
Staying       
        AheAd 
of the Times
After 30 years in the business, Lester dominick 
of MortgageFlex remains a big player. he talks 
about how the company has adapted.

The loan origination system is the system of record. Lenders depend on it. 

Despite their dependence of the LOS, we still see a high turnover in terms of 

lenders switching their LOS every five years or so. Why is this the case? Many 

LOS systems are still legacy-based systems in their first generation and they 

just can't keep up. So, what's the secret to maintaining a thriving LOS? You have 

to know the market and offer a system that is agile enough to morph with the 

market. That's why we at PROGRESS in Lending named 

MortgageFlex a top innovation. 
Executive Interview
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Simply put, MortgageFlex has stood the 
test of time having been around for over 
30 years and they just rewrote their LOS 
to offer a truly next-generation product. 
Lester Dominick of MortgageFlex talked 
to us a bit about his road to success and 
how the LOS must function if it’s going 
to last.

Q: MortgageFlex has been providing mort-
gage technology solutions for over 30 
years. How has the industry changed?

LESTER DOMINICK: The players come and 
go fast. It looked like Countrywide would 
be a brand but we know what happened 
there. This makes the vendors look stable 
in comparison. I don’t know of many lend-
ers that have been around for 30 years.
In terms of technology, everything was 
manual 30 years ago. The first wave of au-
tomation was to make the documents eas-
ier to prepare and audit. The second wave 
concerned risk. Lenders would monitor 
their risk using spreadsheets back then. 
Now the big wave is to go paperless. The 
MISMO standard has been huge because 
we can now talk to each other in a com-
mon data language. The next wave will be 
trusting and verifying the data instead of 
ever using paper.

Q: How have you been able to apply that 30 
years of industry experience to meet the 
challenges of today’s market?

LESTER DOMINICK: Experience helps a 
lot. The market goes in cycles. Right now 
compliance and loan quality are very im-
portant again. We saw that trend 15 years 
ago and now it’s back again.  Over time 
that will loosen up again. We’ve seen three 
major crashes. In each case the lenders 
have emerged better because the govern-
ment stepped in. We see evidence of that 
today with the sheer number of purchases 
made by the GSEs.

Q: MortgageFlex invested a significant 
amount of money and resources to com-
pletely rewriting your system. What was 
the driving force behind that decision?

LESTER DOMINICK: It goes back to being in 

the business for 30 years. We go through 
these cycles. We don’t know how long 
they’re going to be, but we have to take 
advantage. In our case, 30 years ago I 
adopted the strategy that when the market 
gets bad, you need to use your resources 
to build the next generation of your prod-
uct. You need to take your best resources 
and put them on this project. This was our 
third complete re-write. We don’t take the 
lipstick-on-a-pig approach. We think these 
products last 8 to 10 years. You can’t just 
patch things and expect the product to 
last forever because that’s when you run 
into real problems. I believe that when 
the market is struggling, that’s when you 
reinvest and put out the next generation of 
your product.

Q: How does the new solution differentiate 
MortgageFlex in the marketplace? How do 
lenders benefit from this new automation?

LESTER DOMINICK: The fact that we’ve 
had so much experience, we know what 
works and what doesn’t. The most impor-
tant thing is to listen to your customers. 
What are they looking for? What are their 
pain points? What are they looking for to 
provide relief? It’s like building a house. 

We have now built a new foundation so 
we can take orders to rebuild and remodel 
the house as needed. We can move with 
the needs of the industry. 
In terms of market trends, we saw a big 
wholesale market that moved to pure re-
tail and now we’re seeing a mix. We’ve al-
ways been big on continuous compliance. 
As you are putting data in, it needs to be 
validated. Now everyone wants and needs 
that, but we’ve always done that. We also 
redid the GUI. There is a lot of heads-
down work that can be a challenge if your 
system is not designed well. We can do the 
1003 in half the time as our competitors 
because of how the data is collected and 
how the system looks and is designed. 
That efficiency adds up.

Q: How has the new solution been received 
in the market?

LESTER DOMINICK: We’ve signed 18 new 
clients with several others in the pipeline. 
We are doing well in the midtier and the 
upper midtier. They like that the compli-
ance is all built in and the efficiency is 
there. You can produce more loans with 
fewer FTEs. The economies of scale pay 
off when you’re at a certain volume. If 
you’re a smaller lender it may be too much 
technology. In terms of going paperless, 
we get a lot of demand for that. We also 
order the services electronically, which is 
a nice feature that lenders want. 

Q: What should lenders be looking for in a 
LOS solution? 

LESTER DOMINICK: The stability of the 
vendor and the vendor’s experience is 
important. There are a lot of products 
still in their first generation. We are in 
our third generation. We wouldn’t be here 
if we were not meeting the needs of our 
clients. You also have to make sure that 
the underlying architecture is something 
you can grow with. Lenders have to ask 
if the technology can support them if their 
volume grows. You want technology that 
can change with the marketplace from a 
compliance and regulatory standpoint. 
The support just isn’t there for legacy 
technology, for example. 

Industry Predictions

Lester Dominick thinks:

1. At some point we will see 
rates increase and it’ll be 
interesting to see what that 
does to home prices over 
the long term. 

2. On the technology side, 
consumer education will 
determine the future health 
of our industry. The move 
to mobile is big. 

3. Social media will peek 
and people will go back 
to wanting a one-on-one 
trusted advisor. Mobile 
will help that along.
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Q: What types of due diligence should the 
lenders be performing to make the correct 
LOS investment?

LESTER DOMINICK: The first thing lenders 
need to do is see if that product is a fit for 
their business. A few of the consulting 
firms are good at that. You don’t want a 
product that is just wrong for you. At that 
point, you need to look at the company’s 
commitment to the space. For example, 
look at Fidelity dropping Commerce Ve-
locity. At the end of the day it’s a people 
business. You need to make sure that 
people can deliver. Ask: How long has 
senior management been at the technol-
ogy company? How long has that product 
been around? If there’s a lot of turnover 
you need to ask why. Those are the kind 
of things that I’d look for. After you get 
through those steps, do a deep dive into 
the product. Don’t buy anything without 
doing a deep dive. I would want the ven-
dor to show me the product instead of just  

looking at a bunch of PowerPoints.

Q: What will the LOS of the future look and 
act like in your view?

LESTER DOMINICK: When we can start 
looking at data as the end result product 
instead of paper, that will be the biggest 
change and advance in this industry. We 
can’t do that as a vendor without support 
from lenders and investors, but it is a win-

win. We all have an eye that this is where 
things need to go. After this election maybe 
we’ll get some clarity over the next two 
years. Once we know where QM and QRM 
are going there are steps that can be taken 
to move this process along. There will be 
a lot of support for this from vendors and 
you’ll see some shake out because they 
can’t afford to build that, as well. However, 
that’s good because you’ll see who is really 
committed to this industry. ❖

Lester Dominick is the president and founder of 
MortgageFlex Systems. MortgageFlex has been providing 
the mortgage industry with loan origination and servicing 
software solutions for over 30 years. From a beginning 
as one of the first microcomputer based LOS systems in 
the early 1980s to MortgageFlex’s current state-of-the-
art .NET offering, Lester has led the company’s efforts 
to provide its customers with robust systems using the 
latest technology. Lester is heavily involved in daily 
operations with his management team and developers. 
Lester can be reached at LDominick@mortgageflex.com 

Follow Us On Twitter @engageprogress
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