
Are You Cutting Corners?

Every new technology comes with its fair share 
of challenges, and rudimentary imaging 
was no exception.
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Imaging That Really Works

The average mortgage closing package rivals War and Peace in terms of its page count. So, if the 
closing package is literally hundreds of pages long, just imagine how many pages go into pro-
cessing the loan from start to finish. Relying on a paper-based process is the wave of the past, not 

the future. So, as the market pushed lenders to be more efficient, the easy answer was to find ways of 
getting rid of physical paper by embracing some kind of imaging strategy.

In true form, the technology space responded, and tons of new imaging companies started popping 
up. As the mortgage industry soon realized, imaging alone isn’t enough. Historically, imaging (the scan-
ning and storing of physical documents) has been done at the backend of the mortgage loan process. A 
fully-closed loan file was generally sent to a centralized scanning department where they would prep the 
documents for scanning (remove staples and clips) and scan the documents on large (often expensive) 
high-speed scanners. 

However, because of the cost and time it takes to prep and index individual documents, generally 
these closed loan files were simply archived at the file level with a loan number and maybe the bor-

rower’s name. Anyone required to retrieve the 
closed loan file (for audit or investor purposes) 
would have to deal with a large multi-page file 
that would sometimes even be printed out so 
the documents could be re-shuffled for de-
livery to a servicing agent or investor. There 
were some efficiency to this process, but often 

it was the case that even when an electronic archive for the closed loan file existed, there were many who 
did not fully trust the technology or had legal questions about the scanned documents and kept a hard 
copy of the folder in an off-site storage facility as a result.

Every new technology comes with its fair share of challenges, and rudimentary imaging was no ex-
ception. In fact, imaging even hindered lenders with a far grander strategy. Those individuals or compa-
nies that had the vision of using electronic documents during the actual loan process ran into numerous 
challenges when trying to implement such systems, including the first attempts at using bar code cover 
pages and document separator pages. This proved a very laborious process for individuals tasked with 
setting up the document packages prior to imaging, not to mention the potential for human error. Deal-
ing with poor quality faxes has been another thorn in the side of those forging for an electronic process. 
In the end, these obstacles have been very hard for the lender to overcome. 

Very few companies have moved the imaging of documents to the front-end of their business pro-
cess. Those that have done so have encountered significant difficulties with identifying (classifying) 
documents efficiently and accurately so they can be used by loan processors and underwriters.

After the issues were worked out, imaging became more commonplace in the mortgage space. Scan-
ning devices are now ubiquitously available – most corporate, remote, or home offices have a device 
capable of scanning documents, so scanning can be done from wherever the documents are located. The 
technology and hardware is readily available and in use.

So, where are we going with this technology today? The possibilities are endless. We just saw 
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the Consumer Finance Protection Bu-
reau release new forms as part of their 
“Know Before You Owe” initiative. 
Complying with these new forms in a 
paper-based world or an imaging-only 
world can be a burden, but that is not 
the case in a data-driven world. In a 
data-driven world compliance with new 
forms and other rules and regulations 
becomes much easier.

If you think about it, Automatic 
Document Recognition (ADR) software 
has advanced to the point where scan-
ning operators no longer need to prep document batches with 
bar codes or separator pages. The ADR software (powered by 
Optical Character Recognition or OCR) can read the contents of 
the documents and properly identify and separate the document. 
This advance, coupled with workflow technology, can deliver 
the document to the appropriate end-user, speeding up the entire 
mortgage loan process.

Because of the improvements in ADR and OCR, it is now 
quite feasible to do automatic document classification. The next 
step for this technology is the ability to automatically extract 
data from the classified document. The capture software no lon-
ger needs the document to be in a fixed format; it can look for 
data based on the style of the data (xxx-xx-xxxx) and key anchor 
words (Social Security Number). Once this data is extracted, it 
can be displayed to a user for confirmation if the software does 
not meet the defined confidence levels. Once the capture soft-
ware has good, clean, accurate data, it can pass that data to the 
loan origination software.

So in the future, LOS users on sophisticated platforms (typi-
cally enterprise lending solutions) will be able to compare data 
from documents against data in their system to ensure accuracy, 
or new loan records could be created from ‘scraped’ data, and 
much of the due diligence done today with ‘stare and compare’ 
can be automated with rules based on whether the data is the 
same, different, or missing.

Another innovation quickly coming to fruition is the cap-
ture of loan documents from mobile devices like smart phones 
and tablets. These camera-enabled devices are everywhere 
now, and it is a natural progression to use them to capture one-
off documents that are needed for the loan process. I don’t 
think we will see a loan officer capturing a signed initial dis-

closure package with 30 pages from 
their tablet, but there is a great business 
case for capturing a borrower’s driver’s 
license or a couple page document that 
the borrower needs to sign to keep the 
loan process flowing. 

And let’s face it, tablets are every-
where. According to The IHS iSuppli 
Worldwide Tablet Market Tracker re-
port, the 126.6 million tablets shipped 
worldwide so far this year is an 85 per-
cent increase over the 68.4 million that 
shipped in 2011. In 2010, 16.4 million 

tablets were sold. Looking ahead, IHS is predicting sales to jump 
another 63 percent in 2013 with 360.4 million shipping by 2016. 
The point is that tablets are becoming commonplace. So, why 
not find the right way to use these devices within the mortgage 
space that makes sense? It’s really a no-brainer.

Tablets aside, there are a multitude of small scanners that can 
be connected to smartphones or tablets (or not connected to a 
computer at all) that can be employed in the field or at a remote 
office. One challenge with this technology is getting these docu-
ments associated with the proper loan file (we already discussed 
how the document could be automatically classified once it is 
received), so I believe you will see LOS vendors writing applica-
tions for smart phones and tablets so the mortgage professional 
can select the correct loan record and confirm the borrower’s 
name on the screen and then capture the desired documents.

It’s important to understand that we are not just talking about 
“cool” technology here. Imaging and OCR served its purpose, 
but now mortgage lenders have to demand even more. When 
evaluating lending solutions, ensure that the provider is well 
down the path of using ADR and document classification and 
that they have successful client installations of the functionality 
they are demonstrating. Ask your potential partner about data 
extraction from documents and data comparison between docu-
ment data and system data on the screen. Lastly, make sure they 
have a defined roadmap for mobile technologies, and more spe-
cifically for smart phones and tablets. 

As talk of transparency and efficiency rises, so should the use 
of the latest technologies to produce a totally data-driven lend-
ing process from start to finish. Moving to a fully data-driven 
environment saves the lender time and money and also makes 
the lender more risk averse. It’s the wave of the future. . ❖

Mark Swift is the current Vice President of Opus Product Management for Mortgage Cadence, LLC and has been with the 
company since 2004. Mark has worked with Document Imaging and Workflow technologies for over 20 years in a variety of 
industries and companies including Optika Imaging Systems and Karora Technologies. 
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