
Thrive?

Survive 

or really

L ending today is a challenging business. Today’s mortgage world is nothing like it was four years ago, the old 
ways of doing business have changed forever and you have to adapt to survive and prosper.

All lenders are re-evaluating their business plans and internal processes to accommodate industry changes. 
The flood of regulatory changes during 2010 and 2011 has been the hardest to adopt. Dealing with a single regulatory 

change is difficult. The combination of regulations (Dodd-Frank, Bank 
Secrecy Act, Home Mortgage Disclosure Act 

(HMDA), the Truth-in-Lending Act (TILA), the Real Estate Settlement 
Procedures Act (RESPA), etc…) have cost lenders dearly.

While the regulatory changes are certainly beneficial to the 
industry, the internal implementation costs are extensive and 
include staff and customer education, document changes, new 
software, and compliance audits. Some lenders have moved 
staff to new compliance positions or hired outside help to ensure 
compliance. Non-compliance carries costly penalties, so no one 

can afford to be complacent.
How are lenders recouping these expenses? In a word - creatively. Lenders are 

cutting expenses wherever possible, developing new products, mining existing customer 
sources and exploring new lines of business.

In today’s mortgage market the utilization of technology just may 
be the key to long-term success.
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Wholesale lenders have had to accommodate comprehensive broker compensation rule changes and protect 
themselves at the same time. The new pay rule prohibits brokers and loan officers from being paid according to 
the interest rate or any term or condition of the loan. It also bans brokers from directing borrowers to lenders 

offering less favorable terms that would increase the broker’s compensation. If the compensation is paid improperly 
then the lender is at fault. The rule allows brokers to be paid either by the lender or the borrower, but not both. If 
there is dual compensation on a loan, then it is technically noncompliant and can be pushed back to the lender. Our 
company, United Fidelity Funding (UFF), has created a policy of having brokers sign an attestation that they are 
being paid according to the new rule.

All changes come with initial costs. The new requirements from the Government Sponsored Enterprises (GSEs) 
require support of the Uniform Mortgage Data Program (UMDP) which consists of the Uniform Collateral Data 
Portal (UCDP), the Uniform Appraisal Dataset (UAD), and the Uniform Loan Delivery Dataset (ULDD).

By Kevin Marconi
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Lenders were required to use the 
UCDP to submit appraisals to Fannie Mae 
and Freddie Mac as of March 19, 2012 
for any loan that requires an appraisal and 
was originated on or after Dec. 1, 2011. 

The online appraisal submittal 
interface will certainly make submittals 
easier but it takes preparation to 
understand the process, make the right 
technology choices and implement new 
business processes.

UFF began our review, evaluated our 
options well in advance of the mandated 
deadline, and picked a solution that works 
best for us. One of the first decisions to 
consider is how you plan to deliver your 
appraisal data—submitting it yourself 
directly through the UCDP website, using 
a third party vendor, such as an AMC or 
via your loan origination system (LOS).

Submitting it yourself via the UCDP 
website can be done but it is a tedious 
manual process that takes several minutes 
per loan file. Fortunately, most loan 
origination system vendors have addressed 
this need and have system interfaces in 

place so lenders can submit appraisals 
with a single click. The best option is to 
utilize your LOS to submit the appraisal 
automatically at the appropriate time 
using workflow and business rules. Check 
with your vendor to see if they have this 
technology available.

Your technology vendors are great 
resources for compliance matters since 
they have many other customers that are 
dealing with the same issues. Vendors 
also have to update their systems to stay 
regulatory compliant and the best ones 
are usually a step ahead of lenders given 
that they have to deliver the system well 
before deadlines so their customers can 
acquaint themselves with the updates.

Lenders receive the benefits of these 
efforts at no additional cost as they are 

typically included in the maintenance 
or transaction costs lenders pay LOS 
vendors for support. Not every LOS 
vendor is going to be able to meet all these 
requirements, so don’t assume your LOS 
will be compliant in time. Ask to join a 
customer focus group to discuss your 
concerns and possible system updates 
when the requirement is first publicized. 

UFF recently performed an extensive 
due diligence process when we were 
reviewing our LOS options and one of the 
most important items included the level of 
customer input for system development 
issues and the interaction between lending 
customers and the vendor. We were very 
gratified to learn that our new LOS vendor, 
MortgageFlex Systems, openly discusses 
all regulatory changes and possible 
customer impact with their customers on 
a standard monthly call. They also form 
focus groups to dig deeper into issues like 
the RESPA changes. During the customer 
review that occurred throughout RESPA 
development efforts, they were able to 
address and accommodate all of their 

customers concerns.
These are just of few examples of 

the many regulatory changes and we 
could review them ad infinitum but I’d 
rather focus on the opportunities that are 
available in this new lending world.

The housing/subprime collapse 
flooded the market with experienced, 
capable people that can hit the floor 
running. Utilizing experienced workers 
reduces training costs and improves 
process efficiencies. An additional 
advantage of hiring experienced people 
is the knowledge exchange that occurs 
naturally in daily activities.

Many lenders are expanding their 
lines of business and taking advantage of 
the abundance of the available personnel 
resources to do so. The time is ripe for 

business plan reviews, and possibly 
expansion. 

Lending technology has advanced 
during the past few years. Remote, real-time 
access to loan data is no longer considered 
“nice to have” but a requirement. Processors 
and underwriters are working from their 
homes, loan officers submit and lock loans 
remotely, and borrowers expect immediate 
status via their smartphones. In addition to 
reducing operating costs, remote access 
gives loan officers more creditability when 
dealing with borrowers and allows them to 
close loans faster, enhancing the lender’s 
public face.

Borrowers today are sophisticated 
technology users and demand quick, 
correct results. Social media has played its 
role in driving high quality commitments, 
by giving everyone a voice. This evolution 
hasn’t been lost on lenders. 

Understanding what the borrower 
is looking for in a mortgage lender and 
exceeding their needs should be the goal of 
all mortgage originators. Every consumer 
wants to feel confident that their lender 
will get their transaction done on time and 
according to the agreed upon terms.

The same technologies that can 
improve customer service are used to 
create efficient internal processes. A well 
developed lending process benefits both 
the customer and the lender and should 
be a primary goal. Expense containment 
is achieved through deployment of 
technologies that shorten cycle times; 
supports quick and accurate validation 
of customer-supplied data and enables 
the accurate selection of products and 
calculation of fees.

The efficiency of any process involves 
utilizing fewer resources to achieve the 
expected result in shorter cycle time. That 
involves the automation of routine tasks, 
such as producing initial disclosures. 
Improving the quality of each task can 
reduce or eliminate re-work, reviews 
and other duplicate efforts, which drive 
up costs. Technology such as an image 
management center enables immediate 
access to mortgage documents without 
the manual transport of the loan file from 
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Today’s mortgage world is nothing like it was 
four years ago, the old ways of doing business 
have changed forever.
“ “



desk to desk. 
United Fidelity Funding has changed 

with the industry, making business and 
technology modifications to support long 
range plans. An established wholesale 
lender, we recently decided to enter into 
the retail mortgage market.

We are not alone; all types of lenders 
and funding agencies, banks, mortgage 
companies, credit unions, even state 
housing agencies, are exploring all of 
their options to stay financially solvent. It 
is critical for lenders to manage expenses 
while doing everything possible to 
improve their pull through percentage. 

When we decided to enter the retail 
market we realized we needed a loan 
origination system that was economical but 
modern and flexible enough to withstand 
whatever the future economy delivered. 

In these days of vendor acquisitions and 
consolidations, we wanted a system that 
we could depend on and one that we could 
modify internally, without expensive 
programming charges. 

As I mentioned earlier, after an ex-
haustive search we selected LoanQuest 
from MortgageFlex Systems. Loan-
Quest is a comprehensive lending and 
servicing platform that supports future 

business channel expansion and can 
be adapted by UFF, quickly and easily. 
We’re confident that embedded Loan-
Quest technologies such as workflow, 
data aggregation from third parties and 
image management will insure our loan 
quality while managing expenses.

The right technologies combined with 
a strong consistent business process are 
today’s keys to prosperity. ❖
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Kevin Marconi is the chief operating officer at United Fidelity Funding. 
United Fidelity Funding, Corp., headquartered in Kansas City, MO, is 
a leading wholesale and retail mortgage lender specializing in FHA, 
USDA, and Conventional loan products. The company was named a Top 
25 Tech-Savvy Lender in 2009, 2010, and 2011. United Fidelity Funding 
can be found on the Web at www.uffmortgage.com.
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