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As many lenders rethink their LOS, Daniel 
Liggett of ASC details what type of LOS is 
needed to ensure a lender’s future success.

As the mortgage industry starts a slow 
path toward recovery, research shows 
that lenders are reevaluating their 

technology. According to a QuestSoft survey of 
461 lenders nationwide, 18.7 percent of lenders 
are considering changing their LOS in the next 

12 months. To put this into perspective, 
this is the highest percentage looking 

to switch in the six years that
QuestSoft has been 

conducting this 
survey.
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So, what is an LOS to do? Just this year 
ASC had an extensive upgrade of its LOS 
called PowerLender. That update was built 
not just to prepare lenders for today, but to 
also prepare them for tomorrow. The suc-
cessful LOS has to be the one that helps 
lenders stay ahead of the game. Daniel 
Liggett of ASC talked to us about Power-
Lender and the state of the LOS technol-
ogy space. Here are his thoughts:

Q: How do lenders make their buying 
decisions today when it comes to an 
LOS? And how does that compare to just  
12 months ago?

DANIEL LIGGETT: Everyone is looking at the 
bottom line. Lenders look at licensing fees, 
installation fees, etc. We’re seeing a shift 
where lenders look a lot at upfront fees 
and maintenance, today vs. just six months 
ago. From there they look at how quickly 
I can get this in. Turnkey systems are in 
vs. a more customizable system. Factors 
like cost, implementation timeframe and 
functionality are issues as well. There is 
less emphasis on configurability.

Why this new mentality? Their eco-
nomic conditions are facilitating a very 
cost-effective decision-making process. 
Lenders have a lack of resources because 
of the downturn and increased competitive 
pressure. Decisions around buying an LOS 
are made under these pretenses today. For 
providers that offer a more robust solution, 
they need to educate lenders about why 
they should go with that type of system. 
Lenders have a more short-term mentality 
today because margins are thin and they’re 
not adding staff.

Q: How do you educate a lender to think 
more long term?

DANIEL LIGGETT: It truly is an education 
process. You can see the light bulb go off 
when they understand it. With a turnkey 
solution every workaround costs money. If 
the workflow is not tailored to your pro-
cess, you will either have to do something 
manually or program a workaround. Your 
system has to adapt to the way you do busi-

ness. It’s also important to show the value 
of having one system for all of your needs 
instead of having one system for residen-
tial lending, one for commercial, one for 
auto, etc. At that point lenders start to see 
the true value. You really can have it all, 
you don’t have to settle.

The lack of functionality in other sys-
tems that are turnkey and don’t allow you 
to do all types of lending results in lend-
ers paying more for that system over time. 
Lenders can’t react to changing conditions 
without more advanced functionality. 
Further, more flexible systems can ac-
commodate more seamless integrations to 
other third-party providers that you need to 
reach to do your business. You get quick 
data transfer back into the LOS. So, you 
are closing the door on errors, you’re clos-
ing the door on redundant data entry and 
you can quickly add that new offering or 
integrate to that new partner. 

You’re going to get what you pay for. 
It’s a bold statement to make, especially 
now, but it’s true. We’ve been doing this 
for many decades and we’ve noticed that 
those lenders that opt for a turnkey LOS 
switch more frequently. We have custom-
ers using our system for 15 years. When 
you look at ROI, look long term.

Q: What’s your long-term vision for mort-
gage lending?

DANIEL LIGGETT: Certainly compliance is a 
big issue. As lenders have to do more with 
less, they are going to need a system that 
adapts to them. We’re also seeing more 
and more lenders putting data in the cloud. 
That’s where we’re taking PowerLender. 
You’ll see extensive integration to third 

parties, secure document delivery, imag-
ing, centralized data repositories, etc. You 
need to push a button and transfer data. 
Your system should also be both secure 
and simple to use.

We want to arm our product to be able to 
handle what the future brings. That is very 
powerful. You want to easily introduce new 
loan products and handle compliance. You 
also may want to get into indirect lending 
without a lot of to-do. You want to make 
those changes without being hamstrung 
by your technology. In short, we’ll always 
add new functionality, but any good sys-
tem needs to be able to respond quickly to 
virtually anything. 

Q: You talk about flexibility. Talk about how 
that allows you to deal with new rules?

DANIEL LIGGETT: We have a team dedicated 
to compliance. For example, with ULDD 
we were the first to comply and when the 
specs changed multiple times, we were 
right there. We got early adoption and 
passed all the GSE’s tests. In terms of the 
new CFPB forms, that’s a necessity that 
we have to address. We are business rules 
based so we can deliver changes quickly 
as compared to an older system that would 
have to be coded over. Lenders are never 
waiting for this one patch or release to be 
compliant, we’re always early.

When we talk about the industry signifi-
cance of the changes it sometimes seems 
like change for the sake of change. It seems 
like 50% of what we do is respond to 
regulatory change. It is getting to the point 
where we are getting over-regulated, but 
what can you do? This does add a new bur-
den to the lender, but we are adapting and 
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helping our lenders comply. The changes 
are enacted with good intensions and all 
we can do is roll with it.

Q: PowerLender just went to market with 
a new release. What are the high points 
behind that release? Why should lenders 
care?

DANIEL LIGGETT: This release includes 
ULDD. There are user interface enhance-
ments, an improved user experience, 
integration with e-signatures for disclo-
sures, etc. The message for lenders is that 
workflow changes are even easier. You can 
role out business rules changes much more 
quickly. We’ve also added new reports and 
the ability to create ad hoc reports. We get 
a lot of input from clients. Because of the 
flexible makeup of the system, we can up-
grade our clients much faster without any 
disruption. The upgrade is not a lot of work 
for the lender. Further, the PowerLender 
Document Center allows lenders to go 
paperless. We can send data to imaging 
systems, core systems, etc. We can easily 
send data back and forth for both indexing 
and storage. Why is that important? The 

grand ideal is the paperless mortgage. This 
upgrade helps lenders get there. 

Q: Talking about the future, what will  
the LOS of the future look and act like in 
your view?

DANIEL LIGGETT: We believe very strongly 
that for a lender to effectively compete they 
need one system that is highly adaptable. 
The LOS of the future has to eliminate 
manual processes. Your system should also 
be able to process and automate any loan 
that you can think of. It has to comply with 
MISMO standards and facilitate a sharing 
of documents. XML information and docu-
ment exchange is here and that’s the future. 
Certainly any system of the future has to 
comply with all regulatory changes.

The future LOS is about SaaS. We’re 
seeing a lot of interest in SaaS. Integrations 
should talk back and forth and transfer 
data to populate a loan record. Your LOS 
should be end-to-end. The service organi-
zation behind the LOS is just as important 
though. Lenders need guidance. Lenders 
need a technology partner. Lenders need 
quality service. ❖

Industry Predictions
Daniel Liggett thinks:

1 Interest rates should remain 
stable based on the slow 

economy and 2012 being 
an election year, therefore 
mortgage lending volumes will 
remain steady.

2 With the refinance boom 
slowing down, we expect 

loan products to expand to 
attract new business. Lenders 
whose technology allows them 
to quickly react to changing 
market conditions will fare best.

3 The impact of continuing 
regulatory changes and 

market competition will force 
lenders to increase efficiencies 
using advanced technology. 
These factors will also prompt 
industry consolidation.




