
Are You Cutting Corners?

More than 10 years ago, the industry was 
abuzz about the growing trend of online 
originations.
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Aged Like A Fine Wine 

With the current economic environment and state of the financial industry, consumers are 
increasingly turning to the Internet to explore options for loan products. This trend is 
encouraging lenders to consider more efficient and cost-effective options to attract these 

consumers while educating them about the home buying process, refinancing process and how to 
ultimately obtain appropriate financing. Potential borrowers’ rising use of the Internet for information 
is also leading to an increase in online originations. There are those of you who may say, “It’s about 
time,” however, there are still a few factors lenders and vendors must consider to take full advantage 
of the growing opportunity to originate online. 

Looking Back

More than 10 years ago, the industry was abuzz about the growing trend of online originations. There 
were some industry professionals who balked at the possibility of a complete online originations 
process: could it really be done since it is such a relationship-based process in which people usually 

require high levels of communication, 
documentation and follow-up? Then, there 
was the high number of moving parts 
(information from consumers, the need for 
communication between multiple parties, 
deep-rooted legacy systems, regulatory 
requirements, etc.) throughout the process 

that further clouded lenders’ view of the true benefits and efficiencies that the online channel could 
provide for originations. They were unable to see what many other service providers had embraced 
about online sales: a growing number of people will turn to the Internet to conduct research and will 
take it a step further to purchase if given the chance. Now is the time for lenders to capture these 
curious and interested consumers by providing data that is beneficial to them through the use of 
technology that is easy to navigate.  

TechnoLogy advances

Technology has certainly advanced during the last decade. More lenders have stepped from behind 
their legacy systems, demonstrating their willingness to consider new technology that can improve 
the origination process and enhance the online experience for consumers. This combined with a push 
from consumers for more accurate information and interaction online has created the perfect storm 
for online originations to increase dramatically. 

Despite the fact that mortgage origination is a transaction that is generally a high-touch activity for 
most people, starting and completing the process online will become more of the norm. According to 
an online originations study conducted by the Lieberman Group and sponsored by Mortgagebot.com, 
a mortgage industry technology developer, the Internet is the fastest growing mortgage application 
channel in the industry. The survey included 330 lenders and credit unions that have substantial 
lending operations around the country that believe online, self-service mortgage originations will 
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grow exponentially in the next few years. In fact, by 2013, 
survey participants projected online originations to increase by 
223 percent. This translates into an excellent opportunity for 
lenders to capture borrowers early in their online experience 
and offer the information and functional technology that will 
keep them engaged from the beginning of the process through 
closing.  

ReaL Roi
The Internet continues to provide accessible information that 
enables consumers to learn more about the mortgage process. 
To take advantage of this, financial institutions should continue 
to enhance their online lending operations. In addition to 
offering consumers information that meets their needs, 
financial institutions should provide accurate data to give them 
a realistic perspective of a mortgage and its costs. All of this 
supports the goal of the CFPB:  to empower the consumer 
through education and full disclosure.

Historically, it has been difficult to automate the closing 
portion of the mortgage process, however, technological 
advancements have brought that vision closer to reality. 
Even though the e-Sign Act was passed more than a decade 
ago, adoption to electronic signatures has been slow. One of 
the concerns has been the process of making an electronic 
signature legally binding. Most states have now adopted the 
Uniform Electronic Transaction Act coupled with the e-Sign 
Act making a legal obligation out of an electronic signature. 
Another challenge was the infrastructure in banks to support 
this technology. Banks would have to build their own platform 
or rely on a vendor to support it. Initially e-signing technology 
was cost prohibited, but now with improved technology and 
more market competition, it has become more cost-effective and 

has resulted in wider adoption. The final piece of successfully 
automating the closing process is to gain consumer confidence 
in the use of this type of signing technology on such a high-risk 
obligation as a mortgage. Today’s e-signing technology offers 
security measures to protect the consumer and lender with 
tamper-proof seals. Consumers have become conditioned to 
signing on an electronic signature pad for everyday purchases. 
Cost-effect and robust technologies such as the iPad are 
providing the tools necessary to make electronic closings more 
accessible than ever. Now, borrowers can safely sign and close a 
loan anywhere, anytime. This level of flexibility can drastically 
speed up the process and reduce costs for all involved.

gRowing Up

For the most part, banks have evolved from thinking their 
internal IT departments could manage their online origination 
to closing efforts all on their own. Now banks realize the need 
for higher levels of expertise from service providers to ensure 
their online efforts include the right technology and data 
required to be most effective for today’s savvy consumer. A 
lender’s effective online lead generation efforts will engage 
consumers earlier and technology will carry them to closing in 
a more efficient and cost-effective manner.

The FUTURe

Online origination is like fine wine making: after combining 
all of the necessary elements, optimal soil, good vines and 
appropriate growing conditions (technology, data and the 
willingness to harness them all), it still takes time to grow and 
produce. It seems the lending industry has arrived at the right 
time to pop the cork on online originations and enjoy the fruits 
of its labor, gained during the aging process. ❖

Cathy Blaszyk is VP of lender services for ClosingCorp, an independent real estate data and technology company that develops 
online data services for mortgage lenders, real estate professionals and consumers. Designed to bring transparency to the clos-
ing process, the company empowers consumers and real estate professionals to shop, compare and evaluate real estate services.

Lenders have stepped from behind their legacy systems, demonstrating  
their willingness to consider new technology that can improve  

the origination process.

It seems the lending industry has arrived at the right time to pop the cork 
on online originations and enjoy the fruits of its labor.
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