
Are You Cutting Corners?

As we take a hard look at our industry, today’s 
lenders are facing the same issues that 
many in other industries are.

RecoveRy Tips - By Ted Hicks

Efficiency Advice

We are all hearing the same thing: originations are expected to decline and regulation is go-
ing to continue to pile on. Take Uniform Loan Delivery Dataset or ULDD for example. 
The Uniform Loan Delivery Dataset is a major change in the way the mortgage industry 

not only delivers loans between lenders and investors, but is also a significant development in how 
loan data is verified, analyzed and evaluated. By having the individual data elements of each loan 
available in a standardized digital format to compare and study, investors can more easily review files 
to ensure greater data integrity in each loan. Analysis and reporting are greatly improved, bringing 
much-needed transparency and quality to the capital markets, leading to greater liquidity and reduced 
costs for all stakeholders in the process. Initially applying to loan deliveries involving Fannie Mae 
and Freddie Mac, the ULDD effectively sets the stage to become the new industry standard upon 
implementation.

Sure, ULDD is another compliance hurdle, but the aim is to make the mortgage process as efficient 
as humanly possible. As we take a hard look at our industry, today’s lenders are facing the same issues 

that many in other industries have been fac-
ing for the past decade—learning to do more 
with less. Downsizing, rightsizing—whatev-
er the term du jour is—means we must learn 
to ramp up production with fewer resources 
and stricter budgets. The goal is to operate a 
more streamlined business in the most cost 

efficient way possible. Becoming cost-efficient is not an overnight process. However, there are vari-
ous aspects of your lending operation that can become more efficient through the use of technology.

Determining the right solution for your business is the most crucial step in the process. You must 
weigh the benefits and features of your technology to decide which ones you need most. Most plat-
forms offer the same basic features, but some may be much more complicated to use and therefore not 
as efficient for your business. You’ll want a system that offers you the functionality to enforce federal 
regulations with the flexibility to allow you to run your business your way. With the right solution, 
you can maximize your time and cost efficiency with five simple changes.

I know the word “change” can be a bit scary, but often it is necessary. As the old saying goes: 
The only constant in life is change. And boy do we in the mortgage space know a thing or two about 
change. So, let’s make it simple. Here are five tips that will help drive efficiency:

1. Scorecards
In the past, lenders were only able to obtain HUD certified findings directly from Fannie Mae 

using Desktop Underwriting. That is no longer the case. A select few decisioning engines are now 
approved by HUD for FHA eligibility. With direct access to the FHA TOTAL Scorecard, decisioning 
systems such as LoanScoreCard offer certified findings using a combination of TOTAL and AUS at 
a much lower cost. You can’t truly be efficient when using a decisioning engine that exists outside of 
your LOS. There are core features that every LOS needs to include and decisioning is one of those 
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features. What separates decisioning 
engines is this seamless access to FHA. 
That’s rare.

2. Services
Lenders seeking to maximize time 

and cost can use their technology plat-
form to order products and services. 
Ordering products and services directly 
through their Loan Origination System 
(LOS) virtually eliminates the possibil-
ity of re-keying errors. Additionally, 
results received from vendors are de-
livered straight into the borrower file 
from which it was ordered. With tracking and status updates, 
you always know what’s been ordered and if anything is lack-
ing in the file.  

3. Website Integration
If your employees spend their time keying in 1003 data, 

they are not saving you any money or time. Integrating your 
public facing website with your LOS allows you to take ap-
plications 24 hours a day. And let’s face it, we live in an on-
demand environment. Everyone is on the go and every second 
counts. The saying time is money, is so true. The answer is to 
have full integration between your LOS and your website. On 
a very rudimentary level, you can even determine how much 
data to accept through your online application system so that 
the 3-day rule doesn’t apply until your originators personally 
obtain additional information from the applicant when you 
have full integration. 

4. Remote Access
Buyers do not always apply during normal business hours. 

People are busy during normal business hours because they’re 
working. Having remote access through a secure Internet con-
nection gives you the flexibility to be available when they are. 
Flexibility is very important. This way, authorized users can 
work from home and you have the ability to view your pipeline 
24/7 and fix any errors before they become big problems.   

5. Rules
One of the most important tasks for lenders is to ensure that 

all employees are following the rules for compliance. Without 

total visibility into what you’re doing 
and what all your employees are doing 
how can you say with certainty that 
you are compliant? The simplest way 
to accomplish this is through business 
rules within the LOS. Business rules 
enable hard and soft stops that enforce 
proper behaviors throughout the loan 
process. But it’s more than just hav-
ing a rules engine. Every LOS will tell 
you that they have a robust rules en-
gine. The key to a great rules engine 
is the ability to change those rules as 
the market evolves. As such you need 

to make your rules engine so simple that even upper manage-
ment can customize the rules. Rules can be easily set up at 
screen level, field level or even action-based depending on 
each lender’s needs.  

Becoming more cost-efficient doesn’t happen by starting 
out with the most expensive technology available. For today’s 
lenders, it’s more about using your technology to your advan-
tage and finding out what it can do for you each step of the loan 
process. Find out where you stand with your LOS and make 
sure you are fully utilizing the features you need.  

Leveraging your LOS to its fullest potential, including the 
use of integrated services that save you time and money, can 
give you the absolute efficiency you need for a successful 
business.  

You also need a good partner. Your vendor shouldn’t be 
idle. They need to be changing with the market, too. For ex-
ample, we at Calyx launched LoanScorecard.com, a HUD-ap-
proved automated underwriting system (AUS) that determines 
a loan’s eligibility for FHA insurance, thus providing a detailed 
FHA Findings Report with underwriting and documentation 
requirements. FHA Findings are laid out to maximize readabil-
ity, with feedback messages grouped into logical categories, 
such as Credit, Income, Appraisal, and Assets. Loans with an 
FHA Case Number can get forwarded to FHA Connections 
for the Insurance Application to obtain a Mortgage Insurance 
Certificate (MIC).

This is just one example of how vendors should be respond-
ing to new market realities. It’s all about efficiency, so you 
need to make sure that your vendor is doing their level best to 
ensure your efficiency. It matters. ❖

Ted Hicks is the Director of Product Management at Calyx Software. He started working for Calyx over 5 years ago and 
is responsible for the research and design of all Calyx products including all issues related to compliance and forms. Ted 
has spent the last 15 years working as a product management professional in small and large firms.

One of the 
most important 

tasks for
 lenders is to 
ensure that all 
employees are 

following the rules 
for compliance.
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