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What a difference a decade makes. When I started in this 
industry back in 2001, mortgage companies, including the one 
I worked for at the time, didn’t have a database of record. We 

had file rooms of record. And we didn’t have sophisticated workflow 
queues to manage our process. It was paper files that followed a series 
of inboxes desk-to-desk from origination to sale.

That was 10 years ago, and the company I was with at the time was 
funding thousands of units per month. It wasn’t like we were behind 
the times, but in 10 years we’ve gone from having a series of inbox 
trays, engineered to hold 300-page thick paper files, to having all 
documentation entirely digital. Unfortunately, most lenders out there, 
despite the strides our industry has made, still can’t make the leap 

By Andrew WeissMalik

The transformation of mortgage banking will 
happen through the use of technology.
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to modern technology because, in many 
ways, this industry is in the Stone Age 
when it comes to technology. This year’s 
theme for the MBA’s National Technology 
in Mortgage Banking Conference & 
Expo is “Connecting with eFuture.” 
The choice of this play on words not 
only speaks to how far the industry has 
progressed, but also indicates that there 
is still work to be done.    

As has become painfully obvious over 
the last four years, the integrity of the data 
at the beginning of the loan origination 
process makes a tremendous difference 
in the future performance of a loan. The 
consequences of missing or bad data can 
be devastating. In this post-electronicized 
era of mortgage banking, loan quality 
is one such area that could still use a 
technology makeover.

When it comes down to the integrity 
of a file, the loan is only as good as 
the information backing up that loan. 
This information comes in two ways—
supporting documentation, be it scanned 
or in hard copy form, and loan data that 
is keyed in by the originator. Point-of-sale 
(POS) systems are the main entry point 
for keyed-in information and, therefore, 
the point where data integrity, and 
consequently loan quality, can become 
compromised. 

As such, POS systems have really 
become the focal point for determining 

the credibility and salability of a loan. 
Documentation in the form of initial 
disclosures and closing docs, being the 
hard evidence of the guts of the loan, can 
assist lenders in ensuring that where they 
are starting from data-wise is where they 
end up and that data retains its integrity 
throughout the origination process.

A major factor in determining whether 
a POS system can maintain the viability 
and quality of a loan and its associated 

data is its ability to not only ingest, but 
also update data as necessary. If you 
have a POS system that is just a massive 
database for storing information, not only 
does it require additional effort on the part 
of your origination staff when entering 
new information, but it also leaves 
enormous room for error because the 
system isn’t automatically updating the 
rest of the database. For example, a change 
in a borrower’s reported income affects 
several other areas of the loan file. If the 
POS system isn’t developed well enough 
to update all the data fields associated 
with income, the loan could be originated 
with an incorrect debt to income ratio. 
The bad data would continue through 
to underwriting, which substantially 
increases the risk of delinquency, default 
and ultimately investor repurchase.

To keep our database synchronized, 
we rely on Del Mar Datatrac (DMD) to 
serve as our database of record. When we 
make changes to information, Datatrac 
automatically makes the necessary updates 
and recalculations to all associated fields 
to make sure we maintain the integrity of 
the data throughout the file. Additionally, 
the openness of the Datatrac system 
allows us to modify our database as we 
see fit. That ability to take an existing 
system and mold it to our needs, rather 
than develop one from the ground up, is 
invaluable to our business and enables us 

to keep our focus on bringing in business 
and originating quality loans.

What holds true for POS systems 
also holds true for closing document 
preparation software. If there’s a lack 
of data integrity on the front end, you 
can be sure that your doc prep system is 
going to draw up closing documents that 
contain incorrect information.  Not only 
could this cause a loan to be approved that 
would have otherwise been denied, but it 

very well could cause miscalculations 
on the HUD-1 settlement statement that 
would prevent it from matching the Good 
Faith Estimate or exceeding the tolerance 
level for certain fees, thereby delaying 
the loan closing and perhaps cheating the 
lender out of profits from the loan through 
credits or reduced charges. 

Having a doc prep and POS system 
that work together significantly increases 
the quality of the loan because you can 
be sure that you maintain data integrity 
throughout the whole transaction. 
International Document Services (IDS), 
our doc prep software provider, has a long-
standing relationship with DMD, as well 
as solid integration between their own 
idsDoc doc prep system and Datatrac.

The issue of redundancy—where 
you’re keying in the same data over and 
over—is a big problem.  There are better 
uses of my employees’ time. Whereas 
some other doc prep software providers 
make the interchange with Datatrac 
complex, the IDS system allows you to 
export the data from Datatrac directly into 
the idsDoc system, and from there, you 
can easily manipulate anything you need. 
The fact that idsDoc pulls 95% of the 
loan information from Datatrac is a huge 
time-saving feature. Efficiency is key, and 
since my employees don’t have to spend 
inordinate amounts of time re-entering 
data, they’re freed up to be produce more 
sets of closing documents.

Another feature of idsDoc is the 
ability for the administrator to determine 
what aspects of the file the user has access 
to and whether that user has permission 
to update data within the system. In 
our business model, every loan that is 
submitted from our brokers is re-processed 
in-house to ensure the utmost quality. We 
choose to give our doc prep personnel a 
lot of freedom within the system, which 
allows them to be professionals instead of 
simply data entry clerks. Ten years ago, 
I had twice the staff drawing the same 
amount of documents that my current 
staff draws. That kind of cost-savings is 
invaluable in this industry, especially as 
margins tighten and the ability to be truly 
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Change is difficult, but when it comes to 
technology, not only will it take you out of the 
Stone Age, but it will save you money.
“ “



efficient and cost-conscious becomes 
critical to success.

There is a difference between being 
paperless and being efficient. Technology 
is a great way to reduce costs but only if 
it’s been properly implemented. So many 
companies go paperless and assume that 
because they’re now paperless that they 
are also efficient.  

The problem is that if you don’t have 
a good process in place to manage your 
workflow, going paperless can actually 
make you less efficient. Just because 
you buy the technology, embrace it and 
use it, doesn’t mean that you’re any 
more efficient. You have to take the next 
step and start managing your workflow 
and converting your operations to take 
advantage of the new technology.  

This is the next step most companies 
fail to take. Once bought and implemented, 
the staff that cannot cope with the 
evolutionary changes need to be put in a 
different role or replaced. The processes 
that are archaic but could be upgraded to 
take advantage of the new systems need to 
be rewritten. Change is difficult, but when 
it comes to technology, not only will it 
take you out of the Stone Age, but it will 
save you money and give you bragging 
rights over your competition.  

Lenders should be asking themselves, 
“How do I farm out all the labor that 
needs to be done by my staff in the most 
efficient manner?” You can cut your 
costs greatly by automating jobs. It’s the 
one thing that we all hate to hear as hard 
workers and citizens of a country with 
record unemployment.  

At the same time, as an owner and 
an operator of a business, my goal is to 
keep my cost low so that my company 

can survive. If I can remove an employee 
function and automate it through 
technology, I will. For example, the 
majority of our competition now have 
a dedicated department for order case 
numbers through FHA Connection since 
brokers were cut off from the service 
beginning January 1st, 2011. The lender 
now has to pull the case numbers, appraisal 
logging and pretty much anything else 
that’s associated with FHA Connection. 
Imagine having to hire a staff of 10, 20 or 
even 50 people to service your customer 
better. That’s going to add a quite a bit 
of fixed expense to a company. Further, 
this department doesn’t really result in an 
increase to revenue or originations.  

Using publicly available tools (read 
that as free tools), we have automated 
100% of this department. In fact, not only 
have we automated the position internally, 
we’ve also given the option to the brokers 
to do it on their own.  

We developed a Web service which 
interfaces directly with HUD and 
eliminates any labor associated with 
pulling case numbers. Now, the whole 
FHA Connection piece of our business has 
no dollar or labor cost to us. Further, using 
HUD’s public API, we provide access to 
FHA Connection tools to the broker. So 
if a broker wants to research a borrower 
before submitting to us, they can.

These days, if you want to effectively 
compete in any industry, you need to 
embrace technology and be familiar with 
what’s available. They key to revolutionary 
innovation is that you are actually a 
technology development firm that is dual-
specialized. In my opinion, 360 Mortgage 
Group isn’t just a wholesale mortgage 
banker. We’re a software engineering firm 

with a focus on efficiency in wholesale 
mortgages.  

In order to reduce your expenses and 
improve your processes, that’s really what 
you have to be. The trick is to work with 
trusted partners that can provide you with 
the capability to automate as much of 
your process as possible while ensuring 
the integrity of your data throughout the 
origination process.  

If you’re an executive of any company, 
it’s critical to read technology journals 
just like a morning read of the Wall Street 
Journal. Adapting the technology of an 
unrelated field to your field can have 
innovative market leading results in your 
own field.

Ultimately, the integration of our POS, 
custom written workflow management 
systems and doc prep software keeps 
our business nimble. Technology and 
its effective use by lenders will be what 
revives the mortgage industry, as it 
reduces the cost to operate.❖

Andrew WeissMalik is COO and VP of Austin-based wholesale lender 
360 Mortgage Group. Andrew possesses 10 years of mortgage industry 
experience, primarily in capital markets and technology development. 360 
Mortgage Group is a privately owned mortgage bank founded in 2007. 
The company believes that its implementation of a one-touch automated 
processes, status notifications, and loan tracking give 360 Mortgage 
Group a competitive edge. For more information, visit www.360mortgagegroup.com
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