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We can all agree that 2011 was a trying year for the 
mortgage industry. However, in the face of adversity 
the mortgage industry responded. Several new 

innovations arose to help aide the industry in its efforts to 
get closer to recovery. And that’s really what the Innovations 
Program is all about. We are the Good Housekeeping Seal of 
Approval, the Gold Seal when it comes to recognizing true 
industry innovation. 

What were we looking for specifically? We are recognizing 
innovations that were introduced into the mortgage market 
between January of 2011 and December of 2011 that truly 
changed the mortgage market for the better. As part of this 
competition, we not only looked to recognize a new release, 
although we certainly didn’t want to discourage the entry of 
innovative new releases that hit the market in 2011. We also 
wanted to reward individuals, companies and groups for doing 
creative things throughout 2011 that made a positive difference.

Understand that this is not a subjective competition. All 
applications were scored on a weighted scale. We looked for the 
innovation’s overall industry significance, the originality of the 
innovation, the positive change the innovation made possible, 
the intangible efficiencies gained as a result of the innovation, 
and the hard cost and time savings that the innovation enables 
industry participants to achieve.

Also understand that this recognition was not decided by 
mere industry onlookers, all six industry experts that make up 
the PROGRESS in Lending Association Executive Team acted 
as judges and all were given an equal say in how applications 
were evaluated. In short, the winners were judged by industry 
peers who know the space inside and out, just like you do.

We encourage you to apply online to get recognized next 
year. But for now, in alphabetical order, the top innovations of 
2011 are:
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a la mode, inc.
www.alamode.com

The rapidly changing regulatory 
landscape and the new GSE require-
ments significantly impacted the ap-
praisal management and collateral 
valuation industries in 2011. Without 
critical innovation, delivery difficulties 
of the newly required MISMO 2.6 ap-
praisal data could have choked origina-
tion pipelines at a time when this indus-
try can least afford it.

Since a la mode’s appraisal formfill-
ing software is the choice of well over 
half the appraisers in the country, the 
company already had a presence on the 
desktop of a majority of the nation’s ap-
praisers. That presence gave Mercury 
Network the unique opportunity to in-
novate a solution that streamlines the 
delivery of compliant appraisal data 
and ensures the easiest possible transi-
tion for all lenders and AMCs to easily 
comply with the GSEs’ new Uniform 
Collateral Data Platform (UCDP). 

In September of 2011, a la mode’s 
Mercury Network launched DataCou-
rier, a new service that allows apprais-
ers to easily deliver the MISMO XML 
to any lender or AMC they work for, 
without any manual file conversions 
or non-compliant e-mail attachments. 
DataCourier makes appraisal delivery 
fool-proof, compliant, more efficient, 
and free for all parties involved.

 Industry Significance
Since DataCourier was released 

in September of 2011, it has deliv-
ered over 1 million appraisal reports. 
This innovation is significant to the 
industry in that it prevented what 

could have been a massive interrup-
tion in the delivery of appraisal data. 
Imagine appraisers attempting to 
comply with the GSEs’ new require-
ments without DataCourier. Apprais-
ers 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 mes-
sages (a violation of Federal law). Fi-
nally, they would be troubleshooting 
the delivery and receipt of that data 
on a per-client basis.

With DataCourier, these apprais-
ers can just click a button inside their 
formfilling software.  The report is 
converted, automatically uploaded to 
a secure server, and a professional no-
tification e-mail is sent to their lender 
or AMC client alerting them of the fin-
ished report.   The lender or AMC can 
click on a link to be taken to the secure 
server, and then easily and quickly 
download the required XML and/or a 
PDF of the report.  The secure server 
also shows salient property details so 
lenders and AMCs can get report high-
lights immediately. 

 Overall Uniqueness
Mercury Network currently 

handles over 20,000 appraisal deliver-
ies a day, and DataCourier allows any 
lender or AMC to leverage that expe-
rience and reliability at no cost. All 
major technology vendors launched 
UCDP solutions over the past year be-
cause they had to, but no other com-
pany built a direct integration that can 
be used by anyone, free of charge, that 
also includes hassle-free and compli-
ant receipt of the appraisal data from 
the appraiser themselves. a la mode’s 
innovation solved the problem from all 
points in the workflow chain includ-
ing the appraiser’s delivery, the lender/
AMC receipt, and the lender/AMCs’ 
delivery to the GSEs.

Positive Change
a la mode’s DataCourier has con-

tributed to positive change in the in-
dustry by preventing serious appraisal 
delivery delays, dramatically reducing 
hassles with delivery and receipt, and 
offering a compliant solution for ap-
praisal delivery that keeps lenders out 
of very serious GLBA violations. In 
addition, DataCourier levels the play-
ing field for smaller lenders and AMCs. 
They now have access to more power-
ful technology than many of their larger 
competitors, without any investment. 
Rather than using the new regulations 
to force lenders and AMCs to buy extra 
solutions, a la mode chose the longer 
range strategy of providing first in class 
technology for free to anyone.  

Intangible ROI
The intangible ROI of DataCou-

rier is substantial. From compliance 
expediency, to the avoidance of hassles 
and manual, error-prone file conver-
sion and delivery, DataCourier saves 
appraisers, lenders, and AMCs tremen-
dous time and overhead expense. In ad-
dition, DataCourier’s secure delivery of 
the NPI contained in an appraisal report 
shields lenders and AMCs from po-
tentially catastrophic violations of the 
GLBA, where penalties include fines of 
$10,000 per violation.

Hard Savings ROI
The industry saved millions of 

dollars because of DataCourier. That 
savings was realized through minimi-
zation of manual labor, tremendous 
reduction of appraisal delays that 
threaten closing delays, safeguards 
from hugely expensive compliance 
violations, and the savings realized 
when smaller lenders and AMCs aren’t 
forced to enter into lengthy, expensive 
contracts for easy, direct connections 
to UCDP. ❖
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DecisionReady
www.decisionreadysolutions.com

In 2011, DecisionReady tackled a 
tough industry problem—default mort-
gage servicing—head on, and came up 
with a technology solution that has al-
ready had far-reaching effects. The chal-
lenge of how to manage the business 
of servicing defaulted and delinquent 
loans in an efficient, cost-effective, and, 
most importantly, compliant manner, is 
one issue faced by nearly all of today’s 
mortgage servicers. By combining up-
to-the-minute technology with a shrewd 
business strategy, DecisionReady came 
out with a solution that delivers major 
advancements in the business of manag-
ing defaulted loans, while ensuring the 
servicing of those loans is compliant. 

The solution created by Decision-
Ready addresses the full range of issues 
faced by today’s servicers. The DRAW 
platform helps servicers reduce costs, 
improve accuracy, and reduce the com-
pliance risk associated with servicing 
delinquent loans. 

 Industry Significance
Businesses using DRAW tech-

nology have the invaluable peace of 
mind of knowing that their servicing 
of defaulted loans is fully compliant 
with all rules and regulations. That 
alone would be notable, but Decision-
Ready’s technology goes much further 
in the benefits it provides to individual 
servicers as well as to the mortgage 
industry as a whole. Without ques-
tion, shortening the process of servic-
ing defaulted loans is a huge benefit 
to mortgage companies, as well as to 
consumers. DecisionReady’s technol-

ogy speeds servicing timeframes up 
significantly. 

While timeframes vary from state 
to state, it’s safe to say that the DRAW 
platform has trimmed weeks, and 
sometimes months, off the industry 
average 18-month foreclosure life 
cycle. In addition, DecisionReady’s 
technology has helped servicers realize 
productivity gains of over 200% in 
default processing functions.

 Overall Uniqueness
When DecisionReady introduced 

its technology roughly a year ago, it made 
a huge leap in servicing technology. 
Most mortgage servicing compliance 
technology solutions in the industry 
have been focused on document and 
data-based compliance—ensuring the 
accuracy of information on documents 
and the execution of the read-only 
version of the documents. DRAW not 
only provides document compliance, 
but process-based compliance as 
well, a big development in default 
mortgage servicing technology. 
DecisionReady’s solution provides 
servicers with qualitative process 
compliance by turning each step in the 
default servicing process into auditable 
decisions that each servicing associate 
needs to make. 

Positive Change
DecisionReady gained enormous 

traction in 2011, and the momentum 
continues into 2012. How big of 
an impact has the company had? 
Today, one in seven of the delinquent 
mortgages in the United States is now 
processed on the DRAW platform. 
That’s 15 percent of the entire universe 
of delinquent mortgages in the United 
States of America. 

And DecisionReady’s impact ex-
tends outside of the United States: 
worldwide, more than 8,500 default 

servicing associates are currently using 
the company’s platform. 

Intangible ROI
Without a doubt, shortening the 

process of servicing defaulted loans is 
a huge benefit to mortgage companies. 
The DRAW platform speeds servicing 
timeframes markedly. On average, the 
default servicing lifecycle is a long 18-
month process. The DRAW platform 
manages the loan life cycle using a set of 
automated dates and automated ticklers, 
reducing the life cycle substantially. The 
supervisors manage loan prioritization 
based on state, investor, delinquency, 
and foreclosure sale date to enable 
associates to be optimally deployed 
against the existing work effort. 

Plus, the DRAW technology is 
ensuring servicers are compliant with 
a number of rules and regulations such 
as the Consent Order Requirements and 
the supplemental directives for Single 
Point of Contact the Special Point of 
Contact (SPOC) order, just to name a 
few new regulations that the mortgage 
industry faces today.  

Hard Savings ROI
DecisionReady’s DRAW tech-

nology has already provided its users 
with extraordinary returns on invest-
ment by improving processing accura-
cy to near-perfect levels while speed-
ing the process. In terms of improving 
both speed and accuracy, the DRAW 
platform has proven tremendous results 
such as by using the DRAW platform, 
the mega-servicer saw a decrease of 
over $100 million per quarter on inter-
est curtailment; clients have realized 
productivity gains of over 200% in 
various default processing functions; 
and processing accuracy rates in fore-
closure processes improved from 88% 
to 98% in just five months for one of 
the largest services in the country. ❖
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Five Brothers
www.fivebrms.com

Over the past couple of years we 
have experienced severe economic chal-
lenges.  High unemployment rates, an 
epidemic of foreclosures and defaults, 
declining home prices and an econ-
omy that is struggling to get back on 
track.  This has been difficult on ev-
eryone, including municipalities. To 
combat this situation municipalities 
have turned to implementing a wave of 
new regulations, and municipal codes 
requiring strict vacant property regis-
tration.  Each municipality across the 
country has added their own require-
ments and penalties for not adhering 
to these strict vacant property require-
ments.  Resulting in fines and fees for 
non-compliance. 

To provide an effective and power-
ful tool, Five Brothers Default Man-
agement solutions has applied over 
40 years of default management ex-
pertise, deep knowledge and working 
experience with municipalities, and 
advanced technology to deliver the in-
dustry an innovative vacant property 
registration solution. This Web-based 
system leverages the most advanced 
vacant property registration database 
to deliver 24/7 solutions to servicers 
to ease their burden of handling vacant 
property registration.

Industry Significance
Many municipalities require reg-

istration of vacant properties, typically 
requiring information on how long the 
property has been vacant, plans for the 
property and who to contact in case 
of an emergency. With municipali-

ties continually enacting or modifying 
their own versions of such regulations, 
compliance has quickly become a more 
difficult, complex and costly task. To 
address this issue, Five Brothers creat-
ed and introduced a nationwide Vacant 
Property Registration (VPR) system. 
The VPR system includes an interac-
tive municipal ordinance database, re-
lated process automation software and 
end-to-end implementation service. 
Five Brothers’ clients are automatical-
ly alerted to new and revised munici-
pal registration rules and can directly 
monitor compliance status on an indi-
vidual property basis. 

 Overall Uniqueness
Not only is this solution original 

in the value that it brings to the industry, 
but with ingenuity and creativity 
Five Brothers was able to deliver on 
this innovation at a time when the 
industry needed it the most. Several 
innovative features take the Five 
Brothers solution beyond less effective 
attempts to address the VPR challenge 
such as seamless integration with the 
client’s workflow management system; 
timely, accurate information supported 
by direct input from field service 
professionals deployed in communities 
nationwide; full integration of VPR 
with the overall asset-preservation 
process enables more efficient process 
management and implementation; and 
much more.

Positive Change
The innovations that have the 

greatest impact are the ones that 
address a unique challenge or situation 
during a time when that solution is 
needed most.
 That is the case for Five Brothers 
vacant property registration solution. 
Since its introduction, the Five Broth-
ers VPR solution has been adopted 

by numerous mortgage servicers with 
portfolios encompassing hundreds of 
thousands of properties in hundreds 
of communities, nationwide. In virtu-
ally all cases, adoption of the system 
has eased client workloads, eliminated 
the need for specialized VPR-related 
knowledge and training, and sharply 
reduced downstream compliance costs. 
This eliminates costly fees on the ser-
vicer’s side in addition to improving the 
overall qualities of the properties for the 
municipalities. This solution is chang-
ing the mortgage process for the better 
while helping municipalities and com-
munities to get back on track.

Intangible ROI
In total, the tool is a combination 

of advanced technology and the Five 
Brothers staff, which provides in-
depth experience with working with 
municipalities. This application offers 
mortgage servicers a solution that 
streamlines the entire vacant property 
registration process. 

This cuts cost, eliminates errors 
and mitigates the risk of costly 
penalties and fees. In addition, it eases 
the burden for servicers while adding 
value to the housing market.

Hard Savings ROI
By applying advanced process 

automation, The Five Brothers Vacant 
Property Registration (VPR) system 
drastically reduces time and costs as-
sociated with administration of mu-
nicipal vacant property registration re-
quirements. Additional savings accrue 
from avoidance of often costly penal-
ties for failing to comply with munici-
pal VPR ordinances. 

Since the VPR system is a no-cost, 
value-added component of the Five 
Brothers service platform, all client 
savings (investment, labor and compli-
ance) are net. ❖
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GreenBar America
www.greenbaramerica.com

Mortgage technology is advanc-
ing but really nothing innovative has 
been created to change the consumer 
experience at the point-of-sale. That’s 
where GreenBar comes in. The Green-
Bar solution addresses the intent of 
the Consumer Financial Protection 
Bureau as it pertains to the mortgage 
transaction; it endeavors to eliminate 
intentional and unintentional product 
steering by mortgage originators; it 
provides the mortgage industry with 
a more effective, comprehensive, re-
alistic and consumer centric definition 
and solution for adhering to the intent 
of the “safe harbor” provisions; it pro-
tects consumers against loan originator 
bias (intentional and unintentional), as 
pertains to the selection or recommen-
dation of a specific mortgage product 
and terms; it establishes a simple, easy 
to understand and universally accepted 
framework for evaluating the borrow-
er’s ability-to-pay; it puts consumer 
needs as the starting point of the mort-
gage transaction; and it incorporates a 
standardized educational method into 
the origination process. To elaborate, 
the GreenBar Decision Engine enables 
mortgage borrowers to be “pre” un-
derwritten by loan originators for the 
purpose of educating consumers as to 
the optimal product and strategy to 
maximize the likelihood that they will 
be able to meet their new long-term fi-
nancial obligation.

 Industry Significance
GreenBar represents an opportu-

nity for the mortgage industry to come 

together, for a common cause, with an 
industry driven solution to fix mort-
gage industry problems, and re-estab-
lish the prominent role of the housing 
and housing finance. For example, the 
solution addresses the legislative and 
public mandate in place to provide 
consumers with greater financial pro-
tections, education and wealth build-
ing options. 

The mortgage industry is suffering 
and needs help re-establishing integrity 
and public confidence in the mortgage 
industry, a borrower’s ability to pay, 
and the stability of mortgage backed 
assets. GrennBar does that. 

 Overall Uniqueness
GreenBar is unlike anything that 

has been offered to the mortgage indus-
try for the purpose of fixing the prob-
lems that created the mortgage melt-
down of 2008. 

It has the potential to substantively 
change and standardize the mortgage in-
dustry. Specifically, GreenBar revamps 
the core mortgage origination process 
because it provides an alternative to re-
lying on traditional underwriting crite-
ria such as credit scores, DTI, LTV and 
even income. GreenBar is also the only 
pre-qualification and origination tech-
nology that integrates a personal finance 
model into the origination process. The 
finance model represents a set of per-
sonal finance concepts that are simple, 
easy to understand and remember, com-
monsense and universally accepted by 
virtually all financial advisors. 

Positive Change
GreenBar is 100% focused on 

doing the right thing for the consumer. 
GreenBar focuses on increasing the 
likelihood that the borrower will be 
able to repay their debt. The solution 
integrates a simple and standardized 
means of educating consumers on the 

best way to make a mortgage decision. 
When you think about it, long and hard 
GreenBar promotes the concepts of 
thrift, prudent financial management, 
self-reliance and also being prepared 
for your retirement. This application is 
something that will both improve the 
mortgage industry and the borrower’s 
life in general.

Intangible ROI
The process of originating a mort-

gage has become way too complicated. 
GreenBar takes the opposite approach 
by endeavoring to make every borrow-
er a better borrower and thus create less 
need for burdensome regulations, home 
ownership squelching guidelines and 
post-closing analytics. The overriding 
benefit of the GreenBar Decision En-
gine is that it serves to satisfy the intent, 
and many of the specific requirements, 
of Dodd-Frank. GreenBar is 100% fo-
cused on improving the quality of every 
borrower and diminishing borrower de-
faults. It does this by creating an origi-
nation process which blends the act of 
getting a mortgage with a personal fi-
nance self analysis. 

Hard Savings ROI
GreenBar has a built-in presenta-

tion system which streamlines, short-
ens and standardizes the process of ex-
plaining the mortgage recommendation 
to the borrower. GreenBar seamlessly 
and automatically runs calculations 
that would be impossible for an loan 
officer and it will identify loan oppor-
tunities that would otherwise have been 
overlooked today. 

GreenBar runs the origination pro-
cess through a “check and balance” 
system which automatically makes 
sure that all fees and pricing have 
been accounted for before presenting 
to a consumer. This tool improves the 
mortgage process all around. ❖
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LoanSifter
www.loansifter.com

The LoanSifter Available Mortgage 
Rate Index (AMRi) is the mortgage 
industry’s first complete, real-time 
mortgage rate index that is based on 
same-day rates and the only index that 
provides a realistic idea of what borrow-
ers typically pay for a loan. Three main 
characteristics set LoanSifter AMRi 
apart. First, it provides the most accu-
rate depiction of current and historical 
mortgage rates available on the market. 
It is the only index based on same-day 
rates. Rather than using past sources of 
information, the LoanSifter AMRi’s in-
dices are created by leveraging real-time 
data from 25 wholesale and correspon-
dent lenders. Second, the LoanSifter 
AMRi was created in partnership with 
the Federal Reserve Bank of Boston, 
one of twelve district Reserve Banks in 
the Federal Reserve System. Third, use 
of the LoanSifter AMRi is completely 
free of charge. 

The LoanSifter AMRi lists all rel-
evant rate information all on a single 
page. There are two indices presented: 
the prime rate index (for 30-year fixed 
rate conventional mortgages), and the 
FHA rate index, which covers mortgag-
es for “nonprime” borrower scenarios. 
Each index is updated daily to demon-
strate the most current calculated rate a 
borrower would receive from the aver-
age lender, based on the scenario.

 Industry Significance
LoanSifter AMRi provides real 

value to so many of the industry’s con-
stituents – lenders, borrowers, research-
ers, journalists and others – its signifi-

cance is particularly broad. But most 
importantly, it personifies the definition 
of innovation – the creation of better 
and more effective products, processes 
and ideas. The LoanSifter AMRi pro-
vides an alternative, eliminating the in-
dustry’s need to rely on backward-look-
ing data collection methods that rely on 
reported mortgage rate information, and 
replaces it with actual rate quotes. It re-
places a quasi-information source that 
does not provide a true comparison of 
typical points from week to week with a 
real-time accurate snapshot that allows 
for variances and adjustments.

 Overall Uniqueness
LoanSifter had recently partnered 

with the Federal Reserve Bank of Bos-
ton to assist the agency on its research 
projects—again, a unique partnership in 
and of itself, and one that was initiated 
long before the creation of the Loan-
Sifter AMRi. As part of the Federal Re-
serve Bank of Boston’s initiative, Paul 
Willen, a senior economist and policy 
advisor in the research department of 
the Bank, and his colleagues at the Fed-
eral Reserve Bank of Boston developed 
a comprehensive and unique framework 
and methodology that mines the Loan-
Sifter database for key trends in the 
mortgage industry.

When LoanSifter officials examined 
traditional indices of mortgage rates, 
they found glaringly apparent flaws in 
the approaches that were being utilized 
which, unfortunately, compromised the 
resulting information. For example, rate 
indices such as the Mortgage Bankers 
Association’s popular index, while use-
ful, do not provide an accurate reflec-
tion of what is happening in the market 
in real-time. They provide informa-
tion—it’s just not current information. 
Information that is based on data from 
the recent past is helpful until real-time 
information is available. And once that 

switch occurs, it’s not long before the 
vehicles providing stale information are 
obsolete. AMRi solves this issue.

Positive Change
The LoanSifter AMRi is a signifi-

cant step forward for mortgage market 
research. By creating a vehicle for eas-
ily accessible, no cost, highly accurate 
and real-time rate information, Loan-
Sifter has furthered the cause of mort-
gage market research and elevated the 
standard for statistical data and infor-
mation. It has provided the industry’s 
first alternative to traditional mortgage 
rate indices that simply do not provide a 
realistic idea of what borrowers actually 
pay for a loan. LoanSifter AMRi pro-
vides the specific adjustments that rep-
resent the programs that are currently 
on the market.

Intangible ROI
Fast, accurate data is never un-

needed. Because most business deci-
sions are made on analysis of existing 
information, accuracy is of the utmost 
importance. By providing this highly 
accurate, real-time rate information for 
free, LoanSifter has enabled businesses 
and individuals, literally anywhere in 
the world, to make better, more sound 
business decisions. Also, by provid-
ing this level of information for free, 
LoanSifter has furthered the cause of 
technology and created a benchmark 
for accuracy and availability of highly 
accurate data.

Hard Savings ROI
Borrowers can use the LoanSifter 

AMRi to ensure they are getting market 
rates and therefore, to ensure they are 
not overspending on their mortgages. 
This information can be a huge support 
in determining whether or not a lender 
is offering true-to-market rates, or offer-
ing rate locks. ❖
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MortgageFlex
www.mortgageflex.com

Recognizing that the lending indus-
try would never be the same after the 
last industry down time and lenders 
would need smarter and more efficient 
solutions, MortgageFlex developed an 
offering that isn’t just new technology 
but a new solutions approach. One that 
addresses everything a lender needs to 
respond quickly and easily to the ev-
er-changing rules and regulations and 
the demands of tech savvy borrowers 
while continuing to increase revenue. 
Traditionally, technology vendors 
simply upgrade to the latest platform 
(DOS > Windows > .NET) and tout 
the advantages. And while the latest 
advantages are numerous, there still 
needed to be a support solution para-
digm shift to accommodate the lending 
transformation that has occurred. Just 
upgrading technology is not enough to 
be successful anymore; lenders need 
flexible pricing options, secure hosting 
choices and experienced resources. In 
short, they need a strong partner with 
new answers. To meet these needs, 
MortgageFlex redesigned not only the 
LoanQuest product offering but looked 
internally and evaluated their resources 
and processes.

 Industry Significance
In current market conditions, it 

is imperative for lenders to manage 
expenses while doing everything they 
can to effectively improve their pull 
through percentage. Embedded Loan-
Quest technologies such as Windows 
Workflow Foundation, data aggrega-
tion from third parties and image man-

agement help insure the quality of the 
origination while managing expenses. 
The workflow automation component 
of the application can be used to ensure 
effective and timely communications 
are issued between the lender, con-
sumer, and third parties. In addition, 
the automation can be used to perform 
routine and repetitive tasks, such as 
compliance audits, service orders, and 
document generation. Users can select 
a single, repetitive step and automate 
it, in minutes.

 Overall Uniqueness
MortgageFlex offers creative 

solutions that differ based on lender’s 
needs. LoanQuest supports all lending 
channels, including the growing con-
sumer market and shares data in real-
time so borrowers and lenders alike 
have immediate, transparent access to 
loan information. The development of 
LoanQuest 2011 was unique as well. It 
would have been easy to start with a 
clean slate - a clean database and just 
build an abbreviated system that met 
general needs. 

Instead, MortgageFlex opted to 
keep all of the industry best practices 
gleaned from customer input and 
industry requirements that it gathered 
in the last 30 years and built on it.

Positive Change
MortgageFlex has endeavored to 

give lenders several options to accom-
plish their goals. Aside from the obvi-
ous technology advantages, Mortgage-
Flex now offers transactional hosting 
pricing options. In addition to laying 
down a future-proof technical founda-
tion for all users of the system, the new 
generation of LoanQuest offers signifi-
cant productivity and quality control 
features including constantly running 
compliance logic, a powerful and flex-
ible workflow system, a business rules 

engine, an imaging system, a product 
and pricing engine, a network of in-
dustry leading service partners, and 
support for Web services and MISMO 
based interfaces. 

Intangible ROI
Understanding what the consum-

er is looking for in a mortgage lender 
and exceeding their needs should be 
the goal of all mortgage originators. 
Consumers today are more demanding 
than ever before and have high expec-
tations of quick, correct results. Loan-
Quest’s Web portals give consumers 
direct access to product comparisons, 
financing scenarios, and loan status, 
which promotes trust in the lender and 
meets the consumers’ hands-on de-
mand for instantaneous results. Social 
media has also played its role in driv-
ing high quality commitments, by giv-
ing everyone a voice. 

Hard Savings ROI
The new generation of Loan-

Quest allows lenders to significantly 
lower operating costs with the use of 
workflow, imaging and electronic de-
livery to produce loans. The use of 
business rules combined with workflow 
improves compliance and loan quality 
without adding additional personnel. 

Electronic interfaces triggered by 
workflow can be used to automate 
steps in the loan process that previous-
ly required personnel to execute. The 
data from these interfaces is used to 
validate data for loan quality and fraud 
prevention, order required services, 
and deliver documents to participat-
ing parties in the loan process. The use 
of Business Intelligence (BI) provides 
feedback to managers to use for every-
thing from monitoring quality control 
to resource management. 

BI also gathers data to identify 
process improvement areas. ❖
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Sperlonga Data & Analytics
www.sperlongadata.com

The past few years have revealed a 
growing problem faced by mortgage 
servicers: delinquent homeowners as-
sociation (HOA) fees causing delays 
in reselling foreclosed and defaulted 
residential properties. It has been said 
that this is “the biggest problem the 
mortgage industry has never heard of,” 
and it affects, in one way or another, 
over 24 million properties. It’s not an 
entirely new problem, but it’s one that 
has recently become front and center 
for servicers in today’s challenging en-
vironment of record defaults and fore-
closures. Enter Matt Martin and team 
with a simple, yet ingenious, solution; 
find every HOA out there and bridge 
the gap between them and the mort-
gage servicer and investor community. 
Martin’s concept was the genesis of 
Sperlonga Data and Analytics, an Ar-
lington, VA-based company created in 
2011 to provide a technology-enabled 
centralized interface for HOAs and ser-
vicers, as well as an array of services to 
benefit both sides.

Sperlonga’s technology facilitates 
the identification, delivery, and resolu-
tion of outstanding account balances 
related to association fees. Servicers 
and investors upload portfolios of prop-
erties directly into the Sperlonga work-
flow engine, and progress and results 
are viewable through a personalized 
Client Dashboard. This simplifies the 
overall process.

 Industry Significance
The problems Sperlonga solves 

are many. Using proprietary technol-

ogy and state-of-the art HOA account 
management tools such as Community 
Association Locator (CAL) and Delin-
quency Check, Sperlonga simplifies 
and expedites the connections between 
HOAs, mortgage servicers, and inves-
tors. Community Association Locator 
(CAL) is a clear example of techno-
logical innovation at Sperlonga. CAL 
is a geolocation capability that allows 
Sperlonga to quickly identify the cor-
rect HOA for a given property address, 
even when the data doesn’t yet exist 
in the system. Also, Sperlonga’s HOA 
portal addresses a growing problem 
in the mortgage servicing industry. 
High delinquencies in HOA accounts 
have become a critical issue for asso-
ciations, lenders and servicers. Sper-
longa’s platform helps stakeholders 
minimize losses associated with trans-
action delays and lost revenues caused 
by HOA claims.

 Overall Uniqueness
By creating an accessible, user-

friendly HOA portal, Sperlonga has de-
livered the only means in the industry 
to solve the delinquent HOA account 
issue for both sides: the HOAs and 
the servicers or investors holding the 
mortgages. Along with the database, 
the workflow and process management 
engines of the proprietary Sperlonga 
technology provide the claims pre-
sentment and satisfaction automation 
necessary to get matters resolved with 
unprecedented speed. And it is sorely-
needed. There are an estimated 300,000 
HOAs in the United States serving over 
24 million properties.

Positive Change
Response to Sperlonga’s offer-

ing has been gratifyingly enthusiastic, 
though on the investor and servicing 
side, most in the process of implemen-
tation insist on confidentiality. HOAs 

have been signing up with Sperlonga 
in tremendous numbers, driven by the 
obvious benefits and zero cost to them. 
The industry is rapidly learning the im-
portance of the HOA presence for the 
mortgage business and for America’s 
communities. Sperlonga’s services in-
tegrate to all aspects of the mortgage 
process, from origination to loss miti-
gation to REO.

Intangible ROI
Sperlonga’s solution saves ser-

vicers and investors huge amounts of 
time by connecting them with asso-
ciations to facilitate timely payment of 
HOA fees. For example, without access 
to Sperlonga’s offerings, a servicer may 
be faced with delays of days, weeks or 
even months in the foreclosure pro-
cess. Sperlonga operates under highly 
specific service level agreement (SLA) 
standards for servicers. For example, 
HOAs are identified in 3 days or less; 
the delinquency check is completed 
within 5 days; reconciliation is com-
pleted in 2 days or less; negotiations of 
amounts is finished in 5 days or fewer; 
and payment is sent to HOA within 5 
days.

Hard Savings ROI
Lenders, servicers, and inves-

tors face long and costly delays when 
HOA liens stall default and foreclosure 
processes. Legal fees can also mount 
quickly. However, when constructing a 
cost-benefit analysis across a portfolio 
of 8,173 properties of a future client, 
Sperlonga found that a realistic sav-
ings of $13.3 million would have been 
achievable had the client’s HOA obli-
gations been actively managed with the 
company’s services. This average sav-
ings of $1,627 per loan translates to an 
industry potential savings upwards of 
$500 million or more in foreclosures 
involving HOAs. ❖
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