
Editor’s NotE

Chasing ROI

How much is it going to save me? Lenders always want to know that the technology they buy is going to pay off. And they should 
demand to see an ROI. In fact, in some cases the ROI is clear. For example, Overland Park, Kansas-based LeaderOne Financial is 
realizing consistent financial gains using Secondary Interactive’s platform, averaging 52 basis points greater than their best efforts 
execution. 

LeaderOne experienced a 200% growth in mortgage production last year and they credit that growth to being able to leverage 
technology for efficiency gains. In addition to SI’s platform, LeaderOne has leveraged SI’s expertise to make the transition from 
best efforts to mandatory commitments successfully; relying on the company’s experienced team to manage the trades and 
performance. According to LeaderOne’s Chief Information Officer, Michael Brady, “This transition was simple, and it was simple 
largely due to SI’s transparent approach. SI’s implementation process is incredibly thorough – the staff got to know our operations, 
our behaviors, and as a result, we defined a successful strategy that has enhanced our profitability. We knew we wanted to make the 
transition to mandatory and SI made the process seamless, simple and profitable.”

The transition to mandatory commitments has enabled LeaderOne to maximize profitability and increase their efficiency by 
saving approximately 15-20 minutes of staff time per loan. LeaderOne’s secondary marketing desk no longer has to lock each lock 
with an investor, eliminating the lock desk chaos that occurs in a best efforts environment. Brady continued, “Those efficiency gains 
ultimately benefit the consumer. By being able to reap greater efficiencies, it enables LeaderOne to lower costs, which can then be 
passed along to the consumer. At the end of the day, when we can increase the benefits to our consumers, it’s a huge win.”

The benefits that LeaderOne is getting are clear. There is no disputing the ROI. In a perfect world that would be the case with 
every new technology application. However, it doesn’t work that way. For example, how much does avoiding a buyback save? How 
much is ironclad compliance saving you? How much is using a new fraud detection tool to eliminate misrepresentations saving 
you? How much is keeping your company name out of the papers saving you? My guess is that you can’t put a number on any of 
these points, but that doesn’t mean that your technology isn’t paying off. So, I challenge lenders to take intangible ROI seriously 
when evaluating new and existing technology. ❖
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PS. Your comments are welcome. Please E-mail letters to letters@progressinlending.com. Include your name, address and 
a daytime telephone number. Letters are subject to editing and are presumed to be for publication unless the writer specifies 
otherwise.
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