
L
ending has changed forever. 

While lenders have always 

been under intense scrutiny 

to compliantly document each 

and every financial transaction 

executed, sweeping new rules and 

regulations are being introduced 

on the federal, state and local levels 

at an alarming rate. One of the 

unintended consequences of these 

new realities is the incalculable 

cost to the bottom line of every 

lender. As a result, the “all in” 

enterprise wide risks and costs 

associated with lending practices 

are increasing exponentially.

This new reality puts tremendous 

downward pressure on a lender’s 

bottom line by focusing staff and 

resources on mitigating these 

growing risks around the documents 

instead of focusing on adding to 

the bottom line by making and 

delivering quality loans. 

By Reid Smeda, Sr.

Mortgage 

documents, 

as we know 

them today, 

are dead.

Docs
Death of 
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Compounding matters, lenders are 
exposing themselves to significant risks 
and expenses by attempting to respond 
to the changes and the related unintend-
ed consequences with the same outdated 
document solutions and thought pro-
cesses they were using before the mar-
ket shift.  

One of my favorite Albert Einstein 
quotes is, “You cannot solve a problem 
from the same consciousness that 
created it. You must learn to see the 
world anew.” While I am not saying that 
we need Einstein to solve this problem, 
I am saying that we cannot mitigate 
the problem with the same document 
solutions and thought processes that we 
used before.  

How do you know if you are thinking 
about the problem in the old paradigm? 
If you or your staffs are still asking the 
following questions to your document 
provider, you are in the old paradigm.

<<< Can I see a list of all the 
documents that you support?  

<<< How many doc templates are in 

your forms library? And can I see your 
templates to review? 

<<< How do we set-up and maintain 
loan packages?  

<<< How do you handle custom docs 
and what “is” a custom document in your 
library?  

<<< How do you handle state specific 
issues?  Are they custom? 

<<< For which regulatory documen-
tation issues are we responsible? On a 
Federal level? On a State level?

If these are the questions that you 
are asking providers so that you can 
compliantly document your transaction, 
to be candid with you, you are thinking in 
the old paradigm and your organization’s 
bottom line can suffer. The reason that 
those questions are the wrong ones to 

ask is because they focus on individual 
documents and the things that you 
and your staff have to do to with the 
documents. If you and your staffs are 
spending time on these things, that is 
money and time away from doing what 
makes you money – closing loans. 

In today’s regulatory environment, 
the rate of change is expected to be 
rapid, frequent and ongoing; so, if you 
are thinking in the old paradigm, your 
expenses and risks will be increased at 
an exponential rate.  

So, what is the new way of thinking 
about the problem? I believe that 
focusing on the transaction instead of 
docs, with a partner that specializes 
in financial transactions is the optimal 
way to allow you to focus on the things 
that make you money. In simple terms, 
seek a partner that can document your 
transactions compliantly, minimize the 
applicable enterprise wide risks and 
reduce your resource expenditures – so 
that you can focus on your business and 
bottom line.

How do you know if you have shifted 
your focus from docs to transactions in 
this new paradigm? If you or your staffs 
are asking the following questions, you 
are in the new paradigm.

<<< What are the current and future 
types of transactions and products we 
will deliver to the market?

<<< What data is needed to drive 
those transactions?

<<< Does my partner warrant that 
they provide the required content for 
the transaction types I need to provide 
to the market? So that my staff does not 
have to.

<<< Does my partner’s solution adapt 
to my transactional requirements, as they 
themselves adapt to a rapidly changing 
market environment?

Don't Leave things to ChanCe

In this new way of thinking, the focus 
shifts from documents to the transac-
tions and the surrounding business is-
sues that drive your bottom line. After 
all, the documents are not the objective; 
they are merely a way of effecting the 
transactions. Yet, one of the issues that 
can negatively impact your bottom line 
is the hard cost of and risks of failing to 
appropriately document a transaction, 
in a safe and sound manner with opti-
mal return on your investment. Another 
negative pressure on your bottom line is 
being constrained by a system’s “docu-
ment templates” and manual product set-
ups (by you). Versus a solution that relies 
entirely on the transactional data for any 
given loan (or set of loans) to generate 
the necessary (and transaction risk mini-
mizing) words and documents. 

The industry has for too long accepted 
a scenario in which the tail (i.e., document 
templates and manual product set-ups) 
wags the dog (i.e., getting deals done in an 
optimally profitable, socially responsible, 
safe and sound manner).  So, a new way 
of thinking is, quite frankly, overdue.

When you shift your focus to the 
transaction, you should not have to 
worry about loan packages and updating 
templates. Your partner for remarkable 
transactions should do that for you – based 
on the data that drives the transactions 
which will drive your bottom line. 

One of your primary focuses should 
not be on being implementing and 
manually pulling document updates. Your 
transaction provider should do that for 
you – as a tightly integrated component 
of your LOS.

experienCe the DifferenCe

In this new paradigm, you should partner 
with someone having a reputation for de-
livering transaction solutions that mitigate 
enterprise wide risks (e.g., operational, li-
quidity, reputation, legal/regulatory, mar-
ket and credit risk) by compliantly docu-
menting your transactions – in order to 
ease your burdens and to support higher 
levels of employee productivity so that 
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We cannot mitigate the problem with the same 
document solutions and thought processes that 
we used before.
“ “



you can succeed in today's and tomor-
row’s market conditions.   

You should partner with someone 
whose solutions were built from the 
ground up with this paradigm in mind. 
Because the only thing worse than 
the old way of thinking is a document 
solution built on the old that is retrofitted 
for the new. 

Leading transaction providers must 
be equally adept as industry experts 
(lending best practices, emerging 
products, market trends, etc.) as they 
are as compliance experts. The partner 
must be more skilled at managing the 
data necessary for your transaction 
than they are at maintaining document 
templates. This supplies you with critical 
insight throughout the entire financial 
transaction giving your institution a 
notable competitive advantage. 

Choose Your partner CarefuLLY

Not all partners are created equal. Most 
focus only on the actual documents 
themselves – pre-formatted, or static forms 

that put extreme pressure and burden on 
you to know what content goes on which 
document. This approach is inefficient, 
unwieldy, and error prone causing you to 
duplicate work efforts and exposing you 
to risk across your enterprise. So, choose 
your partner carefully. 

Leading transaction providers must 
have years of industry and financial 
transaction experience that is delivered 
to you via state of the art technology 
solutions. The partner must have highly 
skilled experts applying the rules, best 
practices and changes into warranted and 
compliant documentation, delivering 
remarkable financial transactions to 
you every time. Because what puts 

leading partners in a class of their 
own is how they combine world-class 
technology, superior compliance and risk 
management expertise with a practical, 
street-wise knowledge of the financial 
industry to benefit you, and your clients. 

DeLiver the remarkabLe

The future of successfully documenting 
financial transactions involves applying 
technology in innovative ways to create 
solutions that bring together content, 
rules, processes, best practices and 
policies that are flexible enough to meet 
your unique business needs.

As we move together into the new and 
away from the old, gone will be the days 
of worrying about your doc library, form 
packs and the thousands of custom docs 
that you have to create and maintain. You 
no longer have to wonder if you have the 
right documents to stay in compliance. 
Think of the significant cost savings of 
not having to create countless doc sets, 
thousands of custom docs and the set-
up that is involved with your current 
document solution. Beside the enormous 
cost savings there is also the improved 
time to market which provides your 
organization with a competitive edge.

Docs, as we know them, are dead.
Lending has changed forever, so 

must your approach to compliantly 
documenting your transactions with 
the aim of driving your business 
in an optimally profitable, socially 
responsible, safe and sound manner. 
When you must compliantly document 
your financial transactions and mitigate 
the risk surrounding those transactions, 
look for a partner who is designed from 
bottom up entirely in the new paradigm 
to deliver remarkable.  ❖
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