the first half of the year, or should we just assume a consistent amount each quarter? 

FRANK MARTELL: No. I think you can assume for the first half roughly 30% to 40% of the savings for the balance of the second half. 

BEN HARVEY: Okay, great; that's helpful. And you mentioned both debt repayment and buybacks in your press release. Can you kind of take us through how you'd prioritize one over the other? 

FRANK MARTELL: I think we are continuously looking at what that prioritization should be. You know, we stated previously that we were going to de-lever in the 2.5 turns range, and we are really executing against that previously stated objective with this $100 million reduction. 

OPERATOR: Brett Horn, Morningstar. 

BRETT HORN, ANALYST, MORNINGSTAR: I was wondering if you could just give us some color on how you see the recent mortgage settlement affecting the default business in 2012? 

ANAND NALLATHAMBI: We've been watching that, Brett, very closely, and have been having a lot of conversations with our customers. A lot of these settlements, and also hard to -- it's still early in the process, and we believe that ultimately these things translate into incremental volumes for us for credit, flood, tax, and ABM-type businesses, but it remains to be seen. We believe that we'll see some of these actions flow through in the later quarters, like second, third quarter. The important point is, incremental volumes from that is not part of our budget for 2012. 

BRETT HORN: Okay so that's upside, if it hits? 

ANAND NALLATHAMBI: Exactly. 

OPERATOR: At this time there are no further questions in queue. 

ANAND NALLATHAMBI: Well, that concludes our call. Thank you very much. 

OPERATOR: Thank you for your participation in today's conference. This concludes the presentation. You may now disconnect. Good day. 
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THE FIRST AMERICAN CORPORATION, SANTA Ana, California, announced the availability of a new type of credit-scoring program designed for underserved communities. 
First American's Anthem Score is specifically designed to address mortgage lender and investor needs for a reliable way to assess credit risk on loan applicants with little or no traditional credit history. 

The latest addition to First American's Assisting Nontraditional Homebuyers in Emerging Markets (Anthem) line of services is expected to help significantly increase loan approval rates in underserved communities and narrow the gap between minority and nonminority homeownership rates. 

Generated from the credit information obtained in an Anthem Report, First American's Anthem Score offers a fast and simple way for loan officers to determine whether an applicant can be approved for a loan accepting nontraditional credit data, said Mark Catone, senior vice president of First American's Credit Information segment. 

"The key to our ability to deliver a nontraditional credit score is the rigorous verification standards and consistency we apply in compiling the data," Catone said. "Anthem Score not only represents an accurate and reliable score for loan applications that lack traditional credit histories, it is the first to exceed existing lender and investor standards for preventing fraudulent information from being used in establishing credit." 

The first lender to implement Anthem Score is Boston-based MassHousing, a Massachusetts public authority that provides affordable mortgage loans to low- and moderate-income homebuyers who are underserved by conventional lenders. 

In addition to low- to moderate-income families, first-time homebuyers and recent immigrants are among those expected to benefit from MassHousing's implementation of First American's nontraditional credit report, said Thomas Gleason, executive director of MassHousing. 

"Too often, consumers who don't have a traditional credit history fall prey to predatory lenders and end up paying higher interest rates and fees," said Gleason. "We can now offer these buyers loans with more reasonable terms, helping them to achieve the dream of homeownership at a price they can afford."
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First American Adds Recovery Business.
launch of collections software by new unit First American Intelligent Recovery Systems
Marc Hochstein 
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First American Corp. of Santa Ana, Calif., said Monday that its default information services division, based in Dallas, has started a business called First American Intelligent Recovery Systems. 
The business offers CollectLink, a software program for managing collection agencies, and RepoLink, which manages car repossessions. 

Richard Allen, who was the vice president of the default information services division, has been appointed the chief operating officer of the recovery systems business. He said in a press release that both of its offerings let lenders "electronically manage assignments, track performance, improve communications, streamline billing, and increase overall recovery rates." 

(c) 2007 American Banker and SourceMedia, Inc. All Rights Reserved. http://www.americanbanker.com/ http://www.sourcemedia.com/
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ANAHEIM, CA, Jul 26, 2007 (MARKET WIRE via COMTEX) -- NETWORKERS AT CISCO LIVE 2007 - The First American Corporation (NYSE: FAF), America's largest provider of business information, has partnered with Cisco (NASDAQ: CSCO) and AT&T in its data center consolidation in order to deliver mortgage, real estate and financial information and services more efficiently. Driven by a growing business focus on globalization and productivity, First American identified the consolidation of its data centers and enhancing collaboration through unified communications as its top information technology (IT) business priorities. 
"To build a world-class network that keeps pace with First American's strategy for growth and a sustainable competitive advantage, our first priority was to consolidate our data centers and standardize on a flexible and scalable network that delivers virtualized storage services on-demand anywhere in the company," said Evan Jafa, chief technology officer of The First American Corporation. "The next priority was to deliver a platform that brings together all forms of communications to enhance collaboration and foster greater productivity across teams. Cisco and AT&T helped us successfully address these priorities and achieve our objectives." 

First American partnered with Cisco Advanced Services and AT&T on the design, configuration and delivery of this multiyear initiative in order to achieve: 

--  Increased efficiency at First American's two new world-class data

    centers in Dallas, Texas, and Santa Ana, Calif.:  With the goal of

    continuous access to all business-critical applications and systems from

    any of its 2,100 global offices, First American consolidated its seven

    networks into a single simplified architecture in the two new data centers.

    With this data center consolidation, First American standardized on a

    common fabric for the storage area network (SAN) based on the Cisco

    Multilayer DataCenter Switch (MDS) 9000 Family for improved data protection

    and the virtualization of tape-drive resources across the company.

--  An enhanced collaboration system that converges data, voice, video and

    messaging systems:  In 18 months, First American and AT&T completed a

    rollout of Cisco Unified IP Phones enterprise wide to more than 60 global

    locations.  Based on the Cisco Unified Communication system and Cisco

    Unified Contact Center Enterprise, First American significantly reduced

    telecom costs and improved operating efficiencies with the data-center-

    based, central IP communications service that supports employees across the

    enterprise.

"AT&T has collaborated with The First American Corporation and Cisco to integrate First American's voice and data services onto a single unified network," said Rick Resnick, senior vice president of Global Network Field Operations at AT&T. "AT&T designed and deployed a network that supports First American's vision to consolidate its multiple divisions into a cohesive standardized environment with core IP WAN and IP telephony platforms. AT&T's ability to extend a full suite of advanced technologies strengthens our strategic partnership with First American Corporation." 

The First American data center consolidation initiative required moving from separate SAN islands to one standardized SAN fabric with the flexibility and redundancy necessary to deliver storage services anywhere and anytime across the global corporation. Cisco MDS 9000 Family Multilayer Directors and Fabric Switches were selected for the virtual SANs (VSANs) and inter-VSAN routing (IVR) capabilities that help prevent service disruptions and enable the virtualization of tape-drive resources so that enterprise information can be stored and backed up anywhere, irrespective of where the tape drive physically resides. This flexibility helps First American both optimize and strategically place its storage resources in alignment with its business goals and priorities. 

Enhancing Collaboration at First American with Cisco Unified Communications 

First American has differentiated itself by combining advanced analytics with its vast data resources and providing solutions to businesses and consumers with exemplary customer service. To further enhance interactions both inside and outside the corporation with customers and partners, First American provides its employees with unified and reliable access to collaboration resources such as e-mail, IP telephony, IP video and instant messaging. 

Services are powered by the Cisco Unified Communications system and Cisco Unified Contact Center Enterprise and delivered and managed by AT&T. First American has already realized cost savings from the reduction in telecom costs and improved operational efficiencies with the simplified adds, moves and changes of 10,000 devices deployed on the global IP telephony system. In the event of a natural disaster, dynamic call routing has been implemented so that First American can send its calls anywhere in the world at any time for uninterrupted communications. 

"First American has successfully consolidated and strategically evolved its data centers by combining multiple networks into a single standardized Cisco network that delivers virtualized storage services anywhere around the world," said Douglas Gourlay, senior director of Cisco's Data Center Technology Solutions Group. "With this agile network infrastructure, First American can easily incorporate new technologies such as Cisco Unified Communications and other collaboration technologies that will help drive continued future growth and a global competitive edge." 

About First American 

The First American Corporation (NYSE: FAF), a FORTUNE 500(R) company that traces its history to 1889, is America's largest provider of business information. First American combines advanced analytics with its vast data resources to supply businesses and consumers with valuable information products to support the major economic events of people's lives, such as getting a job, renting an apartment, buying a car or house, securing a mortgage and opening or buying a business. The First American Family of Companies, many of which command leading market share positions in their respective industries, operate within five primary business segments, including: Title Insurance and Services, Specialty Insurance, Mortgage Information, Property Information and First Advantage. With revenues of $8.5 billion in 2006, First American has approximately 2,100 offices throughout the United States and abroad. More information about the company and an archive of its press releases can be found at www.firstam.com. 

About Networkers at Cisco Live 

Now in its 18th year, the Networkers at Cisco Live Conference is evolving into the premier event for the IT and communications industry. Continuing to bring together Cisco customers across all business segments and industries with its popular Networkers Conference, Cisco is expanding to new audiences and adding new content that presents its technology direction, new products and customer best practices. Networkers at Cisco Live also features the World of Solutions, a showcase of Cisco and partner solutions where attendees can experience live demonstrations, and one-on-one and hands-on interaction. For more information about Networkers at Cisco Live 2007, please visit http://www.cisco-live.com. 

About Cisco Systems 

Cisco (NASDAQ: CSCO) is the worldwide leader in networking that transforms how people connect, communicate and collaborate. Information about Cisco can be found at http://www.cisco.com. For ongoing news, please go to http://newsroom.cisco.com. 

Cisco, the Cisco logo and Cisco Systems are registered trademarks or trademarks of Cisco Systems, Inc. and/or its affiliates in the United States and certain other countries. All other trademarks mentioned in this document are the property of their respective owners. The use of the word partner does not imply a partnership relationship between Cisco and any other company. This document is Cisco Public Information. 

For direct RSS Feeds of all Cisco news, please visit "News@Cisco" at the following link: 

http://newsroom.cisco.com/dlls/podcasts/rss.html 
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Business agility: First American consolidates its IT infrastructure for cost savings and a unified, scalable network for data, voice and video.
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With roots dating back to the late 1800s, First American Corp. in Santa Ana, Calif., has seen its share of change, but never before has technology played such a critical role in helping the company stay ahead of its competition. First American depends on the alignment of its business with information technology and on the reliable, rapid delivery of information for its survival. 
The company's evolution and success are due partly to frequent acquisitions that have helped diversify and expand its business. Incorporating and managing the widely dispersed and siloed information systems from this influx of companies, however, has been no small feat for the company's IT staff. 

First American is one of America's largest providers of business information. With nearly 200 business units, 2,100 offices around the world and annual revenue in excess of $8 billion, the enterprise provides information to some of the world's largest mortgage and financial services companies, and leads many of the industries in which it operates. 

A key business driver for First American is responding quickly to changing market conditions. While agility gives the company an important competitive advantage during stable market conditions, it becomes essential during periods of volatility and uncertainty. 

To transform its business into a single agile entity capable of extending its leadership position and global footprint, First American refreshed and consolidated its entire IT infrastructure. IT strategists employed enterprise architecture principles and Information Technology Infrastructure Library best practices to collapse its widespread systems into two redundant data centers linked by a unified, scalable network for data, voice and video. 

This consolidation helped resolve issues precipitated by the sheer number of business units and locations within the company. Other benefits have been cost savings, process improvement, business continuity and the ability to quickly add innovative service offerings. 

Jake Seitz, enterprise architect at First American, knows how the difficulties of managing so many different business units and their associated IT systems caused the company to re-evaluate its overall enterprise architecture. 

"We were starting to see business issues crop up," he offers. "It was becoming inefficient to manage the multiple different systems and environments across the company. And it wasn't cost effective." 

Before consolidation, the company's telephone system comprised a collection of multiple carriers, service contracts, equipment and hardware vendors. Not only was managing these systems becoming increasingly inefficient and expensive, but it was also causing frustration for both the business units and their customers. 

Application development and testing also suffered, according to Seitz. Traditionally, a developer would request the use of a data-center server, which the IT staff would procure and configure. Unless the developer notified the staff when he was done, the server would sit unused, wasting cycles and energy. 

A CONSOLIDATED NETWORK 

These challenges prompted First American to undertake the construction of a company wide consolidated network. The IT department wanted to leverage the functionality enabled by the network throughout the enterprise-such as virtualization, load balancing, transport and real-time communications across many applications. Seitz says that planning the consolidation also unearthed the need for a refresh of hardware and IT service offerings, further justifying the project. 

The process of collapsing several disparate networks and systems into a consolidated network and data center reached beyond the IT department. Because business agility was a primary goal, the enterprise architecture team needed to understand the business requirements of the new architecture. 

"It was a joint venture between business and IT," Seitz explains. The team had a vision of establishing a utility computing model in which business units could select from a catalog of IT services, such as telephony, storage and server access. The first step was to cull a set of requirements from across the many lines of business within the family of companies. 

First, the architecture team met with the business units to establish requirements and develop the business justification for the estimated $100-million project. They discovered many overlapping requirements that could be addressed by reusing functionality embedded in the network across numerous business applications. The cornerstone of the architectural plan was the creation of a single network with two new state-of-the-art data centers in Southern California and Texas. 

Once the decision was made to move to a consolidated infrastructure, the team assessed the technology market by interviewing industry analysts and colleagues. Hardware and software vendors were then invited to review the requirements and submit proposals. 

Seitz notes that First American's vendors act as strategic partners. "We took a holistic approach in terms of vendors. Since consolidation was about trying to reduce our footprint, we wanted to do the same thing with our vendors." 

The selection, he points out, was based on a range of criteria, including previous relationships with the vendor, the ability of the vendor to meet First American's requirements, and the performance of the vendor's products and services. For its unified network, First American selected a solution from Cisco Systems and AT&T. Both vendors were key members of the architecture team, acting as advisors in the development of a network that could support the company's business requirements and scale with its global growth. 

DETAIL-ORIENTED APPROACH 

As implementation began, each IT service offering was put through a proof of concept and pilot program to ensure that it performed as expected. It was then validated against the requirements. 

"Since it was common for six to 12 months to elapse from inception to implementation, once the proof of concept had been completed, we would circle back to make sure that the offering was still appropriate and valid for the business needs of the company," explains Seitz. "If it was, we would then roll it out across the company." 

First American chose to build its consolidated network on a platform from Cisco. Because the IT staff wanted to adopt a utility-computing model, an important consideration was that Cisco's approach allowed network-based services, such as real-time communications, security, identity and mobility, to be used by different applications and devices throughout the network. 

The network would also allow First American to implement an end-to-end virtualized infrastructure. This service-oriented network platform allows virtualization to scale as the company continues its growth and makes resources such as storage and computing equally available to any business unit anywhere in the company. Using a common standardized infrastructure, the IT staff can rapidly layer on new applications such as unified communications and video. 

The new network has met expectations, according to Seitz, reducing complexity, simplifying the management of First American's diverse businesses, and allowing IT to become more responsive to its internal customers. 

"Every service that we offer now has operational and service-level agreements wrapped around it, so the accountability is there, where in a previous life it was not," Seitz says. "The common infrastructure means that no matter who the customer is, they have the same points of contact, help-desk functions and support numbers. Everything is the same across the board. The end-user experience is much better." 

One of the first and most dramatic improvements was the rollout of a unified communications system to more than 60 worldwide locations using upward of 10,000 IP telephony devices. A single Cisco Unified Communications (UC) system links the enterprise using real-time communications services provided by the network. The UC system, Seitz says, has significantly reduced telecommunications costs, improved customer usability and collaboration among employees, and enabled notable improvements in efficiency and management. In the event of a disaster, dynamic call routing allows First American to send its calls anywhere in the world at any time for uninterrupted communications. 

MEASURABLE IMPROVEMENTS 

Virtualization has afforded measurable improvements in the company's business processes through automated resource provisioning, Seitz adds. The virtualized environment has allowed the build-out of infrastructure based on average demand rather than peak, using the data center as a pool of resources instead of individual physical servers tied to specific applications. This capacity-on-demand model allows resources to be automatically provisioned according to changing business requirements. 

"We now have the unique ability to respond quickly to situations where, for example, a business unit needs more capacity because they're doing a campaign," Seitz says. 

With more than 4,500 physical servers supporting up to 50,000 concurrent users at peak times, efficient utilization and rapid provisioning are especially critical to First American in application development and testing. In the past, 30 to 35 days were needed from the time a developer requested a server in the data center until it was available for use. Now, Seitz explains, IT can quickly and automatically assign beginning and decommission dates that encompass a finite period of time. The ability to provide resources to developers, or mean time to service, has shrunk to about 15 days. 

"The developer can request a particular amount of time, say eight weeks or three months," adds Seitz. "After that time elapses, if the resources aren't being used, we just power them down and archive the environment, freeing up those resources for the next person. We now have virtualization in all steps of our application lifecycle, including traditional development and test environments, staging and production." 

Utilization has improved dramatically--from 10 percent to 15 percent utilization to near 60 percent today. The reduction in physical servers being used has also had a positive effect on energy consumption, with 30 percent to 35 percent less power required by the virtual environment. 

The company has also been able to craft a disaster-recovery plan through the use of virtualization and the two mirrored data centers. Instead of doubling the numbers of servers for failover and peak-usage assistance, the team can now set aside 10 to 12 servers for every 100. Should either data center experience an outage due to a natural disaster or other catastrophic event, traffic can instantly be rerouted to the other data center. 

With the heavy moving and lifting of the consolidation project behind them, First American's IT department is turning its attention to other services it can provide. The team is exploring an implementation of Cisco's Service-Oriented Network Architecture (SONA) to make further use of the functionality in the network to enhance its IT service portfolio. SONA is an architectural approach for designing advanced capabilities into the network infrastructure. 

With the new architecture, the common, standardized network infrastructure provides a cost-effective platform for IT to quickly introduce advanced services like video and mobility. The team is now rolling out videoconferencing services across the enterprise. 

"Video is a great way to facilitate collaboration and reduce travel requirements and costs," says Seitz. Cisco's TelePresence System is being used for campus-to-campus interactions, while individuals will use desktop videoconferencing. 

First American expects to recoup its investment in the project by the end of the year, while the IT department has become more responsive to its internal customers who, in turn, provide significantly improved service to their end-user customers. 

"Any time you have a downturn in any market, IT is asked to do more with less, more so than in a good economy," Seitz explains. "Our competitive advantage is that we are becoming so efficient and streamlined that we can address our customers' requirements very quickly. And because we're so efficient, what we're paying for services as a whole has gone down. 

"It comes down to being the most efficient that we can be. If we have a service that is available today, we should be able to provide that service to all our different lines of business and business units."
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Byline: Bonnie Sinnock 
SANTA ANA, CA-The First American Corp. here last month said it has introduced what it believes is the first "reverse mortgage score," a data-based numerical value designed to help servicers quantify the likelihood that struggling senior borrowers can avoid foreclosure on their current loans by qualifying for government-insured Home Equity Conversion Mortgages. 

The score may also be helpful to originators, an external spokesman said. 

Introduced at the National Reverse Mortgage Lenders Association conference in Los Angeles, the score examines factors specific to the government reverse mortgage program such as the new $417,000 Home Equity Conversion Mortgage national loan limit, the number of borrowers on the loan and their ages. 

It also examines homeowner and property information from First American's data repository. 

The examination of these factors results in a weighted average score ranging from one to five. 

A "one" indicates the borrower is "least likely" to qualify for a Home Equity Conversion Mortgage and "five" indicates the loan is "most viable," the spokesman said.

Article A189941007 

Mortgage Banking, Jan 2009 v69 i4 p86(1)

First American rolls out reverse-mortgage scoring solution.
TechNewzFirst American Corp. (Santa Ana, California)
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Santa Ana, California-based First American Corporation announced that it has developed a new reverse-mortgage score to help servicers identify candidates for a government-insured Home Equity Conversion Mortgage (HECM) who might otherwise face foreclosure. 
The new loan-level score examines a broad range of homeowner and property data obtained from First American's extensive data repository, said Randy Gilster, director of First American's outsourcing and technology solutions business line. 

"Homeowners who are 62 years or older and who have equity in their homes can often qualify for a federally insured reverse mortgage, without regard to their credit score," said Gilster. "Our new score helps lenders identify the best candidates for these loans and gives default managers new options to help senior homeowners." 

The evaluation also considers factors that tend to complicate reverse mortgages, such as living trusts, bankruptcy filings and powers of attorney. The servicer receives a report that includes an estimated principal limit after paying off current liens, servicing fees, originations fees, mortgage insurance and estimated closing costs, explained Gilster. 

Using the score, the servicer can then determine whether to offer a HECM loan as one of its loss-mitigation workout options. The score considers all HECM loan options and provides alternative choices to traditional loan modification, added Gilster.
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CoreLogic's FinalCheck suite of quality control software is now accessible from the Ellie Mae loan origination system. 

The integration is direct into the Encompass360 LOS, rather than a connection through Ellie's collaborative network services platform, the Ellie Mae Network. 

The three FinalCheck tools verify borrower credit and mortgage application and fraud data, and create an audit report for lenders to review before loan delivery to secondary market investors. 

CoreLogic's Credco unit developed the FinalCheck suite and launched it in December. 

Other CoreLogic software integrated into Ellie's Encompass360 LOS are its Instant Merge credit report, Flood Services, LoanSafe Fraud Manager, and 4506-T Direct income verification services. 

Last fall, a number of vendors began adding compliance and prefunding quality control technology to their LOS. 

Some vendors added service-based integrations into Fannie Mae's web portal for EarlyCheck, which lets lenders run mortgage documents through Fannie Mae's data verification platform before the loan is funded and closed. 

CoreLogic holds a 16.29% stake in Ellie Mae, making it the largest shareholder. Ellie Mae is in the process of selling shares in an initial public offering. 

While CoreLogic is not expected to sell any of its shares, the IPO will shrink the stake, to 12.3%.
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CoreLogic, Santa Ana, California, has introduced IntelliMods[TM] a flexible Web-based application that accelerates loan modifications by automating decisioning and fulfillment for both government and private investor programs. 
IntelliMods simplifies the loan-modification decisioning process and provides a complete audit trail of all decisions. With Home Affordable Modification Program (HAMP) and GSE decisioning cascades and parameters embedded within the system, it automatically runs the necessary calculations to determine borrowers' loan-modification eligibility. Further, the application allows clients to build unlimited sets of investor and servicer-specific cascades. These cascades can be linked to flow from one waterfall to the next until modification terms are met or retention options are exhausted. 

IntelliMods enables servicers to eliminate time-consuming manual calculations and allows them to process single loans or batch upload hundreds at a time. Once the user selects the modification profile (term extension, rate or principal reduction), the application runs the loan or loans through the selected cascade, and delivers a decision within seconds. 

Once approved by the user, IntelliMods instantly generates the appropriate modification package. The packages can be sent to the servicer's production house for printing, assembly and shipping or to FedEx[R] for printing and overnight delivery to the borrower. The FedEx option includes a pre-paid return envelope and incorporates the outbound and inbound tracking numbers into IntelliMods, allowing servicers to track the package process through recordation. 

As a hosted, Web-based system, IntelliMods requires minimal information technology (IT) resource implementation and is continually updated with the latest government program criteria. It also records and maintains full audit trail data, including date, time and name of user connected with each action and decision. 

"Although servicers offered more than 1.7 million HAMP trial modifications in 2010, there are still millions of loans more than 90 days delinquent," said Scott Brinkley, CoreLogic senior vice president of Out sourcing and Technology Solutions (OTS). "As regulatory pressures and 'second look' reviews continue to increase, there is still a significant need to speed the loan-modification process and an even greater need to provide auditable, defensible decisioning."

Article A257130000 

Mortgage Banking, May 2011 v71 i8 p91(1)
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Santa Ana, California--based CoreLogic has announced that CoreLogic Credco, a provider of merged credit reports, has integrated FinalCheck into Pleasanton, California--based Ellie Mae's Encompass360[R] mortgage management solution. FinalCheck, an automated Fannie Mae Loan Quality Initiative (LQI) compliance suite, instantly verifies credit, application and fraud data in an easy-to-read report, helping lenders uncover undisclosed debt and mitigate repurchase risk to avoid loan buy-backs prior to loan submission. 
The FinalCheck suite is composed of three critical data-verification products: CreditCheck, AppCheck and FraudCheck. CreditCheck performs a "gap" analysis on credit information between pre-approval and prefunding; AppCheck searches against the CoreLogic Fraud Consortium Database, a proprietary 90 million loan application database, and the Mortgage Electronic Registration System (MERS) for undisclosed loans; and FraudCheck verifies that neither the borrower or loan participants are on a Department of Housing and Urban Development (HUD) or other investor exclusionary list. 

The result is a reporting tool that provides lenders critical insight on any potential prefunding risk indicators before submitting the loan to the government sponsored enterprise (GSE). 

"FinalCheck plays a critical, proactive role in monitoring debt-to-income [DTI] ratios and other loan risk factors that could surface just prior to loan submission," said John Bauer, senior vice president of credit and transportation services for CoreLogic Credco. "Generated in seconds, FinalCheck allows mortgage professionals to make fast, LQI-compliant lending decisions that help avoid loan buy-backs and increase loan delivery confidence." 

"This latest product integration significantly enhances our continued partnership with Ellie Mae," said Bauer. "By expanding our product offering via Encompass360, it helps us provide our mutual customers convenient, single-source access to advanced data solutions that help streamline the loan origination process." 

CoreLogic Credco provides one out of every two credit reports to the mortgage industry, the company says For more information about CoreLogic Credco FinalCheck, visit www.credco.com/fcprefund.
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Presentation 
UNIDENTIFIED PARTICIPANT: All right. We'll get started here. We've -- I've got CoreLogic here to my right -- to your left. Strongest low level and property level database in the US, as well many other services and data analytics provider to financial services and mortgage-related companies. 

Today with us is Anand Nallathambi, their President and CEO; and Dan Smith, the Senior Vice President of IR. 

ANAND NALLATHAMBI, PRESIDENT, CEO, CORELOGIC, INC.: Thank you, [Carter]. Good morning. CoreLogic is the premiere provider of provider, consumer and financial data to the financial services industry and the government sector. Our core competencies [are] in large-scale data aggregation, normalization and standardization. Leveraging this data, we provide a lot of -- let me get to the thing here -- a lot of analytical tool that are cutting edge. We'll talk a lot about the risk and fraud analytics that is getting favorable mention and adoption from the major market makers in the industry. 

Our clients are the major market makers in the mortgage industry, and we've had them over a long-term relationship. On average, these are clients that we've had for greater than ten years. And are much diversified within the clients so as to manage our -- the concentration risk in terms of revenues. 

We're focused on innovation and growth, and as we reported in the first quarter earnings call, our growth in data and analytics has been fueled by the innovation in new growth and analytics. And we've enjoyed, from a year-over-year comparison in the first quarter, we had 12% growth in revenues and about 15% in EBITDA in the data and analytics side. That's our segment of focus for the future. 

So the key takeaway here is we are the number one provider of increasingly important risk management products to the mortgage industry. And where are growing now is to getting out of the real estate verticals and getting into adjacent verticals like property and casualty insurance and in government and international areas. 

The major segments, business segments that we have in our Company are data and analytics and business information services. The data and analytics piece is more driven off property assets and the consumer financial behavior data that we have, and we'll go into that data assets pretty quickly. 

On the information services side, it's more of services that we have that are outsourced in terms of a lender in the process of underwriting a loan. Different settlement services that they would have that they have outsourced to us, we have leading market shares in those businesses. I'll detail them in the future too. 

In terms of products, we provide property information, values and analytics and consumer financial behavior to realtors out there, government, multifamily, micro-lending and the consumer markets. On the BIS segment, we have four main services -- valuation services, delinquency management services in the default area and tax service and flood and geospatial services. These businesses, in both segments, are characterized by high market share, fixed cost operations and long-term stable client relationships. 

The one distinction that I want to make her, the distinction between us and our competition is our focus is more on the frontend loan origination systems. We start getting involved in transactions when a realtor gets interested in marketing a property, all the way to a consumer who is interested in getting a mortgage loan through onboarding the loan. That's the bulk of the services that we do. 

On the service side, we have a service for tax service, which is basically managing the tax payments on behalf of consumers and lenders, and also reporting delinquencies on them back to the services. That's our main interest on the servicing side. On the default side, again, we provide delinquency management services like the field services, which are basically grass cuts, mowing the lawn, preserving the property and also broker price opinions that we leverage realtors to provide in getting a property ready for foreclosure. 

We talk a lot about data assets. We are the best in the industry in that, and we have that in terms of three big components. I apologize for the [eye] chart, but this is the best way to illustrate our competitive advantage. We have public records data that we have been aggregating and standardizing and normalizing over an extended period of time. The first start to this business was in 1997, when First American (inaudible) a joint venture with Experian with the property data. 

And that business actually dates back to 1959. So even though we're a new standalone public company, the -- our data gathering efforts and data normalizing -- normalization efforts, date back -- dates back a long time. So we have a tremendous amount of history not only in the practice of gathering the data but in also the age of the data. We have history going back that far, which really [funnels] analytics, and it's also a big competitive advantage source, a big barrier to entry. Today, people could say they'll go and spend a lot of money and get a lot of these data assets accumulated. 

But how do you go all the way back to get that kind of history, especially if you're going to have to funnel a lot of analytics driven off of it? It's pretty difficult to do. 

Simply put, we own the largest and most complete set of databases related to mortgage loans, securities, residential property and consumer credit of any competitor in our industry. We talked a lot about the public records data. We also have the ability to leverage data from the credit bureaus. We are one of the top three or top five clients of all the credit bureaus out there. 

In any given year, we purchase somewhere in the neighborhood of 25 million to 30 million credit reports, and we provide it to the mortgage, automotive and consumer industries. The distinct separation from the competition for us is in the proprietary datasets that we have. We have, in addition to having physical characteristics of property information on 99% of the US properties, we also cover about 85% of the loans, loan-level performance data on about 85% of the loans. This also includes agency securities. 

That data that we have, in addition to the data that we get from the multifamily segment in terms of criminal and eviction data and the data that we have on consumers that are in the micro-lending environment, we have about 40 million to 45 million consumers that purely transact in the micro-lending environment. That is something that nobody else has out there. And the lead that we have in all practical ways is insurmountable. 

The leading data aggregation analysis are also protected by patents. We get about 10 to 12 patents a year. In the first quarter alone, we got about six new patents. While these patents protect our intellectual property and preserve our market position, it also helps us into extending our competitive advantage because it creates a huge barrier to entry for our competition. 

For example, in automated evaluation models, we have patents that protect us and also making sure that if somebody else comes along, even if it's a vanity search type website out there, offering automated evaluation models, it has to go through our pipe. And we're in the process of now enforcing it, so there's a huge competitive advantage that we bring to the table, especially when we look at 60% of the market share and automated evaluation models is driven off what we provide to the marketplace. You can kind of see the strength that we have in leveraging our first-mover advantage. 

We talk a lot about our long-term client relationships and also our market leaderships. Right from the get-go, starting in the late '80s, when we started getting into the settlement services industry, the acquisitions that we made were very significant. We did not just buy into this rollup scenario. We bought market share leading companies, and they have continued to grow, extending their lead. 

In terms of mortgage credit solutions, we touch one in two applications in the mortgage industry. We're also integrated with a ton of dealer management systems on the automotive side. 

In the realtor solutions, we operate a technology infrastructure in terms of the main MLSs, multi-listing services, out there, which is kind of like the regional stock exchanges for realtors. We serve more than twice the clients as our nearest competitor, and if you really look at the activity of the realtors in the MLSs that we have, we cover about 70% of the realtors, the most active realtors in the industry. So if you really look at it, greater than 70% of the realtors have access to CoreLogic data. 

We're also leader -- we're also the leader in the multifamily screening and analytics space where we process about 75 million transactions a year, three times our nearest competitor. I talked about the 40 million micro-lending consumers. That is the largest subprime credit bureau in this country. These are also the services that even the credit bureaus don't have. 

In tax service, our ability to interface with over 20,000 taxing authorities enable us to serve 70 of the top 20 mortgage servicers. We processed, in 2010, about $58 billion in property tax payments, and that helps you understand the size of our model and our business capability. 

In flood data, we provide the industry leading flood zone determinations and geospatial data to mortgage lenders out there. Over time, we have been able to increase our automated fulfillment rate in the flood data side to greater than 90%. Needless to say, that could explain to you what kind of incremental margins that we'll have as the market picks up and the mortgage industry comes back to normal level of originations out there. 

Powered by the best AVMs in the industry, we also have about a 30% share in the appraisal side. So the key takeaway here is our strength in data analytics and the ability to leverage them and the critical services to the largest players in the financial services industry is unparalleled. 

Just to touch upon this, as you can see, we have the who's who in mortgage banking as our mortgage customers, and we have been working with them over an extended period of time. I'd mention in tax service we have 17 of the top 20. We are integrated into most of the mortgage loan origination systems, and our credit services, when it touches one and two mortgage loan apps out there, you can see that we are integrated. We are the de facto standard in the mortgage credit reporting industry. 

We also have a lot of the garment and regulatory agencies buying data from us in terms of analyzing the progression of risk from a collateral basis in terms of securities and the investments and portfolios that they have. 

This is a repeat of what we presented in our first quarter conference call. The first quarter was a busy one, but let me touch on some of the highlights. What we were happy about the first quarter were these. We've been talking here for a long time, but our segment of focus is in data and analytics. And we have also been saying that right now it's about 45% of our revenues -- about 55% of our revenues is on the mortgage information services side, which is more of the outsourced services. 

We've been signaling to the market that we want to shift that business mix more to the data and analytics. And in the first quarter, that shift was more evident in terms of growth. I mentioned earlier about the 12% increase in revenues and about 15% increase in EBITDA. That happened in data and analytics, and that happened because of all the advisory services that we provide on a project base, revenue base, and also on the new fraud -- risk and fraud analytics that we've been able to provide to the industry out there. 

We also got really good performance from the core businesses in the BIS segment. That's in tax and flood, and that was -- those are core businesses for us. Not necessarily because they are big businesses and have high incremental margins, but it's also because it gives us a lot of data that we can [apply] back in, that we can link with the property data that we have. 

On the expense side, the first quarter was impacted by increased corporate costs, and this is the first year that we are, as a standalone Company, and some of the corporate infrastructure and technology costs were still out of where we are expected. And we have launched a lot of significant cost-saving initiatives to bring them in line. 

Lastly, reflecting on our balanced approach to our (inaudible) management, we have also been busy in terms of returning capital to the shareholders. Over the last six months, we have bought back about $155 million worth of shares, totaling to about 8.3 million shares. 

So we've delivered on where we want to go in the future. We need to just build on and then work on the things that we have to work on in terms of bringing in cost-savings efficiency. The shift towards business mix more towards data and analytics is happening. We're happy about that. We're focusing on top-line growth. We're seeing results on that. We're concentrating on efficiency projects that reduce costs. We have launched initiatives. 

So we feel like the first quarter being the lowest quarter of the year, with the peak buying months ahead of us, we feel like we're in the right cadence moving towards the rest of the year. 

Let me give you a little bit more feel on the data and analytics side. We talked a little bit about that we have delivered significant growth in the segment. Our growth has resulted in a lot of the things we've talked about in terms of investment and innovation in new product development. We introduced more than 30 products, 30 new products, in 2010. And like I mentioned before, in the first quarter of '11, we received about six new patents. 

Over the last year, we have also seen an increase of about 30% in our fraud analytics products, and we have significantly expanded our project-based engagements with the world's largest banking and insurance companies. These big projects are more of advisory services providing portfolio-level data but broken open by -- at the lower-level basis because we have the lower-level performance data through our consortiums that we operate. 

Looking forward, we expect the growth to accelerate, especially now that we are integrating the RP Data acquisition that closed in May. So we're excited about that. That's going to give us a good launching pad in Asia-Pac. And RP Data was a company that we had been associated with for a long time. And we have infused that company with our IP. 

And we have validated a lot of the models that we believe will be helpful even to grow here. One of the things that RP Data helped us validate was the ability to move from B2B to include B2C verticals as an expansion outlet. We have seen that happen in Australia, and we feel like that's an opportunity that we have here to take a lot of the data today that we applied to the businesses that could be sold directly to consumers. That's an attractive option for us, and that would be a growth segment that we would be looking forward to explore in the future. 

In the current reporting business, we benefited from a strengthening of the credit auditors, especially in the automotive area. Like I mentioned before, this is our segment of focus for the future, and we have scored major [events] and expanded our share, and we look to continue that growth. 

A little bit to give you about where we have come from in data and analytics and where we're going. This chart illustrates it pretty clearly. Just like a lot of people out there in the past, in our history we started off as a service bureau providing bulk data to people who would acquire the property data to whatever the use that they might have. Realtors, investors, mortgagers, national companies, mortgage services, whoever would need it, it was more like a service bureau providing this data. 

Over time, we have also felt like rather than just providing raw data, let's just expand into advisory type services. We used to get -- sell a lot of data out there through licenses and query polls. Now we have started to get -- include a lot of project-based type revenues, and we have added the predictive analytics side. 

The only reason that we can do it is because of the history that we have in these datasets that can go back and provide the observation period and performance period so as to generate what data could deliver predictiveness in terms of good or bad outcomes in terms of the [law]. That is something that not a lot of people can copy out there, and it's not a model that could be easily replicated. 

Where we're going in the future is dynamic surveillance. Today we have some patents in terms of attracting real-time dynamic LTV. That's the progression of risk in the collateral that I talked about. That is becoming a much wanted need in the industry because of the heightened regulatory insight and the call for higher levels of compliance and transparency throughout the lifecycle of them all. We can provide information, and we can provide a lot of progressive data points on how that risk is progressed over the life of a loan from a property value standpoint. 

Just to touch a little bit on the business information services side, I mentioned before, four main businesses valuation. Valuation is an area that we -- where we have about a 30% share. Where we like this business is in terms of JVs. When we have partnerships that are engaged with the major market makers out there, the mortgage industry players, that's a good place because we're on the same side, we're all on the same side of working towards what we need to deliver as far as services out there. 

The valuation industry as -- just as a pure appraisal management company is an area that we have talked about in our earlier calls that we are looking to to see how much -- we are going to take an opportunistic view. That's the non-JV business where we just get requests and we fulfill the requests as an outsource service where we use appraisals who are contract appraisers. That business is more of the AMC business. That's the business that we're taking an opportunistic view. 

Same way in default services we manage delinquencies. Most of those services there are outsource services where we use contractor sets. When you send out people to mow the lawn, board up the property or even broker price opinions where we have to send the transaction to a realtor to provide the broker price within our brokers out there. We want to make sure that we funnel the data to the people but not necessarily take on a higher level of labor-intensive proposition in terms of providing services. 

That is something that we are looking forward as an opportunistic -- with an opportunistic view in the future. When we talked about our long-term view of taking this Company to a 30% EBITDA margin, we have to take a very hard look at the businesses that are high variable costs like these businesses that I just mentioned, and we have to see how do we piece that together. We are not signaling that we're ready to do something with it. We're just saying that we want -- we're looking at it with a opportunistic view and looking to create some flexibility in the future to see how we would use those businesses. 

In terms of focus for the future, we know that the data and analytics piece is very good. The core businesses in tax and flood are very good because it also feeds back data into the data and analytics segment. But the other businesses are businesses that we look at to say there is a huge stock of delinquent loans or loans that have to be modified or foreclosed. When that flows through, we have to sit and see is that the best business prospect to stay in these type of businesses for the long term. 

As far as the core businesses, we're making a lot of initiative -- we're engaging and launched a lot of cost-savings initiatives to bring the cost down and to make sure that we have these core businesses like tax and flood fit [through] the new normal environment. We're all coming down from a business environment where $2 trillion to $2.5 trillion was just very normal on an average basis. 

It seems to me like the future is about $1.5 trillion to $2 trillion out there. And so we're in the process of repositioning our Company, refocusing our infrastructure, reengineering them to fit the new model out there, to fit our workflow to the new volume environment. 

This is the last slide I have here. It just highlights some of the investment things, investment highlights that we have already talked about. We're committed to serving up customers and employees and to deliver lasting values to our shareholders. As you can see, our leverage, our competitive advantage, our competency is in data, data aggregation, normalization, applying analytics to it and providing advisory services to fit that. 

And in some areas, to extend that to have outsourced services that are unique. And we feel like the future is going to be in growing these things. We talked a little bit about international, and people may be wondering what are you going to do next and why are you talking about it. If you looked at what I talked about in the tax servicing side, the $58 billion in tax payment interfacing with 22,000 taxing authorities, that business model, that capability is portable to other economies in the world out there. 

We have been in Mexico for the last two years piloting a program. And based on the success of that program, we are ready to launch a national tax servicing program in Mexico. We also feel like there's other economies like Brazil that could be -- that could take advantage of that kind of capability. We can provide those kind of things. That's in taking our model and implementing it out there. 

The other type of expansion in terms of international growth would be through our integration of RP Data, exporting our analytics to like economies like the US, like the business models like the US out there that could take advantage of it. And we feel like we're in a good spot in Australia and New Zealand, and from there we're looking to launch into Asia to grow there. 

The cost-savings initiatives is a very key part of what we're trying to do. We have said that we are trying to fit our business to the new normal environment. We believe there's at on of costs that we can take out, and it's the combination of two things. Fitting it to the new normal environment, and it's also is to take advantage and consolidate things from a silo perspective into more of a cohesive business structure. We've only been a standalone public company over the last year, so a lot of the things that we had as far as legacy type cultures are now changing, and there will be a lot of costs that drop to the bottom line. 

We mentioned that we are looking for somewhere in the neighborhood of $40 million to $50 million over the next couple of years, and we're going to invest about $20 million this year to get at it. Most of those costs are going to come from technology infrastructure, corporate infrastructure and other things that we are doing in more of a silo-based environment to more of a cohesive, single-company type of environment. 

So to recap all of that, the core businesses, we're improving the operating efficiency. Our focus is on the future. We're extending into adjacent markets. The one that we talked about in terms of property and casualty insurance and the international expansion is also a good area of growth for us. 

We're exhibiting a great balance in discipline around capital management in terms of balancing acquisitions with returning capital to the shareholders. We'll continue to do that. 

We're repositioning the Company through the industry trough, and we feel like we'll be well positioned when the market comes back and also as the business shift makes -- we move it more towards data and analytics. 

So that's the story on CoreLogic. We're excited about the future. So with that, we can take some questions. 

Questions and Answers 

UNIDENTIFIED PARTICIPANT: We've got time for one or two questions, and then we'll have a breakout in the [Stanford Room]. 

Sure, I could ask a few questions. One, I know I could ask a lot about your (inaudible) for CFO and where you guys are in that process. 

ANAND NALLATHAMBI: We're well through the process, and I believe that based on the four or five runs of interviews that we have conducted, and we've involved the Board in a lot of the candidates we've looked at, I believe within the next four to six weeks we'll be ready to announce the successful candidate. 

UNIDENTIFIED PARTICIPANT: Okay. And on the margin side, you had talked about (inaudible) infrastructure and cost cuts. Can you call out what we're looking at for cost cuts this year and next and sort of how we get to your long-term 30% EBITDA margins? 

ANAND NALLATHAMBI: We're thinking about $20 million for 2011, and let's just say between $40 million and $50 million in 2012 to early '13. We -- like I mentioned, most of those cost structures are going to -- the cost savings are going to come from technology type of investments. 

We -- just to give you a little bit of color, we have about seven datacenters out there. There's a lot of things that we can do, like consolidating those datacenters and also looking at new models of operating, whether -- we're rationalizing all the cost structures that we have to see what's the best business model. At the same time, develop a more agile technology environment for us. 

UNIDENTIFIED PARTICIPANT: Okay, thanks. If you guys have further questions, the breakout will be in the Stanford Room just up the hall. Thanks. 
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CoreLogic introduces OnSite property condition report.
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Full Text: COPYRIGHT 2011 Mortgage Bankers Association of America
CoreLogic, Santa Ana, California, has introduced OnSite[TM] a new property condition report that contains local market conditions and complements automated valuation model (AVM) reports in order to help regulated financial institutions meet Interagency Appraisal and Evaluation Guidelines for lending. OnSite leverages the most comprehensive data available in the market, covering 98.7 percent of parcels in the United States, according to CoreLogic. 
"As a result of the new federal guidelines, regulated institutions are seeking new and cost-effective ways to ascertain the actual physical condition of a subject property as well as economic or local market conditions when an AVM is used for lending purposes," said Craig Focardi, senior research director at Needham, Massachusetts-based TowerGroup, a Corporate Executive Board company. 

"To meet these guidelines and to ensure properties aren't over- or undervalued, solutions that combine trained observations from field inspectors with comprehensive local market information will be beneficial in delivering more accurate analyses of a property," added Focardi. 

"We've received positive feedback from many regulated institutions recognizing that OnSite delivers the property condition report, local market conditions and external factors required by the new Interagency Appraisal and Evaluation Guidelines for the use of AVMs in lending decisions," said Susan Allen, vice president of collateral solutions at CoreLogic. "A key differentiator with OnSite is its patent-pending condition-rating system, which provides a more consistent and transparent assessment of the property condition. This objective evaluation, along with local market conditions leveraging the most comprehensive data avail-able in the market, provides lenders with a truer picture of a property."
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CoreLogic Provides New Services To Assist Lenders With HARP 2.0.



Full Text: COPYRIGHT 2011 PR Newswire Association LLC
--CoreLogic Offerings To Help Manage Increased Refinancing Volume--

SANTA ANA, Calif., Nov. 16, 2011 /PRNewswire/ -- CoreLogic (NYSE: CLGX), a leading provider of information, analytics and business services, today announced a new set of services designed specifically to address the anticipated increase in refinance activity expected from revisions to the Home Affordable Refinance Program (HARP). The redefined program, recently announced by the Federal Housing Finance Agency (FHFA) and named HARP 2.0, was introduced to assist qualified underwater homeowners in refinancing their mortgages. Many lenders are expected to look to third-party providers, such as CoreLogic, to help them manage the expected spike in mortgage refinancing. CoreLogic HARP 2.0 services bring together the benefits of CoreLogic data and analytics with experienced teams of outsourcing professionals to enable lenders to better segment qualified borrowers and improve operational pull-through.


(Logo: http://photos.prnewswire.com/prnh/20100609/CLLOGO 

) 
The company recently published an analysis of the HARP 2.0 program, titled CoreLogic Identifies HARP 2.0 Winners and Losers 

, which can be found at http://www.corelogic.com/WinnersAndLosers 

. CoreLogic was the first to publish data calculating how many homeowners are in negative equity, also referred to as being underwater, in which a borrower owes more on his/her property than it is worth. 

The CoreLogic HARP 2.0 services will provide identification of HARP-qualified borrowers to enhance lenders’ retention and acquisition efforts and fulfill day-to-day workflow requirements for underwriting, closing, and post-closing auditing and quality control. CoreLogic will supply HARP-specific teams, available as staff augmentation or full-component outsourcing, as part of the service.

Using proprietary predictive analytics, the CoreLogic service will help lenders determine how much of a volume increase they are likely to see due to HARP 2.0, which will enable them to approach the potential demand increase more strategically. Lenders will be able to gauge the likelihood and potential success of imminent refinance activity, staff accordingly and improve results by employing transaction-based outsourcing to help meet retention and acquisition targets.

"Over the past few years, mortgage companies have really been fighting a battle on two fronts. On one front, origination volumes have been down as the economy struggles to rebound," said Scott A. Brinkley, senior vice president of Outsourcing and Technology Solutions for CoreLogic. "On the other front, servicers continue to wrestle with the complex elements associated with enhanced regulatory oversight and related compliance issues in the default space. The combination of these two realities has created operational strain on many organizations. We’ve positioned our service offerings in a manner that will allow us to seamlessly integrate our solutions within a lender’s decisioning and work-flow processes to help them better manage these spikes and spend more time and energy focusing on their core business operations," said Brinkley.

CoreLogic HARP 2.0 services will provide deep, logic-based analysis for portfolio segmentation of the entire HARP-eligible population. Using additional data layers, such as searches for voluntary and involuntary lien information, lenders will gain greater clarity into accurate market opportunity and streamline the closing process.

According to Kevin Wall, senior vice president of Business and Information Services for CoreLogic, "the introduction of HARP 2.0 will place an additional capacity strain on an already taxed origination model. Difficulty maintaining a balanced infrastructure during this turbulent and uncertain market will test lenders’ ability to realize the overarching benefits of the program. Our solutions will assist lenders in identifying and prioritizing HARP-eligible borrowers and provide the capacity to move them effectively through the refinance process. Ultimately, this will enable them to execute at higher levels and with greater success."

The CoreLogic HARP 2.0 services include:

* Data and analytics services for clearer identification of HARP-qualified borrowers for retention and acquisition, including lien searches to prevent challenges in closing.

* Underwriting services such as data verifications, including Uniform Residential Loan Application Form 1003 information, product eligibility and Automated Underwriting System (AUS) findings; income and asset verifications; collateral reviews for title, appraisal and Automated Valuation Modeling (AVM); fraud detection and investigation; and conditions management, assignment and review through loan approval.

* Closing services such as loan term validation, credit reporting, closing coordination and loan disbursements.

* Post-closing services, including LQI compliance solutions, post-close audits designed to ensure accuracy, reduce compliance risk of loan file, aid in discovery process of inefficiencies and provide loan file reviews and verification of essential loan file documentation.


For more information, visit: http://www.corelogic.com/HARPServices 

. 

About CoreLogic 


CoreLogic (NYSE: CLGX) is a leading provider of consumer, financial and property information, analytics and services to business and government. The Company combines public, contributory and proprietary data to develop predictive decision analytics and provide business services that bring dynamic insight and transparency to the markets it serves. CoreLogic has built one of the largest and most comprehensive U.S. real estate, mortgage application, fraud, and loan performance databases and is a recognized leading provider of mortgage and automotive credit reporting, property tax, valuation, flood determination, and geospatial analytics and services. More than one million users rely on CoreLogic to assess risk, support underwriting, investment and marketing decisions, prevent fraud, and improve business performance in their daily operations. The Company, headquartered in Santa Ana, Calif., has more than 5,000 employees globally. For more information visit www.corelogic.com 
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Correction - REO Sales Methods Will Influence Home Prices.



Full Text: COPYRIGHT 2011 Business Wire
NEW YORK -- Fitch expects single-property and bulk real estate owned (REO) sales to be key parts of the housing market over the next several years. The timing and method of their disposition has significant implications for home prices.

REO properties add excess supply to a housing market struggling with weak demand. Additionally, distressed properties typically sell at a discount to market prices, putting negative pressure on the prices of all surrounding homes.

The supply of REO is unprecedented. Lenders Processing Service, Inc. estimates that, nationally, over two million properties are currently in foreclosure. Corelogic, Inc. estimates the percentage of all home sales that are distressed-loan properties has averaged 25%-35% in recent months.

Alternatives to traditional REO disposition methods have received increasing consideration. In August, the Federal Housing Finance Agency (FHFA) and the Treasury issued a "request for information" (RFI) on ways to improve the disposition programs of Fannie Mae, Freddie Mac, and the Federal Housing Authority (FHA). One possible alternative is for the servicer to allow the original borrower to remain in the property as a rental tenant. This would help reduce the inventory of distressed properties for sale and also allow the borrowers to avoid the disruption of moving. The potential benefits of a rental program would likely be greatest in those areas with large numbers of distressed loans, such as Florida, Michigan, and Ohio, where Fitch estimates close to 10% of all home loans are in foreclosure or REO.

Additional information is available on www.fitchratings.com

The above article originally appeared as a post on the Fitch Wire credit market commentary page. The original article can be accessed at www.fitchratings.com. All opinions expressed are those of Fitch Ratings.

Applicable Criteria and Related Research:

U.S. RMBS 2Q 2011 Sustainable Home Price Projection

http://www.fitchratings.com/creditdesk/reports/report_frame.cfm?rpt_id=656030
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CoreLogic Expects FY11 Results To Exceed Guidance, Sees Strong FY12; Shares Rise.
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India, Jan. 19 -- CoreLogic Inc. (CLGX) said Thursday that it expects fourth-quarter and fiscal year 2011 results to exceed the high end of its prior guidance, citing an upswing in mortgage origination volumes and the successful execution of its Project 30 cost reduction plan. The company also forecast higher earnings and revenue for fiscal year 2012. The company's shares gained 10 percent in extended trade. 
In November 2011, the provider of property, financial, and consumer information and analytics forecast fiscal year 2011 adjusted earnings in a range of $0.75 to $0.80 per share and adjusted revenues of $1.35 billion to $1.37 billion. 

On average, analysts polled by Thomson Reuters expect the company to report earnings of $0.74 per share for the year on revenues of $1.47 billion. Analysts' estimates typically exclude special items. 

Anand Nallathambi, President and Chief Executive Officer of CoreLogic said, "CoreLogic is exiting 2011 with strong momentum driven primarily by an upswing in mortgage origination volumes and successful execution of our Project 30 cost reduction plan. As a result, we expect CoreLogic to beat our previous guidance for the full year of 2011. Continued revenue growth and cost savings position CoreLogic for strong financial results in 2012." 

For fiscal year 2012, the company expects adjusted earnings in a range of $0.95 to $1.05, and adjusted revenue of $1.425 billion to $1.475 billion. Analysts expect the company to earn $0.87 per share on revenues of $1.44 billion for the year. 

The company said it was confident that it will achieve the targeted $60 million in Project 30 cost savings in 2012. The company expects about half of this amount to result from actions taken by it in the second half of 2011. 

CoreLogic expects to report its fourth quarter and full-year results after the market close on February 27, 2012. 

In late August 2011, CoreLogic said it would consider a range of strategic alternatives and retained Greenhill & Co. to serve as a financial advisor to assist a committee of independent directors. CoreLogic had been spun off from First American Financial Corporation (FAF) in June 2010. 

CLGX closed Thursday's trading at $13.78, up $0.16 or 1.17 percent on a volume of 296,159 shares. In after-hours, the stock further gained $1.38 or 10.01 percent to $15.16. 

Published by HT Syndication with permission from RTT News.
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FIRST American Corp. is betting more than $50 million - and its future growth, profitability and market share - on a new software system that it calls the biggest initiative in its recent history. 

Earlier this year, First American's title insurance arm began rolling out a Web-based software system dubbed the FAST Transaction System. The Santa Ana-based company wants the system, which automates title searches, policy production and escrow closings, to transform operations over the next three years. 

Parker Kennedy, First American's president, calls it "the most strategic initiative we have taken since we started expansion out of Orange County back in the 1950s." 

The title insurer has spent five years developing and rolling out the system across the company. By early July, FAST was in 668 First American Title Insurance Co. offices. 

The goal for the third quarter is to have the system up and running in 800 of the title insurer's 1,000 offices. The rollout is slated to be done by year's end or early 2003. 

FAST, short for First American Software Technology, sits on company servers nationwide, from Santa Ana to Atlanta. The software centralizes title processing and escrow closings, the main lines of business for First American. 

The system allows workers do title searches and process paperwork using a Web browser - instead of 50-some different applications they now use. 

Later this year, real estate agents are expected to start using the system to do title searches via First American's Web site. They'll also be able to check the status of their orders with First American online. 

"The key of cuffing cost is how you route your order with as few hands touching it as possible," said Chris Buonafede, an analyst at Fox-Pitt, Kelton Inc., an investment bank that tracks the financial services industry. 

In First American's second quarter conference call, Parker said the company expects to start seeing productivity gains from FAST early next year. Rollout and training costs - running at about $10 million a quarter - are expected to start declining by year's end. 

A key goal behind the software overhaul: gaining market share. The company is betting higher productivity and better service will steer more business First American's way. 

For years, First American held the largest share of the title insurance business until Irvine-based rival Fidelity National Financial Inc. bought Chicago Title Corp. in 2000. Today, Fidelity holds 30 percent of the title market, vs. First American's 23 percent. 

Kennedy and other senior managers came up with the idea of centralizing data processing in 1997. They decided to move information to a main bank of servers and link the database to as many counties as possible. 

FAST culls together different types of software used by First American. Bringing them together cuts down on the work hours needed to process insurance and escrow closings, said John Hollenbeck, executive vice president of technology at First American. 

Searching title on just one property takes a worker an hour now, Hollenbeck said. With FAST, virtually no manual labor is needed for a search, he said. FAST searches First American's database in about six minutes. 

The added efficiency is projected to cut costs and double title operating margins in the next three years. Last year, First American's operating margins were 6 percent in its title business. 

"It will enable them to reduce their expenses per order, improve their service and hopefully reduce their work force," Buonafede said. "You won't see that happening tomorrow, or next quarter. It is going to be a five-year process." 

First American's software makeover has had its hitches. The initial run at developing the system flopped, officials said, and was scrapped in 1999 after two years of work and millions of dollars in development costs. 

"We threw it away the first time we built it," Hollenback said. "We did not have the right people in the company. We hired the wrong vendor." 

First American has crossed most major hurdles as far as software development, analysts said. The challenge now lies in installing the system in all of its title offices and getting it up to speed. As with any big tech project, refinements are likely, officials said. 

"We are changing the pistons on the motor as we are driving down the highway," Hollenback said. "We have all the stability issues behind us. Now we have to add features that people want - bells and whistles." 

First American Corp.

YEAR (Dec. 31)                  2001    2000

Revenue (billions)              $3.7    $2.9

Operating Expenses (billions)    3.4     2.7

Operating Income (millions)    329.5   153.8

Net Income (millions)          167.2    82.2

Earnings Per Share             $2.20   $1.20

RELATED ARTICLE: SUMMARY 

Business: Title insurance and real estate services 

Headquarters: Santa Ana 

President: Parker S. Kennedy 

Market Cap: $ 1.5 billion 

Dividend Yield: 1.5% 

Total Liabilities: $ 1.8 billion 

P/E Ratio: 9.13 

Long-Term Debt: $436 million
Bus. Coll.: 141Y2605
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First American Corp. announced Monday that it had appointed five outside directors to its board under an agreement with Highfields Capital Management LP, its largest shareholder. 
The Boston investment firm, which owns a 9.6% stake in the Santa Ana, Calif., title insurer and real estate information business, has agreed not to expand its stake above 10%, advocate a sale of the company, or support shareholder proposals not endorsed by the board. 

Simultaneously, Gary J. Beban and Donald P. Kennedy, the father of First American's chairman and chief executive, Parker S. Kennedy, retired from the board. 

The appointees bring the size of First American's board to 17, a net expansion of three. 

One new board member is Patrick F. Stone, a former CEO of Fidelity National Information Services Inc. and a former president of Fidelity National Financial Inc., two chief competitors of First American that were formed in a split-up of a predecessor company completed in 2006. 

In January, First American announced plans to split into two companies, one for its title and specialty insurance businesses and the other for its real estate information and analytics businesses. 

Under the agreement, directors designated by Highfields Capital would account for 30% of the board membership at both companies. 

In a filing with the Securities and Exchange Commission shortly after the planned split-up was announced, Highfields said it had "maintained an ongoing dialogue with" First American "regarding operational and structural issues, including ... possible spinoff and other extraordinary corporate transactions." 

First American said that certain elements of the deal are to expire at the end of 2009 or if Highfields Capital's stake falls below 5%. 

(c) 2008 American Banker and SourceMedia, Inc. All Rights Reserved. http://www.americanbanker.com/ http://www.sourcemedia.com/
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Spring, Texas-based Reverse Mortgage Solutions (RMS)--a specialist in reverse--mortgage origination, servicing and subservicing--announced in November that Santa Ana, California-based First American Corporation's reverse-mortgage packages and services are now integrated into its RM Compass [R] loan origination system (LOS). 
RMS customers now have the opportunity to use First American's reverse-mortgage document preparation services directly through the RM Compass Web application, saving time and eliminating the need to rekey data, according to Chad Pupillo, RMS' director of origination systems. 

"Our customers rely on us to build relationships with providers who have experience with reverse mortgages and offer products that will assist them with their operational processes," said Pupillo. "First American is a proven leader in reverse-mortgage documents and compliance. We are pleased to be able to add this important third-party provider to our enterprise LOS platform." 

RM Compass users can order reverse-mortgage application kits and closing packages for a variety of reverse-mortgage products, including the HECM products and proprietary products, added Pupillo. 

Agency-compliant packages ordered from First American can also be automatically indexed and stored in the loan's document repository, further enhancing the user experience, according to Randy Gilster, director of First American's outsourcing and technology solutions. 

"First American is committed to the reverse-mortgage market, which is poised to grow as more senior homeowners look for new ways to plan and pay for their retirement. We are continually updating our products and services to [ensure] compliance with frequently changing federal and state requirements." 

Although adoption of reverse-mortgage products has historically been low, there is a growing national awareness of the product, according to RMS Chief Information Officer Kevin Gherardi. 

"Its appeal will only accelerate as tighter lender guidelines restrict access to refinances and home-equity products," said Gherardi. "In a fast-growing, highly watched industry, it is important to know who is doing your loan documents, to ensure you are in compliance while also maintaining a secure technology environment." 

Gherardi said RMS has already captured an approximately 20 percent share of all reverse-mortgage servicing, through both direct and subservicing relationships, in its first 18 months of operation.
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Santa Ana, California-based CoreLogic reported on June 22 that the residential shadow inventory had declined to 1.7 million units as of April 2011, which was down from 1.9 million units one year ago. Both inventory counts represented a five-month supply, the company said. 
The shadow inventory peaked in January 2010 at 2 million units, an 8.5-month supply. As of April, it stood 18 percent lower than it was at the peak. 

CoreLogic quantifies shadow inventory by calculating the number of distressed properties not currently listed on a multiple listing service (MLS) but which are seriously delinquent (90-plus days), in foreclosure or real estate-owned properties. 

Of the 1.7 million properties in the shadow inventory as of April, 790,000 are seriously delinquent (2.6-months supply). Another 440,000 are in some stage of foreclosure (1.4-month supply) and 440,000 (1.4-month supply) are already REO properties. CoreLogic also reported that in addition to the shadow inventory, there are 2 million negative-equity loans that are more than 50 percent or $150,000 underwater. 

CoreLogic Chief Economist Mark Fleming said upon the release of the new data, "The shadow inventory has declined by nearly one-fifth since it peaked in early 2010, in large part due to a reduced flow of newly delinquent loans in recent months. However, it will probably take several years for the shadow inventory to be absorbed, given the loan timelines in processing and completing foreclosures."
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Byline: Austin Kilgore 
CoreLogic had hired Greenhill & Co. to evaluate the mortgage technology vendor's financial strategy and "explore a wide range of options aimed at enhancing shareholder value," up to and including a possible sale or merger. 

Other actions on the table include cost savings initiatives, an evaluation of CoreLogic's capital structure, possible repurchases of debt and common stock or the potential disposition of business lines, the company said in a press release Monday, adding that the board of directors may not take any action after the review. 

CoreLogic, of Santa Ana, Calif., was spun off from First American Corp. in June 2010. Since then, the company said it's streamlined its operations by shuttering its employer and litigation services businesses and selling off its offshore outsourcing business to Cognizant. In conjunction with the sale, CoreLogic entered into a five-year services agreement with Cognizant that will reduce CoreLogic's global workforce by 40%. 

"While the company continues to make significant progress on these initiatives, in light of the challenging economic environment and current market conditions, the bBoard has determined to look more closely at a range of alternatives with the assistance of a financial advisor," CoreLogic said. 

On Monday, Highfields Capital Management, which holds a 7.7% stake in CoreLogic and is its largest shareholder, called for the company's sale. 

"We are pleased that the CoreLogic board has taken the important first step of initiating a formal process to explore alternatives to maximize shareholder value and we look forward to a prompt and thorough process," Highfields CEO Jonathan Jacobson said in a press statement. "As a long-standing shareholder, we are convinced that the best possible way to serve the interests of all shareholders is through a sale of the company to a strategic or financial buyer, of which we think there are many. We have made our views clear to the board and management, and will await the outcome with interest." 

In March, CoreLogic purchased the mortgage technology vendor Dorado for $32 million, a company it previously held a 38% stake in. It is also the largest shareholder of Ellie Mae, holding a 16.29% stake in the mortgage technology vendor that completed its initial public stock offering in April. 

In May, CoreLogic priced a $400 million debt offering to raise funds to repay a portion of outstanding debt from its existing credit facility. 

In the course of the spinoff, First American acquired 12.9 million shares of CoreLogic stock valued at $18.76 per share. In April, CoreLogic paid $75.8 million to repurchase 4 million of those shares for $18.95 per share, reducing First American's stake in the company by 31%. 

Under the terms of the spinoff, First American must divest itself of all its shares in CoreLogic no later than June 1, 2015 or pay additional taxes related to the spinoff. 

CoreLogic's stock priced closed at $8.79 per share Monday, but was trading near $11 per share midday Tuesday. 

CoreLogic posted net income of $31.48 million for the second quarter, an increase of nearly 29% from net income of $24.41 million in the same quarter of 2010. But the higher earnings were off lower revenue, $396.4 million in the second quarter, compared with $411 million a year earlier.

Article A265603491 

Mortgage Banking, Dec 2011 v72 i3 p95(1)
CoreLogic HomeStandings available on RE/MAX Mainstreet.





Full Text: COPYRIGHT 2011 Mortgage Bankers Association of America
Santa Ana, California-based CoreLogic's HomeStandings [TM] report is now available on RE/MAX [R] Mainstreet, a members-only extranet website exclusive to the Denver-based RE/MAX organization, including RE/MAX affiliates, RE/MAX employees and RE/MAX-approved suppliers. 
The HomeStandings report provides property-specific, easy-to-understand, professional-grade data and analytics that enable RE/MAX agents to accurately assess the overall purchase quality of a home. HomeStandings combines property, neighborhood and market characteristics to provide a complete local understanding of a home's value, marketability and rent potential, and is available for virtually every property in the United States. Additional data taken into consideration include area pricing, surrounding market conditions, crime rates, schools, estimated market rent and investment opportunities. 

"RE/MAX is pleased to work with CoreLogic to provide our agents with detailed property data that produces a significant competitive advantage," said Mike Ryan, executive vice president of RE/MAX global communications and branding. "Homebuyers and sellers are always anxious to understand the true value of their home, and increasing numbers of investors will appreciate this information in analyzing the specifics of their real estate investments." 

Use of the HomeStandings report also has a unique component that can help agents quickly identify potentially profitable foreclosed properties that are eligible for resale based on the grade generated by the report for each property. To confirm this capability of HomeStandings, CoreLogic reviewed more than 115,000 properties that were sold as foreclosures and then resold within six months. The study revealed that properties that earned an A grade with HomeStandings had a resale profit averaging $81,000 higher than those with D and F grades. 

"HomeStandings is recognized as an important, relevant property research tool and has already delivered more than 2 million reports for three of the largest mortgage companies in the nation," said H. Harper Thorpe, vice president of real estate solutions at CoreLogic.
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LoanSafe Risk Manager 

([TM] 

) Added as a Standard Offering in Innovative Correspondent/Investor Initiative 

SANTA ANA, Calif. & PLEASANTON, Calif. -- CoreLogic([R]) (NYSE: CLGX), a leading provider of information, analytics and business services, and Ellie Mae([R]) (NYSE Amex: ELLI), a leading provider of enterprise level, on-demand automated solutions for the residential mortgage industry, today announced that the CoreLogic LoanSafe Risk Manager has been added to the due diligence/quality assurance services integrated into Ellie Mae Total Quality Loan([TM]) (TQL) Program.

TQL is an initiative designed to further enhance the loan quality, compliance and salability of loans that are originated through Ellie Mae’s Encompass360[R] mortgage management software system. TQL offers a suite of services and secure, tamper-proof technology that enables users to share the findings and data from those services with investors and other stakeholders in the industry supply chain.

CoreLogic risk management tools are used to originate over 80 percent of all mortgages initiated in the United States. LoanSafe Risk Manager has two components: an automated collateral review tool that assesses appraisal quality and evaluates the early payment default and loss severity risk of each mortgage (LoanSafe Collateral Manager([TM])); and an industry leading fraud detection tool that employs patented, pattern-recognition fraud scoring and unmatched consortium and data alerts (LoanSafe Fraud Manager([TM])). Both tools leverage the vast property, loan and fraud databases of CoreLogic, the company’s automated valuation models, as well as data from the CoreLogic Fraud Consortium Database of over 90 million loan applications. LoanSafe Risk Manager provides lenders and investors with predictive collateral and fraud risk scores and alerts. Large and small lenders select these products for their predictability and ease of use.

In addition to LoanSafe Risk Manager, the other tools integrated into TQL include: Ellie Mae’s Encompass Compliance Service[TM], an automated compliance service; the Encompass 4506-T Service[TM]; and Fannie Mae’s EarlyCheck[TM], a delivery data check process that is being integrated, and that identifies issues that could impair the loan’s salability early in the process and prior to loan delivery.

"We are extremely pleased that our LoanSafe offerings have been selected as a mission-critical component of TQL," said Tim Grace, senior vice president of Product Solutions at CoreLogic. "We believe that an integrated, bundled offering, like Ellie Mae’s TQL, will enhance the way mortgages are originated, reviewed and sold."

"Ellie Mae has collaborated with a number of secondary market investors to understand their needs while shaping the program," said Richard Roof, Ellie Mae’s senior vice president of Business Development. "Collateral risk and fraud-detection are two of the must-have capabilities that have been mentioned time and again, and investors asked to have the CoreLogic risk tools integrated into TQL. As a result, we are very excited to add the CoreLogic LoanSafe Risk Manager as a standard feature of TQL."

Roof added, "We are excited to expand our TQL capabilities: one of the nation’s largest investors went live on TQL in October and a number of other large investors are actively evaluating the program, as are many of our largest correspondent clients. TQL is an important initiative for Ellie Mae."

About CoreLogic 

CoreLogic (NYSE: CLGX) is a leading provider of consumer, financial and property information, analytics and services to business and government. The Company combines public, contributory and proprietary data to develop predictive decision analytics and provide business services that bring dynamic insight and transparency to the markets it serves. CoreLogic has built one of the largest and most comprehensive U.S. real estate, mortgage application, fraud, and loan performance databases and is a recognized leading provider of mortgage and automotive credit reporting, property tax, valuation, flood determination, and geospatial analytics and services. More than one million users rely on CoreLogic to assess risk, support underwriting, investment and marketing decisions, prevent fraud, and improve business performance in their daily operations. The Company, headquartered in Santa Ana, Calif., has more than 5,000 employees globally. For more information visit www.corelogic.com.

CORELOGIC, the stylized CoreLogic logo and LOANSAFE are registered trademarks owned by CoreLogic, Inc. and/or its subsidiaries. LOANSAFE RISK MANAGER, LOANSAFE COLLATERAL MANAGER and LOANSAFE FRAUD MANAGER are common law trademarks owned by CoreLogic, Inc. and/or its subsidiaries and are part of the LoanSafe Product Suite. No trademark of CoreLogic shall be used without the express written consent of CoreLogic. All other trademarks are the property of their respective owners. 

About Ellie Mae 

Ellie Mae, Inc. is a leading provider of on-demand automation solutions for the mortgage industry. The Company offers an end-to-end solution, delivered using a Software-as-a-Service model that serves as the core operating system for mortgage originators and spans customer relationship management, loan origination, and business management. The Company also hosts the Ellie Mae Network[TM] that allows mortgage professionals to conduct electronic business transactions with the lenders and settlement service providers they work with, to process and fund loans. The Company’s offerings include the Encompass([R]), Encompass360[R] and DataTrac([R]) mortgage management software systems.

Ellie Mae was founded in 1997 and is based in Pleasanton, California. To learn more about Ellie Mae, visit www.EllieMae.com or call 877.355.4362.

[c] 2012 Ellie Mae, Inc. Ellie Mae 

([R] 

), Encompass 

([R] 

), Encompass360 

([R] 

), DataTrac 

([R] 

), Ellie Mae Network[TM] 
, Ellie Mae Total Quality Loan[TM] Program and the Ellie Mae logo are registered trademarks or trademarks of Ellie Mae, Inc. or its subsidiaries. All rights reserved. Other company and product names may be trademarks or copyrights of their respective owners. 
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As chief economist for First American CoreLogic Inc., Santa Ana, California, a provider of collateral risk-management and fraud-prevention solutions, Mark Fleming leads the company's economic and research team from the company's Vienna, Virginia, office. 

Fleming is responsible for developing the collateral and credit-risk models that serve as the basis of the CoreLogic product suite through economic analysis and real estate market monitoring and analysis of market trends. 

Fleming also has spent the last several years studying mortgage fraud and fraud-prevention strategies. 

Prior to joining CoreLogic, Fleming was at Fannie Mae, where he developed property valuation models designed as part of collateral-assessment applications used in mortgage origination, quality control and loss mitigation. He also managed a model-development and implementation team responsible for maintenance and development of collateral model production code and data sets for mortgage origination software and automated property valuation applications. 

Fleming has published research on spatial econometrics in The American Journal of Agricultural Economics and Geographic Information Sciences. He has also presented his work at numerous conferences, and is a member of the American Real Estate and Urban Economics Association (AREUEA), Richmond, Virginia, and the Regional Science Association of America. 

Fleming obtained his master of science degree and doctorate in agricultural and resource economics at the University of Maryland, College Park, Maryland, and earned his bachelor of arts degree at Swarthmore College, Swarthmore, Pennsylvania. 

Mortgage Banking recently interviewed Fleming about his mortgage and economic outlook for 2008 as well as his take on how mortgage fraud is affecting the industry. 

Q: How would you summarize the current state of the housing and mortgage markets? What are some key indicators you are watching to diagnose the general health of the market? 

A: Clearly, in the real estate market house-price levels are correcting in many markets, coming off of the highs of recent years--creating some problems for foreclosures and [a] lack of people having equity, as well as also--taking a more positive outlook-creating affordability in some of these recently highly unaffordable markets. 

The mortgage markets themselves are going through trying times, mostly because of how the secondary market has reacted to the performance of subprime loans--and their reaction has been across the board. 

So they are changing the business processes that are being [used] in the mortgage market, the types of lending that's being done [and] the channels that are being used--in particular, the wholesale channel ... is being affected. 

[O]ne of our big indicators [that] we monitor [is] the serious-delinquency rates of loans and the pre-foreclosure notifications in the county courthouses. Those are basically leading indicators of what is to come in terms of foreclosure and further levels of delinquency. 

When those things reach their peak and begin to decline, then we'll have positive expectations for improvement in the markets. 

Q: Specifically regarding subprime, what's your outlook for subprime in 2008 and into 2009? 

A: Actually, when you look at what's going on in the marketplace, there is still subprime lending going on. Is it at the peaks that it was in recent years? No. But there are still subprime borrowers with the ability to [move] into more "vanilla" loan products. 

Obviously the focus has returned to [originating the] subprime lending of old. [By] "of old," we're talking about three or four years ago, which was heavily focused on ensuring there was plenty of good collateral behind that subprime borrower. 

So that kind of subprime lending is continuing. I think some of the subprime lending that has gone away in the last year or so may not return, and we probably may not want it, as an industry, to necessarily return. 

The big issue really will be regaining investor confidence. That's across the board, particularly in the subprime space, but across the board we need as an industry to convince the ultimate mortgage securities investors that we know what we're doing and we're assessing risk appropriately. 

Q: Does the current subprime meltdown and overall market correction remind you of any prior period in the industry's history, and are there lessons to be learned from it? 

A: The subprime space went through a state like this in the late 1990s. So it wasn't actually that long ago that there was a rash of subprime mortgage lenders that went out of business, just like this time around. It was basically the same issue that drove them out of business, which was a liquidity crisis. 

That doesn't necessarily have to be related to mortgage loan performance. When we talk about liquidity and the market's ability to basically move those loans through the liquidity pipe to the secondary market, that happened in the late 1990s as well. 

There were different precipitating events for that liquidity crisis versus what happened last year, so we've seen it before in that sense. In terms of the overall market correction, real estate and mortgage markets are cyclical, and we've experienced the ups and downs of these markets before. 

What's interesting here is the house-price run-up of the past few years is unprecedented relative to history. If you look all the way back to the late 1800s, we've never had an appreciation level in house prices [like what] we've seen in [the] house prices that we've just experienced. 

The anomaly, I think, really was the last couple of years more so than the correction [we are going through] now. When I look at it, I see that we're returning to what's probably a little more normal because of the unprecedented events of the last few years. 

Q: Can you provide a brief overview of CoreLogic's Core Mortgage Risk Monitor[TM] by explaining how the survey works, as well as talk about any trends or patterns that you've been able to divine from the data? 

A: For the Core Mortgage Risk Monitor, we're looking at all of the loan transactions across our platform. We analyze and risk-score something like 40,000 or 50,000 transactions a day in our systems, so we are seeing all of these loan applications. 

That's the basis for our analysis--all of this loan application activity that's going on in the marketplace. It's across all industry channels--subprime, prime, alt-A--all kinds of different loans that we see. 

We basically are aggregating up that information to the CBSA [core-based statistical area] or MSA [metropolitan statistical area] level, analyzing our own information about the risk through those transactions as well as looking at economic factors like unemployment rates and wage growth, as well as trends in house prices, foreclosure rates and pre-foreclosure rates in these markets. So we're trying to analyze a variety of things. 

It's similar to many of the surveys or many of the market studies that you see out there today. They generally focus on ranking markets based upon likelihood of house-price declines, or something more in the house-price arena. Our view is that house prices and what they're doing, and the risk in the marketplace as driven by house prices, is of course important, but it's not the ultimate issue. Our ultimate issue is whether or not loans are going to go delinquent. 

So our risk monitor is targeted to identify markets that have a future high propensity for serious-delinquency events as a function of house-price trends, but also things like economic factors. When you combine all of those things together, we find that in many cases the markets that might have some of the largest rates of house-price decline are not necessarily [at the] top of the risk rankings overall, because they have healthy economic fundamentals. 

So our risk monitor is focusing on--it's no surprise--many of the markets of the Midwest. That's economically driven as well as house-price-driven. 

Q: Geographically speaking, what metro regions or sectors do you see standing out as especially worrisome, and what is particularly encouraging? 

A: In terms of worrisome, it's the Detroit, Cleveland, Columbus areas. Any market in the upper Midwest that has a preponderance of auto industry [employment] directly, or ancillary service industries to the auto industry, because they are going through corrections and there are higher unemployment rates there and lack of wage growth. 

There never really was house-price appreciation of any great magnitude in many of these markets, and now there are house-price declines--so we have much higher risk of negative equity for individuals there. When you look at the foreclosure statistics, you see it. Those are many of the markets that have some of the higher foreclosure rates. 

The markets that are encouraging are mostly in Middle America, excluding the upper Midwest. The coastal markets are addressing issues related to the house-price appreciation rates that they've experienced, but the Middle-America markets, many of them never really experienced significant house-price appreciation. 

It's the tortoise-and-the-hare story. Ultimately the tortoise wins. Now the hare takes a nap [then] goes quickly, but the slow-and-steady tortoise can represent many of these Middle-America markets. They're chugging along and not being significantly affected, especially if they have well-diversified economic bases. 

Q: When do you expect the housing inventory overhang to start moving in the right direction--i.e., shrinking? What has to happen to trigger it? 

A: The "when" [question] is hard, if not impossible, to answer. What triggers it, I think, is more easily understood--and I think that really [comes down to] the concept of the value investor. 

Buyers on the demand side of the marketplace start looking around and say, "Wow. The prices of these homes seem really good again." So they'll jump back in and start buying. That could be first-time homebuyers who are waiting for affordability to return, it could be investors, it could be people who had chosen not to move but are now deciding to move because they see good value in some of the prices. 

It really is a psychological issue, just like in the stock market. What is the level at which that value proposition kicks in and people view these prices as good deals and jump back into the market? 

Q: On mortgage fraud, what was the most popular or most-reported method of mortgage fraud perpetrated against lenders in 2007? Are there any trends that are significantly different than in 2006? 

A: There was a shift, and it correlates to the change in house-price trends. There was a shift away from the inflated values and from fraudulent property flipping, because when house prices are rising it's very easy to justify or hide inflated values. 

It shifted to more sophisticated schemes because it became a more difficult environment in which to operate and perpetrate fraud. It shifted around to builder bail-out schemes and condo-conversion schemes--basically, Ponzi schemes that shift things around to pay one [party] at the expense of another. 

That really came to the fore in late 2006 and throughout 2007. Will it be going forward into 2008? I think those sort of similar schemes will occur. 

[W]e talk about fraud in terms of income fraud in the stated-income space. Well, that's always been around--whether or not there have been stated-income loans or not, people have manipulated their income documentation and things like that in the past. The stated-income loan just made perpetration of fraud easier. 

So the reduction in the amount of stated-income loans that are being done, that doesn't necessarily mean that that type of income-misrepresentation-based fraud goes away; it just means it gets back to business as usual in the past, which was document falsification. 

So the Wite-Out[R] industry is particularly happy about this because they're back in business. 

Q: In the couple of years that mortgage fraud against lenders has become a high-profile issue, how would you rate the mortgage industry's response to fraud? Has the industry adapted or attempted to better-protect itself or do you still see many of the same mistakes being made? 

A: I think absolutely the industry is responding to the issue. I think part of the reason it's become a higher-profile issue is because of the advent of models and technology for the prevention of [mortgage fraud]. 

It wasn't that many years ago when there really weren't fraud tools out there or automated fraud scores and models of the like. It was much more manual and labor-intensive to identify fraud, so they really go hand-in-hand. 

The advent of the tools and technology in the fraud space or, in essence, the advent of the fraud-protection industry, if you will, at least from a technology and automated tool perspective, has brought this issue to light and created the high-profile situation because we now can do things to protect against it. 

As an industry, there are many, many lenders out there who use these tools at various spaces in their process to help protect against fraud. So I think there's an adoption of tools and techniques to create this protection, which is good. 

I think the question then becomes that we're finding more fraud, but it might have always been there and we're just finding it more with these tools versus it actually being a growing problem. 

Q: Do you see this current correction producing a lasting change in the housing market, or is this just a normal, albeit harsher, correction? Are there long-term structural effects to this correction? 

A: In terms of lasting changes, every time we go through one of these cycles as an industry, we learn. We learn what did and didn't work in that cycle and we usually correct it. In every cycle there is a different precipitating event--and so are we going to be better off having gone through this? Absolutely. 

I think a lot more adoption of risk technologies and fraud technologies and battening down our ability to understand and measure the quality of loans is now that much more important. That will be a lasting benefit to the industry having gone through this cycle. 

It means in the long run, the better we get at assessing risk and managing loans and working them through the pipelines, the more efficient we become at doing this as an industry, those gains in efficiency and risk measurement ultimately get passed on to the consumers. 

So long-term potential effects of this will be better pricing or ability to maintain or even increase homeownership rates in the country. 

Charles Wisniowski is a correspondent for Mortgage Banking.
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First American Corp. in Santa Ana, Calif., said Monday that it had created a default consulting group under its default information services unit. 
The group offers due diligence, project management and design, marketing, and other help to mortgage servicers. 

Chris Leavell, the chief operating officer of the default information services unit, which is based in Dallas, said in a press release that the consulting group's offerings are "particularly effective" for companies preparing for systems conversions or for audits. 

"Sharing our extensive understanding of the business is another way we can reach out to customers and create greater synergies with our overall product offerings," he said. 

(c) 2007 American Banker and SourceMedia, Inc. All Rights Reserved. http://www.americanbanker.com/ http://www.sourcemedia.com/
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SUNNYVALE, CA, Jan 16, 2007 (MARKET WIRE via COMTEX) -- Fujitsu Computer Systems Corporation today announced that First American Real Estate Solutions (RES(TM)), the nation's largest provider of advanced property and ownership information, analytics and services and a member of The First American Corporation (NYSE: FAF) family of companies, has completed a three-year project using highly reliable Fujitsu PRIMEPOWER(R) servers. The First American Corporation is using PRIMEPOWER servers to consolidate several data centers into two -- one at its Santa Ana, Calif. headquarters for its primary business servers and the other near Dallas for disaster recovery purposes. Using the virtualization capabilities of the PRIMEPOWER server, RES has simplified IT management, enabling long-term cost savings, streamlined compliance processes and faster recovery in the event of a disaster. 
"Serving our financial services customers, who are concerned with compliance, security and cost savings, was among the primary drivers for consolidating our many data centers into two central data centers with a single, consistent infrastructure," said Evan Jafa, chief technology officer of The First American Corporation. "Fujitsu plays a key role in providing the reliability and scalability that our mission-critical business units require." 

Highly reliable Fujitsu PRIMEPOWER servers allow First American RES to leverage new server virtualization techniques for simplified management and the rapid analysis of petabytes of data for classification, categorization and data backup. Virtualization, along with the PRIMEPOWER multi-processor technology, also enabled the data centers to be constructed at higher densities with reduced power and cooling costs. RES expects the two data centers to handle the company's mission-critical business requirements for the next five years, delivering ongoing cost savings, simplified IT management and redundancy for disaster recovery. 

"Expanding organizations continue to face significant data center challenges around the need to integrate IT infrastructure while driving down costs and improving reliability," said Richard McCormack, senior vice president of marketing for Fujitsu Computer Systems. "First American Real Estate Solutions has put PRIMEPOWER servers to their ideal use for data center consolidation and mission-critical reliability for compliance and disaster recovery." 

The PRIMEPOWER family of servers, from 2-processor systems through 128-processor systems, are leading the way in the field of UNIX(R) servers with their outstanding performance records. This performance leadership is accompanied by an outstanding level of data-processing reliability in the UNIX RISC server market. PRIMEPOWER servers are suited not only for general use, but also for meeting the requirements of data centers and server consolidation. They offer an ideal range of product features in terms of flexibility, reliability, performance and scalability, while meeting the constant demand for reductions in overall costs. PRIMEPOWER servers are one of the key building blocks that support the Fujitsu TRIOLE(R) strategy for optimizing IT. For more information on PRIMEPOWER servers, please see: http://www.computers.us.fujitsu.com/www/products_primepower.shtml?products/servers/primepower/index. 

TRIOLE Strategy 

Fujitsu is committed to providing its customers with products, solutions and services that will further optimize their IT infrastructure and improve their business agility. Its TRIOLE strategy is the aggregate of three core principles: virtualization, automation and integration. Fujitsu has applied these principles to design and deliver highly adaptive IT solutions with the highest levels of compatibility and consistency. The result enables customers to increase efficiency, enhance agility and improve continuity now and into the future. For more information on the TRIOLE strategy please visit: http://www.fujitsu.com/triole. 

About Fujitsu Computer Systems Corporation 

Headquartered in Sunnyvale, Calif., Fujitsu Computer Systems is a wholly owned subsidiary of Fujitsu Limited (TSE: 6702) committed to the design, development and delivery of advanced computer systems and managed services for the business enterprise. The company offers a complete line of high-performance mobile and desktop computers, scalable and reliable servers as well as managed and professional services. Fujitsu Computer Systems emphasizes leading-edge technology, exceptional product quality, and productivity, as well as outstanding customer service. More information on Fujitsu Computer Systems is available at http://us.fujitsu.com/computers. 

About Fujitsu 

Fujitsu is a leading provider of customer-focused IT and communications solutions for the global marketplace. Pace-setting device technologies, highly reliable computing and communications products, and a worldwide corps of systems and services experts uniquely position Fujitsu to deliver comprehensive solutions that open up infinite possibilities for its customers' success. Headquartered in Tokyo, Fujitsu Limited (TSE: 6702) reported consolidated revenues of about 4.8 trillion yen (US$40.6 billion) for the fiscal year ended March 31, 2006. See http://www.fujitsu.com for further information. 

About First American RES 

First American Real Estate Solutions is a member of The First American Family of Companies and America's largest provider of advanced property and ownership information, analytics and services. First American RES' database covers more than 2,900 counties representing 99 percent of the United States population. With more than 600,000 users nationwide, First American RES' products are used by companies to improve customer acquisition and retention, detect and prevent fraud, improve mortgage transaction cycle time and cost efficiency, measure the value of residential and commercial properties, identify real estate trends and neighborhood characteristics, track market performance and increase market share. First American RES is a joint-venture company 80-percent-owned by The First American Corporation and 20-percent-owned by Experian. More information about First American RES can be found on the Internet at www.firstamres.com. 

Fujitsu, the Fujitsu logo, PRIMEPOWER and TRIOLE are trademarks or registered trademarks of Fujitsu Limited in the United States and other countries. All other trademarks are the property of their respective owners. 
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Mortgage Reform: Potential Impacts of Provisions in the Dodd- Frank Act on Homebuyers and the Mortgage Market 

July 19, 2011 

The Honorable Tim Johnson Chairman The Honorable Richard C. Shelby Ranking Member Committee on Banking, Housing, and Urban Affairs United States Senate 

The Honorable Spencer Bachus Chairman The Honorable Barney Frank Ranking Member Committee on Financial Services House of Representatives 

The number of homes in foreclosure and of homeowners in financial distress remains at historically high levels. In the first quarter of 2011, more than 3.5 million home mortgages were 90 or more days delinquent or in the foreclosure process, and estimates indicate that more than one in five mortgage borrowers owe more on their mortgages than their homes are worth. The continuing foreclosure crisis was fueled in part by the proliferation of mortgage products in the early to mid-2000s that have come to be associated with poorer loan performance. These products include mortgages with interest rates that increased sharply after a few years, did not require a down payment or full documentation of income, or allowed borrowers to defer principal and interest payments, increasing their indebtedness over time. Some mortgage brokers and originators had financial incentives to steer borrowers who qualified for potentially more sustainable options into such mortgages. After home prices began to stagnate or fall in 2005, defaults and foreclosures increased rapidly. Complicating matters during this period were securitization practices, which included bundling higher-risk mortgages into residential mortgage-backed securities (RMBS) that, in turn, were sometimes repackaged into more complex investment products.[Footnote 1] As demand for RMBS grew, lenders and securitizers were increasingly compensated based on loan volume rather than loan quality, contributing to a decline in underwriting standards. 

To help prevent a recurrence of such problems in the mortgage market, Congress passed the Dodd-Frank Wall Street Reform and Consumer Protection Act (Dodd-Frank Act) on July 21, 2010.[Footnote 2] A key challenge in implementing the Dodd-Frank Act`s provisions is balancing the goal of protecting borrowers from unsustainable mortgage products with the goal of maintaining broad access to mortgage credit. Among other things, the Dodd- Frank Act establishes minimum standards for mortgages, requiring that consumers have a ``reasonable ability to repay`` at the time a mortgage is made when the loan terms, applicable taxes, homeowner`s insurance, and assessments are taken into account. This consumer protection provision creates due diligence standards for mortgage lenders. According to the Dodd-Frank Act, a lender is presumed to have satisfied the ability-to-repay requirement and receives some protection from liability when it originates a ``qualified mortgage`` (QM).[Footnote 3] The Dodd- Frank Act specifies nine criteria that a loan must meet to be a QM 

(1) regular periodic payments do not result in an increase in the principal balance or result in a deferral of the repayment of principal; 

(2) the loan term does not exceed 30 years; 

(3) except for balloon loans under specified circumstances, the mortgage does not include balloon payments;[Footnote 4] 

(4) borrower income and financial resources are verified and documented; 

(5) the loan complies with guidelines or regulations established by the Board of Governors of the Federal Reserve System (Federal Reserve Board) relating to ratios of total monthly debt to monthly income or alternative measures of ability to pay regular expenses after paying total monthly debt; 

(6) a fixed-rate loan is underwritten based on a fully amortizing payment schedule that takes into account applicable taxes, insurance, and assessments; 

(7) an adjustable-rate mortgage (ARM) is underwritten based on the maximum rate permitted during the first 5 years and on a fully amortizing payment schedule that takes into account applicable taxes, insurance, and assessments; 

(8) total points and fees payable in connection with loan do not exceed 3 percent of the total loan amount;[Footnote 5] and 

(9) a reverse mortgage that meets QM standards as set by the Federal Reserve Board.[Footnote 6] 

The Dodd-Frank Act gave federal rulemaking agencies the flexibility to change these criteria. 

The Dodd-Frank Act also requires mortgage securitizers to retain a financial exposure of no less than 5 percent of the credit risk of any securitized residential mortgage that does not meet a separate set of criteria (to be defined by regulators) that are associated with a lower risk of default.[Footnote 7] Securitized mortgages that meet these criteria are exempt from this risk retention requirement and are referred to as ``qualified residential mortgages`` (QRM). The risk retention provision is designed to provide an economic incentive for securitizers of non- QRMs to ensure that lenders originate well- underwritten mortgages that protect investors from losses. Although the Dodd- Frank Act contains a uniform 5 percent requirement, it gives federal regulators the flexibility to specify a risk retention requirement for nonexempt mortgages that varies depending on the underwriting standards used. 

Given the serious problems that continue in the mortgage market and congressional interest in protecting consumers and ensuring credit availability, we were required to assess the potential impact of the mortgage-related provisions of the Dodd-Frank Act and issue a report by July 21, 2011. Because regulations governing implementation of these provisions are still being developed, the criteria we assessed could change based on rulemakers` review of comments from the public on the proposed rules. The public comment periods for proposed QM and QRM rules will end on July 22 and August 1, 2011, respectively. Partly for this reason, assessing the potential impact of the Dodd-Frank Act provisions is challenging at this time. This report (1) assesses the proportions of mortgages originated from 2001 through 2010 that would have met selected QM criteria specified in the Dodd- Frank Act and describes the views of mortgage industry stakeholders on the potential effects of the QM criteria on the mortgage market, (2) discusses relevant information and the views of mortgage industry stakeholders on the potential impact of a risk retention requirement on the mortgage market and the advantages and disadvantages of a uniform risk retention requirement, and (3) describes what research and the views of mortgage industry stakeholders suggest about the potential impact of provisions in the Dodd-Frank Act regarding homeownership counseling and changes to the Home Ownership Equity Protection Act (HOEPA). [Footnote 8] For practical reasons, we examined these different parts of the Dodd-Frank Act separately. Although the purpose and scope of the QM and QRM provisions are somewhat different, they could be expected to work together by increasing lenders` and securitizers` exposure to the risks that are associated with mortgages whose features and terms put borrowers at higher risk of default and foreclosure. 

Because recovery from today`s restricted credit conditions could expand the volume and types of mortgage products in the marketplace, we used historical data to illustrate the potential effects of selected QM criteria under different market conditions and lending environments. Specifically, we analyzed a proprietary database of loans from CoreLogic, Inc., to examine the proportions of loans originated from 2001 through 2010 that likely would have met selected QM criteria specified in the Dodd- Frank Act. This database contains information from major mortgage servicers and covers a broad cross- section of the mortgage market. For example, CoreLogic estimates that the database captures 60 to 65 percent of the mortgages purchased by Freddie Mac and Fannie Mae (the enterprises), respectively, approximately 50 percent of subprime mortgages, and about 90 percent of mortgages with government-insurance or guarantees (such as mortgages insured by the Federal Housing Administration (FHA)). [Footnote 9] Nevertheless, because of limitations in the coverage and completeness of the data, our analysis may not be fully representative of the mortgage market as whole. We examined five of the nine QM criteria specified in the Dodd-Frank Act for which sufficient data, including data from the CoreLogic database, were available (see the first five criteria previously listed).[Footnote 10] In general, for each year from 2001 through 2010, we identified the proportion of mortgage originations that would have met the individual criteria. We were not able to calculate relevant proportions for certain years and mortgage market segments due to data limitations. Primarily due to data limitations, we were also not able to assess the remaining four QM criteria (see the last four criteria listed previously). 

We assessed the reliability of the CoreLogic data by interviewing CoreLogic representatives about the methods the firm used to collect and ensure the integrity of the information. We also reviewed supporting documentation about the database. In addition, we conducted reasonableness checks on the data to identify any missing, erroneous, or outlying figures. We concluded that the data elements we used were sufficiently reliable for our purposes. To obtain additional information and views on the potential effects of the QM criteria specified in the Dodd-Frank Act, we reviewed proposed rules for implementing the Dodd-Frank Act`s QM provisions. We also reviewed relevant research literature and interviewed officials from organizations representing mortgage lenders, mortgage brokers, investors, securitizers, and consumer interests. Additionally, we interviewed officials from the Federal Reserve Board, Federal Deposit Insurance Corporation (FDIC), Federal Housing Finance Agency (FHFA), Department of Housing and Urban Development (HUD), National Credit Union Administration (NCUA), Office of the Comptroller of the Currency (OCC), and Office of Thrift Supervision (OTS). 

To assess the potential impact of the Dodd-Frank Act`s risk retention requirement on the mortgage market, we reviewed relevant statutory provisions and the rules that have been proposed to implement those provisions. We also reviewed available information on mortgage securitization practices prior to the financial crisis and factors that could affect the impact of the risk retention requirement, including potential changes to the roles of the enterprises and FHA. We interviewed key mortgage industry stakeholders--including those representing mortgage lenders, securitizers, investors, and consumers-- to obtain their views on the potential impact of a risk retention requirement including how regulatory decisions regarding the form and coverage of the requirement could affect the availability and affordability of mortgage credit. We used the CoreLogic data to examine selected criteria--loan-to-value (LTV) ratio and debt service- to-income (DTI) ratio--that regulators are considering as part of the QRM rulemaking to describe the proportion of mortgages that may have met different LTV and DTI thresholds in 2006 (a period of relatively lax underwriting standards) and 2010 (a period of relatively stringent underwriting standards).[Footnote 11] To assess the impact of the risk retention requirement on lenders, we reviewed relevant accounting standards and risk-based capital requirements that could interact with risk retention. We also interviewed industry stakeholders about the impact of a risk retention requirement on different types and sizes of mortgage lenders. To assess the advantages and disadvantages of a uniform 5 percent risk retention requirement, we interviewed industry stakeholders about the development, implementation, and enforcement of both a uniform and a nonuniform requirement. Finally, we interviewed officials from the previously cited federal agencies and the Securities and Exchange Commission (SEC). 

To describe the potential effects of the housing counseling and HOEPA provisions in the Dodd-Frank Act, we reviewed relevant statutory provisions and industry research. We identified and reviewed empirical research and published literature on the impact of prepurchase and foreclosure mitigation counseling on mortgage outcomes. We also interviewed HUD officials about their plans for creating the new housing counseling office required by the Dodd-Frank Act. We compared the new HOEPA requirements in the Dodd-Frank Act to previous statutory requirements and examined available research on the number of loans originated from 2004 through 2009 that were covered by HOEPA requirements. We also interviewed a wide range of mortgage and counseling industry stakeholders, including federal agencies, consumer groups, lenders, and academic researchers about the Dodd-Frank Act`s counseling and HOEPA provisions. 

We conducted this performance audit from August 2010 to July 2011 in accordance with generally accepted government auditing standards. Those standards require that we plan and perform the audit to obtain sufficient, appropriate evidence to provide a reasonable basis for our findings and conclusions based on our audit objectives. We believe that the evidence obtained provides a reasonable basis for our findings and conclusions based on our audit objectives. Appendix I explains our objectives, scope, and methodology in greater detail. 

Background 

Mortgage Markets and Securitization 

Residential mortgages fall into several loosely defined categories and encompass a range of loan products 

-- Prime mortgages are made to borrowers with strong credit histories and provide the most attractive interest rates and loan terms. 

-- Near-prime mortgages (also called Alt-A mortgages) generally serve borrowers whose credit histories are close to prime but who have one or more higher-risk characteristics, such as limited documentation of income or assets. 

-- Subprime mortgages are generally made to borrowers with blemished credit and feature higher interest rates and fees than prime loans. 

-- Government-insured or -guaranteed mortgages primarily serve borrowers who may have difficulty qualifying for prime loans and feature interest rates similar to those for prime loans. These mortgages require insurance or charge guarantee fees. FHA and the Department of Veterans Affairs (VA) operate the two main federal programs that insure or guarantee mortgages. 

Across all of these market segments, two types of loans are common fixed-rate mortgages, which have interest rates that do not change over the life of the loans and ARMs, which have interest rates that change periodically based on changes in a specified index. 

A number of loan features became more common in the 2000s. While these features potentially expanded access to mortgage credit, they were often associated with higher default rates. These features included the following 

-- Low-and no-documentation loans. Originally intended for borrowers who had difficulty documenting income, such as the self- employed, these loans were made with little or no verification of a borrower`s income or assets. 

-- High LTV ratios. As homebuyers made smaller down payments, this ratio increased. 

-- Prepayment penalties. Some loans contained built-in penalties for repaying part or all of a loan in advance of the regular schedule. 

Other mortgage types that became more prevalent during this period included different types of ARMs. Short-term hybrid ARMs had a fixed interest rate for an initial period (usually 2 or 3 years) but then ``reset`` to an adjustable rate for the remaining term of the loan. Interest-only or payment-option ARMs allowed borrowers to defer repayment of principal and possibly part of the interest for the first few years of the loan.[Footnote 12] Payment-option ARMs enabled mortgages to negatively amortize, meaning that the loan balance could increase over time. 

The secondary mortgage market, where loans are securitized, plays an important role in providing liquidity for mortgage lending. Securitization has a number of benefits for lenders. Among other things, it is typically less expensive than raising funds directly and it transfers some or all of the credit and interest rate risk from the lender to the investor.[Footnote 13] To securitize mortgage loans, mortgage lenders or originators sell their loans to third parties-- either directly to securitizing institutions or loan aggregators that serve as intermediaries between originators and securitizers-- generating funds that could be used to originate more loans (see figure 1). Securitization involves a number of players. Securitizing institutions include investment banks, retail banks, mortgage companies, and real estate investment trusts (REIT).[Footnote 14] As a part of the securitization process, securitizers create a separate legal entity (``special purpose entity`` or SPE) to bundle mortgages and sell them as investment products called RMBS. The purpose of creating the SPE is to help ensure that securitized assets are protected in the event of a bankruptcy of the securitizing or originating institutions. Other parties to a securitization transaction include, but are not limited to, credit rating agencies that assess the creditworthiness of the securities based on the likelihood of default and the expected value of dollar losses in the event of a default, and deal underwriters hired by the securitizers to market and sell the securities to investors. Finally, servicers are hired to collect mortgage payments from the borrowers and disburse interest and principal payments to the investors. 

RMBS can be structured in different ways, but one common structure involves a prespecified distribution of cash payments to investors in different slices, or tranches of the security. Tranching allows investors with different appetites for risk to invest in a security with the same underlying pool of loans. In such credit-tranched structures, also known as ``senior subordinate`` structures, cash from the underlying loans is generally paid to the topmost, least risky tranche first until the prespecified thresholds are met. Cash then flows to the lower tranches in what is known as a ``waterfall.`` Conversely, the bottom-most tranche typically absorbs the losses from defaults until it is depleted, with any additional losses flowing up toward senior securities. 

The secondary mortgage market consists of (1) Ginnie Mae- guaranteed RMBS, which are backed by cash flows from federally insured or guaranteed mortgages; (2) enterprise RMBS, which are backed by mortgages that meet the criteria for purchase by Fannie Mae and Freddie Mac; and (3) private-label RMBS, which are backed by mortgages that do not conform to enterprise purchase requirements because they are too large (i.e., jumbo mortgages) or otherwise do not meet enterprise underwriting criteria. Most subprime and near-prime mortgages, and many prime jumbo mortgages, were securitized into private-label RMBS. However, the private-label market, which accounted for most of the RMBS issuances in 2005 and 2006, collapsed in 2008 and has not recovered. As a result, almost all RMBS issuances in recent years are backed by the full guarantees of the enterprises and Ginnie Mae. RMBS represent the biggest single piece of the larger securitization market, accounting for over one-third of all new asset- backed issuances from 2005 through the third quarter of 2010. 

The composition of the mortgage market has changed dramatically in recent years. In the early to mid-2000s, the volume of subprime and near-prime mortgage originations grew rapidly and peaked in 2006, accounting for nearly 40 percent of mortgage originations that year. [Footnote 15] These market segments contracted sharply in mid-2007, partly in response to increasing defaults and foreclosures, including mortgages defaulting within a few months of origination, and a lack of investor demand.[Footnote 16] The market segments comprising mortgages backed by the enterprises and FHA had the opposite experience a decline in market share in the early to mid-2000s, followed by rapid growth beginning in 2007 and 2008, respectively.[Footnote 17] For example, the enterprises` share of the mortgage market decreased from about one-half in 2003 to about one-third in 2006. By 2009 and 2010, enterprise-backed mortgages had increased to more than 65 percent of the market. Similarly, FHA-insured mortgages grew from about 2 percent of the market in 2006 to about 20 percent in 2009 and 2010. Congress and the administration are currently considering options to scale back the role of the enterprises and FHA in the mortgage market and increase the role of private capital. In addition to these potential changes, a recovery from constrained credit conditions in the mortgage market could expand the volume of mortgages extended to borrowers and therefore subject to the Dodd-Frank Act`s provisions. 

Federal Mortgage Lending Laws 

The Dodd-Frank Act enacts numerous provisions intended to reform the mortgage lending industry with an eye toward consumer protection. Many of these provisions are contained in Title XIV of the act, which amends provisions of the Truth in Lending Act (TILA) to reform and provide accountability for consumer mortgage practices.[Footnote 18] TILA, enacted in 1968, and HOEPA, which amended TILA in 1994, are among the primary federal laws governing mortgage lending. TILA was designed to provide consumers with accurate information about the cost of credit. Among other things, TILA requires lenders to disclose information about the terms of loans--including the amount financed, the finance charge, and the annual percentage rate (APR)--that can help borrowers understand the overall costs of their loans.[Footnote 19] 

Congress enacted HOEPA in response to concerns about predatory lending. HOEPA regulates and restricts the terms and characteristics of certain kinds of ``high-cost`` mortgages--that is, those that exceed certain thresholds in their APRs or fees (often referred to as ``rate and fee triggers``). The Dodd-Frank Act expands the definition of high- cost loans to include mortgages for purchasing a home; reduces the APR and points and fees triggers; and requires mandatory preloan counseling for borrowers of high-cost mortgages, among other things. The Federal Reserve Board implements TILA and HOEPA, but this responsibility will transfer to the Bureau of Consumer Financial Protection (also known as the Consumer Financial Protection Bureau or CFPB) on July 21, 2011. 

Minimum Lending Standards and Qualified Mortgage Provisions 

The Dodd-Frank Act reforms mortgage lending by amending TILA to prohibit lenders from making mortgage loans without regard to consumers` ability to repay them. As previously noted, lenders can comply with the ability-to-repay standard by originating a QM. Lenders are not prohibited from originating non-QMs, however. The Dodd-Frank Act specifies nine QM criteria, but gives the Federal Reserve Board the authority to add to, subtract from, or modify the criteria as it develops implementing regulations (see table 1).[Footnote 20] 

Risk Retention Requirement 

The Dodd-Frank Act requires securitizers of RMBS to retain no less than 5 percent of the credit risk of any residential mortgage they securitize that does not meet specified criteria.[Footnote 21] The purpose of the requirement is to help align the interests of participants in the securitization process and encourage sound loan underwriting. The Dodd-Frank Act exempts government-insured or - guaranteed mortgages from the risk retention requirement (excluding mortgages backed by the enterprises, which are in government conservatorship), and as noted previously, loans that meet the QRM criteria.[Footnote 22] However, the Dodd-Frank Act requires that the risk retention requirement be applied to any RMBS that contains one or more non- QRMs, even if the vast majority of the security`s mortgages are QRMs. 

Federal banking and other agencies are required by the Dodd-Frank Act to jointly prescribe regulations for the risk retention requirement. [Footnote 23] In crafting the risk retention regulations, the Dodd- Frank Act requires rulemakers to specify, among other things, 

-- criteria for QRMs, taking into consideration underwriting and product features that historical loan performance data indicate result in a lower risk of default thereby ensuring high-quality loan underwriting. The Dodd-Frank Act specifies that the QRM definition cannot be broader than the QM definition described previously (i.e., the QRM criteria can be more restrictive than the QM criteria but not less restrictive); 

-- permissible forms of risk retention and the minimum duration for meeting the requirement; 

-- ways of allocating risk between securitizers and originators; and 

-- the possibility of permitting a lower risk retention requirement (less than 5 percent) for any non-QRM that meets underwriting standards that the agencies develop in regulations. 

Rulemakers issued proposed rules for the risk retention provisions in March 2011.[Footnote 24] The proposed criteria for the QRM include, but are not limited to, the following 

-- the LTV ratio must be at least 80 percent for mortgages obtained for a home purchase;[Footnote 25] 

-- the DTI ratio must be 36 percent or less;[Footnote 26] 

-- the loan term must not exceed 30 years; 

-- the loan cannot include negative amortization or payment deferral features; 

-- points and fees cannot exceed 3 percent of the total loan amount; 

-- the borrower can neither be 30 or more days past due on any debt obligation nor have been 60 or more days past due on any debt obligation within the preceding 24 months; and 

-- the originator must incorporate into the mortgage documents certain requirements regarding policies and procedures for servicing the mortgage, including procedures to promptly initiate activities to mitigate the risk of default for delinquent loans.[Footnote 27] 

Although this report focuses on risk retention for RMBS, the Dodd- Frank Act`s risk retention requirement also applies to securities backed by other asset classes, such as credit cards and automobile loans. In response to a mandate in the Dodd-Frank Act, the Federal Reserve Board issued a report in October 2010 that, among other things, describes historical issuance activity, securitization structures, and incentive alignment mechanisms for nine categories of asset-backed securities.[Footnote 28] The report noted that the effects of a final set of risk retention requirements could not be analyzed because implementing regulations were still being developed. However, the report made a number of recommendations for rulemakers to consider when crafting the risk retention requirement, including a recommendation that the requirement be tailored to each major class of securitized assets. Also in response to a mandate in the Dodd-Frank Act, the Chairman of the Financial Stability Oversight Council issued a report in January 2011 that examined the macroeconomic effects of a risk retention requirement. While noting limitations in the information available to assess the impacts of risk retention rules not yet in place, the report offered several principles and recommendations to inform the design of a risk retention framework that facilitates economic growth by allowing market participants to price credit risk more accurately and allocate capital more efficiently.[Footnote 29]
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Two federal lawsuits against appraisal management companies could become weapons for mortgage-backed securities investors seeking to make lenders buy back soured loans. 

The Federal Deposit Insurance Corp., in its position as receiver for the failed thrift company Washington Mutual Inc., has charged that eAppraiseIT, a subsidiary of CoreLogic Inc., and LSI Appraisal, a subsidiary of Lender Processing Services Inc., performed sloppy appraisals that led to losses of at least several hundred million dollars at WaMu. 

In lawsuits filed in early May, the agency claimed that more than 75% of appraisals performed by the two AMCs contained multiple violations of industry standards. 

CoreLogic and LPS have countered that there is no basis for such claims. 

But no matter how the FDIC cases turn out, experts contend the lawsuits could provide a road map for MBS investors involved in or considering mortgage put-back cases. Establishing a pattern of defective appraisals, they said, can be an effective strategy for lawyers who have been stymied in obtaining loan files. 

"Each time the government steps in like this they are going to be providing evidence that can be used by private litigants to bolster their case," said Isaac Gradman, an attorney in California and managing member of IMG Enterprises LLC, an MBS consulting firm. 

Locating faulty appraisals can be used as a wedge to get trustees to release loan files, Gradman said. 

Much of the recent MBS put-back litigation has focused on mortgage servicing violations, which are more tenuous claims for put-back cases than ones involving mortgage origination, he said. 

With the FDIC cases, "it is much more direct," Gradman said, "so it is more apples to apples." 

Some law firms are already using appraisals as the basis for mortgage put-back claims, said one lawyer, who declined to be identified because he is directly involved in several cases. 

He said that in some cases law firms are actually using services sold by CoreLogic, such as automated valuation models, to go after banks for securitizing loans with inflated appraisals. 

Most of the appraisals cited in the FDIC suits involved jumbo loans that stayed on WaMu's balance sheet. 

An example from the suit against LPS is a property appraised in September 2007 at $2.3 million, which resulted in WaMu's approving a $1.84 million loan. According to the lawsuit, the appraiser reported the prior sale of the property 25 months earlier for $732,000 and noted $250,000 in upgrades, but did not explain how the property increased by more than $1.5 million in value that quickly in a market that the appraiser said was "stabilizing." 

The appraiser also failed to address whether the 6,000-square-foot home was overbuilt for a neighborhood in which the surrounding houses ranged from 2,500 to 3,500 square feet, the FDIC claimed. Ultimately, the borrower defaulted on the loan and WaMu charged off more than $1 million. 

In the lawsuit against CoreLogic similar trends emerge. For instance, the FDIC sites a Florida condominium that was appraised by eAppraiseIT in 2006 at $3.2 million that resulted in WaMu approving a $2.6 million loan. 

However, according to the FDIC, the appraiser failed to disclose that the same condominium had been sold the day before for $1.98 million and that it had been sold two years earlier for $1.6 million-half of the appraised value. 

The borrower later defaulted, leading to roughly $1.2 million of losses for WaMu. 

CoreLogic claims the FDIC lawsuit is severely flawed. 

"Based on the analysis to date, the company believes that for more than 85% of the loans cited in the FDIC lawsuit on which eAppraiseIT provided services to WaMu, eAppraiseIT's services consisted of reviews of pre-existing, third-party appraisals provided to it by WaMu, with the vast majority being desk reviews," the company stated in a filing with the Securities and Exchange Commission last month. "Under eAppraiseIT's agreement with WaMu, a desk review does not require any interior or exterior inspection by the reviewer." 

LPS is taking a similar position. "For more than 75% of the 220 appraisals identified by the FDIC, LSI was contracted only to provide reviews of appraisals, not to conduct the initial, full appraisals," LPS spokesman Mitch Cohen said in a prepared statement. 

"For these properties, the full appraisals were provided by other entities, unrelated to LSI," he said. "For all appraisals subject to this complaint, LPS believes there is no basis for a claim that LSI engaged in 'gross negligence' or breach of contract related to these appraisal services." 

Francois Gregoire, who runs the appraisal firm Gregoire & Gregoire, said the numbers cited in the FDIC lawsuits do not surprise him. Gregoire is doing forensic appraisals for disciplinary reviews against appraisers and class actions by borrowers. 

He has found that many of the eAppraiseIT appraisers have been disciplined by the Florida Real Estate Appraisal Board and several have since lost their licenses. 

"It is indicative of the quality of the appraisers these appraisal management companies were selecting," he said. 

"I don't think they can claim that they have the cream of the crop."
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WASHINGTON, Jun 30, 2009 (GlobeNewswire via COMTEX) -- Finkelstein Thompson LLP is investigating potential shareholder claims arising from the proposed acquisition of First Advantage Corp. ("First Advantage" or the "Company") (Nasdaq:FADV) by First American Corp. ("First American") (NYSE:FAF). Under the terms of the proposed merger, First Advantage shareholders will receive 0.5375 of a share of First American common stock for each share of First Advantage common stock owned. This proposed exchange ratio represents an offer price of $14.04 per share based on both companies' closing prices on June 26, 2009. 

The investigation is focused on the potential unfairness of the proposed merger price and of the process by which the First Advantage Board of Directors is addressing the offer. First American owns approximately 74% of the outstanding common stock of First Advantage, and thus has significant representation on First Advantage's Board of Directors. 

If you are interested in discussing your rights as a First Advantage shareholder, or have information relating to this investigation, please contact Finkelstein Thompson's Washington, DC offices at (877) 337-1050 or by email at contact@finkelsteinthompson.com. 

Finkelstein Thompson LLP has spent over three decades delivering outstanding representation to institutional and individual clients in connection with securities and other finance-related litigation, and has been appointed as lead or co-lead counsel in dozens of shareholder class actions. Indeed, the firm has served in leadership roles in cases that have recovered over $1 billion for investors and consumers. To learn more about Finkelstein Thompson LLP, please visit our web site at www.finkelsteinthompson.com. 

This news release was distributed by GlobeNewswire, www.globenewswire.com 

SOURCE: Finkelstein Thompson LLP 

Finkelstein Thompson

          (877) 337-1050

(C) Copyright 2009 GlobeNewswire, Inc. All rights reserved. 

********************************************************************** 

As of Friday, 06-26-2009 23:59, the latest Comtex SmarTrend[R] Alert, an automated pattern recognition system, indicated an UPTREND on 11-28-2008 for FAF @ $23.44. For more information on SmarTrend, contact your market data provider or go to www.mysmartrend.com SmarTrend is a registered trademark of Comtex News Network, Inc. Copyright [c] 2004-2009 Comtex News Network, Inc. All rights reserved.
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BALA CYNWYD, Pa., Jun 30, 2009 (GlobeNewswire via COMTEX) -- Law office of Brodsky & Smith, LLC announces that it is investigating potential claims against the Board of Directors of First Advantage Corp. ("First Advantage" or the "Company") (Nasdaq:FADV) related to the proposed merger with First American Corp. ("First American") (NYSE:FAF) in an all stock deal. First American has offered First Advantage shareholders $0.5375 a share for their stock. Based on First American's closing price on June 29, 2009, the deal is presently worth $13.84 a share for First Advantage holders. In addition to First American's significant representation on the Board of First Advantage due to owning approximately 75% of First Advantage's stock, the deal appears to be undervalued given the fact that as of June 29th, First Advantage stock was trading at over $15.00 a share, more than the current offer. 

If you are a First Advantage shareholder and wish to discuss the legal ramifications of the proposed acquisition by First American, you may e-mail or call the law office of Brodsky & Smith, LLC who will, without obligation or cost to you, attempt to answer your questions. You may contact Jason L. Brodsky, Esquire or Marc L. Ackerman, Esquire at Brodsky & Smith, LLC, Two Bala Plaza, Suite 602, Bala Cynwyd, PA 19004, by e-mail at clients@brodsky-smith.com, or by calling toll free 877-LEGAL-90. 

This news release was distributed by GlobeNewswire, www.globenewswire.com 

SOURCE: Brodsky & Smith, LLC 

Brodsky & Smith, LLC

          877-LEGAL-90

(C) Copyright 2009 GlobeNewswire, Inc. All rights reserved. 

********************************************************************** 

As of Friday, 06-26-2009 23:59, the latest Comtex SmarTrend[R] Alert, an automated pattern recognition system, indicated an UPTREND on 11-28-2008 for FAF @ $23.44. For more information on SmarTrend, contact your market data provider or go to www.mysmartrend.com SmarTrend is a registered trademark of Comtex News Network, Inc. Copyright [c] 2004-2009 Comtex News Network, Inc. All rights reserved.
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OKLAHOMA CITY, OK, Jun 26, 2008 (MARKET WIRE via COMTEX) -- On June 23, 2008, a class action lawsuit was filed in the United States District Court for the Southern District of New York against First American Corporation (NYSE: FAF). The complaint alleges violations of federal securities laws, Sections 10(b) and 20(a) of the Securities Exchange Act of 1934 and Rule 10b-5, including allegations of issuing a series of material misrepresentations to the market which had the effect of artificially inflating the market price. The class period is from April 26, 2006 through November 6, 2007. 
Plaintiff seeks to recover damages on behalf of the Class. If you are a member of the Class as described above, you may move the Court no later than Monday, August 25, 2008, to serve as a lead plaintiff for the Class. However, in order to do so, you must meet certain legal requirements pursuant to the Private Securities Litigation Reform Act of 1995. 

If you wish to discuss this action, participate in this or any other lawsuit, or have any questions or concerns regarding this notice, or preservation of your rights, please contact: 

William B. Federman

FEDERMAN & SHERWOOD

10205 North Pennsylvania Avenue

Oklahoma City, OK 73120

Email to: wfederman@aol.com

www.federmanlaw.com

SOURCE: Federman & Sherwood 
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