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Sometimes mortgage professionals have a hard 
time getting their hands around technology, but  

it doesn’t have to be that hard in the end.

Over the past decade, technology has 
become an important part of the value 
proposition for lenders, as in-house and 

packaged technology solutions for support of the 
loan procurement and fulfillment process have 
been more widely created and adopted. However, 
many originators and production leaders have a 
hard time keeping up to date on what really ex-

ists in the marketplace with their competition, as 
well as thoroughly understanding how systems 
and platforms can tangibly impact their business. 
As many lenders have a clear understanding of 
their value proposition and vision today, technol-
ogy has become a more significant element when 
individuals evaluate change. 

In the past, loan fulfillment processes relied upon 
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Technology
Really Understanding 

an experienced sales and operations staff to deliver 
critical areas of communication in the workflow of 
a file with borrowers, referral partners and lenders. 
However, as the mortgage industry evolved and job 
candidates became more passive in their openness 
to evaluate other employment options, a robust 
technology offering became a key differentiator for 
some lenders to attracting and hiring quality lead-

ers, producers and production teams. 
Over the past five to seven years, there have 

been great strides in the development of special-
ized systems to support loan production, allowing 
many organizations to leverage technology to allow 
for more efficiency and improve the lending value 
chain. These efficiencies provide the originator a 
better opportunity to create work-life balance and 



growth based on the objectives they want 
most. Prior to the advent of systems like 
these, technology still had a high-cost bar-
rier associated with it and web-based ap-
plications were not as readily available. 

At the same time, off-the-shelf prod-
ucts have made improvements, bringing a 
more robust solution to the marketplace. 
Presenting solutions to overcome tradi-
tional originators’ inefficiency is critical 
to a company’s core value proposition. 

Originators and production leaders 
exploring employment change are really 
looking for solutions to one of two things: 
efficiency for work-life balance or effi-
ciency to grow their business. And tech-
nology is a key element to their answer, 
as it has become a vehicle to obtain a bet-
ter level of efficiency in 2011 and beyond. 
Technology can help individuals spend 
more time on their business, with their 

family or growing their referral network. 
Here are some specific areas of focus 

where technology can provide efficiency, 
as well as why it can be compelling when 
people are model matching a new mort-
gage lender to join.

Prospecting/Business Development: 
Originators require systems to support a 
relationship-based and referral-oriented 
business model. They include contact 
management, lead acquisition and man-
agement, Web-based communication so-
lutions and customer credit monitoring 
and retention. Today’s CRM (customer 
relationship management) systems have 
enabled producers and managers to build 
databases of referral partners and custom-
ers and to manage their relationships more 
effectively. As simple as it sounds, having 
birthdays, anniversaries, attributes of a 
loan (rate and term), etc. are all important 
for understanding how and where you can 
create value for your customers. 

Systems like these work when you 

do not, so they enable maintenance of an 
existing business and the ability to spend 
more time growing it if that is the goal. 
Other systems have been developed to 
help manage leads via various channels to 
ultimately create top-mind awareness and 
also brand the professional as a trusted ad-
visor. Each of the examples below could 
become valuable to ones business:

Customer Relationship Management 
(CRM): Having a robust back office CRM 
seamlessly integrated with your past cus-
tomers’ loan data can pay dividends. Not 
only can you use it to proactively market to 
them, it also becomes a great retention tool 
for knowing when market conditions will 
impact their decision around financing. 

Loan Officer Websites: Today’s loan 
officer must be able to capture an appli-
cation, as well as have a presence online. 
Having a website allows consumers, fu-

ture clients and referral partners to find 
out more about you, your contact info 
and any value-added content your com-
pany offers. 

Marketing Portals: Marketing por-
tals give originators top-mind awareness 
through e-mail and mail campaigns to 
their referral partners and past customers. 
There are affordable solutions available 
to create a marketing portal. Most portals 
also enable LOs to order corporate logo 
items for their customers and business 
partners, everything from pens to polo 
shirts and many other items.

Call Capturing Systems: Not as wide-
spread as other systems, but effective 
when applied, call capturing systems have 
allowed lenders and Realtors to partner 
and gain insight into prospective buyers 
for specific properties. 

Consumer Credit Monitoring: Proac-
tive solution-based systems help you incu-
bate borrowers whose position today may 
not lend them the ability to borrow by pro-

viding them with products that will help 
them do future business transactions. 

Origination, Fulfillment & Pipeline 
Management: There are dozens of off-
the-shelf and custom-made origination 
systems. Some are more widely used 
than others. Some systems are integrated 
into other technologies that allow for ac-
curate and consistent passage of infor-
mation from pipeline application to clos-
ing of a loan. 

When systems are not connected, 
there is a risk of data not being transferred 
accurately. Here’s what to look for:

Paperless Loan Origination Systems: 
Having the ability to scan and upload 
items for a loan file creates an electronic 
file that enables LOs, their operations staff 
and others to save time and money by not 
having to wait for the mail. Overall, this 
helps lower costs to produce loans.

Product Sifters: Having the ability to 
enter scenarios and leverage technology 
to identify the best products and price 
for your customers is a HUGE time saver 
from the days of staring at rate sheets and 
making sure you didn’t miss an add-on.

Pipeline Management: There are few 
providers of pipeline management. Hav-
ing the ability to view where your loans are 
at, at all times, remotely from the Internet 
can help you meet your referral partners’ 
expectations. If you know where the loan 
file is, where each condition is and where 
you are in line for UW-Doc-Fund, you are 
in a position of power. More time to work 
in your business means less time you’re 
working on your business. This equates to 
more time for prospecting, client referral 
meetings and networking, which lead to 
more efficiency by doing the right things 
for your business. 

Pricing Engines: Like product find-
ers, technology has given people the abil-
ity to use real-time price when speaking 
with clients. Having physical rate sheets 
and incorporating the hits and rebates 
more accurately have become the norm. It 
lets you stay on top of the market all day. 
Also, you have better time management 
because you don’t have to track down rate 
sheets, find your product among the pages 
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Technology is an enabler, and when leveraged 
and executed properly, it can be a competitive 
advantage.
“ “



and calculate client specific add-ons. 
Appraisal Management Systems: In 

early 2010, many companies stumbled 
for efficiency in this area. Then technol-
ogy provided the ability to manage and 
make this more efficient. As regulations 
have changed, many companies have con-
tinued to leverage these technologies to 
better facilitate their process. 

We need to remember that there are 
many ways to grow a business. Technol-
ogy is an enabler, and when leveraged and 
executed properly, it can be a competitive 
advantage. Evaluate your business and 
identify areas where there is room for 
improvements and enhancements, model 
match your “complete” business to your 
current employer and make sure you are 
with a lender that provides technology-
supported business plans to help you cap-

ture more efficiency. 
From there, take the time to learn 

enough about these systems to use them 
to their fullest. In the months and years 
to come, speed and efficiency will con-
tinue to differentiate service providers 
and it will not be a bad thing for you 
to be leading the race when someone is 

competing against you. 
Like most things in life, it takes time 

and effort to be good at something. If you 
are not a big technologist, and if you are 
slow to change, make sure you mentally 
set expectations for yourself properly. 
You will get out of it exactly, but not more 
than, what you put into it. ❖
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