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Editor’s NotE

More Work To Do

It seems unlikely that the mortgage industry can fully recover until we work through all of the shadow inventory. And new data 
shows that may take more time. CoreLogic, a provider of information, analytics and business services, reported today that the 
current residential shadow inventory as of January 2012 was 1.6 million units (6-months’ supply), approximately the same level 
reported in October of last year. On a year-over-year basis, shadow inventory was down from January 2011, when it stood at 
1.8 million units, or 8-months’ supply. Currently, the flow of new seriously delinquent (90 days or more) loans into the shadow 
inventory has been offset by the roughly equal flow of distressed sales (short and real estate owned). Here’s the full industry 
findings:

“Almost half of the shadow inventory is not yet in the foreclosure process,” said Mark Fleming, chief economist for 
CoreLogic. “Shadow inventory also remains concentrated in states impacted by sharp price declines and states with long 
foreclosure timelines.”

“The shadow inventory remains persistent even though many other metrics of the housing market show signs of improvements. 
In some hard-hit markets the demand for REO and distressed property is now outstripping supply. As we move into what is 
traditionally the peak selling season for real estate, servicers will certainly be watching closely to see if now is the time to move 
more inventory out of the shadows,” said Anand Nallathambi, president and CEO for CoreLogic.

The shadow inventory is approximately four times higher than its low point (380,000 properties) at the peak of the housing 
bubble in mid-2006. Despite 3 million distressed sales since January 2009, the period when home prices were declining at their 
fastest rate, the shadow inventory in January 2012 is at the same level as January 2009. The shadow inventory is approximately 
half of the size of all visible inventory listings. For every two homes available for sale, there is one home in the “shadows.” 

What does all this mean? We have more work to do my friends. ❖

Tony Garritano 
tony@progressinlending.com

PS. Your comments are welcome. Please E-mail letters to letters@progressinlending.com. Include your name, address and 
a daytime telephone number. Letters are subject to editing and are presumed to be for publication unless the writer specifies 
otherwise.
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Are You Cutting Corners?

Whether speaking about origination 
or servicing, transparency has become a 
term that is used with great frequency.

Your Voice - BY KeVen Smith

Transparency and ULDD

Of all the words that have buzzed around the mortgage industry over the last half-decade, “trans-
parency” has droned the loudest. Whether speaking about origination or servicing, transpar-
ency has become a term that is used with great frequency and volume in discussions at every 

industry gathering. Far from a meaningless cliché, the word actually signals survival for the mortgage 
business, because without it, there are few incentives for investors to entrust their funds to an industry 
that has failed them in the past.

Investors have been the industry’s life’s blood for generations, ever since savings accounts ceased 
being the wellspring for mortgage loans. Freddie Mac and Fannie Mae have been strong supporting 
players in mortgage investments for a long time in one way or another, but their futures are uncertain. 
Presumably only one will survive out of conservatorship, and its role will transition current sellers away 
from sole dependency on the re-formed GSE toward private capital that is enticed back to the market to 
provide the majority of the funding.

But to make that happen, there has to be complete confidence in the soundness of the loans and the 
value of the collateral. And shedding light on each case 
is the way to bring true transparency back to loan pools – 
with digital precision and analytics providing the source 
of illumination. The Uniform Loan Delivery Dataset 
(ULDD) is a tremendously important vehicle for bring-
ing capital in all its forms back to lending. It could be 
said that without it, a return of large-scale private capital 

to mortgages might well be an impossibility.  
The ULDD is the logical next step toward making everything that should be visible in the loan file 

is transparent for investors to vet before and after they make the decision to invest in loan pools. Hav-
ing each data element correct and able to be tracked means tremendous possibilities for thorough and 
complete analytics for the first time ever on a very broad scale.  

The ULDD is analogous to this process in that individual data points in the loan file can now be 
viewed and understood by analysis methods that will quickly evolve to a standardized, uniform state of 
the art. It is a first step, granted, but it will not be the last. Currently involving hundreds of data elements, 
the time will come when thousands of them are collected and utilized by investors to completely under-
stand the finest points of the loans they are buying into and the collateral that underpins them.

For the present, the ULDD will be the source of some hassles for lenders and others as it rolls out, 
but sophisticated loan origination software, that all-important tool that has been the lender’s essential 
partner for a long time, makes compliance with the new requirements quite simple. The reporting capa-
bilities made possible by the digital way in which the better LOS operates make loans highly transparent 
right now. As the ULDD takes hold and expands its scope, loans will be more readily screened.

The ULDD is the necessary first step toward providing the transparency the current investment com-
munity demands. It is also the basic model for the detail and analysis future investors will need to find 
their way back to the mortgage industry. ❖
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Keven Smith is president and CEO of Mortgage Builder Software, the award-winning Michigan-based developer of ad-
vanced LOS systems that has been a leader in its field for over fourteen years.  Smith has more than 20 years of experience 
in mortgage technology. He can be reached at Keven.Smith@MortgageBuilder.com.
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Kathleen Mantych is Senior Marketing Director with MRG Document Technologies, a document preparation practice 
group within the law firm of Middleberg, Riddle & Gianna with offices in Dallas, Texas and New Orleans, Louisiana. 
MRG is a provider of mortgage technologies to banks, credit unions and lending institutions nationwide. 

Are You Cutting Corners?
While short cuts may save you lots of money upfront, in the end that approach 
often just leads to some lost opportunities.

This lending environment creates  
dramatic loan document challenges 
and risks for lenders.

RecoveRy Tips - By KaThy ManTych

Collaborate. Innovate.

The regulatory landscape continues to change at a rapid pace especially with respect to CFPB, 
Dodd-Frank, and the HARP 2.0 program with FHFA – how can the industry keep up? 

Let's face it, lending has significantly changed over the past couple of years. The pressure 
on today’s lenders is incredible. This lending environment creates dramatic loan document challenges 
and risks for lenders. Changing rules, regulations, and the ramifications of non-compliance, including 
fees, penalties and the possibility of buy-backs make the origination process an escalating challenge. 
Traditional "doc prep" is no longer the answer when lenders are trying to handle these complex and ever 
changing requirements.

Most lenders, quite frankly, don't have the time or resources to staff a compliance department that 
can constantly monitor and accurately interpret the vast number of regulatory changes that are being 
implemented on federal, state and local levels. Relying on an antiquated forms library to deliver static 
documents, with limited legal compliance analysts, is no longer a prudent choice, and is a risk that lend-
ers simply cannot afford to take. So how is the industry going to handle these challenges? The first step 
is to come together and collaborate to address these real and critically important issues. With collabora-
tion and the awareness created through education, it is time to introduce innovative solutions to begin to 
apply methods and approaches that directly address the challenges that lenders are facing.  

To proactively respond to these market conditions 
MRG Document Technologies and Xerox Mortgage 
Services have partnered to deliver lenders with a best-
of-breed solution to navigate today’s stringent compli-
ance regulations. Users of Xerox Mortgage Services’ 
BlitzDocs, an intelligent collaborative network for elec-
tronic collaboration, can now benefit from MRG Docu-

ment Technologies’ dynamic document content and compliance. 
For instance, lenders can order disclosure documents in the MISMO standard file type from MRG 

Document Technologies. MRG Document Technologies will leverage its dynamic content capabilities 
to create the documents and deliver them to the BlitzDocs electronic loan folder (eFolder). Once in the 
BlitzDocs eFolder, users can collaborate on the documents with the industry’s disparate parties, such as 
borrowers, underwriters or closing agents. For an added layer of support for compliance, BlitzDocs also 
provides an extensive audit trail and tracking capabilities.

MRG Document Technologies and Xerox Mortgage Services are partnering to promote collabora-
tion and education through industry events, such as webinars. By combining MRG Document Technol-
ogies’ legal experience and in-depth knowledge of today’s regulatory environment and Xerox Mortgage 
Services’ expertise in electronic collaboration, lenders will gain valuable insight into the challenges 
facing the market and innovative approaches to overcoming them.  

Doing "business as usual" is no longer the answer for lenders who are looking to effectively deal 
with these extremely complex requirements. The time to move the industry forward is now. The time to 
embrace change and eliminate the risk associated with all the rules and regulations is upon us. ❖
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Is the real estate market recovering? Not really. Numbers 
are flat to down when it comes to home prices and 
origination volume is also expected to be down this year. 

This year may just be the year that the industry hits bottom. 
The good thing about hitting the bottom is that you go up 
from there. 

However, if unemployment is an indicator, the road 
up may not be super fast. Four years after the recession, 
unemployment is still above 8 percent. Could the real estate 
market’s recovery be as slow as the employment recovery? 
We’ll just have to wait and see.

CoreLogic, a provider of information, analytics and 
business services, released its January Home Price Index 
(HPI) report. 

The report shows national home prices, including distressed 
sales, declined on a year-over-year basis by 3.1 percent in 
January 2012 and by 1.0 percent compared to December 
2011, the sixth consecutive monthly decline. Nonetheless, 
there is some good news, too. Here’s the full story:

Excluding distressed sales, year-over-year prices declined 
by 0.9 percent in January 2012 compared to January 2011, 
but that same metric posted a month-over-month gain, rising 
0.7 percent in January. 

Distressed sales include short sales and real estate owned 
(REO) transactions.

“Although home price declines are slowly improving 
and not far from the bottom, home prices are down to nearly 
the same levels as 10 years ago,” said Mark Fleming, chief 
economist for CoreLogic.

Market HigHligHts 
>>> Including distressed sales, the five states with the 

highest appreciation were: South Dakota (+5.7 percent), 
North Dakota (+4.0 percent), West Virginia (+4.0 percent), 
Montana (+3.6 percent) and Michigan (+3.0 percent).

>>> Including distressed sales, the five states with the 
greatest depreciation were: Illinois (-8.7 percent), Nevada 
(-8.0 percent), Delaware (-7.9 percent), Alabama (-7.7 
percent) and Georgia (-7.5 percent).

>>> Excluding distressed sales, the five states with the 
highest appreciation were: South Dakota (+6.4 percent), 
Montana (+5.9 percent), North Dakota (+3.8 percent), Alaska 
(+3.7 percent) and Indiana (+2.7 percent).

>>> Excluding distressed sales, the five states with the 
greatest depreciation were: Nevada (-6.7 percent), Delaware 
(-5.5 percent), Minnesota (-4.1 percent), New Jersey (-3.5 
percent) and Georgia (-3.3 percent).

>>> Including distressed transactions, the peak-to-current 
change in the national HPI (from April 2006 to January 2012) 
was -34.0 percent. Excluding distressed transactions, the 
peak-to-current change in the HPI for the same period was 
-24.2 percent.

>>> The five states with the largest peak-to-current 
declines including distressed transactions are Nevada (-60.1 
percent), Arizona (-50.8 percent), Florida (-49.0 percent), 
California (-43.6 percent) and Michigan (-43.2 percent). 

>>> Of the top 100 Core Based Statistical Areas (CBSAs) 
measured by population, 71 are showing year-over-year 
declines in January, eight fewer than in December. ❖

Are You Cutting Corners?
While short cuts may save you lots of money upfront, in the end that approach 
often just leads to some lost opportunities.

Market Pulse

Market Recovery Mixed Results
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MortgageFlex recognizes that all lenders have unique needs and has 
focused on meeting the mortgage industry’s lending system requirements
for the past 30 years. The result is a loan origination system that you
can depend on to meet constantly changing compliance demands.
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MortgageFlex. Call today to experience the difference.
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Process ImProvement - By tony GarrItano

Is SaaS For Real?
Is all the talk about Software as a Service going mainstream for real? Is this a 
lasting trend or a momentary fad?

T here has certainly been a lot of talk about Software as a Service (SaaS). I remember the days 
when many disputed the future validity of any Web-based approach. They said that lenders 
would never go along with it. Critics cited security reasons as the biggest hurdle. However, 

security around Web-based applications has improved and more and more vendors are moving to offer 
SaaS products.

For example, origination vendor Ellie Mae reported results for the fourth quarter and fiscal year 
ended December 31, 2011 and spoke very highly of how important SaaS has become to their com-
pany’s financial viability. Total revenue for the fourth quarter of 2011 increased 48% to $18.8 million, 
compared to $12.7 million in the fourth quarter of 2010 at Ellie Mae. Net income for the fourth quarter 
of 2011 was $1.8 million, or $0.08 per diluted share, compared to net income of $1.9 million, or $0.11 
per diluted share, in the fourth quarter of 2010.

Why are the numbers so positive? Ellie Mae says SaaS has a lot to do with it. The number of lender 
users actively using the company’s Encompass enterprise solution (“active lender users”) increased 
17% year over year to 46,238. Of all active lender users, 23,319 or 50%, were using the SaaS version of 
Encompass, an increase of 74% year over year. In total, 5,540 SaaS success-based pricing (SBP) seat 
licenses were sold, or booked, during the quarter, including 1,690 new seat licenses and 3,850 conver-
sions of existing licensed Encompass and Datatrac users to the SBP model.

In talking about this trend, Sig Anderman, President and CEO of Ellie Mae, said, “Our 2011 fi-
nancial performance reflects strong momentum for our 
on-demand offerings, which accounted for 86% of to-
tal 2011 revenue. Growth continued to be fueled by 
our popular success-based pricing solution, with over 
18,000 SBP seat licenses sold during the year, an in-
crease of 57% from 2010. The number of active SBP 
users doubled in 2011, to over 19,000. 

“This SaaS, end-to-end solution is increasingly res-
onating with lenders, as it enables them to streamline and automate the mortgage origination process 
and address the proliferating regulatory challenges and investor demands for quality and efficiency,” 
he continued. “By offering this comprehensive suite of services on demand with an attractive pricing 
and risk proposition, it enables our customers to focus on the business of originating loans, rather than 
technology infrastructure, with Ellie Mae as their aligned technology partner.”

Realizing the strength of SaaS, Ellie Mae recently announced that Cathleen Schreiner Gates has 
joined the company as its senior vice president (SVP) of sales and client services. In this role, Ms. 
Schreiner Gates is responsible for all client-facing activities, including new client acquisition, imple-
mentation, training, client services, on-going account management and client care. She reports to Jona-
than Corr, chief operating officer (COO) of Ellie Mae.

Ms. Schreiner Gates joins Ellie Mae with more than 25 years of experience, working in market-
ing, sales and field operations with various companies, including start-ups and high-growth compa-
nies, where she helped them transition into successful software as a service (SaaS) providers. Most 

This SaaS, end-to-end solution is 
increasingly resonating with lenders, 
as it enables them to streamline 
and automate.
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technology-driven marketing solutions speci�cally designed for the needs of the mortgage industry”.



recently, she was SVP of sales and client services at Bersin & 
Associates, LLC, Oakland, CA, a global provider of research, 
tools and advisory services in talent management, corporate 
learning, leadership development, talent acquisition and hu-
man resources.

Over the course of her career, Ms. Schreiner Gates has held 
executive management and senior sales positions at Clickabil-
ity, MarketTools, Keynote Systems, SiteROCK and NinthHouse 
Network. Most notably, she spent more than 10 years at Hy-
perion Solutions, a business-performance-management soft-
ware company acquired by Oracle in 2007. In her role as VP of 
sales, she helped the company grow its revenues from $10M to 
$500M. During her tenure, Hyperion went public, acquired four 
companies and moved into several new markets.

But why was she really brought on board at Ellie Mae? “Ellie 
Mae’s business model is rapidly shifting from an enterprise soft-
ware to SaaS,” said Corr. “Cathleen’s experience at Hyperion is 
exactly what we were looking for. Not only is she a proven sales 
leader, but she is also someone who understands the complete 
client experience and can help us maximize client satisfaction 
as a SaaS provider.”

As we all know Ellie Mae caters to small and midtier lend-
ers. These lenders are satisfied with out-of-the-box solutions, 
but what about the larger lenders, will they gravitate to SaaS? To 
answer this question I went to Mortgage Cadence, an origination 
vendor that touts having many larger lender clients. Rob Jan-
notte, EVP of Product Management at Mortgage Cadence, said 
that he, like Ellie Mae, believes that SaaS is here to stay.

“As margins continue to shrink due to the erosion of avail-
able product options in the mortgage industry, lenders must 
find ways to leverage economies of scale, drive down operating 
costs, and reduce overall maintenance costs,” he noted. “Lend-
ers only need to look to the ‘clouds’ for a solution. With all the 
benefits that cloud computing has to offer, it is a no-brainer for 
survivors in the mortgage lending space to utilize cloud-based 
SaaS technology solutions. SaaS offerings provide fast, inex-
pensive, and very stable services that decrease implementation 

times and allow faster realization of ROI. While lenders may 
face some of the hardest times they have experienced in the 
last 20 years, cloud-based SaaS computing solutions will pro-
vide opportunities for cost savings, decreased implementation 
times, and operational efficiencies like never before, getting 
clients to ROI exponentially faster.”

As they say though, the proof is in the pudding. Are lenders 
willing to come out and tout SaaS as something that swayed 
them toward making a given technology decision? In fact, many 
are. For example, Independence Mortgage Company’s 2011 re-
structuring plan included moving to a cloud-based server, using 
Microsoft Office 365 and equipping its sales team with iPads for 
work on the go. Avista Solutions’ cloud-based, all-in-one format 
fit the company’s new business profile, provided much-needed 
data security and freed its IT department from cost and resource 
burdens, Wickham said. 

“My big push for Avista was that it complements my IT ob-
jective for the group globally,” Independence Mortgage Com-
pany Director Jim Wickham, a Certified Mortgage Banker, said. 
“It’s secure, has a central source of maintenance, offers remote 
access and is not device specific. We’re moving to Microsoft 
Office 365 and the cloud-based server for our business unit, and 
when we complement that application with Avista’s Web-based 
format, we achieve our goals.” 

So, what’s the long-term takeaway of the future of SaaS in 
the mortgage space? A popular technology blog called “Inspira-
tions” put it this way:

By using Cloud computing, many companies are now of-
feringSaaS over the Web. Salesforce.com is one such compa-
ny which pioneered the use of serving software over the Web. 
Salesforce.com’s flagship on-demand CRM (Customer Rela-
tionship Management) is now used by millions of people across 
the globe. Its annual revenues are to the tune of $1.27 billion in 
2010. The growth of companies like Salesforice.com signifies 
the growing popularity of SaaS, which was the result of innova-
tion in cloud computing.

I think “Inspirations” has it right. SaaS is here to say. ❖

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.

As margins continue to shrink due to the erosion of available product 
options in the mortgage industry, lenders must find ways 

to leverage economies of scale.
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Future trends - By roger gudoBBa

Thinking Outside the Box
Research shows there is a distinct difference between how creative thinkers 
solve problems as compared to how non-creative thinkers solve problems. 

In December 1911, when future IBM Chairman Thomas J. Watson, Sr., managed the sales and ad-
vertising departments of the National Cash Register Company, he is reported to have said at a sales 
meeting: “The trouble with every one of us is that we don’t think enough. Thought has been the 

father of every advance since time began. ‘I didn’t think’ has cost the world millions of dollars.” And 
he wrote “T-H-I-N-K” with a blue crayon on the easel behind him. 

Almost immediately, the one-word slogan had been placed on signs in every department at NCR. 
Watson brought that concept with him when he later joined C-T-R, the forerunner of today’s IBM, 
as general manager in 1914. “THINK” appeared in C-T-R in the form of a large block-letter sign, 
framed and placed in offices and plants, and was printed in company publications. In the early 
1930s, the THINK motto began to take precedence over other slogans in IBM. “THINK” - the iconic 
desk sign or plaque made by IBM in the 1960’s was translated into many languages. I still have mine 
on my desk today. 

The concept was simple. Think before taking action. Computers were a relatively new phenom-
enon and the possible applications and potential solutions. Back then the computer was initially used 

mainly to do things pretty much as they always 
had been done, except to do them more rapidly 
or, by some criteria, more efficiently. Because 
of the lengthy time to design, program, test and 
implement new solutions it was important to 
think through the solution and hopefully avoid 
multiple iterations before the end result. Flow 

charts were very common and provided a visual look at the application before starting.
My recent articles focused on a book that stated “to be able to build intelligent machines we needed 

to understand how the human brain worked.” Let’s explore that a little further. 
The brain is divided into two hemispheres that each control specific functions. The left hemisphere 

of the brain is responsible for logic. When you’re doing mathematical and analytical thinking, for 
example, you’re utilizing the left side of your brain. The right hemisphere of the brain is responsible 
for emotions. When you’re creatively thinking or daydreaming, the right side of your brain takes over. 
You’ve probably heard of “left-brained” people and “right-brained people” and wondered what the 
descriptions mean. These terms refer to a person’s tendency to predominantly use one hemisphere 
(side) of the brain rather than the other. Because the left hemisphere and right hemisphere specialize in 
certain abilities, having those abilities demonstrates which of your hemispheres is dominant.

Does a difference exist between left-brain dominant and left-brain dominant individuals? Accord-
ing to creativity researcher John Chaffee (2000), there is a definite distinction:

<<< Left-brain dominant individuals are usually logical in their approach to problems and situa-
tions, serious in nature, knowledgeable about a variety of subjects, linear in thinking, structured and 
organized in their jobs and lives, and rational in making decisions.

<<< Right-brain dominant individuals are usually highly intuitive; have little sense of time; enjoy 
music, clutter, and creative thinking; make decisions based on hunches and emotions; and in general 

Here’s some advice from me to you: Don’t 
think about thinking - we all just need to 
do it.
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use holistic thinking.
Critical thinking is the pro-

cess of thinking that questions 
assumptions. Critical thinking 
involves logical thinking and 
reasoning including skills such 
as comparison, classification, 
sequencing, cause/effect, pat-
terning, webbing, analogies, de-
ductive and inductive reasoning, 
forecasting, planning, hypoth-
esizing, and critiquing.

Creative thinking is a way of 
looking at problems or situations 
from a fresh perspective. Creative 
thinking involves creating some-
thing new or original. Most ideas are 
in fact modifications of something 
else that exists within your knowledge 
base. By using imagination, intellect 
and existing knowledge you can form 
in your mind a new thought or idea. 

While critical thinking can be 
thought of as more left-brain and cre-
ative thinking more right brain, they 
both involve “thinking.” 

A study conducted in 2007 by 
John Kounios, professor of Psychol-
ogy at Drexel University, and Mark Jung-Beeman, of North-
western University, compared the brain activity of creative and 
noncreative problem solvers; and the results of the study showed 
creative individuals experience an “Aha! Moment” - a method 
that’s different from the method utilized by individuals who tend 
to solve problems more methodically.

Contrary thinking: You might also try reversing the order 
in which you do a particular operation or project. Designer 
Christopher Williams tells the following story about an archi-
tect who built a cluster of large office buildings that was set in 
a central green. When construction was completed, the land-
scape crew asked him where he wanted the sidewalks between 
the buildings.

“Not yet,” was the architect’s reply. “Just plant the grass sol-
idly between the buildings.” This was done, and by late sum-

mer the new lawn was laced with 
pathways of trodden grass, con-
necting building-to-building and 
building to outside. As Williams 
put it, “The paths followed the 
most efficient line between the 
points of connection, turned easy 
curves rather than right angles, 
and were sized according to traf-
fic flow. In the fall, the architect 
simply paved in the pathways. 
Not only did the pathways have a 
design beauty, but they responded 
directly to user needs.” Doing the 
opposite of what’s expected can 
be an effective strategy.
Linus Pauling, a Nobel Prize win-

ner, said, “The best way to come up 
with a good idea is to come up with 
lots of ideas.”

How does this apply to the mort-
gage industry? For instance, in as early 
as the mid 1990s, nobody thought of 
or heard of MISMO. Now the FHFA 
is mandating the use of MISMO as 
a way to ensure loan quality. Who 
would have thought MISMO would 
have evolved to this point?

Well, maybe some of us had the hope that this would be the 
case. But generally speaking, MISMO was about a number of 
well-meaning mortgage executives, myself included, coming 
together to solve real industry problems. We had a bold idea: the 
mortgage industry needed to adopt a single language for defin-
ing and transmitting data. What come of that simple idea? Easier 
and tighter integrations, more data quality, SMART Docs, etc. 
This is just proof that when you take the time to think, the ben-
efits can be endless.

So, here’s final thought to ponder: “Good thinkers are never 
at a loss to solve problems, they never lack ideas that can build 
an organization, and they always have hope for a better future. A 
person who knows how may always have a job, but the person 
who knows why will always be the boss.” – From Thinking for 
a Change, by John C. Maxwell. ❖

Roger Gudobba has over 25 years of mortgage experience. He is CEO at PROGRESS in Lending and Chief Strategy 
Officer at technology vendor Compliance Systems. Roger is an advocate of data standardization and a more  
data-driven approach to mortgage. Roger can be reached via e-mail at rgudobba@compliancesystems.com.

The people who 
think they can 

change the world 
are the ones 

who do. Apple
Think Differently 
commercial, 1997
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Business strategies - By Michael haMMond

Defining Success
Achieving any goal requires honest and regular monitoring of your progress — 
if not by others, then by you yourself.

The old saying goes: Imitation is the highest form of flattery. So, when you’re a technology 
vendor and you see your competitor release a new feature, you think you need to incorporate 
that feature into your offering to be successful. Or if you’re a lender and the lender down the 

street rolls out a new product you think you have to offer that product, as well. We see this over and 
over again in our space.

Is imitation what really defines success? Or does it pay to be first on a few things and actually bring 
something new to market? The interesting fact according to Heidi Grant Halvorson, a motivational 
psychologist, is that even if you were to talk to successful people, most don’t fully understand why they 
were successful. In her articled entitled “Nine Things Successful People Do Differently” she suggests 
that “decades of research on achievement suggests that successful people  reach their goals not simply 
because of who they are, but more often because of  what they do.” Here are nine things that she says 
successful people do differently: 

1. Get specific. When you set a goal, try to be as specific as possible. “Lose 5 pounds” is a better 
goal than “lose some weight,” because it gives you a 
clear idea of what success looks like. Knowing exactly 
what you want to achieve keeps you motivated until 
you get there.

2. Seize the moment to act on your goals. Given 
how busy most of us are, and how many goals we are 
juggling at once, it’s not surprising that we routinely 
miss opportunities to act on a goal because we simply 

fail to notice them. Achieving your goal means grabbing hold of these opportunities before they slip 
through your fingers. 

3. Know exactly how far you have left to go. Achieving any goal also requires honest and regular 
monitoring of your progress — if not by others, then by you yourself. If you don’t know how well you 
are doing, you can’t adjust your behavior or your strategies accordingly. 

4. Be a realistic optimist. When you are setting a goal, by all means engage in lots of positive 
thinking about how likely you are to achieve it. Believing in your ability to succeed is enormously 
helpful for creating and sustaining your motivation. 

5. Focus on getting better, rather than being good. Believing you have the ability to reach your 
goals is important, but so is believing you can get the ability. Embracing the fact that you can change 
will allow you to make better choices, and reach your fullest potential. People whose goals are about 
getting better, rather than being good, take difficulty in stride, and appreciate the journey as much as 
the destination.

6. Have grit. Grit is a willingness to commit to long-term goals, and to persist in the face of difficulty. 
Studies show that gritty people obtain more education in their lifetime, and earn higher college GPAs. 
The good news is, if you aren’t particularly gritty now, there is something you can do about it. People 
who lack grit more often than not believe that they just don’t have the innate abilities successful people 
have. If that describes your own thinking ... well, there’s no way to put this nicely: you are wrong. 

Achieving your goal means grabbing 
hold of these opportunities before they 
slip through your fingers.
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As I mentioned earlier, effort, planning, persistence, and good 
strategies are what it really takes to succeed. Embracing this 
knowledge will not only help you see yourself and your goals 
more accurately, but also do wonders for your grit.

7. Build your willpower muscle. Your self-control “muscle” 
is just like the other muscles in your body — when it doesn’t 
get much exercise, it becomes weaker over time. But when you 
give it regular workouts by putting it to good use, it will grow 
stronger and stronger, and better able to help you successfully 
reach your goals. To build willpower, 
take on a challenge that requires you 
to do something you’d honestly rather 
not do. Start with just one activity, and 
make a plan for how you will deal with 
troubles when they occur.

8. Don’t tempt fate. No matter 
how strong your willpower muscle 
becomes, it’s important to always 
respect the fact that it is limited, and 
if you overtax it you will temporarily 
run out of steam. Don’t try to take on two challenging tasks at 
once, if you can help it. And don’t put yourself in harm’s way 
— many people are overly-confident in their ability to resist 
temptation, and as a result they put themselves in situations 
where temptations abound. 

9. Focus on what you will do, not what you won’t do. Do 
you want to successfully lose weight, quit smoking, or put a lid 
on your bad temper? Then plan how you will replace bad habits 
with good ones, rather than focusing only on the bad habits 
themselves. If you want to change your ways, ask yourself, 
What will I do instead? For example, if you are trying to gain 
control of your temper and stop flying off the handle, you might 
make a plan like “If I am starting to feel angry, then I will take 
three deep breaths to calm down.” By using deep breathing as a 
replacement for giving in to your anger, your bad habit will get 
worn away over time until it disappears completely.

So, what’s the takeaway from these nine points? How can 
mortgage technologists and lenders use these points to thrive? 
They have to remember, it’s not just what you are, but what you 
do, that will lead to success.

In the end, the successful person will use these nine points 
to turn obstacles into assets. In the mortgage space there is a lot 
of game changing legislation still to come. If you as a company 

can’t adapt to these new rules and even use these new rules to 
thrive, you won’t be successful.

In the article “How to Turn an Obstacle into an Asset” by 
Leonard A. Schlesinger, Charles F. Kiefer, and Paul B. Brown, 
they say that people who succeed at work and in life believe 
and act as if “everything is a gift.” Well, maybe not every 
single thing imaginable. But assuming that everything is a gift 
is a good way of looking at the problems and surprises you’ll 
encounter in any endeavor, such as, for example, in getting a 

new venture off the ground, obtaining 
buy-in with your boss, or launching a 
new product line in an ultra-competitive 
market.

Why should you react to a problem 
with gratitude, whether you are trying to 
start a business or create anything else? 
There are a number of reasons. 

First, you were going to find out 
eventually what people did and did not 
like about your idea. Better to learn it as 

soon as possible, before you sink more resources into the idea, 
venture or product line, etc.

Second, the feedback could take you in another direction, or 
serve as a barrier to your competitors. You thought you wanted 
to open a restaurant, but a quick survey told you potential 
customers thought the area was saturated. But more than a few 
of them said they would love a place that simply had ready-to-go 
take out to heat up at home.

Third, you got evidence. True, it was not what you were 
expecting or even wanted, but that still puts you ahead of the 
person who is just thinking about doing something (like opening 
a restaurant in your neighborhood.) You know something they 
don’t, and that is an asset. You are ahead of the game.

But what if you can’t solve it? (She hated “Z,” too.) Accept 
the situation to the point of embracing it. Take as a given that 
it won’t ever change, and turn it into an asset. What can you 
do with the “fact” that it won’t ever change? Maybe it presents 
a heretofore unseen opportunity. Maybe you build it into your 
product or service in a way that no competitor (having not acted) 
could imagine. Could you do it on your own? Could you take the 
idea to a competitor and use it as your calling card to look for the 
next job? Instead of resisting and lamenting it, treat it as a gift 
and turn it to your advantage. ❖

Michael Hammond is chief strategy officer at PROGRESS in Lending Association and the founder and president of 
NexLevel Advisors. NexLevel provides solutions in business development, strategic selling, marketing, public relations 
and social media. He can be reached at mhammond@nexleveladvisors.com.

People who 
succeed believe 

and act as
 if “everything is 

a gift.”
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R sk
and The FuTure

By Barbara Perino and Rebecca Walzak

Each generation 
imagines itself to be 
more intelligent than 
the one that went 
before it, and wiser 
than the one that 
comes after it,  
said George Orwell.

O ver the past year we 
have written several 
articles about the 

next generations that will be 
joining the workforce in an 
effort to help lenders draw 
and retain new employees to 
their companies. However, 
what we haven’t discussed is 
what these next generations 
will require and or demand 
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when it comes to fulfilling their need for 
housing. Will they have the same desire 
to own the “American Dream” as their 
parents and grandparents did? Will they 
be content to go through the processes 
of application, approval and closing 
that have long been the “way things are 
done”? Or will they expect changes in 
the processes and the products that are 
offered to them?  

The potential borrowers that are now 
moving into the “home-buying” market 
are those that were born between 1960 
and the 1992. They are made up of two 
very different generations known as Gen 
X and Gen Y. Each has their own approach 
to life, work, family and ultimately their 
buying power.  

Gen X
The Gen X population, born between the 
early to mid 60s through the end of the 
70s is one of the smallest generations; 
approximately 50 million in size. This 

generation, now is in their late thirties and 
forties; is starting to reach past the start-
er home and are looking for that family 
home where they want to raise their chil-
dren and develop a sense of family within 
their community. Because these were the 
“latch-key” kids who grew up in single-
parent households or one in which both 
parents had to work, they tend to approach 
issues from a self-reliant mentality. They 
also value a work/life balance and are 
less inclined to see working extra hours 
as a good idea even if means more finan-
cial strength or the ability to stretch their 
home-buying dollar. Their pragmatic ap-
proach to what they want and how things 
get done is supplemented with techno-
logical acuity. Through the use of the 
technologies available to them today, they 
can accomplish numerous everyday is-

sues while still having time to spend with 
their children and extended families. For 
example, they can do their grocery shop-
ping, help their kids with the homework, 
balance their checkbooks and implement 
a household budget from the living room 
sofa. The “smart-app” technology in use 
today can ensure they are remembering 
everything they need to as well as provide 
critical information as to spending habits 
and available funds for monthly bills.  

Gen Y
While the Baby Boomers, all 76 million 
of them continue to hold the title of the 
largest generation, Gen Y is not far behind 
with 72.9 million. Born between 1980 
and 1994, this generation equals about 
one-third of the total U.S. population and, 
like the Baby Boomers before them did, 
are leading a tidal wave in trends, buying 
power and ultimately company profitabil-
ity. The Gen Y members are different in 
many ways from their Gen X counter-

parts. While Gen X tends to view issues 
and opportunities from a pragmatic per-
spective and an underlying concern about 
a favorable outcome, Gen Y is optimistic 
and confident in their ability to achieve 
what they set out to do. For example, a 
Gen X member will be more likely to stay 
in a starter-home if they are comfortable 
with the payment rather than take on a 
larger house and larger payment even if 
they have outgrown the house while the 
Gen Y member would be looking opti-
mistically at the prospect of buying that 
larger home, confident that they will be 
able to meet those larger payments. 

Gen Y members are also more so-
ciable but with a very well-defined sense 
of morality underlying it. They will not 
accept doing this wrong even if it is 
perceived at the time to be for the right 

purpose. While the Gen X generation is 
looking to develop a sense of family in 
their social interactions, the Gen Y mem-
bers are looking to embrace social rela-
tionships around the world. This sense of 
sociality is supported through the techno-
logical sophistication they have grown-
up with and includes all the social media 
outlets we have today. Yet the down side 
to this social outreach through technolo-
gy is the need that this generation has for 
supervision and structure in their lives. 
Their ability to interact socially without 
the benefit of technology has been ham-
pered and as a result they may not be as 
comfortable reaching out for face to face 
contact for guidance and assistance. 

Current KnowledGe

While this is very interesting you may say: 
What does it have to do with me and my 
company? We must face the reality that 
these generations, the Gen X and Gen Y 
populations are our new customers.  

From the time that mortgage lending 
emerged as a definitive industry, one that 
straddled the boundaries of banking and 
financial services, we have worked within 
a very specific framework. Our credit risk 
policies were developed by Fannie Mae, 
Freddie Mac and HUD as were our ser-
vicing processes. The origination process 
itself is predicated on the need to gather 
information, gather data about that infor-
mation and then apply the credit policies 
to it. Our confidence in the application 
of these credit policies being the “right” 
ones are based on the performance of 
mortgage loans that have been originated 
from that period onward. However, we 
must recognize that these credit policies 
were developed by Baby Boomers for 
borrowers who were Baby Boomers. We 
have to ask ourselves, “Will they work 
for the next generation”?

The reality is we really don’t know. 
While it is certain that some of the mem-
bers of Gen X got caught up in the mort-
gage highs and lows of the past nine years, 
there has been no analysis done to deter-
mine if or how many were impacted; how 
many took on loans that had skyrocketing 
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interest rates or false borrower informa-
tion. We don’t know if these individuals 
were able to survive the meltdown at the 
same rate as the Baby Boomers or deter-
mine if they fared better or worse.  

For now the only thing we can do is to 
go forward with what we do know about 
these individuals and attempt to prepare for 
this population of customers in a way .

eXpeCtations

Before we can begin to create our ability 
to generate customers and revenue from 
these individuals, we must take into ac-
count what they want, expect and need 
from this process. The first issue that 
many of these “kids” face is the fact that 
they are involved in an economic climate 
that is far from stable. For the Generation 
X population that may have suffered from 
the recent layoffs and market downturn, 
they will want to make sure that if they 
buy this house and take on this mortgage, 
they will be able to pay for it. This is one 
reason that many prognosticators say that 
we are going to be dealing with a genera-
tion of renters. To the X Generation rent-
ing is the most pragmatic way to assure 
one’s self that housing will always be 
available. Other members of the genera-
tion that had made home purchases prior 
to the housing collapse will choose to 
stay where they are, with the mortgage 
they know they can pay. They will most 
likely be very skeptical about a new loan 
program or accept that the servicing prob-
lems they suffered are now gone. On top 
of that, the skepticism that grew out of the 
mortgage meltdown will have to be over-
come if this generation is to become users 
of mortgage credit.  

We also have to consider the “smart” 
technology that is available to them today, 
they can calculate mortgage payments 
themselves and use the technology to tell 
them what they will qualify for and what 
they can afford to pay. In addition, while 
unrelated co-borrowers that were not fam-
ily members have always been accepted 
for second home and/or investment prop-
erties, the “sense of family” that this gen-
eration has developed within their com-

munity may result in the expectation that 
these members can become co-borrowers 
on owner occupied properties.  

Generation Y borrowers are emerging 
as the newest members of the home-buy-
ing public. With their optimistic attitude 
and confidence in their ability to meet all 
challenges, they will most likely want to 
purchase more than what our traditional 
ratio calculations allow. Their ability to 
utilize technology in a much more sophis-
ticated manner means that they will not 
only pre-determine their mortgage debt 
but will have the wherewithal to manipu-
late what they can afford on a month to 
month basis. Many of them will be over-
reaching based on what we Baby Boom-
ers think is good for them. Furthermore 
with their weaker face-to-face social 
skills, loan officers and/or servicing CSRs 
will have a tougher job discussing issues 
and obstacles with them.  

Like it or not, the changes have already 
begun. With the new regulations coming 
from the Dodd-Frank bill, the restructur-
ing of Fannie Mae and Freddie Mac and 
the recently announced servicing settle-
ment, the consumer is taking their place 
front and center in the mortgage lending 
industry. And there are more changes we 
need to make to address the additional ap-
proach to the business that encompasses 

every aspect of the mortgage program.  
The traditional approach to providing 

these individuals with mortgage options 
and information through a loan officer 
will more than likely disappear or be radi-
cally changed. Loan officers will need to 
compete with technology programs that 
can handle all the qualifications and ex-
planations that is a big part of their value 
today. What they will be needed for is to 
support the applicants through the process 
either by reassuring them and/or estab-
lishing a relationship providing them with 
a trustworthy source of information.

Credit policies will have to change. 
Applicants will come to the process with 
the knowledge of what they want to buy 
and what they can afford. This knowledge 
will most likely come from technology ap-
plications that continuously analyze their 
finances and provide updates on spending 
patterns and cash flow. What underwriter 
wants to try and tell an applicant that they 
do not qualify for a mortgage when their 
financial application says they can? Ratios 
will have to become more personalized to 
account for different spending habits and 
cash flows; considerations of eligible bor-
rowers will have to account for expanded 
definitions of family. As the definition of 
family changes, it is likely that housing 
will come to reflect that change. ❖

Barbara Perino is a Certified Professional Co-Active Coach guiding her 
clients who are executive leaders and their staff. Barbara has been trained 
through The Coach Training Institute (CTI) located in San Rafael, CA. She 
completed a Coaching Certification Program through CTI and the Interna-
tional Coaching Federation (ICF). Prior to becoming a coach, Barbara was 
a 16-year veteran of the residential mortgage industry in a national sales 
management capacity for property valuation and residential mortgage service providers.

A b o u t  th e  A u t h o r

rjbWalzak Consulting, Inc. was founded and is led by Rebecca Walzak, 
a leader in operational risk management programs in all areas of 
the consumer lending industry. In addition to consulting experience in 
mortgage banking, student lending and other types of consumer lending, 
she has hands on practical experience in these organizations as well 
having held numerous positions from top to bottom of the consumer 
lending industry over the past 25 years.
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Data transparency is a good start, but it isn’t 
a complete answer to total data quality.

T here has never been a greater focus on loan quality than there is 
today. As many lenders continue to operate with outdated loan 
platform technology, the issue has become a critical one for our 

industry and its future.  
Fannie Mae’s Loan Quality Initiative (LQI) underscores the need 

for originators to validate loan data before, during and after loan 
delivery even more. To respond effectively, lenders today must take 
the necessary steps to insure quality loan data at every step of the 
loan process.

By Lloyd Booth

UNDERSTANDING 
THE DATA



Traditionally, loan data quality has 
been demonstrated merely by the fact that 
all of the data for a given transaction is lo-
cated in one place and is easily accessible. 
Recent history, however, has shown us 
that this is a major point where mortgage 
technology platforms fail to perform. In 
many cases the data for a transaction can 
be spread out over several systems, con-
trolled by multiple parties and represent-
ing different states (versions) of the data. 
For example, a lender sends its data to its 
closing doc prep vendor, who produces a 
loan closing package using their technol-
ogy platform. The closing document ven-
dor may generate additional data points 
such as an aggregate accounting adjust-
ment, or the APR. If those data points are 
not automatically transmitted back to the 
lender it is possible to end up with two 
separate sets of data. 

This is a problem because the only 
data set that matters is the one reflected 
on the actual closing package executed 
by the borrower. Too many lenders still 
have a process in place where they must 

re-enter those additional data points back 
into their LOS, and rarely is this data ex-
changed through a fully interfaced, auto-
mated process.  

The lack of data continuity becomes 
a significant operational problem when 
a closing document package is prepared 
by the document preparation vendor with 
information from multiple sources. Con-
sider how the settlement side of the trans-
action fees are provided to the document 
preparation vendor and more importantly, 
how those data elements are entered back 
into the lender’s system. This approach 
isn’t necessarily wrong, as long as the 
lender’s data entry is 100 percent perfect.  
Otherwise, the result is a discrepancy be-
tween that data in the LOS and what was 
presented to the borrower.  

If a loan stops performing, the lender 
immediately finds itself in a tough posi-
tion. A simple data entry mistake can be 
acceptable as long as the lender can ex-
plain how it happened, but that’s a fairly 
expensive process in itself. 

In the “good old days,” poor data qual-
ity was not an urgent problem but rather a 
cost of doing business during a very prof-
itable time. Today lenders are routinely 
forced to buy back loans even years after 
they’ve closed; data quality has become 
mission critical. 

Unless a lender’s third party vendors 
have similar standards for data retention, 
it can be impossible to rebuild a transac-
tion without hard copy documentation – 
an onerous task for sure.

What to do? Fortunately there are 
loan origination systems currently on 
the market that utilize more modern data 
management models. Within a single da-
tabase, they capture, retain and manage 
data across the multi-platform and multi-
vendor production process.

The first step for lenders is to have a 

complete and accurate transaction data set 
that represents every unique data element. 
Historically, the solution has included 
an end-to-end system where there is, es-
sentially, a single vendor. But for those 
lenders who subscribe to a best-in-class 
philosophy, something more is required: 
a single database that makes itself native 
to myriad third party systems. Such an ap-
proach bridges the gap and allows best-in-
class systems to manage data like a single 
end-to-end solution.

Today, everyone talks about the im-
portance of data transparency, but trans-
parency or, more appropriately, data clar-
ity, is typically discussed in the context of 
data standardization and the ability to ac-
cess the data. And in practice, it is usually 
just the most recent version of the data. 

Perhaps the most undervalued aspect of 
data quality is the ability to recognize, re-
tain and utilize various states of the data 
in any given transaction.  

Data transparency is a good start, but 
it isn’t a complete answer to total data 
quality. From the investor’s perspective, 
they get the last data set on a closed loan 
but don’t have visibility to the evolution 
of that data. For example, the borrower’s 
FICO score is often modified between ap-
plication and closing. (It’s common for 
data to evolve as the lender perfects the 
data through the manufacturing process). 
But without visibility to that evolution, the 
investor lacks confidence in the data. How 
can the investor be certain that the FICO 
score wasn’t pencil-whipped at the 11th 
hour to artificially meet its guidelines? 
That’s an extreme example, but we know 
that investors are looking for any excuse 
these days to push back on lenders. With 
the right technology though, the investor 
has access to every change to the data.  

More importantly, what resources 
does a lender have to stave off an inves-
tor’s pushback of a loan? If an investor 
has doubts about the loan data, can the 
lender easily produce the historical doc-
umentation of that data? As pushbacks 
become more frequent, the ease and ef-
ficiency of doing so is becoming impera-
tive to survival and growth. If the lender 
is consistently forced to throw valuable 
human resources at the problem, its long 
term prospects are diminished. The bot-
tom line definitely takes a hit.

Another high profile example is the 
good faith estimate (GFE). There has 
been so much effort to insure that GFEs 
are done correctly that lenders are often 
generating multiple GFEs to keep up 
with the standards and regulation require-
ments. I would estimate that up to 80% 
of new loans include multiple disclosures.  
The result is a level of uncertainty tied to 
the advance disclosure in a package. How 
is an investor to know if it is the one that 
aligns with the last iteration? Is it impor-
tant that they know that there were five 
different disclosures that went out for that 
particular loan? 
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The lack of data continuity becomes a 
significant operational problem when a closing 
document package is prepared.
“ “



Some loan production systems have 
the ability to snapshot multiple GFE’s 
for any particular loan, but they rarely 
have the ability to capture actionable 
data from those images. For those that 
do, the benefits include more than higher 
compliance standards.

A robust and fully integrated imaging 
platform offers the level of data quality that 
makes thorough business intelligence (BI) 
possible. The lender can really dive deep 
into knowledge discovery and pattern rec-
ognition within its production pipeline to 
drive efficiencies. For example, most sys-
tems can tell you the rate of disclosure per 
loan officer, but they can’t evaluate each 
disclosure individually. With a fully inte-
grated imaging platform that captures and 
translates the images into data, the lender 
can actually identify why each disclosure 

was made and make subsequent changes 
to its people or its business processes.

Fannie Mae’s LQI presents another 
level of complexity to data management. 
LQI has mandates regarding calculation 
thresholds that change as the loan evolves 
depending on other parameters within the 
loan. So the history of the data becomes a 
much more important factor to ensuring 
full compliance. 

As the lending process continues to 
evolve and becomes more complicated, 
lenders must be able to provide quality 
loan data throughout the entire loan origi-
nation and closing process. The industry’s 
collective embrace of data transparency is 
certainly a move in the right direction, but 
lenders should remember that it is impos-
sible to have true transparency if they do 
not have the full story behind that data. ❖
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InnovatIon to the

Rescue

the rapidly changing regulatory landscape 
and the new GSE requirements significantly 
impacted the appraisal management and 

collateral valuation industries in 2011 and continue 
to do so in 2012. Without critical innovation and 
widespread industry 
adoption, difficulties 
with the newly required MISMO 2.6 appraisal data 
could have choked origination pipelines at a time 
when this industry can least afford it.

It took the industry’s foresight and commitment 
to prevent what could have been a massive 
interruption in the delivery of appraisal data. 
Imagine appraisers attempting to comply with 
the GSEs’ new requirements without innovative 
solutions. Appraisers would be trying to convert 
their own report data to the required XML format. 
They would be attempting to attach it to unencrypted 
e-mail messages (a violation of Federal law which 

Tired of all the new regulation? Fear 
not, technology can help.

By Jennifer Miller



carries severe financial penalties of up to 
$100,000 per violation with possible pris-
on time, and falls squarely on the lend-
ers’ shoulders). Finally, they would be 
troubleshooting the delivery and receipt 
of that data on a per-client basis. It would 
have been ugly.  

Instead, leading appraisal management 
operations quickly adopted new technolo-
gy that streamlined compliance. The past 
several months has been a great testament 
to how quickly and successfully our in-
dustry can adapt to change. I’m extremely 
proud of how our industry has leveraged 
technology to overcome obstacles during 
the past year.

We had a unique opportunity to in-
novate a solution that streamlines the de-
livery of compliant appraisal data and en-
sures the easiest possible transition for all 
lenders and AMCs to easily comply with 
the GSEs new Uniform Collateral Data 
Platform (UCDP).  

Speed to Market

The key to successfully addressing the 
MISMO 2.6 appraisal data requirements 
not only relied upon innovative technol-
ogy but also in the speed at which it could 
be delivered to the masses. Vendors were 
challenged with how to get this innovative 
solution in so many hands, very quickly. 
It started with the appraisers.  

Today's most innovative provider's 

appraisal formfilling software is used by 
over half the appraisers in the country, 
which allows for significant traction due 
to having a presence on the desktop of 
a majority of the nation’s appraisers. In 
addition, they released a free product to 
all appraisers regardless of the formfill-
ing software they use that allows them 
to deliver a report in the newly required 
MISMO 2.6 standard.  

If you conservatively estimate it would 
take an appraiser ten minutes to manually 

do all the tasks, what this new innovation 
does for them automatically, we can con-
clude that this innovation has saved ap-
praisers a total of 15 million minutes, or 
250,000 hours since September 1st.  

With this innovative solution, apprais-
ers can just click a button and the report 
is converted, automatically uploaded to a 
secure server, and a notification e-mail is 
sent to their lender or AMC client alerting 
them of the finished report.  

When the lender or AMC receives the 
e-mail notification, they can click on a 
link to be taken to the secure server, and 
then easily and quickly download the re-
quired XML and/or a PDF of the report. 
The secure server also shows salient prop-
erty details so lenders and AMCs can get 
report highlights immediately. 

Links in the delivery portal also al-
low the client to download and install the 
optional but highly recommended UAD 
Reader application as well. With UAD 
Reader, the XML file can be examined, 
printed, reviewed, and managed in na-
tive XML format. UAD Reader includes 
many client-specific features integrated 
seamlessly with the solution, and is in use 
on thousands of underwriter and AMC 
desktops nationwide.

The lender or AMC recipient can then 
manage the report data from within this 
innovative app. They can submit directly 
to UCDP via the provider’s direct integra-

tion with the GSE portal, free of charge.  
The free direct integration to UCDP 

is of huge significance to the nation’s 
smaller lenders and AMCs. Their per-
centage of the nation’s overall origination 
volume continues to climb, yet they do 
not have the same technology and finan-
cial resources found at large lenders and 
AMCs. Instead of UCDP and appraisal 
compliance requirements significantly 
impacting their operations expenses, they 
can sail through with this innovative so-

lution's direct UCDP integration without 
paying a dime. 

In addition, all users will have seam-
less access to the industry leading suite of 
solutions, including a full suite of com-
pliant appraisal ordering tools, robust 
appraiser selection, customizable quality 
control tools, and end-to-end audit trails 
for satisfying regulatory compliance ex-
ams.

the right place

I’m especially proud that Mercury Net-
work played such an important role in this 
transition. No other technology provider 
has the presence on appraiser desktops, or 
the experience in appraisal data and com-
pliant delivery to streamline deliveries on 
this scale. 

Appraisers and appraisal managers 
quickly embraced Mercury Network’s 
free service, DataCourier. DataCourier is 
an automated “formfiller agnostic” UAD 
appraisal packaging and delivery service. 
It enables any appraiser to securely deliver 
UAD compliant appraisals to any lender 
or AMC in the country, with the assurance 
that all newly required appraisal report 
components are included and compliant. 
Since the UAD requirements went into 
effect on September 1st, there have been 
over 1.5 million compliant appraisals de-
livered via DataCourier. Those appraisals 
were error-checked before delivery, sent 
with all required elements, and securely 
delivered in accordance with consumer 
privacy protection. The service averted 
what could have been a quagmire when 
the new appraisal requirements went into 
effect late last year and early in 2012.  

Mercury Network was the backbone 
for over 3.7 million appraisals in the last 
year, and with DataCourier’s volume sur-
passing our expectations at nearly 100,000 
transactions each week right now and still 
growing rapidly, it’s quite possible that 
Mercury’s volume could double this year. 
DataCourier is a great example of how we 
can leverage the quality of our innovation 
and the reliability of our technology to 
solve massively scaled problems at both 
ends of the transaction. It’s easy to claim 
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In this time of uncertainty, the industry’s 
avoidance of what could have been a major 
obstacle, has served us all very well.
“ “





you can transform an industry with tech-
nology, but our dominant market share 
allows us to make good on that promise, 
and quickly.

DataCourier has contributed to posi-
tive change in the industry by prevent-
ing serious appraisal delivery delays, 
dramatically reducing hassles with de-
livery and receipt, and offering a com-
pliant solution for appraisal delivery that 
keeps lenders out of very serious GLBA 
violations. In addition, DataCourier lev-
els the playing field for smaller lenders 
and AMCs. They now have access to 
more powerful technology than many 
of their larger competitors, without any 
investment. Rather than using the new 
regulations and GSE requirements to 
force lenders and AMCs to buy extra so-
lutions, a la mode chose the longer range 

strategy of providing first in class tech-
nology for free to anyone. That choice 
is consistent with our 26 year history of 
confidence that great, innovative tech-
nology will speak for itself. When lend-
ers and AMCs use DataCourier, they will 
like what they see and want to try other 
Mercury Network software tools.   

From compliance expediency, to the 
avoidance of hassles and manual, error-

prone file conversion and delivery, Data-
Courier has had a substantial impact on 
the industry. DataCourier saves appraisers, 
lenders, and AMCs tremendous time and 
overhead expense. In addition, DataCou-
rier’s secure delivery of the NPI contained 
in an appraisal report shields lenders and 
AMCs from potentially catastrophic vio-
lations of the GLBA, where penalties in-
clude fines of $10,000 per violation. ❖

Jennifer Miller is EVP, Products for a la mode’s Mortgage Solutions 
Division. She manages the flagship product, Mercury Network, an online 
Vendor Management Platform allowing lenders and AMCs to manage 
their entire appraisal workflow while being compliant with all appraisal 
independence standards and banking security regulations. Mercury 
Network has been used by more than 200,000 mortgage professionals.

A b o u t  th e  A u t h o r
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W hen you talk about the loan origination space, you would be remiss if you 
leave out the market share leader Calyx Software. Calyx has maintained its 
market share dominance through the years 

and has continually looked to improve its Point offering 
to better the mortgage process. Now Calyx Software is 
going even further this year with the launch of LoanScoreCard, mobile applications and 
a new LOS designed from the ground up with compliance in mind. Dennis Boggs, the 
EVP of Business Development at Calyx Software, talked to us about his past and the 
future of Calyx Software and the LOS space. Here’s his candid thoughts:

Executive Interview
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Dennis Boggs of Calyx Software details what it means to be a 
dominant LOS in today’s market.

Market
talking

Leadership



Q: You’ve been in the mortgage space for over 
20 years. Why have you decided to make this 
your career?

DENNIS BOGGS: I came to California 
in 1990. I was looking around for 
something to do and I came across a 
company called Daily Mortgage Facts. 
This company published a book that had 
all the wholesale lenders in that book 
with their products and guidelines. It was 
a paper version of a product and pricing 
engine, really. The book was published 
monthly and they also created a software 
product to supplement the book. The 
software was built using a FoxPro 
database and I went around selling it and 
installing it in broker shops. It failed as a 
company because brokers didn’t want to 
pay and we couldn’t get all the lenders 
on the system. It was too early, but this is 
what the product and pricing services are 
offering today 20 years later. That’s how 
I got into this industry.

From there, I disengaged from that 
company and set myself up as a reseller 
that sold different software to the various 
brokers that I had met. During that time I 
accidentally met Doug Chang. I wanted to 
install the software from Daily Mortgage 
Facts onto a client’s system but I couldn’t 
get passed their network security. They 
told me to call Doug to help me type in 
my DOS command, because this was 
all pre-Windows, so I could install my 
software. Myself and Doug swapped 
cards and he called me six months later 
to help him sell a new product that he 
created. He had six clients at the time. 

Doug asked me if we could ever sell into 
1,000 clients, well we peaked at over 
40,000 clients.

So, I learned everything I know about 
mortgage by interacting with mortgage 
companies and I learned everything 
I know about technology from being 
inside a technology company.

Q: How has the mortgage business and the 
technology business changed since you first 
started out?

DENNIS BOGGS: It’s scary to think that so 
much time has passed. When I started, 
offices had what they thought was this 
super-great technology called an IBM 
Selectric typewriter. They also had an 
NCR three—part loan app that they 
would shove in and type. If you typed 
anything wrong you had to rip out your 
carbon copy and type it again. The 
other advance at that time was that laser 
printers were starting to come out. The 
idea of programming the form that could 
be printed on a plain piece of paper and 
have your data entry stuff on your screen 
so you could back up and make changes, 
was considered just revolutionary. 
The idea of not retyping data was also 
revolutionary. If you needed to type the 
loan amount in four different places you 
used to have to retype and you could 
have different loan amounts if you made 
a mistake. So, the idea of typing the loan 
amount once and having the software 
put it wherever it needed to go was also 
revolutionary back then. That’s where 
Calyx Software started.

We were replacing the form in those 
days. So, we represented the form in the 
software so when you were typing into 
the system you were seeing what looked 
like the form on your screen. That created 
a lot of value and a lot of challenges. If 
we’re talking about how the business 
has changed, we started by replacing the 
typewriter. From there, we added things 
like FHA, prequalification, and just more 
and more features. The next revolution 
was integration to vendors because that 
did not exist prior. The efficiencies of 
saving time and not having to retype 
data were huge. You wanted to have 
the right data just populating into your 
software from the source. Now the LOS 
was switching from just being a form 
generator to being a central hub for data 
transactions and collection. 

That went along and continues to 
evolve. As time went on, Calyx became 
so dominant in the mortgage market. 
The broker base started when we started 
Calyx, so they really grew up on Calyx 
Point. Now the big issue is compliance. 
The question now becomes if representing 
the data in a form is the best way. So, 
before the meltdown we launched Point 
Central. Now we have the ability to 
centralized data in an Internet-based 
software. It is Internet-based in that you 
can get to the data through the Internet, 
but that data is still securely stored in 
a central location. We didn’t want to 
create something where data resides on 
individual computers because if they’re 
stolen there goes all this sensitive data. 
That product has evolved to include 
rules, a whole document management 
system, and you can create rules to create 
compliant documents. 

The next step is questioning if the 
best way to organize a software is 
around emulating the form because the 
mortgage process is no longer linear. 
What do I mean? Something can happen 
in the process simultaneously that 
knocks you out of compliance. We can 
overlay rules over the system to put in 
hard stops that enforce compliance. Now 
we’re rethinking this. We’re asking: Is it 
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about forms? Is it about tasks? Is it about 
workflow? We’re taking all this into 
account as we launch our newest LOS 
this year.

Q: Let’s continue that thought. How do you think 
lenders and vendors are handling compliance?

DENNIS BOGGS: If you layer a rules engine 
over your software you can sort of make 
it work. A lot of training is involved, but 
we question if taking that old software 
and continually connecting new things 
into it to make it work in a new world is 
the right approach or is a better approach 
to start over and remake the software 
based on this new world. That’s the 
question. Your software has to be about 
compliance and how the different parties 
interact and communicate. You need to 
design compliance from the ground up. 

We’re all trying to achieve the same 
thing. We want to create a compliant 
loan package. However, every mortgage 
banker goes about that in a different way. 
Calyx Software is not a custom software 

house. Custom software costs millions 
of dollars. Our strategy is such that we 
are looking to create software designed 
around compliance that is extremely 
configurable.

Q: In terms of Calyx Software news, you acquired 
Loan-Score Decisioning last year. How has that 
acquisition shaped Calyx now?

DENNIS BOGGS: Loan-Score has a pricer 
that is the equivalent of a NYLX, Opti-
mal Blue, LoanSifter, etc. It also has an 
underwriting engine. Pricers are all about 
eligibility and pricing. They take 15 to 20 
data elements and run them against an en-
gine to give you a sense of what products 
the borrower is eligible for. From there 
the secondary department works to over-
lay specific products and guidelines. The 
problem with pricers is they don’t take 
into account these investor overlays and 
you may have a loan that you can’t sell to 
the investor that your pricer matched you 
up with. Loan-Score offers a full under-
writing engine on top of the pricing capa-
bility so you don’t go down a road with a 
loan that you can’t sell. If you don’t have 
an investor, you shouldn’t waste time on 
that loan. We embed Loan-Score into 
Calyx Point so you get direct integration. 
If you are not using Calyx Point you can 
also use Loan-Score with another LOS. 
Also, Loan-Score was the first non-inves-
tor AUS to integrate to FHA. What does 
that mean? You can get an FHA TOTAL 
Scorecard decision without the lender 
having to go through Fannie Mae.

Q: Last question, what is the future of the LOS 
space as you see it?

DENNIS BOGGS: I don’t think I’m saying 
anything new or revolutionary when I 
say that end-to-end solutions are clearly 
what people want. Lenders want to deal 
with less vendors. They want one system. 
The less cobbled together the system is, 
the better. The danger for vendors is that 
they will be cut out of the process if they 
are not tightly integrated or are an actual 
part of the LOS. ❖

Industry PredIctIons
Dennis Boggs thinks:

1 LOS vendors will keep moving in the 
direction of providing End-to-End  

solutions. 

2 Compliance issues will ratchet up and 
continue to be a major factor in  

technology choices.

3The TPO channel will not die and will 
see new players emerging as top  

lenders in this space.

 Follow us on 
Twitter@engageprogress
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A good partner program extension provides a better 
mortgage transaction, and maintains data integrity.
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In our case, eLynx’s partner program brings 
together best-in-breed organizations that 
supports progressive stages of the mortgage 

process to provide a single, end-to-end view 
of a loan, and that integrates seamlessly 

with unique workflows and processes.
Why is this important? It is critical 
for lenders to have and enjoy 

the benefits of an end-to-end 
electronic lending workflow 

without their established 
systems and processes 

Partner

U
P

 By Sharon Matthews



being disrupted. Increasing regulatory 
and compliance requirements, combined 
with loan quality initiatives by leading in-
vestors, requires lenders to provide great-
er transparency for each step in the loan 
lifecycle. An increasing need to monitor 
and validate loan data has been levied by 
investors, which in turn necessitates ways 
for the lender to assimilate sources of data 

from a variety of systems and vendors. 
By connecting to the eLynx network, we 
provide lenders a total fulfillment solu-
tion that does not require multiple paths 
and exception processes to complete 
transactions. We’re able to achieve these 
things by focusing on integrated data and 
a transparent transaction status, which is 

critical to our business, our customers and 
for our industry.

Supporting the progression of eLend-
ing and loan quality initiatives has empha-
sized transaction data associated with the 
supporting documents. However, as data 
has become the focus, it has introduced 
challenges for all parties involved in the 
origination lifecycle to keep the flow of 

data between operational processes seam-
less and auditable. Underlying support 
of standards, like MISMO and ULDD, 
provide a common language to commu-
nicate making evolution towards end-
to-end integration more feasible. As the 
requirements for additional transparency 
are relatively new, efforts to ensure seam-

less data integration do not come quickly. 
These integrations just add to the efforts 
of overburdened technology and business 
resources from the lenders and the ad-
ditional work needed to coordinate with 
suppliers and vendors.

At eLynx, we understand that every 
lender is unique. The way they work op-
erationally, the systems used, and their 
objectives are diverse, which means there 
is no one-size-fits-all solution. That’s why 
we’ve extended our partner program to 
improve the flow and auditability of data 
throughout the transaction by integrat-
ing with industry service providers. This 
minimizes the disruption caused by new 
and evolving requirements.

Through these partnerships, our inte-
grated network can better serve lenders 
who need to establish a connection with 
many service providers and organizations 
to gain access to a single, end-to-end view 
into the status of a loan, and to do so with 
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As data has become the focus, it has 
introduced challenges for all parties involved in 
the origination lifecycle.
“ “
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a single connection point. Enabling the 
transparent access and reporting through-
out the loan lifecycle is a key result of the 
partner program. Using direct integration 
to partner services, the provenance of loan 
data is maintained and an audit trail for all 
actions and results is preserved. 

While this breadth of services is im-
portant, it’s also key that the data trans-
ferred throughout all these connections is 
of high quality. Specific quality controls 
are either embedded directly into the eL-
ynx data collection mechanisms, or are 
integrated at specific points in the mort-
gage lifecycle. Consistency checks and 
balances ensure the data itself has relative 
integrity. And partnerships with external 
organizations, such as title underwriters, 
license bureaus, or third party non-credit 
companies, ensure the data is obtained 
from reputable sources. All together, the 
span of connections throughout the mort-
gage lifecycle and the improved quality 
of data enable mortgage lenders to pro-
vide the transparency required by the in-
dustry today.

Lenders are being severely challenged 
with keeping up to speed on frequent 
and wide-ranging changes in regulatory 
requirements.  By providing alternatives 
using leading document preparation and 
compliance providers, the eLynx partner 
program allows our lender customers to 
use existing eLynx network connectiv-
ity and feed the document provider part-
ner with data needed for the transaction. 
These partnerships allow us to accom-
modate a wide-range of unique needs. 
eLynx is able to integrate and extend the 
data while maintaining a complete and 
compliant audit trail throughout the pro-
cess. A data-centric document prepara-
tion vendor can be used for lenders who 
are closer to eLending initiatives, allow-
ing easy migration to eMortgage. Most 
importantly, this ensures data consistency 
between the LOS, document preparation, 
and fulfillment processes throughout the 
loan lifecycle.

Yet another group of partners in the 
eLynx network, title underwriters provide 
integrated data services to the eLynx elec-

tronic closing network. Through direct 
data integration with TU settlement sys-
tems we can validate the identity of settle-
ment agents and their standing with title 
underwriters before closing documents 
or funds are released. The addition of 
independent data sources allows yet an-
other level of validation during the clos-
ing processes and allows further evalua-
tions of the title or settlement companies, 
agents or attorneys, and other closing 
workflow participants. This integration 
helps increase accuracy and reduces the 
cycle time and costs associated with loan 
settlement activities by eliminating un-
necessary rekeying, duplication and er-
rors associated with loan data, while also 
providing a consistent audit trail of all 
loan data. Our electronic closing network 
can also reduce manual processes and in-

crease data accuracy through electronic 
reconciliation of the HUD.

We can, as an industry, restore trust 
with borrowers and investors through 
collaborative partnerships between those 
representing different stages of the mort-
gage lifecycle. Together, mortgages and 
loan data can be processed securely with 
enhanced transparency and efficiency, 
while maintaining the integrity of the data 
and traceability of the documents. This 
collective effort to restore trust, not only 
in the process, but in the data itself, will 
encourage investors to participate in the 
mortgage market more actively again, and 
then lenders to lend, which will strengthen 
our overall economy. This is mission criti-
cal to industry recovery and better serves 
our lender customers by bringing borrow-
ers back to the table. ❖
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As President and CEO, Sharon Matthews oversees the overall operations 
of the company and is responsible for the growth of eLynx’s market 
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