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The next generation of mortgage loan origination is all about mobile technology.

By Bill Mitchell

Origination

Going Mobile

Y
ou really have to wonder how Mr. 

Spock and his colleagues did it.  

Interplanetary exploration with those 

antiquated futuristic
 devices like the “tri-

corder” – seriously? Quite unthinkable by 

today’s sta
ndards. The screens were far too 

small on those things to do any serious sci-

ence, and we’re proving it today in loan 

origination. We’ve got the iPad, and it is 
a 

great deal more useful than the iPhone-sized 

display of the Star Trek gadgets. Though 

the iPad might not make the same fashion 

statement when hanging from the neck of a 

Vulcan, you can do a lot with it in the field 

if you’re in the loan business.



You really have to wonder how 
Mr. Spock and his colleagues did it. 
Interplanetary exploration with those 
antiquated futuristic devices like the 
“tricorder” – seriously? Quite unthinkable 
by today’s standards. The screens were 
far too small on those things to do any 
serious science, and we’re proving it 
today in loan origination. We’ve got the 
iPad, and it is a great deal more useful 
than the iPhone-sized display of the Star 
Trek gadgets. Though the iPad might not 
make the same fashion statement when 
hanging from the neck of a Vulcan, you 
can do a lot with it in the field if you’re in 
the loan business.

While it is true that the origination 
industry isn’t exactly where no one has 
gone before when it comes to using 
mobile devices in the field, we can see 
that final frontier even from where we 

are right now. We warmed up on laptop 
computers, but they were clunky and 
expensive, whereas the tablet machines 
are light, cheap and compact. Appraisers 
and field services providers are using 
them with frequency already and it makes 
perfect sense for their tasks. Especially 
now that the iPad 2 comes equipped with 
cameras, enabling property photos and 
even instant virtual tours to be obtained 
easily and without additional equipment. 
Doing an onsite inspection on a vacant 
property and finding a significant repair 
needed immediately? Send a photo and 
an estimate directly to the asset manager 
from the tablet computer; the repair order 
can be signed off in minutes instead of 
days or weeks. The efficiencies of mobile 
devices are being discovered with each 
passing day, and are already pervading 
modern life in their various forms. But 
is that enough to signal a revolution 
in the way loan officers go about their 
business?

Almost certainly. Loan officers are 
really not far away from carrying iPad-
esque devices everywhere they go, from 
prospect calls with Realtors to application-
taking appointments with borrowers. 
They will use them in all manner of 
presentations and will be able to directly 
access their files in the company’s LOS 
system from anyplace the Internet is 
available. For many of them, the future is 
already here.  

The modern LOS has evolved rapidly 
over the last few years.  Instead of being 
an insular system available only through 
terminals and PCs in specific locations, 
the LOS is a true business partner, one 
that is flexible and accessible. Portal 
capabilities, designed to keep LOs and 
brokers connected remotely via the 
Internet, are readily available on enabled 
remote devices right now. Important 

components, such as product availability 
and pricing engines (PPEs) can be 
accessed on mobile devices through their 
own apps, or they can be utilized through 
integrations on the LOS itself while in the 
field. LOS providers are working to make 
their products better and faster with app 
development, but if you can access your 
files presently from your remote PC, you 
can do so with your iPad as well.  

Are We There YeT?
This technology may lack the “gee whiz” 
impact from a few years ago, as the 
capabilities of mobile devices continue 
to blow our expectational doors off 
with each Apple commercial, but they 
are incredibly powerful tools for loan 
officers. People who work with and 
around technology tend to be a little 
skeptical when things look seamless and 
ridiculously easy on commercials, and 
they are right to be. We are in a vastly 
transitional stage at the moment with 

these devices, complete with growing 
pains. Just try using your smart phone on 
many websites and you’ll wish 6G were 
here already instead of a few generations 
off. Optimization for mobile devices is 
occurring at incredible speed across the 
global markets, but it is not ideal quite yet, 
as any user can see. Still, just as we saw 
a tremendous pickup in terms of utility 
with the second generation of iPads, 
we’ll rapidly be seeing business use for 
the devices, including in the mortgage 
business use, achieve levels unthought-of 
when they were introduced.

Bandwidth will continue to be a 
challenge as adoption grows. With 
more SaaS and cloud-based architecture 
happening across all service sectors, the 
devices essentially become the windows 
through which the provider’s capabilities 
are seen. While this is good news for 
developers in many respects, it’s a gauntlet 
tossed at the networks out there to build 
huge amounts of capacity for users to 
access all the rich content without wires.  
Remember when the iPhone first hit? 
AT&T discovered that individual users 
were eating up incredible bandwidth as 
they used the devices for every aspect of 
their lives, including streaming movies 
to those little screens. Now that more 
utilitarian devices are here and new apps 
to run on them seem to appear every few 
seconds, networks are more challenged 
than ever to come up with technologies 
to accommodate the traffic. On top of all 
that, business users are showing up in 
droves. It will be interesting to see how 
the telecom providers respond in the face 
of voracious users who are willing to 
pay well for the privilege of gobbling up 
bandwidth.

SkinnY ClienTS And SeCuriTY

Another benefit mobile devices offer 
is the concept that less is more. Less 
weight and cost, certainly, but also less 
computing power is available with an 
iPad versus a laptop. This means that 
less sensitive information is likely to be 
stored on the notepad than the notebook, 
since it is more of an access device than 

a standalone computing powerhouse. It 
doesn’t have all of the Microsoft Office 
capabilities, and people therefore won’t 
be putting their entire lives and livelihoods 
at risk whenever they take their laptops to 
the field. Not only is this a convenience 
amenity for LOs and their customers, it’s 
far better for the organization’s security. 
While there will undoubtedly be sensitive 
material on the notepad device, most of 
it will be secured at the company and 
accessed via website or mobile app. It’s a 
“laptop lite” in more ways than one, and 
that includes security threats.

How important is security and the 
loan officer’s having his or her finger 
on a metaphorical disaster button? We 
all know the answer to that one.  Loan 
officers and account executives are often 
laser-focused on generating quality 
business, and that sometimes means a 
laptop distractedly gets left behind the 
driver’s seat where it can just barely be 
seen – and snatched. Common security 
measures will keep intruders from the 
system, but what about files, documents 
and borrower information that has 
been scanned and downloaded for 
safekeeping in a laptop?  This is more 
common than you might think, and this 
sort of information may not be in areas 
protected by so much as a password. The 
right mobile device setup can provide a 
surprising level of security, especially 
as it affects the sensitive information 
contained in the LOS. A stolen iPad can 
be configured to yield virtually nothing 
that would put the company at risk, 
thanks to the functional concepts at the 
core of the devices’ design.

Mobile And MorTgAge

In addition to having a surprising number 
of uses for the loan officer in the field, 
notepad computers have the potential to 
make them better at what they do. The 
devices can make handy and enjoyable 
training tools to hone skills and absorb 
product knowledge. A third party market 
is starting to spring up with training tools 
for LOs adapted from PCs to handheld 
devices, and it is just the start. Similarly, 

sales aids for presentations on the devices 
are proliferating.  

Like laptops before them, notepads are 
great for showing dynamic presentations 
in one-on-one and one-on-a-few meetings. 
The smaller devices are less intimidating 
in many respects and more like graphic, 
moving collateral materials, somewhat 
akin to the photos and newspapers in 
the Harry Potter stories. With Realtors, 
loan officers can show a fast, colorful 
presentation on their companies’ services, 
performance metrics and even include a 
virtual glimpse of their firms’ efficient 
operations. With borrowers, things get 
even more powerful. Easily understood 
explanations of APR, loan process ins 
and outs, or economic scenarios with 
different down payments and other 
variables are good examples. Once again, 
it’s less intimidating on a notepad and 
just as engaging as anything to be done 
on a laptop. Perhaps more so.

Can mobile origination spur 
adoption of e-mortgages? Many industry 
observers think so. Closing packages 
can be previewed by borrowers on 
them, with the LO there to explain 
things. Stylus-driven add-on devices are 
already becoming available for signing 
documents on notebook devices, so the 
fully electronic mortgage is completely 
accessible. Of course, taking applications 
on the notepad is already being done. It’s 
as simple as using an app or linking to the 
LOS via the online portal.

Mobile devices and loan origination 
are a match made in heaven, one sure to 
make the producers of “The Bachelor” 
green with success rate envy. And it is an 
aspect that is gaining ground rapidly with 
each passing month, thanks to the stellar 
market performance of the devices. It is 

hard to say if we’re all destined to carry 
the machines around as frequently as 
we do yellow pads and ballpoints, but 
I’d hesitate to insist otherwise. It wasn’t 
that long ago that cell phones were 
considered a luxury, and every field sales 
rep memorized the location of each pay 
phone on their turf. With the advances in 
LOS technology and the proliferation of 
portal use in customer-facing applications, 
we are all surprisingly close to carrying 
mobile devices routinely for business. It’s 
a development that would have made Mr. 
Spock positively emotional – and eager 
to trade in his tricorder. ❖
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Optimization for mobile devices is 
occurring at incredible speed across the 
global markets.
“ “
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