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Forward Looking Statements

This presentation contains forward-looking statements. These statements may be identified by words
such as “anticipate,” “intend,” “expect,” “may,” “could,” “should,” “would,” “plan,” “estimate,” “seek,”
“believe” and similar expressions. We caution that forward-looking statements are qualified to
certain risks and uncertainties that could cause actual results and events to differ materially from
what is contemplated by the forward-looking statements. Factors which could cause actual results to
differ materially from these forward looking statements may include, without limitation, general
economic conditions, conditions in the markets in which Altisource is engaged, behavior of
customers, suppliers and/or competitors, technological developments and regulatory rules. In
addition, financial risks such as currency movements, liquidity and credit risks could influence future
results. The foregoing list of factors should not be construed as exhaustive. Altisource disclaims any
intention or obligation to publicly update or revise any forward-looking statements, whether as a
result of new information, future events or otherwise.
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The Approach of Consumer Analytics

We employ a hybrid approach using facets of consumer research, analytics
and technology.

1 M We start by identifying pressing business problems then assess
outcome variables that can be impacted.

2 H Next, we develop interventions that use research in behavioral
economics and social psychology to influence behaviors.

3 4 The interventions are delivered by our proprietary technology

platforms which allow experimental test and control in large-scale
applied operations settings.

4. Finally, the results of these interventions are packaged into solutions
that can be customized to fit specific needs.
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Predictive Analytics Specializations o

Optimization & Simulation

e Apply linear and non-linear optimization theory to solve problems both analytically and computationally.

¢ Includes research and implementation of complex pattern search/genetic algorithms and dynamic
programming using tools like MATLAB and R with minimal complexity.

* Models time-varying and random phenomena in the operating environment to run simulations and
predict outcomes.

Econometrics

* Apply statistics and time-series analysis to build and monitor operational models.

e Major areas include parametric models, experimental design and hypothesis testing on business strategies
as well as conducting sensitivity and scenario analysis on models.

e Strong foundation in mathematical statistics including conceptual understanding of limited dependent
variable techniques, working with heteroskedastic data and sampling methods. Recent challenges include
jointly estimating default probability and loss given default and sampling in rare event environments. User
of packages from SPSS, SAS and R.

Computational Science

* The application of scientific computing to build and deploy models.

e Combines expertise in programming languages (object-oriented as well as procedure-driven) and applied
mathematics to prototype applications and build interfaces.

e Explores and applies clustering and other data-mining methods to modeling problems.
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Consumer Psychology Specializations o

Persuasion & Influence

 Study of the techniques involved in moving someone to comply with requests.
» Use concept of behavioral norms to shift behaviors.

» Classic examples include Cialdini’'s social influence principles, elaboration likelihood
model (ELM) and balance theory.

Behavioral Economics

« Application of psychology to economic choice models.

« Major area of interest is in how consumers weigh decision outcomes based on
choice architecture.

» The classic research framework is Kahneman & Tversky’s Prospect Theory.

* Newer research includes application of intertemporal decision dimensions and the
role of numerous decision-making heuristics.

Consumer Behavior

« Examination of choices and motives in consumer contexts.
« A multidimensional area of scholarship united by goal rather than explicit training.

* Includes research in micro-level areas like automaticity and cognitive fluency as well
as macro-level areas like segmentation and target marketing.
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Consulting Services Specializations

Client Strategy

* Interface between clients, research teams, business intelligence and product development.

« Builds solutions for specific business problems by determining the right mix of research- and
technology-based services.

 Coordinates disparate viewpoints to arrive at the solution architecture then facilitates initiatives
that make up the framework.

Research Architecture

» The application of scientific methodology and inferential statistics to human behavior.
 Quantifies results of inquiry.

» Generally broken into quantitative (factorial designs, champion-challenger, etc.) and qualitative
(text analysis, focus groups, etc.) methods.

Implementation

* Delivers specific solutions designed by Client Strategy team.

* Responsible for coding and maintaining scripting based on requirements from the business units
and Consumer Psychology team.

Customer Experience

» Assesses impressions of contact strategy and experience from a consumer behavior standpoint.
» Develops analytics regarding macro- and micro-level consumer transactions.
» Determines “look and feel” of contact methods and materials.
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REALInteractions™ Product Suite

REALAnalytics™ incorporates econometric models and scientific algorithms to predict optimal NPV outcomes, and
then utilizes consumer science to guide consumers to choose the best, customized resolutions.

\.

. Applied

X Research .
Predictive Analytics \ Consumer Science
Econometric Modeling o Behavioral Economics £
Regression & Scoring | Consumer Psychology
\ Quant Computing \ Persuasion
\,“ Machine Learning ‘\\ Influence Optimized
Resolutions &
Outcomes

. ™ / ™ / \
Rnn ™
/ REALAnalytics \ REALUnderwriting REAL Contact
Optimized Flexible ( - N ( - )
[ Regolutions ][ Objectives ] [ Modification Workflow Engine Optimized Conversation
/ L Psychology J L Dynamics
UW: NPV, Re-Default, SOP, CFR h ( \ ( : )
Contact Center: BTTC, EDI, RPC Investor Rules Underwriting Workflow Campaign
Configuration Automation L Engine  J | Optimization |
Strategy / p N\ N
Model Deployment w Dialer Appointment &
Modelytics Integrated Automated Management Contact Engine
Compliance Document \ /N J
Slmulatlo_n & Customized Assurance Management 4 Personallzes Communicaiion )
Back-testing Waterfalls / ° D
Portfolio & Loan-level Performance \ / “ [ @ \‘
Analysis Qgent Web Email IVR Letty

2 | | ( Scalable Platforms ] | |
m | Repeatable Quality )

Customer Data

Thinking Ahead. Delivering Today.®

© 2013 Altisource. All rights reserved. Proprietary and Confidential.



Altisource’

Influencing How Borrowers Choose Options

of

Comprehension
Communication

Ability \ ‘

T — IN y

Psychological
Norms and Biases

Willingness

Likelihood of Successful
Resolution

A large number of psychological factors influence communication in systematic, predictable ways. These
global factors shape the borrower’s comprehension, ability and willingness to resolve default.

Using this knowledge, we structure how we communicate the results of our loan resolution models into
dialogue modules to achieve optimal clarity with the borrower.
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Response Patterns in Compliance

Optimal communication is designed to capitalize on how people learn to respond in

compliance situations:

Reliance on behavioral norms

Over time, behaviors become automatic

Research has identified over 300 norms that guide
compliance behavior

Successful compliance requests rely on changing
aspects of these norms

i . . ®
Page | 10 Thinking Ahead. Delivering Today.
© 2013 Altisource. All rights reserved. Proprietary and Confidential. g



Altisource’

Example 1: Social Proof

When we are unfamiliar with a situation or worried about what to do, we
use the actions of others to determine how we should act.

Attempts to Establish Empathy

Mr./Ms. Borrower, |
understand your concerns.
This year alone our
programs have helped over
77,000 people in similar
situations to yours to
resolve their
delinquencies...
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Example 2: Availability

Concept

Decisions are often influenced by how easily vivid examples come to mind.

Back to the Last Example

Mr./Ms. Borrower, |
understand your concerns.
This year alone our programs
have helped over 77,000
people in similar situations
to yours to resolve their
delinquencies...

Thinking Ahead. Delivering Today.®

Page | 12
© 2013 Altisource. All rights reserved. Proprietary and Confidential. ge |



Altisource’

Example 3: Temporal Factors

When making a decision about a future event, different types of
information are emphasized at different points in time relative to the
event.

Effective Letters

Letter 1. Initial Demand
Letter 2. Specific Offer

Letter 3. Final Demand
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Example 4: Appointment Model

Appointment-based calls for loss mitigation discussions in order to
increase effectiveness and customer experience.

Typical Process

1. Borrower unsure of
timelines and next steps

2. Borrower feels low
amount of control

3. Borrower and Staff can be
less prepared
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Appointment Model Results

Altisource’

B

Faster resolution
timelines because
customers and
agents are better
prepared for calls so
the calls are more
productive

Resolution Timelines
Shorter by 4.4%

Increased efficiency
because customers
are being called
when they have
committed to speak
to an agent

RPC rates are
greater by 34%

as compared to
Case-Load model
RPC rates

Higher resolution
acceptance rates
because customers
are more intrinsically
committed to the
process

Acceptance Rates
for Modifications:

Increased by 4%

Increased customer
satisfaction because
the process is more
transparent and
easier for the
borrower

Customer
Satisfaction
increased by 28.4%

» Data ranged from 01-2010 to 01-2011 for Pre-ACB, and from 02-2012 to 10-2012 for Post-ACB.

» SAM data is not available for the pre-ACB period.
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Closer to the goal of
one call resolution

1.4 times increase in
One-Call Resolution
rates
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Example: Emotional Optimization

Based on your loan information, you will qualify for a one-time, no stipulations,
relocation bonus. This will be paid to you when you move out as long as you leave
the property in broom-swept condition.

This relocation bonus can be used any way that you would like. A lot of the
customers who opt-in to the bonus program use it for moving expenses or to rent a
new home. However, it is up to you as to how you would like to use it.

Would you be interested in the relocation bonus?
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Example: Emotional Optimization

| can understand your reaction and | am not calling to make a difficult situation
Worse.

When the house goes through foreclosure, you are going to have to move and
you will not be able to get this money then. If you let us sell the property faster,
we save some money by not having to hold the property as long. We are willing
to pass that savings to you through this relocation bonus.

Every day that you wait, we get closer to foreclosure, so we lose more each day.
That means that | can offer you the highest amount possible today, and it will
become less each day after. This is because of how our model calculates the daily
savings. If you are going to have to move anyway, why not think about taking the
bonus?

i . . ®
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Example: Emotional Optimization

| know that this can be upsetting, and | do not want to make it worse. | want to
help you get a fresh start. By accepting this program, you get to have a chance to
relieve the burden that your current situation is putting on you.

With this relocation bonus, you can find a new home and not have to be trapped in
the foreclosure process. The relocation bonus does get a little smaller each day
because it is based on you and Ocwen sharing the daily savings from being able to
go to market sooner, and the longer we wait the less savings there are.

You can maximize the bonus you receive by opting-in sooner, but in the meantime,
if | can answer any more questions about this process, please feel free to ask. |
really do want to be your advocate here.

. . . . ®
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Example: Emotional Optimization

| can understand your concerns, but please know that we will make this process as
simple as possible, and it will help you avoid having to go through the full
foreclosure process.

In addition to no longer being delinquent on your mortgage, by taking the deed-in-
lieu, you will not have to deal with having a public eviction notice or other court-
related aspects of the foreclosure process.

Also, you could use the relocation bonus however you wish, to pay for any expenses
that you have during the move or otherwise. | should mention that the relocation
bonus does get smaller each day because it is based on the daily savings generated
by marketing the home earlier through our real estate brokerage partner. As
foreclosure gets closer, there are less savings, so it tends to better to act sooner.
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Consumer Psychology Framework
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*We have developed a new way of thinking about innovation in Consumer Psychology relative to the industry.

*We have moved from idiosyncratic, professional services-based or operations-driven models to a robust, repeatable,
modular system for applying psychological principles.

*The intellectual property foundation for the system:

O[N]

RESEARCH
KNOWLEDGEBASE

Built on empirical
research: academic
and industry
articles, patents &
whitepapers
Organized to
facilitate most
impactful use of
principles

Linked via a nodal
system

TECHNIQUES

Atomic level of
structure
Developed and
arranged
according to
Knowledgebase
Programmed to
guide user to best
practices of
implementation
“Building blocks”
of our method

CLUSTERS

* Grouping of
techniques by
common
properties

* Functional link
between science
and business-
oriented modules

* Used to guide
choice of most
impactful
techniques

MODULES

* Designed to address

specific aspects of a
business problem
Consist of multiple
functionally-related
clusters

Provide problem-
solving flexibility by
ability to be
infintiely arranged
with other modules
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BUSINESS PROBLEM
INNOVATIONS

* Sets of modules
integrated and
adapated to solve
specific business
problems

* Testable (linked to
concrete
outcomes)

¢ Components of
comprehensive,
high-value
solutions

OPTIMIZED
SOLUTIONS

* The collection of
Innovations
deployed within a
client

* Each Innovation
can be measured
seperately on
specific measures

* Solutions can be
aggregated to
determine value
provided to a client
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How Ocwen’s Approach Compares to the Traditional Altisource’
A —
Loss Mitigation Process

Traditional Approach Ocwen’s Approach The Difference

14% Avg. Lift in Contact
Rate

Connect - Borrower Contact

Best-time-to-call and early
delinquency models

Outbound calls 15% Avg. Lift in “Proactive”

Inbound Calls

Letters

Psychologically-optimized letter series

48% Lower Losses

Separate waterfall sequences Parallel resolution consideration

“Single-point-in-time” NPV “Multiple-points-of-time” NPV

| Communicate - Resolution Offer ‘

Specific letters

16% Avg. Lift in
Conversion Rate
< 0.1% Compliance
Defects

General letter

Unstructured phone calls Research-based dialogue modules
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Investor Relations Information

We are a premier marketplace and transaction solutions Exchange NASDAQ Global Select

provider for the real estate, mortgage and consumer debt
industries offering both distribution and content. We leverage Ticker ASPS
proprietary business process, vendor and electronic payment
GEEGCIIEIGTEI Luxembourg
Employees More than 7,600

About Altisource

management software and behavioral science based analytics
to improve outcomes for marketplace participants.

. All Investor Relations inquiries should be sent to:
(SCUCRA N EIUCUCUIN oL oreholders@altisource.lu
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