
Process ImProvement - By tony GarrItano

Why Wait?
There will always be barriers to adopting new technology, but market conditions 
dictate that lenders move.

This column is based on the premise that there is a need to improve the mortgage process. 
However, if lenders are unwilling to rethink their process this change can never happen. As a 
result, I want to share some data and my own insights into three products that you’ll want to 

look at, not because they enable you to do a full e-mortgage, but because they allow you to gradually 
morph out of a paper world.

Based on Xerox Mortgage Services’ recent industry survey, 88% of respondents said a solution 
must provide flexibility to work with paper, images and electronic documents. I had the great 
pleasure of demoing BlitzDocs XE. In their Innovations 2010 application, Xerox notes that the 
tool provides the flexibility to work with different loan and document types at the transaction and 
document level. 

For instance, the application guides the borrower through each document and ensures they are 
executed and returned per the lender’s instruction. This ensures the electronic signature is only 
applied to documents the lender accepts. For documents where e-signatures are not readily accepted 
(e.g. IRS 4506) the borrower is instructed to print the document, ink-sign and upload or fax it to the 
lender’s e-folder. 

The ability to accept and work with a variety of document types, extend the collaborative 
component of loan processing and create a dynamic two-way exchange makes BlitzDocs XE an 
innovative solution for the mortgage industry.

For those of you that read my blog this may be 
familiar to you, but it’s worth noting again. I also 
had the pleasure to demo DocMagic’s new InkSign 
tool and I want to share some insight around this 
product with you because it can really help lenders go 
electronic and still enable wet signatures on certain 
documents. Here’s how it works:

You can log in online or you can access it through your LOS if your LOS integrates with 
DocMagic. Lenders told DocMagic that they only want certain documents wet signed but they still 
wanted to be electronic. So, DocMagic will generate the predisclosures and send the borrower an 
invitation to access the documents online. Borrowers have to authenticate themselves every time 
they log in and accept the terms under UETA.

From there, the borrower is told how many documents require a click signature and how many 
documents require a wet signature. From there the package has a legend that tells the borrower how 
many documents they click signed and how many are left to click sign. The documents that require a 
wet signature are rendered on the borrowers desktop as a PDF for them to wet sign and fax back.

Once the documents are faxed back they are put back into the predisclosure package and everyone 
is notified. I think this is worth talking about because it’s a good example of how lenders can go 
electronic where possible and stay paperless even when a document requires a wet signature. The 
lender tells DocMagic which documents can be click signed and which documents require a wet 
signature. From there, DocMagic does all the configuration and it’s free to those lenders already 

88% of respondents said a solution must 
provide flexibility to work with paper, 
images and electronic documents.

17      Tomorrow’s Mortgage Executive           



using DocMagic. Norm tells me that most lenders require the 
4506-T and the Borrower Consent to be wet signed, but some 
lenders require that up to 25 documents be wet signed. So, the 
lender decides how electronic and how paper intensive they 
want the predisclosure process to be.

I think the tracking function is a big plus because the 
borrower is forced to authenticate and you know exactly when 
everything was e-signed or faxed back with a wet signature. 
This means the lender has full confidence that the borrower is 
on board before they order things like the appraisal, which they 
will have to charge the borrower for.

Both of these tools let lenders work 
more efficiently in today’s word and 
prepare them for tomorrow’s more 
electronic world. If you think about 
it, BlitzDocs XE expands the reach 
of BlitzDocs’ recognized network of 
mortgage participants to include the 
borrower and third party closing agents. 
Traditionally, these touch points in the 
process often resulted in paper due 
to a lack of integration to the online 
collaboration process. While documents could be delivered to 
the borrower or closing agent electronically, they were typically 
returned as hard copies.

Now, loans can truly be completed in an electronic fash-
ion that mirrors the traditional loan folder—from origi-
nation to closing. Through electronic document delivery 
(e-delivery), acknowledgement (e-acknowledgement), sig-
natures (e-signatures), audit trails, and the ability to import 
documents directly into BlitzDocs—the risk for human error is 
greatly reduced and third party activities are tracked. In addition, 
designed to be document provider and LOS agnostic, BlitzDocs 
XE works the way a company currently works, rather than asking 
them to create entirely new systems.

The solution also includes a more intuitive portal, where 
borrowers and third party agents can securely and easily review, 
accept and sign electronic documents. They can also upload, 
scan or fax in copies of hard files. Once the disclosure of such 
documents is completed, their acceptance or signatures can be 
quickly and seamlessly uploaded directly into the BlitzDocs 
Collaborative Electronic Loan Folder (e-folder). 

The entire process is ESIGN and RESPA compliant. 

Customizable notifications automatically notify loan officers 
when documents are returned, incomplete, missing or if a 
recipient has opted out of the electronic process.

These tools are also noteworthy because they solve real 
business problems. The last tool that I want to share with 
you is by eLynx. Specifically, the compny’s eHUD solution 
is quickly gaining acceptance as an effective solution for 
reducing RESPA compliance risk for lenders. Since eLynx 
rolled out the functionality over the summer, a Top-10 bank 
and a Top-30 bank has begun implementing the solution as 

part of their standard workflows. In 
addition, approximately 100,000 of 
the nation’s settlement services agents 
already have access to the eHUD 
module through eCN.

Work that has traditionally been 
done with phone calls and e-mail can 
now be done interactively within the 
eCN platform that lenders and closing 
agents are already using to close loans. 
A built in audit trail and an innovative 
handshake mechanism make it easy to 

see at a glance how the negotiation is progressing, providing 
transparency into the fees and status of HUD-1 preparation.

The functionality that is resonating with lenders is the built-
in compliance rules that allow lenders to easily comply with new 
RESPA regulations that limit the differences allowed between 
the fees disclosed on the GFE and the amounts collected 
from the borrower at the closing table. eHUD automatically 
detects when these thresholds have been exceeded on the 
HUD-1 and alerts the lender to potential compliance issues. 
A summary page in eHUD identifies which GFE fixed fees 
have been altered and which changeable fees have exceeded 
the 10% threshold. When this happens, the settlement agent is 
automatically prompted to provide the reason for the change. 
With this increased visibility into the fee increases, the lender is 
in a better position to decide the appropriate course of action.

I don’t usually talk about specific applications in this 
column, but I think it’s important to give some real-world 
examples from time to time and to be as specific as possible. 
Seeing is believing, and I saw all three of these applications. 
They were all very impressive. Now get off your computer and 
go check them out for yourself. ❖

Tony Garritano is Chairman and Founder of PROGRESS in Lending. As a speaker Tony has worked hard to inform 
executives about how technology should be a tool used to further business objectives. For over 10 years he has worked 
as a journalist, researcher and speaker. He can be reached via e-mail at tony@progressinlending.com.
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