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STEVEN HAGE
MUTUAL OF OMAHA
VP of Production
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TODAY’S MARKET REALITY

Competitive purchase market

Margin compression

Operational inefficiencies cost deals

Borrowers expect speed + simplicity
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WHAT BROKERS TOLD US

Too many touchpoints = confusion 

Slow turn times = lost deals 

Pricing doesn’t reflect loan complexity 

Need more ways to qualify borrowers
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INTRODUCING TPO
FORWARD REIMAGINED

· Built around broker feedback

· Focus: Simplicity, speed, profitability

· 3 Key Pillars

· Streamlined operations 

· Smarter pricing 

· Expanded opportunity
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STREAMLINED 
OPERATIONS
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THE PROBLEM WITH 
TRADITIONAL STRUCTURE

Set up
Team

Account
Manager

Junior
UW AE Closing

Team

Too many handoffs = delays + miscommunication
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INTRODUCING OUR CLIENT 
SUCCESS MANAGERS
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CLIENT SUCCESS MANAGERS
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THE KISS APPROACH TO 
BROKERED LOANS

KEEP
88% of March 2026 clients were repeat clients

IT
Direct communication with a seasoned mortgage 
professional

SIMPLE
Leader in W-2 only income loans

Clean, dialed-in loan submissions
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Each Client Success Manager
• Structures the loan upfront

• Minimizes documentation needs

• Ensures a clean submission

Manages the file from start to finish
• Loan changes

• Scenario questions

• Pricing adjustments

HOW IT WORKS
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SUCCESS METRICS 
(APR ‘25—MAR ‘26

305% Growth in Units 399% Growth in Volume



13

RECORD-LOW 
UNDERWRITING TOUCHES

CTC: 3.97 Days 
Before Closing

DOCS OUT: 2.27 Days 
Before Closing
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MARCH 2026 
HIGHLIGHTS

86% Pull-through rate 16 Days: Initial Approval 
— Final Approval 

(Includes Weekends)
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SMARTER 
PRICING
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WE PAY FOR THE EASY LOANS

Brokers often pay the same

Improved pricing for W-2 income borrowers

Easy W-2 loans
Complex self-employed deals—that doesn’t make sense

Focus on:
Conventional 30  |  HomeReady 30  |  Home 
Possible 30  |  FHA 30  |  VA 30
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WHY THIS MATTERS

Better margins on your easiest deals

Faster closings = lower cost to originate

Ability to compete more aggressively
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EXPANDED
OPPORTUNITY
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INTRODUCING MUTUAL 
ASSIST (FHA/DPA)

Key Program Highlights

· Not limited to first-time homebuyers

· Up to 50% DTI

· No income limits

· Minimum 660 credit score
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WHY MUTUAL 
ASSIST WINS

• Opens doors for more borrowers

• Helps overcome affordability barriers

• Strong solution for purchase market

• Differentiates you from competitors
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PUTTING IT ALL TOGETHER

Streamlined operations — Faster closings

Smarter pricing — Better margins

Expanded programs — More approvals 

Result: More funded loans
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GET STARTED WITH
TPO FORWARD

Mitch Patchett
Business Development Representative
mpatchett@mutualmortgage.com
(847) 881-3924

Visit: https://bit.ly/FTPO

mailto:mpatchett@mutualmortgage.com
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These materials are designed to provide the reader with a general overview and understanding of the topic(s) presented and are not 
intended as a substitute for consultation with qualified legal counsel regarding the manner, in which the laws, regulations, and guidelines 
covered may apply to a particular fact pattern or business model.  No part of this presentation may be reproduced, forwarded, copied, or 
redistributed in any form or by any means without the prior written consent of Mutual of Omaha Mortgage (“MOOM”). This presentation 
could include technical inaccuracies or typographical errors. MOOM does not guarantee the accuracy of the information provided and 
disclaims any and all express or implied warranties, including, but not limited to, any warranties of merchantability or fitness for a particular 
purpose or use. This presentation should not be construed as legal advice or relied on as a sole resource for any part of the Lifestyle 
Home Loan. Unauthorized reproduction, forwarding, distribution or display of this copyrighted work is subject to criminal and civil penalties 
under federal law. These materials are not from and were not approved by HUD or FHA.
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Borrower must occupy home as primary residence and remain current on property taxes, homeowner’s insurance, the costs of home maintenance, and any HOA fees.

Mutual of Omaha Mortgage, Inc. dba Mutual of Omaha Reverse Mortgage, NMLS ID 1025894. 3131 Camino Del Rio N 1100, San Diego, CA 92108. Alabama Consumer Credit License 22123; Alaska 
Broker/Lender License AK1025894. Arizona Mortgage Banker License 0926603; Arkansas Combination Mortgage Banker/Broker/Servicer License 109250; Licensed by the Department of Financial 
Protection & Innovation under the California Residential Mortgage Lending Act, License 4131356; Colorado Mortgage Registration 1025894; Connecticut Mortgage Lender License ML-1025894; 
Delaware Lender License 028515; District of Columbia Mortgage Dual Authority License MLB1025894; Florida Mortgage Lender Servicer License MLD1827; Georgia Mortgage Lender 
License/Registration 46648; Hawaii Mortgage Loan Originator Company License HI-1025894; Idaho Mortgage Broker/Lender License MBL-2081025894; Illinois Residential Mortgage Licensee 
MB.6761115; Indiana-DFI Mortgage Lending License 43321; Iowa Mortgage Banker License 2019-0119; Kansas Mortgage Company License MC.0025612; Kentucky Mortgage Company License 
MC707287; Louisiana Residential Mortgage Lending License 1025894; Maine Supervised Lender License 1025894; Maryland Mortgage Lender License 21678; Massachusetts Mortgage Broker and 
Lender License MC1025894; Michigan 1st Mortgage Broker/Lender/Servicer Registrant FR0022702; Minnesota Residential Mortgage Originator Exemption MN-OX-1025894; Mississippi Mortgage 
Lender 1025894; Missouri Mortgage Company License 21-2472; Montana Mortgage Broker and Lender License 1025894; Nebraska Mortgage Banker License 1025894; Nevada Exempt Company 
Registration 4830. Licensed by the New Hampshire Banking Department, Mortgage Banker License 19926-MB; Licensed by the New Jersey Banking and Insurance Department. New Jersey Residential 
Mortgage Lender License 1025894; New Mexico Mortgage Loan Company License 1025894; North Carolina Mortgage Lender License L-186305; North Dakota Money Broker License MB103387; Ohio 
Residential Mortgage Lending Act Certificate of Registration RM.804535.000; Oklahoma Mortgage Lender License ML012498; Oregon Mortgage Lending License ML- 5208; Pennsylvania Mortgage 
Lender License 72932; Rhode Island Lender License 20163229LL. Rhode Island Loan Broker License 20163230LB; South Carolina BFI Mortgage Lender/Servicer License MLS-1025894; South Dakota 
Mortgage Lender License ML.05253; Tennessee Mortgage License 190182; Texas Mortgage Banker Registration 1025894; Utah Mortgage Entity License 8928021; Vermont Lender License 6891; 
Virginia Mortgage Broker and Lender License, NMLS ID #1025894 (www.nmlsconsumeraccess.org); Washington Consumer Loan Company License CL-1025894; Wisconsin Mortgage Banker License 
1025894BA; Wyoming Mortgage Lender/Broker License 3488. (866) 200-3210. Subject to Credit Approval. 

Charges such as an origination fee, mortgage insurance premiums, closing costs and/or servicing fees may be assessed and will be added to the loan balance. As long as you comply with the terms of 
the loan, you retain title until you sell or transfer the property, and, therefore, you are responsible for paying property taxes, insurance and maintenance. Failing to pay these amounts may cause the loan 
to become immediately due and/or subject the property to a tax lien, other encumbrance or foreclosure. The loan balance grows over time, and interest is added to that balance. Interest on a reverse 
mortgage is not deductible from your income tax until you repay all or part of the interest on the loan. Although the loan is non-recourse, at the maturity of the loan, the lender will have a claim against 
your property and you or your heirs may need to sell the property in order to repay the loan, or use other assets to repay the loan in order to retain the property.

These materials are not from HUD or FHA and the document was not approved by HUD, FHA or any Government Agency.

For licensing information, go to: www.nmlsconsumeraccess.org
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Mutual of Omaha Mortgage, Inc. dba Mutual of Omaha Reverse Mortgage, NMLS ID 1025894. 3131 Camino Del Rio N 1100, San Diego, CA 92108. Subject to Credit Approval. 
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