The Future of Real Estate Lending
5 Ways Data, Al, and Property
Intelligence Will Shape Growth

Breaking Down What Will Separate Lending
Leaders From Stragglers in the Next 3-5 Years
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The Current State
of Lending Growth

Lending teams are facing a rapidly shifting landscape. While
% consumer demand for credit remains strong, the way those
consumers expect to be served has changed dramatically.

Today’s borrowers compare their banking experience not just to the credit
union down the road, but to Amazon’s one-click checkout and Netflix’s
personalized recommendations. Speed, convenience, and personalization
have become the baseline for trust.

At the same time, traditional growth tactics—like siloed cross-sell campaigns
or relying on post-application property data—fall short in a digital-first world.

The result? Delayed decisions, missed opportunities, and lost wallet share
to faster-moving competitors.
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Looking to the Future

The winners over the next 3-5 years will be those who
move beyond the “application layer” (online banking
widgets and front-end tools) and into the “infrastructure
layer”—owning their data, synthesizing it, and acting on it
in real time.

For lending teams, this shift means:

o Anticipating borrower needs before an application is
submitted.

e Equipping loan officers, marketers, and digital teams
with the same real-time property intelligence.

e Turning previously siloed datasets into actionable
insights that drive both efficiency and growth.

; The opportunity is to stop playing
catch-up and start setting the pace.
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The Opportunities Ahead

01 Moving Beyond Traditional Cross-Sell

O 2 From the Application Layer to the Infrastructure Layer
03 Unlocking the Power of Real Estate Data

04 Breaking Down Silos Across Teams

O 5 Preparing for an Al-Powered Future
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The Opportunities Ahead

KX, 1. Moving Beyond Traditional Cross-Sell

The days of relying solely on branch interactions, relationship
managers, or one-size-fits-all cross-sell offers are gone.

Consumer behavior has shifted: more than 60% of real estate
loan applications now happen outside of branch hours. If your
strategy depends on office hours, you're already missing out.

Key Takeaway: Lending growth requires breaking down silos
and meeting borrowers where they are—online, after hours,
and on their terms.

g 2. From the Application Layer to the
Infrastructure Layer

For the last decade, most banks and credit unions have
focused on adding applications and tools on top of their core
systems. While useful, these add-ons don't solve the deeper
challenge: fragmented, inaccessible data.

The next wave of growth will come from mastering the
infrastructure layer—owning your institution’s data, analyzing
it, and delivering insights back into the customer journey. This
isn't about building more widgets. It's about building the
foundation that makes those widgets smarter.

Key Takeaway: Infrastructure—not just applications—will
separate the winners from the laggards.

www.chimney.io



The Opportunities Ahead

]l 3. Unlocking the Power of Real Estate Data

Real estate lending represents one of the largest opportunities
for most financial institutions, yet property data is still treated
like a back-office function. Traditionally, lenders only access
valuations, ownership details, and equity information after an
application has been filed.

But what if lending teams, marketing departments, and digital
channels could all tap into real-time property intelligence
before the borrower ever applies?

With access to property records, valuations, equity positions,
and even competitive loan data, lending teams can:

« |dentify qualified homeowners in their portfolio.
e Proactively surface refinance or HELOC opportunities.

e Deliver personalized, pre-qualified offers across marketing,
digital, and branch channels.

Key Takeaway: Bringing property data upstream—before
applications—unlocks a new level of proactive lending growth.
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The Opportunities Ahead
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4. Breaking Down Silos Across Teams

The traditional lending process mirrors organizational silos:
marketing generates leads, loan officers process applications,
digital teams manage online channels, and servicing teams
take over later. The result is duplicated efforts, inconsistent
messaging, and missed opportunities.

By unifying data and making it accessible across teams,
institutions can ensure everyone—from digital to marketing to
lending—is working off the same playbook.

Key Takeaway: Shared data builds shared growth.

5. Preparing for an Al-Powered Future

Al is still in its early stages—it will never be this “slow” again.
The value of Al is directly tied to the quality of the data it can
access. For lending teams, this means that preparing for a
tech-driven future starts with building a complete, unified, and
accessible dataset today.

Institutions that embrace this shift will not only improve
efficiency and speed but also unlock entirely new ways to grow
their balance sheet.

Key Takeaway: The data you feed today will determine your
competitive edge tomorrow.

www.chimney.io

07



Conclusion: Building
Lending Growth That Lasts

Fintechs have shown what's possible when consumer expectations are met
with convenience and intelligence. But financial institutions have an advantage
fintechs can't replicate: trusted relationships and community roots.

When paired with modern data infrastructure, Al, and real-time property
intelligence, that advantage becomes transformative. The time to act is now.

% Ready to start leading?

Chimney helped one client turn a $40,000 investment
into $2.7M in funded loans. See what it can do for you.

[ Schedule a 30 Minute Product Demo j

Channel Typical Cost per Funded Loan

Direct Mail $2,000 - $3,500+
Paid Search $1500 - $3,000
Social Media Ads $1,000 - $2,500
Affiliate $1,000 - $2.000

In Branch £500 - $1.500 (but not scalable)

Chimney $784
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https://chimney.io/lp/schedule-demo
https://chimney.io/lp/schedule-demo

