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to their borrowers and take the necessary steps 
to not only producing self-servicing platforms for 
everyone, but also keeping in mind millennials.
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L
et’s consider the future of the mortgage indus-
try. What once was an industry that thrived off 
paper, is today transforming into a paperless, 
digital process. The borrower demand for this 
change is rapidly increasing each day. Tech-

nology exists and is as convenient as being in the 
form of your mobile device. The ease and success 
of a mortgage company’s adaptation to this forth-
coming truth means the transformation of moving 
forward as an adaptor. It is important for mortgage 
companies to listen to their borrowers and take the 
necessary steps to not only producing self-servicing 
platforms for everyone, but also keeping in mind 
millennials. The industry needs a determined effort 
to keep the overall process as accommodating as it 
can be. This exceeds generations and is an obvi-
ous obligation in many features of the mortgage 
process. Although some generations may not have 
similar outlooks as Millennials, the incorporation 
of contributions such as cutting-edge Web designs 
and skilled call center employees that promote 
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The industry needs a determined effort to keep the 
overall process as accommodating as it can be.

mobile and paperless choices are en-
couraged by all. 

Some originators have already begun 
this progression. This innovative tech-
nology is key because it provides the 
consumer a faster and easier approach 
to the buying and selling experience. 
The mortgage industry needs a cohesive 
strategy to back a full-service, online 
experience. Today, mortgage compa-
nies need to appeal to millennials, while 
still appealing to key borrower markets. 
This is exciting for an industry that has 
struggled to go paperless for some time. 
The Real Estate industry has been close 
minded and considered it a risk to make 
such transitions during the credit crisis. 
Nevertheless, technology has proven 
that a larger quantity of deals closes at 
a much faster rate, and there is steady 
compliance after all. 

Putting the need for innovative tech-
nology forth is crucial to provide clients 
a less stressful, more effective home buy-
ing and borrowing experience. Today, a 
self-serving platform for every contract 
and part of the borrower process has the 
potential to make a significant impact on 
the future. This is going to be an obliga-
tory feature to remain relevant in the 
industry. Often, firms become absorbed 
in the cost of investing in the technology, 
but the key is to take a closer look at the 
consequences of not adapting. Taking a 
chance on timing the market and pushing 
significant changes to the side is a haz-
ardous intention for buying and selling a 
home. The same applies to investing in 
important technology to remain competi-
tive and up to date.

It is important to make sure you have 
the right tools for the job. Companies 
such as Optimal Blue and Nylex pro-
vide convenient pricing engines. Others 
such as Velocify and Velma enable an 
effective customer relationship man-
agement system that is beneficial to the 
lender and the borrower. The mortgage 
feature of these systems is just one part 
of the online real estate experience, and 

normally comes after all other elements, 
such as searching for a home. Some are 
convenient options being presented and 
others are more necessary, such as en-
abling access to documents and accept-
ing electronic signatures. Mobile de-
vices are at the core of most technology 
initiatives. As effective communication 
and connections improve the need for 
customer service and compliance, the 
mobile device is developing as the tool 
for enabling all contributors in the goal 
of communicating in a timely manner. 
The capability to be able to transmit 
forms at each phase guides the process 
to become more transparent and sub-
missive.

Some brokers are hesitant to these 
methods and look at them as more of 
a risk than an advantage. There is no 
question that mortgage brokers have 
certain rules and guidelines they are 
required to act on since TRID (TILA-
RESPA Integrated Disclosure) came 
into place. TRID requires the need to 
accelerate timelines for acting on docu-
ments. Therefore, the initiation process 
needs to be moving at all hours. Online 
and mobile access to documentation 
is turning into a crucial and truthfully, 
the only option to meet these deadlines. 
There is opportunity to store, access 
and organize data in a much more ac-
commodating process that could not be 
done using paper.

There have been firms that have 
built technology teams separate from 
creating loans. Every group should in-

tegrate a tech professional on their staff. 
Building the business takes technology 
skilled individuals, which is not in ev-
ery case found in a loan officer’s skill 
set. Lending firms are building tech-
nology friendly teams and providing 
a more tech minded mission. They are 
not trusting their rank to make technol-
ogy and vendor partner decisions. The 
tech team is beneficial and devoted to 
driving business through using objec-
tives of a loan officer.  

If putting together a tech team is 
too difficult – the next best option is to 
establish a focus group of employees 
and customers. This provides an oppor-
tunity to determine the technology that 
is available for each group. Teams can 
research topics such as, the information 
they’d like to obtain from each other.

It seemed that in the past, technology 
and the mortgage industry lacked any 
sort of relationship. It became natural 
that each mortgage entailed hundreds 
of pieces of paper and that relying on 
stamps and office visits was the only 
possibility to complete a transaction. 
It is clear that over the years, obstacles 
have been faced and boundaries have 
been removed. The mortgage industry 
has become driven to let technology 
handle more of the responsibility. Be-
cause of this, things have improved 
significantly. The quicker a firm closes 
on a loan, they quicker they are ready to 
start the next loan. The client is ready to 
help, it is up to you to provide them to 
tools to do so. v
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