
Are You Cutting Corners?
While short cuts may save you lots of money upfront, in the end that approach 
often just leads to some lost opportunities.

Market Pulse

Online Lending Thrives

A t a recent trade show point-of-sale vendor Mort-
gagebot introduced its fourth Benchmarks study. 
This study is an update to the Benchmark studies 

conducted in 2005, 2007, and 2009. Why does Mortgage-
bot conduct these studies. The company says, “It is de-
signed to provide Mortgagebot Partners with insights and 
information that will prove useful in managing their mort-
gage lending business. Many factors influence success in 
online lending including user behavior, site configuration, 
marketing strategies and borrower demographics. Our ob-
jective is to provide useful benchmarks to help analyze 
these factors.”

Mortgagebot touts that it has over 1,000 Partners us-
ing Mortgagebot technology to support over 6,600 sites. 
In part because of its market share, Mortgagebot be-
lieves that it is uniquely positioned to conduct this type 
of research.

In putting together the study Mortgagebot said that in 
order to assemble this report, the company supplemented 
data from its Mortgagebot PowerSite platform with inde-
pendent research and responses to some of the questions 
from Mortgagebot’s Annual Partner Survey. All data is 
aggregated and presented in summary form throughout 
the report. Unless otherwise noted, system activity data 
reflects calendar year 2010.

The study revealed some interesting facts. First, it was 
clear that if lenders have a robust Web presence, borrow-
ers will use it. The study showed that in 2010 the most fre-
quently accessed content sections of PowerSite Consumer 
were the Check Rates module and the Application path 
with 54 percent and 25 percent of the total visits, respec-
tively. The frequency with which consumers check rates 
supports industry research from Forrester Research and 
Deloitte Consulting that the majority of mortgage shop-
pers research rates online.

But research isn’t enough. Lenders want closed loans. 
In another important find, the study reported that those 
borrowers shopping online do actually go all the way to 
apply online, as well. By the numbers, Mortgagebot re-
ported that almost two-thirds (64 percent) of all applica-
tions started on PowerSite Consumer were completed and 
submitted. Of the 36 percent that were not submitted, ap-
proximately one in three was ineligible, meaning that the 
process could not be completed because the transaction 
did not fit established online application parameters. The 
net result is that 72 percent of borrowers who were eli-
gible to complete the online application did so. ❖ SOURCE: MortgageBot
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