
A TRID Success Story

A s we all know, there are a lot of TRID horror stories. So, this time I 
wanted to switch things up and talk about a success story. In this case 
LendingQB, a provider of mortgage loan origination technology 

solutions, recently found that the majority of their clients felt they were 
provided with a TRID-compliant solution by the required implementation date, 
with minimal impact on closing dates and cost per loan increases. “TRID was 
especially difficult for LOS and document preparation companies,” said Binh 
Dang, president of LendingQB. “We believe our success was due to our early 
planning and transparent testing process with clients and vendor partners.”
  The TILA-RESPA Integrated Disclosure (TRID) required substantial 
changes to LendingQB’s loan origination system. “We knew it was going to 
be a massive project, so we began planning in early 2014,” said Thinh 
Nguyen-Khoa, vice president of engineering at LendingQB. “We set an 
internal deadline of June 2015 to give ourselves enough time for testing. We 
allocated our resources accordingly and created a development schedule that 
allowed us to complete the work in time.”
     LendingQB completed the development work according to schedule in June 
2015 and began the testing phase. One of LendingQB’s clients, Houston-based 
Network Funding, approached LendingQB and offered to serve as a dedicated 
testing partner. With more than 40 branches nationwide and over $1.2 billion 
in originations, Network Funding had good reason to be proactive about 
testing.
   "Everyone knew what a challenge it was going to be to implement TRID," 
said Willie Jordan, national operations manager at Network Funding. “We 
realized that our LOS technology and other vendor partners were going to be 
crucial to our success.”
   One of Network Funding’s document providers, Docutech, was invited to 
participate in testing and from the beginning, all three companies established 
clear guidelines on how the testing process would work. “It sounds cliché, but 
we truly worked as a team,” said Nguyen-Khoa. “All three companies worked 
as a single unit with a common goal: to meet the October 3rd deadline. There 
wasn’t any time for pretense or finger pointing. The need for transparency was 
more important than any internal politicking.”  v
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