
Process Improvement

I’ve been doing this for many years now. But 
over the past three years a lot has changed and 
over the next five years a lot more will change. 

Through it all there have been some key debates. 
First, there was the Web-based vs. client server de-
bate. The argument was that lenders would never 
embrace the Web for security reasons. That seems 
to have been a false premise. Small and midtier 
lenders are flocking to the Web-enabled Software 

as a Service model 
in droves. They just 
can’t afford all of 
the hardware and IT 
costs associated with 
installed software. 
Also, they want on-
demand updates that 
aren’t possible with 

installed software. For the upper midtier and large 
lenders, they still want more control and custom-
ization. For them a client server or hybrid Web/
installed approach will always win out.

The second big debate has been over total au-
tomation that renders this person or that person 
redundant. With the introduction of LP and DU 
all the chatter was that there would be no need 
for underwriters anymore. We know that’s not 
true. Technology can and should automate the 
mortgage process fully. In moving down this 
path some jobs will be minimized, but I don’t 
see the day coming when technology does it all 
on its own. Automation should allow the lender 
to weed out the low-level, low-skill jobs and de-
pend more on the high-skilled jobs and workers. 
Wouldn’t it be great if every lender employed 
mortgage professionals that know the process 
inside and out instead of a bunch of form fillers? 
I think we’re headed in that direction by hook 
or by crook. New regulation will demand that 
lenders employ true professionals that work with 
technology to craft a better mortgage process.

The third bid debate is best-of-breed vs. end-
to-end. Is there one system that can do it all? I 

just don’t think so. However, things on this front 
are certainly changing. I remember the days 
when the biggest value proposition for a loan 
origination software (LOS) was that they were 
integrated to everyone. The more integrations, 
the better. Today that has changed. With inves-
tors and regulators demanding a more data-driv-
en approach, lenders want tighter integrations. 

For example, Optimal Blue has completed a 
new integration with Byte Software’s BytePro 
LOS. This integration also includes Optimal 
Blue’s best-in-class execution and pipeline man-
agement technology via Secondary Interactive, 
enabling users to take a loan seamlessly from 
origination through sale. Here’s the scoop:

The integration gives BytePro users access to 
Optimal Blue’s pricing and secondary marketing 
platform, enabling originators to respond quick-
ly to prospective borrowers with precise and re-
liable data. That information then automatically 
populates the loan file within BytePro, eliminat-
ing keying errors and saving originators’ time. 
The interface with Optimal Blue gives BytePro 
users a competitive advantage by enabling them 
to provide better service and more options to 
their borrowers.

The integration is the first to support Optimal 
Blue’s new historical pricing and Fair Lending-
related features and services. These enhance-
ments reflect the most significant advancements 
since Optimal Blue was founded ten years ago.

“Optimal Blue is the only company that cre-
ates integrations that are true marriages of two 
platforms,” said Larry Huff, co-CEO of Opti-
mal Blue. “It’s not a file drop or a simple data 
transfer – it is actually so technically advanced 
that users create their work in one place and it 
seamlessly moves from one system to another. 
This is a huge differentiator and one that our 
customers appreciate, particularly when it al-
lows them to be more efficient, profitable and 
compliant throughout their mortgage operation. 
Optimal Blue is often asked by its customers for 
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guidance when selecting a new LOS; this depth of 
integration is the new standard for us and is already 
gaining traction in the market.”

“Byte strives to give customers every advan-
tage, whether it’s a thriving or challenging envi-
ronment,” said Joe Herb, General Manager of Byte 
Software. “The integration with Optimal Blue 
exemplifies that mission, providing access to a 
powerful platform and leveraging automation to 
drive greater efficiencies. Every LOS is working 
to create integrations with industry-leading com-
panies. This integration is truly different, raising 
the bar and moving the standard of integrations 
forward by implementing best-of-breed practices 
and creating a true three-way exchange between 
Byte Software, Optimal Blue and Secondary Inter-
active.”

That integration works today because it’s tight. 
Another good example is that Cogent Road has 
completed the integration of its Roohmz Enter-
prise Loan Production System with the SmartGFE 
service from ClosingCorp. Here’s the scoop on this 
partnership:

SmartGFE provides loan officers with auto-
mated access to state, county and city-specific 
service providers, whose fees then populate the 
Good Faith Estimate (GFE) and Service Provider 
List, required as part of an applicant’s mortgage 
loan transaction. It incorporates closing cost 
data generated from more than 12,000 real estate 
service providers, including title and settlement 
rates, inspection fees, as well as state and county 
recording fees and transfer taxes. Loan officers can 
have their own preferred service providers added 
to the SmartGFE database as well. Using Smart-
GFE eliminates the need to maintain templates and 
tables and also helps ensure that the GFE meets 
the more stringent RESPA tolerance requirements 
issued in 2010.

The Roohmz workflow management system 
provides its users with a unique, dual-purpose 
integration of SmartGFE. Unlike a typical system-
to-system interaction, Roohmz created two Smart-
GFE workflow events that can be added to any loan 
production workflow. When the first SmartGFE 
event is reached during loan production, the user 
selects desired service providers, along with their 
fees, which are then imported into the loan file. 
Later in the workflow, a second SmartGFE event 
allows verification of existing fees and the addition 

of new service providers. By incorporating Smart-
GFE directly into the Roohmz workflow engine, 
loan fees are imported and verified at consistent 
times during each loan’s production.

“Integrating SmartGFE directly into the work-
flow engine is a major enhancement for lenders 

using Roohmz Enterprise,” said William DiPaolo, 
President and CEO of Cogent Road. “Roohmz is 
designed to make loan production fast, easy and 
consistent. Now users can drag our two SmartGFE 
workflow events into loan specific milestones to 
ensure difficult to source fees are added instantly 
and accurately in every loan. Since Roohmz also 
produces the loan documents, no additional data 
entry is required.”

SmartGFE automatically uploads a certificate 
of compliance directly into Roohmz, which docu-
ments that the GFE data is backed by the Clos-
ingCorp Compliance Guarantee. SmartGFE also 
provides a date/time stamped audit trail to detail 
the cost-related actions that have occurred during 
the loan transaction.

“Our goal with SmartGFE was to develop a 
system to deliver accurate and timely information 
for a more efficient loan transaction, which ben-
efits both the lender and the borrower,” said Cathy 
Blaszyk, vice president of national account sales 
at ClosingCorp. “This integration with Roohmz is 
an ideal example of two service providers working 
together to provide their users with an even greater 
range of benefits.”

Roohmz ensures loans are underwritten accu-
rately every time, significantly reducing the risk of 
loan buybacks. It keeps every loan in compliance 
with Reg B, Reg Z and RESPA, and automatically 
delivers adverse notices when necessary. Roohmz 
provides workflow automation, paperless origina-
tion, complete with e-signing and automatic as-
sembly of loan packages to investors.

So, surely the LOS has to be the system of 
record, but as the old saying goes, you can’t do it 
all alone. ❖
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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.


