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Sure rates are at record lows. Sure refi-
nances are booming. But it won’t be like 
this forever. So, how do lenders prepare 

for a purchase market? They need to create cus-
tomers for life. A good way to start that process 
is to look at technology.

One way for lenders to get more purchase 
business is for lenders to reach out to various 
partners like Realtors, for one. Good CRM tech-
nology can come into play in this area. As an ex-
ample, Mortgage Returns, a CRM and automat-
ed marketing solution for the mortgage industry, 
can create, execute and deliver professionally 
crafted, full-color direct mail pieces and e-mail 
messages for the lender’s referral partners. All 
of these pieces are available as a one-time mail-
ing or as a campaign to help the lender show ap-
preciation to Realtors for individual transactions 
or build and enhance relationships. In addition, 
co-branded direct mail pieces are available to be 
sent on behalf of the loan officer and the real 
estate 

“Companies that we work with are increasing-
ly trying to focus on purchase. I will say though, 
that when we look at the databases of our clients 
we see that 45 percent of the loans that they 
closed since 2009 are at a rate that is half a point 
above the market and 30 percent have a rate that 
is a full point above the market. So, there is still 
room for refinancing,” said Jim Blatt, CEO of 
Mortgage Returns.

The preparation for a purchase market goes 
beyond just looking at CRM technology, even 
though every lender serious about survival cer-
tainly needs to take a look at CRM technology. 
Lenders also need to take a hard look at their 
LOS, too. Lenders need to think hard about how 
your LOS is preparing you to be more transpar-
ent and data centric. How do you do that? Yu can 
start by looking back at how the LOS prepared 
their lender clients to deal with ULDD. For one, 
Wipro Gallagher Solutions, a provider of end-to-
end lending solutions for financial institutions, 

announced its adoption of the uniform loan 
delivery dataset (ULDD) using the MISMO Ver-
sion 3.0 reference model, which ensures prompt 
and compliant loan delivery data, thereby in-
creasing transparency in loan transactions made 
between lenders and GSEs.

With the implementation of ULDD stan-
dards, users of the WGS NetOxygen LOS were 
equipped to seamlessly interface with GSEs by 
the industry deadline of July 23rd. ULDD en-
ables WGS clients to have in-house control of 
loan data and transfers to GSEs, which can elim-
inate the use of a third party to review and verify 

valid loan data and perform the actual delivery.
Other key benefits of WGS’s ULDD com-

pliance include greater efficiency in data col-
lection, higher levels of specificity in data and 
reduced dependency on special codes. ULDD 
export allows for single, batch or groups of 
batch loan transmission to Fannie Mae or Fred-
die Mac, which can be customized by the user 
based on their own selection criteria because it 
is designed to accommodate all types of loan at-
tributes and transactions.

“Predicting the mortgage market is like pre-
dicting the weather. We as a technology provider 
can only do a better job to allow the lender to 
be more efficient so that as the market changes, 
the lender is ready,” said Teresa Blake, Practice 
Director, Subject Matter Expert (SME) Depart-
ment at WGS. “We can help our lenders by help-
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The future is always in the 
future. Who knows how long 
the refinance volume can 
continue?



ing them keep their commitments. To a Realtor 
you are only as good as your last commitment on 
the last purchase transaction they did with you. We 
can give the lender tools to take out waste so they 
can deliver better to their partners.”

Another key system that lenders should lean on 

is their document management solution. Think to 
yourself: Is this solution doing all it can for me to 
make me as efficient as possible? If not, you won’t 
be ready to transition to a purchase market. These 
vendors need to be continually updating their tech-
nology to keep you up to date.

As an example, Capsilon’s Katalyst 8 tool was 
designed to give mortgage lenders a reliable and 
efficient process for document intake and image 
conversion, enabling them to work more col-
laboratively with loan participants to improve 
the lending process. The enhanced system sub-
stantially reduces conversion errors so no data is 
lost when converting paper documents to images, 
an issue many lenders face when receiving loan 
documents from third party originators and service 
providers. Katalyst 8 uses a combination of image 
conversion technologies to solve this widespread 
industry problem. In the rare event an image still 
fails to convert, lenders have access to the original 
file to ensure no important information is lost and 
the loan folder can be processed as usual.

Capsilon’s new release also offers an advanced 
document recognition system that makes identifi-
cation, naming and filing faster and more reliable, 
thus improving lenders’ overall workflow. Loan 
officers and other transaction participants typically 
handle hundreds of types of loan documents. The 
enhanced system automatically recognizes more 
than 250 industry-standard documents, alleviating 

the need for users to manually name them, and 
makes it faster and easier to go from file intake to 
loan fulfillment. 

“The future is always in the future. Who knows 
how long the refinance volume can continue? 
Rates are still low. I just got a refinance offer from 
my lender yesterday, so they’re still at it,” noted 
David Hultquist, Vice President of Marketing at 
Capsilon. “However, you have to think that at 
some point we will saturate this market and every-
one will have refinanced, maybe even two or three 
times each. Lenders have to be planning for what 
happens next.

“Transitioning to purchase is not so much about 
technology vendors adding new features because 
purchase business is coming along. Lenders need 
to ask how the vendor streamlines the process, en-
sures correctness, etc. Those things are especially 
important in a purchase market,” noted Hultquist. 
“Technology helps close the loan quicker and that 
the loan was correctly processed and documented.”

But do lenders get that they have to be more 
knowledgeable about technology? Gateway Mort-
gage Group, a privately held mortgage bank pro-
viding conventional, FHA and VA loans through 
50 retail branches nationwide has taken steps to 
automate more these days.

“I agree that us lenders have to be prepared for 
a purchase market. The MBA is predicting that 
we will be at 70 percent refinances as we finish 
2012 and they think about 56 percent of the market 
will be refis in 2013,” said Kevin Stitt, President 
of Gateway. “A lot of the private bankers like us 
are nowhere near 70 percent. We have traditionally 
been at 60 percent purchase. The Wells Fargos of 
the world are so large that they skew the market 
when they primarily go after the refis. The guys 
that I talk to are continuing to develop purchases 
and work through builders and Realtors. We like 
purchase business because we realize that refis 
come and go.

“We are emphasizing marketing more these 
days. There is more stress in a purchase deal as 
compared to refi deal for the borrow. So, we’re 
implementing technology to get rid of the stress 
of the borrower. For example, we’ll create an easy 
link from a Realtor’s website to us and our loan 
products,” Stitt concluded.

Hopefully more lenders are looking at technol-
ogy to help them transition, as well. ❖

Tony Garritano is Chairman and Founder of PROGRESS in Lending. As a speaker Tony has worked hard 
to inform executives about how technology should be a tool used to further business objectives. For over 
10 years he has worked as a journalist, researcher and speaker. He can be reached via e-mail at tony@
progressinlending.com.

Transitioning to purchase 
is not so much about 
technology vendors adding 
new features because 
purchase business is 
coming along.
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