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Are you better off today? In a presidential election year we have heard this question a lot. Politics 
aside, I think this question can apply to the mortgage industry as well. When it comes to the 
appraisal space we have seen huge changes that mandate that appraisals be truly data driven and 

delivered as data. That’s a big change.
Now that the deadline for compliance has come and gone, I think it’s time for us to analyze the benefits 

of a data-driven appraisal process. First, we are certainly seeing vendors step up to use the mandate in 
creative ways. For example, Veros has updated its VeroSCORE product, which enables lenders to score 
the quality of appraisal reports in real time. VeroSCORE uses automated analysis that allows users to 
instantly determine whether an appraisal may be accepted or rejected outright, requires manual review, 
or needs further due diligence.   

The new VeroSCORE features an enhanced user interface, easily accessed via the web. It also empha-
sizes validation of the Uniform Appraisal Dataset (UAD) along with an included pre-check of each ap-
praisal against known requirements prior to submission to Freddie Mac and Fannie Mae via the Uniform 
Collateral Delivery Portal (UCDP), an industry standard technology built by Veros.  

VeroSCORE’s analytics have been made even more robust with additional rules to test the credibility 
of appraisals, as well as by leveraging the VeroVALUE automated valuation model (AVM) and the 
company’s Collateral Integrity Analysis (CIA) tool. VeroSCORE provides individual numeric scores on 
the “three Cs” of appraisal quality: completeness, compliance and credibility. Those scores are presented 

with an overall VeroSCORE ranging from 0-1000, 
along with suggested routing to achieve greater ef-
ficiency in  the appraisal review process and overall 
due diligence.

Certainly the emphasis on data has enabled what 
was a very subjective sector to be more trusted and 
scored. “Innovation some times means that you 
have to roll up your sleeves, put on your overalls 
and get to work,” stressed Mark Linne, Manag-
ing Director at AppraisalWorld. “The industry has 

been so battered with regulation that lenders and appraisers haven’t thought about innovation. With UAD 
it doesn’t matter what you do with the form because they just want the data. 

The next big thing is the analytics. Forms are a dying art. You have to do more. Lenders see this as a 
way to get statistically supported appraisals. The future is bright and ripe with opportunity,” continued 
Linne. “The appraiser with the best technology will rule. There will be appraisers that don’t want to take 
the time and they’ll go away. Just look at the movie Moneyball. When you put analytics into baseball it 
forever changed how baseball recruiting is done. Along the same lines, lenders now want a statistically 
supported appraisal.”

As a result of UAD, we’re also seeing very creative integrations to ease the transition away from paper 
and toward data. For example, Platinum Data has announced that its technology has been integrated 
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within SharperLending’s systems. This integration will provide 
community lenders, credit unions and mortgage companies using 
SharperLending with seamless access to Platinum Data’s suite 
of products, including RealView, the industry’s first and only 
automated appraisal quality verification technology. RealView 
will be integrated into SharperLending’s Appraisal Firewall and 
Bundled Services platforms, while Platinum Data’s independent 
automated valuation models (AVMs), flood solutions and Real-
Condition property reports will be available through Sharper-
Lending’s Bundled Services platform.

“Players want to create business intelligence around the collat-
eral,” said Phil Huff, CEO of Platinum Data. “We have thousands 
of rules to maintain compliance. We were prepared to transmit 
data. We started the process of being data-driven back in 2006 
and 2007. It’s not just about appraisal review, it’s about pulling 
data from trusted outside sources to bring in true intelligence.”

RealView analyzes for compliance, completeness and consis-
tency by evaluating every field on an appraisal report. It cross-
checks each field against data from public and private sources 
and analyzes over 2,000 data points to help ensure each appraisal 
meets with every regional, local and state regulation. 

Despite these advances in forcing a more data-driven approach 
when it comes to appraisals, I wondered if the industry was truly 
ready for this. To get the inside scoop I turned to Jeryl L. Graham, 
the EVP of Settlement Services at ISGN with responsibility for 
Title, Valuation, Flood and Closing Products. She joined ISGN 
in 2009 through its acquisition of Fiserv Lending Services. She 
spent 30 years in the banking industry starting as a teller and end-
ing her career as COO for a super community bank in PA prior to 
becoming a solution provider to the financial industry.

I asked her point blank: Is the industry ready for this? “Any 
time you have a change there is an adoption period,” answered 
Graham. “The changes that have come down in terms of delivery 
have gone smoothly. The noise bubble has dropped off and ev-
eryone is adopting. As an industry we are relying more on data 
and these changes also bring consistency.

“Technology as a whole can and has benefitted the lender and 
the appraiser. If we talk mobile, as we see new apps being devel-
oped to support an iPhone, a tablet, etc. that will create efficiency 
gains. Those that move to this technology will find that they can 
complete and deliver their report to the lender more efficiently. 
This technology will also enhance communication between the 
lender and the appraiser if issues arise or questions, etc.

“The other component is the data piece. As we aggregate more 
data, all of that data can be fed directly to the appraiser so the 
appraiser can use that data to gets comps and evaluate the subject 
property. The lender wants the appraiser to make the best, most 
complete assessment. So, gathering and storing all of this data 
will help everyone and the result is a more accurate report.”

The consensus is that the industry may not have moved to a 
more data-driven approach without a push, but now that lenders 
have been pushed, the process is better for it. Jennifer Creech, 
CEO of InHouse, put it this way: “Technology has made the ap-
praisal process more efficient. HVCC and other regs came into 
being that put more of a burden on the lender. We have a new cli-
ent that uses their LOS to order appraisals, but the LOS doesn’t 
follow up, do due diligence, etc. There are also some lenders 
that submit appraisals to the portal on their own. We handle that 
electronically. That saves days. If you tie in the review of the 
appraisal, you get instantaneous responses.”❖
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