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In the blink of an eye, COVID-19 reshaped our world. Every 
community is doing its best to battle through the pandemic. 

The United States federal government deployed its full 
arsenal of tools to ensure that people remain in their 
homes and the housing sector was supported during the 
crisis. Ultra-low interest rates fueled a refinance boom, but 
the purchase market suffered with open houses cancelled, 
offers withdrawn and properties taken off the market. 

Unemployment and home price softness combined to 
raise delinquency and foreclosure risk. Forbearance 
requirements and eviction moratoriums placed 
additional stress on America’s housing finance system 
and rental economy. 

Our mission at CoreLogic centers around providing insights 
and solutions to real estate professionals, financial 
institutions, insurance carriers, government agencies and 
other industry participants to help them to effectively 
serve their customers. In these challenging times, we 
enabled the shift towards digital interaction and tools such 
as virtual open houses and tours, digital collateral valuation 
(including do-it-yourself, or DIY, interior inspections), use of 
geospatial analytics and artificial intelligence (AI) data and 
technology in order to ensure people are able to find, buy 
and protect their homes. 

To succeed during the pandemic and beyond, we 
continued to offer our customers a more digital, 
standardized, verifiable, and automated experience. 

With people unable to travel and restricted in the level of 
personal interaction, housing market participants still expect 
to have access to easy-to-use digital mortgage platforms 
that permit them to electronically and safely complete their 
loan application, submit their financial information from 
third parties and sign and submit documents. 

As the economic fallout continues and consumers struggle 
to manage their finances, the number of forbearance 
requests and loan modifications will increase. Servicers will 
need compliant automated loan modification engines to 
help them standardize and streamline their workflows. 

Key housing industry players in the primary and secondary 
markets are making decisions in support of consumers 
and the need for social distancing. These decisions are 
keeping the mortgage supply chain flowing smoothly and 
accelerating lenders’ ability to complete the end-to-end 
mortgage process online at scale. 

Updated underwriting guidelines make it easier to verify 
borrower employment, income and assets electronically. 
New collateral valuation policies allow for appraisals to be 
completed without an interior inspection. Finally, new 
policies permit consumers, lenders, and settlement 
agents to close the mortgage electronically, where 
permitted by state law. 

Over the past ten years, we have transformed our 
company into a dynamic data-driven market leader in 
residential property information, innovating and creating 
solutions that solve our clients’ toughest challenges in the 
housing market. 

INTRODUCTION
The Pandemic as a Catalyst for Change
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Built on a foundation of the largest, most comprehensive 
repository of property and related financial data collected 
directly from only the most reliable sources, CoreLogic is 
the only provider of intelligence solutions across the 
home-buying journey providing unique property-level 
insights backed by science and analytics. We curate, 
connect and uniquely enrich property data to provide 
insightful intelligence and digital customer experiences at 
critical touchpoints throughout the housing journey. 

Our suite of solutions, comprised of data, insights and 
technological innovations, enables us to deliver value 
across our clients’ business operations to quickly address 
challenges and present innovative, cost-effective solutions 
and, importantly, create meaningful strategic partnerships 
with our clients. 

Uncertainty and change will be with us for some time and, 
more than ever, CoreLogic is prepared to meet and 
anticipate the needs of our clients and provide them with 
solutions that are virtual and automated to help them 
meet their customers’ expectations. 

CoreLogic has seen many of these changes occur in 
real-time. From July to October, use of our proprietary real 
estate marketing solution had an increase in video volume 
by 141% compared to the same period last year.  3D model 
usage was up by 76%.

CoreLogic’s neighborhood-specific trend and forecast 
analytics allow individuals or businesses to quickly find the 
ideal neighborhood for them. There has been an increase 
in users looking at neighborhood crime risk data and 
purchasing reports. CoreLogic’s PropertyAssist, a virtual 

portal available to homeowners to remotely provide 
information to appraisers, has had 10,000 appraisal 
assignments completed through the platform since its 
release in April, with most of the assignments completed 
during shelter-in-place orders. With CoreLogic’s 
collaborative web application built to bridge the 
communication gap between policyholders and insurance 
companies, we have seen a significant increase in the use 
of photo uploads as insurers have been unable to visit 
properties in-person. Moreover, on the CoreLogic 
UnderwritingCenter, there has been a 66% increase in the 
average number of DIY and virtual surveys ordered. 

Evolving to meet and anticipate the needs of our partners 
is our specialty. CoreLogic has done it year after year, in up 
markets and down, for an ever-growing number of 
clients—that is our edge. As our partners’ needs change 
and evolve, we stay one step ahead, creating new tools for 
our toolbox. 

Whether that means developing easy-to-use software that 
streamlines workflow or providing fresh insights on 
property markets that influence policy and shape the real 
estate economy, we are always learning, always seeking to 
do more than we did before, and always finding new ways 
to better serve our clients and the public. 

Together with our clients, our 5,000 global CoreLogic 
associates enable the dream of homeownership and help 
millions of people Find, Buy, and Protect the homes 
they love.
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Historically, spring has always marked the beginning of the 
homebuying season. However, the onset of the pandemic 
this year has changed what the season looked like. After 
President Trump declared COVID-19 a national emergency 
on March 13, 2020, the housing market began to experience 
a dramatic decline in open houses, new listings, pending 
sales contracts and closings. 

According to CoreLogic Real Estate Analytics data, by 
mid-April new listings and new contract signings were 
down by almost 50% compared to the same week last 
year. Since the mid-April trough, buyers have driven new 

contract signings above last year’s levels. If the trend 
continues, spring homebuying season may have shifted 
into summer months.

At the end of January 2020, before the pandemic, the 
median interest rate on all home mortgage loans was 
about 4%. According to the CoreLogic TrueStandings™ 
database, which covers roughly 75% of all home 
mortgages in the nation, 75% or about $2.5 trillion of 
home mortgage debt had a contract interest rate of 4.5% 
or greater. 

PART I
The Ripple Effects of a Global Pandemic 
on Real Estate, Lending and Insurance

President declares 
national emergency

(3/13)

Year-over-Year Percentage Change, Weekly Data

Pending Sales Rebound from April Trough
Closings drop reflects time from contract signing to close (generally 30-45 days)

Week Ending Date 

Source: CoreLogic MLS PIN (closings for weeks ends 3/28, 4/4, 6/27, 7/4, 8/29, 9/5 and 9/26 for identical 7-day period in 2019 and 2020)
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FIGURE 1.1
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Year-over-Year Percentage Change in Weekly Home-Purchase Applications

Loan Applications Have Declined Less for 
First-time Than Repeat Buyers

Week Ending Date

Source: CoreLogic
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With mortgage rates at historic lows, there is a big 
financial incentive to refinance in an effort to save on 
monthly payments. However, with an end to the 
pandemic still uncertain, the Federal Reserve is doing its 
best to help the real estate, lending and insurance 
industries by pumping liquidity into the banking system 
and purchasing mortgage-backed securities. This means 
we are likely to see a very low federal funds rate of 0.75% 
maintained in the coming weeks or months.

Even so, when sales contracts fell in April this year, there 
was a significant drop in home purchase loan 
applications. By early April, home purchase loan 
applications were down almost 30% compared to this 
time last year.

Most of the decline was due to lower demand from older 
homebuyers (Figure 1.2). In contrast, millennials are still 
applying for mortgage loans, in part due to the appeal of 
historically low interest rates. Sure enough, in the months 
since then, 2020 purchase mortgages have risen to their 
highest levels in 15 years--and purchase and refinancing 
originations are at the highest level ever.

With many families losing income, and several states with 
a high percentage of homeowners without equity, it is 
likely that delinquencies and foreclosures will rise despite 
the protections in the Coronavirus Aid, Relief and 
Economic Security Act (CARES Act), though the legislation 
will help slow down this rise.

FIGURE 1.2
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NEGATIVE EQUITY SHARE

Very High High Moderate Low Insufficient Data

Source: CoreLogic Home Equity Report 2020Q2 (September 21, 2020) and HPI Forecast August 2020-to-August 2021 
(October 6, 2020); U.S. Bureau of Labor Statistics (August 2020 state unemployment rate)
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In 2009, after the financial crisis, negative equity across 
the nation peaked with 26% of all mortgaged properties 
in negative equity. Since then, the negative equity share 
has gradually decreased and reached 3.2% by the end of 
June 2020. But in some states, the negative equity share 
continues to be elevated, notably in Louisiana (9.3%), 
Connecticut (6.4%) and Illinois (6.5%) (Figure 1.3).

Layering job loss on top of negative equity could lead 
these states to experience high rates of delinquency and 
foreclosure in the coming months. However, the CARES 
Act will help alleviate borrowers from some risk of 
delinquencies and foreclosures through forbearance.

While there has not been a historical precedent for how a 
pandemic could impact mortgage forbearance, high 
unemployment had a profound impact on mortgage 

delinquencies during the 2008 financial crisis when 
millions of Americans lost their jobs.  Similarly, the 
unparalleled rise in unemployment resulting from the 
current pandemic will have an impact on mortgage 
delinquencies.

Under the baseline scenario—with the unemployment 
rate rising to 12% in the second quarter of 2020 and 
remaining at above 7% through the end of 2021—the 
forbearance-serious delinquency rate is expected to rise 
quickly from its current 1.2% (as of January 2020) to 4.3% 
by August 2020 and remain above 4% for another two 
years (Figure 1.4). This suggests more than 2 million 
homeowners will have had at least three months of 
forbearance or have been seriously delinquent by then. 

FIGURE 1.3
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Source: CoreLogic TrueStandings Servicing, HPI Forecast and serious delinquency forecast; IHS Markit (August 2020 
unemployment rate forecast); serious delinquency is at least 90 days delinquent or in foreclosure proceedings

Serious Delinquency May Rise 4x from Feb. 2020 to Nov. 2021
More than 2 million homeowners in serious delinquency by year end 2021 in forecast
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At its peak, which is projected to occur in the second half 
of 2021 with an unemployment rate of 7%, the 
forbearance-delinquency rate is forecasted to reach 4.6%. 
As expected, there have been a growing number of 
forbearance requests since March. There were more than 
4 million mortgages in forbearance by the end of the 
summer, and mortgage servicers are already bracing for 
waves of payment deferrals and loan modification 
requests in the months ahead.

Moreover, with fewer new property listings and a higher 
number of homes being withdrawn from the market, 
inventory is much lower than it was during the same time 
last year. As a result, insurance carriers are seeing a 
decline in new home insurance purchases.

These problems are compounded by the fact that data 
sources the industry has traditionally relied upon have a 
lag time of weeks, months or quarters at a time when 
up-to-date information is desperately needed. In addition, 
the pandemic slowed preparation efforts in advance of 
what became an overly-active hurricane and wildfire 
season which has increased the potential for claims.

COVID-19 has made it even more apparent that the real 
estate, lending and insurance industries rely on processes 
with serious vulnerabilities. However, with the right 
technology, transformation can happen within the 
property ecosystem, enabling it to weather any storm.

FIGURE 1.4
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The pandemic is challenging the real estate, lending and 
insurance industries to set new standards on safety, as 
well as to effectively manage the property ecosystem—to 
think differently and embrace the disruption as an 
opportunity for change.

While many of the ripple effects of COVID-19 have been 
(and continue to be) devastating for so many, it has also 
demanded a paradigm shift for the better within the real 
estate, lending and insurance spaces. The pandemic is 

arguably the catalyst for what will be permanent industry 
changes, ultimately reshaping the way the real estate 
ecosystem conducts business.

CoreLogic has curated a suite of solutions and 
information that can address some of these industries’ 
biggest concerns on the changes that may lie ahead as we 
navigate the new normal.

PART II
Using Technology to  
Engineer Resilience
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1 All products listed throughout this white paper are proprietary 
and trademarked CoreLogic products unless otherwise stated.

CHALLENGE 
Real estate agents need a way to show homes and 
maintain business while keeping buyers, sellers and 
themselves safe during the pandemic.

SOLUTION 
Virtual showings.

HOW CORELOGIC CAN HELP 
CoreLogic HomeVisit enables real estate professionals to 
help people find and buy their homes through property 
websites, 3D tours, high-definition photos and drone videos.

Photography, video and 3D models are all in demand for 
consumers and have been shown to increase online 
traffic for listings. These models have the added benefit of 
allowing agents to schedule one-on-one virtual showing 
appointments. This allows them to guide prospective 
buyers through an immersive model of the home, 
stopping to answer questions and focus on the individual 
buyer. By limiting in-person interactions to serious 
buyers, agents can keep themselves and their clients safe.

CHALLENGE 
During the pandemic, real-estate agents are challenged 
with marketing to prospective buyers, helping them find a 
home or showing a rental property to potential tenants. 
Agents need a way to stay in touch with clients who are 
currently on the market.

SOLUTION 
Multiple listing services (MLS) linked to virtual open houses.

HOW CORELOGIC CAN HELP 
CoreLogic Matrix, a property listings platform, enables 
agents to provide interested prospects a link to a 
scheduled live stream walk-through of a home. The 
platform has expanded its photography upload count to 
50 images, making it easier for buyers to see a fuller view 
of the home. The platform also supports 3D virtual tours 
through Matterport, a spatial data company, enabling 
prospective buyers to get a 360-degree tour.

Solutions for  
Real Estate1
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CHALLENGE 
With closed businesses and more consumers working 
remotely, verifying a mortgage applicant’s employment 
and income has become more difficult.

SOLUTION 
Flexible employment and income verification.

HOW CORELOGIC CAN HELP 
Verification of Employment and Income (VOE/I). This tool 
allows lenders to virtually reverify an applicant’s 
employment, year-to-date paystub or bank statement. 
This helps ensure that lenders have all the up-to-date 
employment and income information necessary for 
underwriting a mortgage

CHALLENGE 
Conducting appraisals during social distancing can 
present challenges for lenders. In an effort to address this 
challenge, regulators have temporarily relaxed their 
requirements to allow appraisals without an interior 
home inspection. As a result, lenders have needed to 
adjust their workflows.

SOLUTION 
Appraisal management and collateral underwriting.

HOW CORELOGIC CAN HELP 
Flexible collateral management platforms. Our configurable 
workflow platforms are embedded with appraisal review 
tools like GAAR 360 and RealView that provide operational 
efficiencies that help ensure compliance with Fannie Mae, 
Freddie Mac, Federal Housing Administration (FHA) and 
Veterans Affairs (VA) policies.

Lenders can access our collateral underwriting platforms 
directly, via API or through integrations within their LOS 
to automate ordering, communicate status, make 
payments and secure delivery processes. From 
compliance and risk checks to appraisal data validation, 
these end-to-end solutions modernize the valuation 
workflow for lenders of any size

Solutions for 
Lending
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CHALLENGE 
As COVID infection rates surge, appraisers and 
homeowners look for safe, effective ways to keep the 
homebuying process moving forward. 

SOLUTION 
Homeowner assisted valuations.

HOW CORELOGIC CAN HELP 
Under the temporary FHFA and HUD guidelines, 
CoreLogic PropertyAssist allows appraisers to continue 
working in ways that help keep them and homeowners 
safe and comfortable. It provides a digital platform in 
which homeowners can remotely collaborate and provide 
property information—completely contactless.

On a web-enabled device, PropertyAssist guides 
homeowners through the process of gathering interior 
and exterior property photos; this helps appraisers 
accurately complete their reports. The solution also 
grants appraisers immediate access to these report-
optimized photos with no copy-and-paste and no need to 
log in to multiple products.

With this information flowing directly into the appraiser’s 
CoreLogic appraisal software and stored along with their 
report, appraisers have a contactless way of viewing the 
interior and exterior of subject properties.

CHALLENGE 
With the passage of the CARES Act, millions of homeowners 
were granted mortgage forbearance. As the forbearance 
periods end, servicers will be forced to create customized 
repayment plans for each homeowner. This is a costly and 
labor-intensive challenge. 

SOLUTION 
Comprehensive mortgage relief solutions.

HOW CORELOGIC CAN HELP 
CoreLogic collaborates with servicers to design custom 
solutions to fit each client’s unique needs, leveraging the 
following end-to-end and a-la-carte services:

• Automated home retention decisioning and 
modification solutions built in alignment with Freddie 
Mae and Freddie Mac, the Department of Agriculture 
(USDA), FHA, VA and client guidelines

• Streamlined document generation

• Comprehensive document fulfilment—shipping and notary

• Recording services, if required by investor or county 
guidelines

• Critical data processing services including legal description, 
vesting, previous recording information and more

• Ancillary services including automated income 
calculation, tax services, lien monitoring and release 
services, flood, credit and property valuations, and more
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CHALLENGE 
“Hidden” Homeowners Association (HOA) and Condo 
Owners Association (COA) liens. The CARES Act did not 
provide guidance for HOA/COA lien actions, which may 
represent a significant threat to lien position for servicers.

SOLUTION 
HOA/COA lien release.

HOW CORELOGIC CAN HELP 
CoreLogic’s CLEAR solution monitors for foreclosure 
activity initiated by an HOA or COA. Users can extend 
their monitoring to include voluntary liens, equity and 
other monitoring components as market conditions shift.

 

CHALLENGE 
How can lenders minimize portfolio risk amid an 
uncertain future?

SOLUTION 
Portfolio risk management.

HOW CORELOGIC CAN HELP 
CoreLogic offers its Comprehensive Portfolio Risk 
Management Suite to help clients pinpoint portfolio risks 
at both the macro and micro levels and includes

Macro Level Risk Management:

• The Loan Performance Insights Report (LPI) is the 
industry’s go-to source for the most comprehensive and 
accurate U.S. mortgage performance trends, including all 
stages of delinquency. This helps clients know where 
delinquencies and foreclosures are occurring so they can 
act accordingly.

• CoreLogic’s Home Price Index (HPI) is the most 
comprehensive and trusted early view of current home-
price trends. It helps clients see which states, counties, 
metros and zip codes are experiencing significant 
decreases in home values so they can act accordingly.

• Home Price Forecast provides verifiably accurate monthly 
forecasts of home-price trends.  It helps clients understand 
how home values are trending—up to 30 years into the 
future—by state, county, metro or zip code.

• CoreLogic’s Market Risk Indicators (MRI) data looks 12 and 
24 months ahead to show clients which metro areas are 
likely to experience housing downturns in the near future 
so they may pivot as necessary.

Micro Level Risk Management:

• CoreLogic’s Broker Price Opinion (BPO) Check pinpoints 
high risk BPOs in client portfolios and overall valuation 
accuracy. It validates subject and comparable properties 
with MLS and public record data and MLS photos.

• CoreLogic’s Automated Valuation Models (AVM): Total 
Home Value for Portfolio Monitoring provides fast and 
accurate monthly AVM portfolio monitoring. The platform 
is self-service with subscription pricing.

• Collateral Management Platforms are configurable 
workflow platforms that help servicers manage higher 
volumes of collateral and valuation tasks efficiently through 
automation, bulk processing and existing connections to 
vendors. The platform monitors BPOs, appraisals, AVMs, 
liens and vesting.
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PROBLEM 
Property owners are no longer comfortable with letting 
insurance inspectors and adjusters into their homes for 
underwriting or claims processing. Due to social distancing 
guidelines, physical inspections have become more 
challenging for property insurance carriers. 

UNDERWRITING SOLUTION 
Virtual and do-it-yourself (DIY) property surveys.

HOW CORELOGIC CAN HELP 
CoreLogic UnderwritingCenter gives underwriters the 
option to use a virtual or DIY property survey to assess 
risk. This optimizes survey budgets by allowing 
underwriters to limit costly physical surveys to the 
properties with the highest perceived risks.

A virtual survey combines current, high-resolution imagery, 
proprietary MLS interior and exterior pictures and robust 
property characteristic data. This combination helps 
underwriters record risk observations and can be ordered 
in near real time (+/- 10 minutes). Additionally, virtual 
surveys are completely non-intrusive to homeowners and 
cost a fraction of what physical surveys cost.

Do It Yourself (DIY) surveys are another less costly and 
more recent alternative to physical surveys. DIY surveys 
allow carriers to engage with policyholders through the 
HOVER smartphone application, which is integrated with 
CoreLogic for a more seamless underwriting process. This 
means policyholders can submit their information 
through a personal device without having to schedule an 
on-site inspection, allowing carriers to build trust and 
loyalty with their customers.

To help clients conduct comprehensive property risk 
assessment during this challenging time, the CoreLogic 
team is now able to provide transactional access to Basic 
Virtual and DIY Surveys within approximately 24 hours.

Market interest in business processing using CoreLogic 
DIY and virtual surveys has increased fivefold since the 
emergence of COVID-19. 

The key benefit of these surveys to carriers is continued 
access to critical underwriting information for new and 
renewing policies while keeping employees and 
customers safe by observing social-distancing. Many 
carriers are realizing this technology will continue to 
maintain its rapid adoption rate even if the danger of 
COVID-19 has passed. While this industry-wide digital 
transformation was already occurring due to InsurTech 
disruption, COVID-19 has accelerated its awareness and 
benefits. In the not-too-distant future, consumers 
submitting photos of their home and property via mobile 
to homeowner’s insurance carriers will be commonplace.

Solutions for 
Insurance
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At CoreLogic, our mission is to help people find, buy, and 
protect their homes. With these solutions in hand, we can 
ensure the critical functions of real estate, lending and 
insurance can continue, even amid a global emergency—
and for years to come.

CLAIMS SOLUTION 
Virtual adjusting.

HOW CORELOGIC CAN HELP 
Traditionally, even a small claim requires an adjuster to go 
on-site. This is costly, inefficient and, in this new climate, 
no longer feasible. CoreLogic virtual claims solutions allow 
insurers to empower their front-line staff to help 
policyholders with claims so they can get their lives back 
to normal as soon as possible.

CoreLogic’s claims workflow technology provides a smart-
guided experience with   live video collaboration. This 
enables policyholders to interact directly with a desk adjuster 
to perform a complete and secure remote inspection of the 
damaged property from the first notice of loss.

Thanks to CoreLogic’s collaborative web application—built 
to bridge the communication gap between policyholders 
and insurance companies—clients have recently seen 
great strides of improvement with their policyholders. 
Policyholders can upload photos, videos and documents, 
and they can check on the status of their claim at any 
moment from their mobile device.

CHALLENGE 
As businesses remain closed and unemployment 
numbers grow, the COVID-19 crisis has led to an uptick in 
commercial property-related crimes.

UNDERWRITING SOLUTION 
Crime risk reports.

HOW CORELOGIC CAN HELP 
CoreLogic’s SecurityGauge enables U.S. companies to 
mitigate the increasing risk of crime during the crisis. 
Clients can unlock commercial property crime risk via 
multiple reports or batch analysis to understand which 
properties, assets and service employees present the 
highest crime risk.

Insurers and lenders can gauge vandalism and theft risk to 
account for the short- and long-term effects of crime on 
portfolios. Additionally, utilities, telecom and home delivery 
service companies are experiencing an increased demand 
for granular crime risk data to better understand where to 
increase asset protection, as well as field and services 
employees, during the crisis.

IN  
CONCLUSION
A Bold, Data-Driven Future 
for the Real Estate Economy
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