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You Can Be More
In this market you have to really establish yourself as a thought leader that is 
unique. How do you do that? Here’s a thought:

As a parent you want your child to be the best that they can be. You want them to fulfill their 
potential. However, sometimes that is not easy. You have to think to yourself: What do I enjoy 
doing? What am I good at doing? What can I make a living doing? Those are tough questions. 

But with a little luck we all hopefully figure it out.
In order to reach your potential you have to strive for more. You can’t just be content. That won’t 

work. The same is true in business. You can’t just be one in the crowd. You’re special. So, how do you 
prove that you’re special? You dare to be more than just a software company. In this market lenders 
need knowledge to succeed. Gone are the days when anyone can be a broker or a loan officer and make 
millions. Today the loan officer needs as much knowledge as possible to close that deal.

As a result, vendors have to start using their technology to show that they have knowledge that 
others don’t. It can’t just be my technology is better. You have to differentiate yourself and position 
yourself as a unique source for all things the lender needs, including industry knowledge. For example, 
decisioning vendor launched the LoanSifter Available Mortgage Rate Index (AMRi), which 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 borrowers typically pay for a loan. 

Three main characteristics set LoanSifter AMRi apart. First, it provides the most accurate 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 indices are created by le-

veraging 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 relevant rate informa-
tion 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 mortgages for “nonprime” borrower scenarios. 
Each index is updated daily to demonstrate the most current calculated rate a borrower would receive 
from the average lender, based on the system’s given par scenario.

LoanSifter AMRi provides real value to so many of the industry’s constituents– lenders, borrow-
ers, researchers, journalists and others – its significance 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 provides an alternative, eliminating the industry’s need to rely on 
backward-looking data collection methods that rely on reported mortgage rate information, and re-
places it with actual rate quotes. It replaces 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.

How did AMRi come together? LoanSifter had recently partnered with the Federal Reserve Bank of 
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Boston 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 LoanSift-
er AMRi. As part of the Federal Reserve 
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 Federal Reserve Bank 
of Boston developed a comprehensive and 
unique framework and methodology that 
mines the LoanSifter database for key 
trends in the mortgage industry.

When LoanSifter officials examined 
traditional indices of mortgage rates, they found glaringly ap-
parent flaws in the approaches that were being utilized which, 
unfortunately, compromised the resulting information. For 
example, rate indices such as the Mortgage Bankers Associa-
tion’s popular index, while useful, do not provide an accurate 
reflection of what is happening in the market in real-time. They 
provide information—it’s just not current information. Informa-
tion 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.

The point is that LoanSifter used its technology to be more, 
to be an industry resource for information. Similarly, origination 
vendor Ellie Mae released a new monthly report on the state of 
the origination market. The report draws its data and insights 
from a robust sampling of the significant volume of loan appli-
cations that flow through Ellie Mae’s Encompass360 mortgage 
management software and Ellie Mae Network. 

Going forward, the company intends to issue the Origination 
Insight Report on the third Wednesday of each month to pro-
vide fresh insight regarding the current lending environment for 
existing refinance and purchase mortgages. So, it doesn’t have 
to be as complicated as crafting a new index, it could be about 
reusing data that’s already flowing through your system in a new 
and unique way.

Here’s another idea: use your website to the fullest. In most 
cases your website is your face. It’s how people see you. So, why 
not use this technology to go further? There are a lot of interest-

ing things that you can do with a website 
to make it a destination site instead of just 
a pretty brochure. But you can’t just add 
a website feature that nobody cares about. 
What you need to do is add a feature that 
tackles a real industry problem, like the 
need to comply with new rules and regula-
tions for example.

The average mortgage lender is bur-
dened with new rules and regulations 
all too often. To make life easier for to-
day’s lenders, Compliance Systems Inc. 
launched a new website and Compliance 
Resource Center, or Compliance RC. The 

Compliance RC is designed to be a source for compliance infor-
mation, providing the mortgage industry with facts and critical 
insights on the compliance issues that have the potential to im-
pact your business. Here’s the details:

CSi’s new website, new branding, and the Compliance RC 
exemplify the company’s focus on compliantly documenting 
the financial transactions while mitigating the risk surrounding 
transactions to reduce resource expenditures, so that the lender 
can focus on their business and their bottom line.

“What’s critical is that CSi realized that we are providing 
value, but we’re not necessarily understood in the market,” 
pointed out Reid Smeda, Sr., president at CSi. “What CSi offers 
is so much more than just the docs. CSi is not just a document 
provider. So, because we have such insight, we are now open-
ing that up and exposing that to the industry through this new 
offering. 

In terms of who in your organization should take advantage 
of this, advised Mr. Smeda, “For smaller lenders maybe there is 
a compliance person that should visit the resource center. For 
larger lenders maybe there is an entire staff. As we see it, the 
compliance person will visit this resource all the time. But for a 
CEO, you need to have a pulse of this, too. 

CSi’s compliance professionals are constantly on alert for 
changes from a variety of sources, including legislation, case 
law, administrative rules, regulations, and other governing au-
thorities to help mitigate risk surrounding the transactions be-
tween you and your customers.

So, dare to be more. ❖

Tony Garritano is Chairman and Founder of PROGRESS in Lending. As a speaker Tony has worked hard to inform 
executives about how technology should be a tool used to further business objectives. For over 10 years he has worked 
as a journalist, researcher and speaker. He can be reached via e-mail at tony@progressinlending.com.
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