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Solve Real Problems

T echnology should solve real problems. For example, CoreLogic has launched 
PanoramIQ, an intelligent property solution that delivers a more complete view of 
property data with more current and reliable sources than public-record data 

alone. Utilizing a combination of public and proprietary property datasets, a unique 
property ID, machine learning and advanced analytics, PanoramIQ provides lenders, 
mortgage industry professionals and government entities with deeper, more accurate and 
complete property insights, allowing clients to make better decisions in a timely and 
efficient manner. 
    Using a proprietary methodology, CoreLogic is able to efficiently bring thousands of 
disparate property data sets together through PanoramIQ. Traditional sources of property 
information, such as public-record data alone, can often have gaps or fail to reflect the latest 
information on a property. By bringing together a variety of property data sources, 
combined with advanced analytics, PanoramIQ delivers an up-to-date, comprehensive view 
of a property.
     “PanoramIQ brings a more complete and reliable source of property intelligence that 
fills gaps found in the traditional outdated systems. Based on an unmatched breadth of 
property information sources and sophisticated logic, CoreLogic is uniquely positioned to 
identify the most accurate sources of property data so clients have a more complete view of 
a property,” said Shaleen Khatod, executive, data and advisory solutions at CoreLogic. “As 
mortgage and refinance volumes continue to decrease, it’s important for those in the 
mortgage industry to have instant and reliable information on a property so they can 
identify high-quality leads and make timely and competitive underwriting decisions.”
     According to CoreLogic research, 27 percent of property records nationally have gaps 
within public-record data. Additionally, 18 percent of property records nationally have data 
attributes that CoreLogic identifies as more accurate than public record alone. Unlike 
sources such as tax assessor information, which are typically updated annually, PanoramIQ 
relies on a variety of proprietary information sources to provide more up-to-date reports. 
PanoramIQ uses artificial intelligence to scan multiple sources of data, link the data to a 
unique property ID, analyze and interpret changes and updates and uses advanced analytics 
to identify the most reliable information. This extensive process enables PanoramIQ to be a 
more complete, current and compliant view of property data. v
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The digital mortgage 
your borrowers love. 



We are seeing things like robo-
advisers, blockchain and biometric 
data to access bank accounts, a new 

era of accelerated technology transformation has 
emerged, affecting every aspect of financial 
services and altering the banking experience.
    As quickly as new technology surfaces, so too 
are long established banking tools, such as paper 
checks, being extinguished. We are experiencing 
remarkable growth in online payments in the 
U.S., which has been behind Europe and Asia in 
adoption up until now. Currently, three-fourths of 
the transactions processed through U.S. banks 
are digital. The industry has also been focused on 
real-time payments, as companies like Venmo 
and PayPal shift consumer expectations and cater 
to their need for immediacy. 
    These advancements in technology are driving 
the entire market to a more digital-centric 
environment, which could put earnings and 
capital at risk for many banks. In fact, McKinsey 
estimates legacy financial institutions could see 
profits decline between 20 and 60 percent by 
2025 due to fintech disintermediation.
    Moreover, consumer expectations continue to 
evolve, especially as we witness the biggest 
transfer of wealth in history. With this new 
generation of consumers, financial institutions 
can expect new demands, particularly in mobile, 
internet and other fully digital appliances. Not 
surprisingly, these new consumers are looking to 
online provides such as VaroMoney, Venmo and 
Kabbage. They view traditional banks and 
lenders as outdated and unable to deliver the 
types of products and services with the 
convenience they expect. 
    In fact, a study by Fidelity National 
Information Services (FIS) found that only 23 
percent of customers believe their financial 
institution is meeting their expectations. In 
response, some institutions are digitizing the 
lending experience, but many are still losing out 
to the online, alternative institutions due to 
convenience and speed in decisioning. 
 

Your Voice
Success In The Era Of FinTech  
As quickly as new technology surfaces, so too are long 
established banking tools, such as paper checks, being 
extinguished.

By Stephen Curry
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For instance, convenience and speed in 
decisioning.  
    Mortgage lenders are also being impacted by 
this technological shift. Last year, Quicken 
Loans passed Wells Fargo as the largest 
mortgage lender in America. Nontraditional 
lenders like Zillow are adding even more 
pressure to traditional mortgage lenders to meet 
the demands of today’s consumer. In both 
examples, these organizations already have 
strong brand recognition, making it even more 
challenging for traditional institutions. The good 
news for mortgage lenders is that their execution 
doesn’t yet match their marketing, but that won’t 
last. 

We now live in a digital world – 
we see this in the younger 
generations just coming of age 
to use financial tools. My 6-
year-old sons mastery of all 
things digital is a great 
reminder of this every day.

  Finally, we’ve seen rapid growth in P2P and 
crowdfunding platforms like LendingTree and 
Monevo since the financial crisis. This makes 
sense. After the crisis, consumers lost trust in 
traditional financial institutions, and a 
supermarket to educate and facilitate choices is 
beneficial.  But just like in a supermarket, this 
shelf space is purchased, and consumers can be 
misled.
     We now live in a digital world – we see this 
in the younger generations just coming of age to 
use financial tools. My 6-year-old sons mastery 
of all things digital is a great reminder of this 
every day. This technology is reshaping 
expectations, changing the financial services 
industry and fueling competition as new types of 



  christine@visionyoursuccess.net    S  www.visionyoursuccesss.net
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Leverage your success 
with Christine Beckwith, 
30-year industry expert



organizations emerge, all contending for 
market share. In response, traditional lenders 
must digitize the customer experience, leverage 
technology and data and prioritize security 
and safety. 

Create a Truly Digital Customer Experience
A digital customer experience is no longer a 
benefit. It’s a requirement for today’s lender. 
Millennials and the quickly emerging Gen Z 
market expect to do anything and everything 
from their smartphones, and it’s not just 
them. Older generations are also 
becoming more comfortable and 
reliant on digital channels. My 
78-year-old mother is an ardent 
user of her iPhone for 
communications, healthcare, 
financial and travel information.  
Lenders must now deliver a 
seamless customer experience 
across all channels and devices.
  For many traditional lenders, 
there is a lack of consistency 
between channels. As mobile 
becomes a primary channel, 
lenders must embrace it and 
explore ways to leverage it to 
enhance the value they provide 
to consumers. 
  Lenders must also evaluate 
their digital and in-branch 
experience and ensure 
consistency between the two as 
well. We are working hard on 
this at Gateway.  Leveraging the 
Internet of Things and wearable 
technologies will be key to 
success. By looking to 
  innovators like Apple and Google, lenders can 
create unique services like scheduling 
appointments with loan officers from their 
Apple Watch or Google assistant. 
 Additionally, immediacy and real-time 
payments are important. A digital platform 
should alert users of payment dates, enabling 
them to avoid late payments. 
   The possibilities are endless, but creating a 
superior digital experience is critical for 
competing with today’s technology-driven 
alternative lenders. This is the direction that 
every lender needs to move in.

Leverage Modern Technology, Data And Also 
The Cloud 
Increasingly, alternative lenders beat out 
traditional lenders because of the speed of the 
application processes, fast decision-making and 
the convenience of an online platform. In 
response, lenders must leverage technology and 
data. With the right systems in place and adequate 
data, lenders can speed up decisioning and create a 
more convenient and simple process for borrowers. 
Cloud technology is also critical and enables 
lenders to implement real-time updates to loan 

origination software that 
leverages data for a faster 
decisioning process. For any 
lender not currently 
operating on cloud-based 
technology, this year is the 
time to begin migrating. 

In The Wake Of Data 
Breaches And Cyberattacks, 
Security Must Be A 
Priority 
Finally, security must be a 
priority, especially as a 
digital environment exposes 
financial institutions and 
lenders to greater risks and 
security concerns. In fact, in 
2018 alone, data breaches 
compromised the personal 
information of millions of 
people around the world. T-
Mobile, Quora, Google and 
Orbitz were among some of 
the companies that faced 
costly breaches, and 
Facebook dealt with several 

that affected over 100 million users.
Between the growing number of 

data breaches and cyberattacks, digital 
mortgages are substantially at a higher 
risk than standard ones. Lenders can 
no longer afford to rely on old 
infrastructure. As technology evolves 
more quickly, traditional lenders must 
prioritize the customer experience and 
place the needs and expectations of 
the borrower first. If not, they will 
continue to lose out to alternative 
lenders, who are rapidly gaining share. v

Stephen Curry as the Chief Executive Officer of Gateway Mortgage Group. His financial service industry experience 
began in banking with RepublicBank Texas and spanned leadership roles at Bank of America, NationsBank and various 
other executive positions in Dallas, Charlotte, New York and Boston. In 2009, Curry founded Everett Advisory Partners, a 
banking advisory firm headquartered in Tulsa, Oklahoma, that provides a full range of services to the CEOs and Board of 
Directors of community and regional financial institutions. 
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As technology evolves 
more quickly, 

traditional lenders must 
prioritize the customer 

experience and place the 
needs and expectations 
of the borrower first.
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Attend any mortgage industry event or 
trade show or read any of the industry 
publication, and you will hear people 

talk about the rising cost to originate, margin 
compression and declining profitability.
  Lenders continue to struggle in an ever-
changing mortgage rate environment, reporting 
negative profits for the first time since Dodd-
Frank compliance brought down profits in 
2014.
  Independent mortgage banks and mortgage 
subsidiaries of chartered banks reported a net 
loss of $118 per loan originated in the first 
quarter of 2018, according to the MBA’s 
Quarterly Mortgage Bankers Performance 
report. This is down from a gain of $237 per 
loan in the fourth quarter of 2017.
   “In the first quarter of 2018, falling volume 
drove net production profitability into the red 
for only the second time since the inception of 
our report in the third quarter of 2008,” said 
Marina Walsh, MBA vice president of industry 
analysis. “While production revenues per loan 
actually increased in the first quarter, we also 
reached a study-high for total production 
expenses at $8,957 per loan, as volume 
dropped.”
   So how to we drive down the cost to 
originate and bring back profitability in 2019?  
It starts with asking some tough questions and 
looking outside of the normal this is how we 
always do business answers, if we are going to 
come up with some sustainable answers.
Can we afford to continue doing business as 
usual?
Is there a better and more efficient way to 
originate loans?
How do we increase origination volumes 
without blindly hiring more LO’s?
How many loans does the average LO close a 
month in your organization?
How many loans can a processor per day, 

month, and year handle in your organization?
Ask the same question about your Underwriters? 
Closers? Funders? Etc.?
   Lenders are notorious for running tons and 
tons of reports.  Unfortunately, reports become 
stale the minute you print them, so you forward-
thinking lenders have moved to real-time 
dashboards. While that is a step in the right 
direction, that’s only half the battle. The real key 
is— what do you do with that data?
    Why is it that the average underwriter could 
handle a pipeline of 100 loans pre-crash but 
can’t handle much more than 30 today?
    In taking a hard look at the numbers, it is 
very clear that you can’t continue to do business 
as usual and expect to turn the tide against the 
rising cost to originate.  The key is improving 
operational efficiency. The challenge is how we 
put this into action.
    It is critical that if we are going to defeat the 
villain, we must take the time to not only 
understand how much we are spending on each 
task to originate, but also truly understand how 
we can become more efficient.
    It is one thing to understand the data, but if 
you want to truly gain operational efficiency and 
drive down the cost to originate, what you do 
with the data is so much more important.  Is the 
data telling you where the bottlenecks exist in 
your origination workflow?
   Those bottlenecks/inefficiencies are costing 
you money and contributing to your rising costs. 
Once you identify the bottlenecks, how can you 
eliminate these bottlenecks through workflow 
automation to create consistent processes that 
streamline and reduce costs?
   Let’s take a step back and look at history. 
When Henry Ford implemented the assembly 
line, they saw a dramatic increase in 
productivity, here’s why:
Work was prioritized, pushed to the right person 
at the right time

Recovery Tips
The Cost To Originate
Lenders continue to struggle in an ever-changing mortgage rate 
environment, reporting negative profits for the first time since 
Dodd-Frank compliance brought down profits in 2014.

By  Adam Batayeh
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The mortgage market is treacherous. 
One false move could put it all at risk.  

Companies that want to succeed in today’s regulatory 
environment need proven expertise in quality control and 
operational risk management. 

That’s why dozens of the industry’s leading lenders, 
servicers and third-party service providers rely on Walzak 
Consulting’s extensive experience to help elevate quality, 
ensure compliance, increase profits and reduce costs.  

Gain regulator-ready compliance. Exceed investor 
expectations for quality control. Attain sleek, lean 
performance levels. Achieve blue-ribbon consumer 
satisfaction. 

Find out why the mortgage industry’s top companies trust 
Walzak Consulting for ensuring quality and compliance. 

Make the call that will 

make the difference.
561.459.7070   

RJBWalzak.com   

Becky@RJBWalzak.com
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Ford created sub-assemblies to 
maximize output
   Technology then automated the 
items that a system could handle, 
but people still do a majority of 
the work today. It’s more of the 
right person, at the right time, and 
at the best price.
  Consider this — you’ve been 
successful thus far. You’re closing 
loans, and you might be 
somewhere in the middle when it 
comes to profitability. Now, if you 
could only get the most out of 
every motion in that process…
    The first thing we can help you 
do is Identify. Zooming out of the 
day-to-day can work wonders, 
especially when done by a fresh 
set of eyes. Here’s an example of 
questions you might ask in 
identifying key areas for 
improvement.
What is our process for gathering 
borrower conditions?

 

How do you actually Track, Approve, and Reject 
documents?
How much of this is done via email?
Do all interested parties of the transaction have a 
Real-time Status into each one of these conditions?
    For example, say we’re waiting on an item from a 
third-party. Do we know how long we’ve been 
waiting for that particular item? Is it stopping 
someone else from performing an unrelated function? 
What does the follow-up process look like? Are we 
just emailing for updates? 
  Once we’ve identified the key areas for 
improvement, you’ll have a better understanding of 
how you might transfer responsibilities from one 
employee to another. Think of it like this— a high-
cost resource should almost NEVER perform a low-
cost function. If it can be handled through automation, 
even better! 
    The next thing to identify is Communication. So 
much gets lost due to a lack of transparency. Systems 
were designed so that multiple users can’t have edit 
rights to the same areas. It makes sense. If someone is 
reviewing income and someone goes in and changes 
the income… well…
    As you identify these key areas that need to be 
communicated to multiple people, you will begin to 
uncover missteps that create vicious cycles of he-said/

 

she-said. A flurry of CC and BCC emails ensue, and 
this leads to, well…a lot of bad.
    We can help you go from “CC and BCC everyone 
just in case” to pointed communication at the right 
time to the right person. This way your team is being 
communicated to/with on a “need to know” basis.
    You no longer have to be a victim to the rising cost 
of originating loans. Allow Lodasoft to help you 
rethink how you are originating so that you can 
streamline your processes while reducing the cost to 
originate. Let operational efficiency become the hero 
in your organization.
   A team of lenders and mortgage technologists 
created Lodasoft. We’ve been on your side of the 
fence—struggling with the day-to-day challenges of 
the constantly shifting mortgage process and rising 
cost to originate. Based on that experience, we strive 
to make lenders more efficient, scalable and 
profitable. v

Think of it like this — a high-cost 
resource should almost NEVER 
perform a low-cost function. 

Adam Batayeh is President of Lodasoft, the mortgage industry’s leading solution to help lenders eliminate 
complexity and automate the manual workflow involved in the everyday loan process. With more than a decade 
of experience in the mortgage industry, Batayeh has held executive sales, marketing, product and strategic 
partnership positions with key mortgage technology providers. 
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www.lereta.com 855.395.1726 

For over 30 years, LERETA has provided the mortgage and insurance industries 
the fastest, most accurate, and complete access to property tax data and flood 
hazard status information across the U.S. 

LERETA is committed to giving customers extraordinary service and cost-
effective property tax and flood solutions. Our services are designed to increase 
efficiencies, reduce penalties and liabilities, and improve processes for mortgage 
originators and servicers. 

With our dedicated professionals and highly experienced management teams, 
LERETA leads the industry in proven service and innovative technology. 



O ptimal Blue recently released a suite of indices known as the Optimal Blue Mortgage Market Indices (OBMMI). These 
indices are calculated from actual locked rates with consumers across more than 30% of all mortgage transactions 
nationwide and are developed around the most popular mortgage loan products and specific borrower attributes.

   Rates have been falling steadily since mid-November 2018 and particularly sharply in March 2019. Specifically, the average 30-year conventional 
confirming 30-year rate fell from 5.16% in November 2018 to 4.55% in March 2019.  This drop was enough to spark a surge in mortgage consumer 
lock volume, with lock activity increasing by approximately 2.5% in Q1 2018 relative to Q1 2017. 
  Despite the drop in mortgage rates which is normally associated with signs of economic weakness, the economy has continued to show strong 
signs of growth, with unemployment at 3.8% in February and GDP growth at 2.6% in the fourth quarter of 2018. And signs of strength are also 
apparent in the housing market, with the monthly purchase only House Price Index showing a 0.57% increase in January. 
  However, some market indicators suggest that an economic slowdown could be around the corner.  In particular, the spread between 2-year and 
10-year Treasury securities has narrowed since mid-2018 which is indicative of a weakening economy.  When the 10-year Treasury yield is near or 
less than the 2-year Treasury yield, it implies that markets expect the Federal Reserve to eventually reduce short term rates, a process which is 
generally associated with an economic slowdown.  This expectation is supported by Federal Reserve Board statements indicating that they do not 
plan to raise rates the rest of the year and that they are slowing the runoff of the balance sheet. 
  The chart shows the Optimal Blue conforming 30-year fixed index plotted with the 2-10 yield spread, and indexed volumes of locked loans 
through the Optimal Blue product and pricing engine. Note that the yield spread has been low for a while, coinciding with the fall in rates. 
Unsurprisingly, the stark decline in rates has led to an uptick in mortgage activity.    v

MArket Pulse

Optimal Blue: Rates Falling, Are Volumes Responding?





In covering the mortgage space for many 
years, there are always partnerships to 
report on. That's great, but when these 

companies join forces, I thin they should first 
think about how this partnership really benefits 
the lender.
   For example, Floify, a mortgage point-of-
sale solution, has joined forces with Plaid, the 
technology platform and data network 
powering many of the largest and fastest-
growing applications and businesses in 
financial technology. The partnership enables 
lenders and loan originators to order and 
receive Plaid’s Asset Reports from the Floify 
point-of-sale solution, simply by having con-

sumers connect their bank account through 
Plaid.
   Once integrated with Floify, Plaid can 
be configured to automatically trigger a 
request for borrower asset reports upon the 
conversion of a prospect into a loan file, 
or manually trigger from an active loan 
file. After a Plaid request is initiated, 
borrowers are prompted to select their 
financial institution and enter their 
credentials via Plaid’s front-end module. 
Upon successful login, the borrower’s asset 
report is securely transmitted and synced 
to their corresponding loan file, which 
saves valuable time in the loan origination 
process.
   “Floify is thrilled to partner with Plaid 
as we continue to use our automation 
technology to improve the mortgage 
process for loan originators and 
borrowers,” said Dave Sims, CEO of 
Floify. “Our integration with Plaid further 
simplifies and accelerates loan origination 

for mortgage professionals who combine 
the power of Floify point-of-sale system 
with Plaid’s Day 1 Certainty-approved 
digital asset verification functionality.”
  Floify simplifies the way lenders collect, 
verify and manage loan documents; track 
loan progress; and communicate with 
borrowers and other loan stakeholders. 
With Floify, mortgage professionals have 
reported saving hours in the loan 
origination process, while increasing the 
profitability of their lending operation and 
improving borrower satisfaction.
  Floify is a digital mortgage automation 
and point-of-sale solution that streamlines 

the loan origination process by providing a 
secure application, communication, and 
document portal between lenders, borrowers, 
referral partners, and other mortgage 
stakeholders. Lenders use Floify to collect 
and verify borrower documentation, track 
loan progress, communicate with borrowers 
and real estate agents, and close loans faster. 
Floify is based in Boulder, Colorado.
    Plaid is the technology platform and data 
network providing the tools and access 
needed for the development of a digitally-
enabled financial system. Plaid makes it 
easier and safer for developers—from the 
smallest startups to the largest financial 
institutions—to build innovative financial 
services and applications. Plaid’s 
infrastructure makes it possible for companies 
like Robinhood, Acorns, Betterment, 
Coinbase, Venmo and hundreds more to serve 
their customers, regardless of where they 
bank, allowing them more insight and control 
into their spending, investing, budgeting and 

Process Improvement
Think About Adding Value
I've always used my position to speak out on behalf of the benefits 
associated with smart automation, so here I go again.

By Tony Garritano

Our integration with Plaid further simplifies and accelerates loan 
origination for mortgage professionals.
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their overall financial well-being. Today, 
one in four Americans with a US bank 
account use Plaid. 

 Similarly, Beta Music Group Inc. 
through its operating subsidiary Get Credit 
Healthy, Inc., a fintech platform that 
provides independent mortgage originators 
with credit resources, education, data 
intelligence and lead recovery has partnered 

  with ARIVE, a platform that 
offers the first of its kind 
mortgage marketplace designed 
to allow independent mortgage 
originators access to lenders, 
borrowers, and third-party 
vendors in a seamless 
ecosystem.
   Through a partnership with 
AIME, the Association of 
Independent Mortgage Experts, 
ARIVE will provide 
independent originators with the 
connections and tools to both 
compete in a crowded 
marketplace and serve 
increasingly tech-savvy 
borrowers nationwide.  Lenders 
and third-party providers want 
to make it easy for their 
customers, and AIME is over 
 
  
35,000 strong. 
    ARIVE has multi-year contracts with a network 
of more than 20 wholesale lenders. That includes 
five of the top ten wholesale lenders in the 
country: United Wholesale Mortgage (#1), Caliber 
Home Loans (#2), Stearns Lending (#3), Flagstar 
Bank (#7) and Home Point Financial (#8). 
Combined, these lenders make up nearly half of 
wholesale market share. Top Renovation Lender 
AFR Wholesale, Reverse Lender Finance of 
America Mortgage, and Paramount Residential 
Mortgage Group (PRMG) are among the 
additional 20 wholesale lenders connecting to 
ARIVE.
    Elizabeth Karwowski, CEO, stated: " We are 
extremely excited to partner with ARIVE to 
deliver one-click access to a host of credit services 
and solutions to assist the ever growing number of 
Independent Mortgage Originators on the ARIVE 
platform.”
    Today’s fiercely competitive financial services 

market challenges originators like never before. 
Heightened pressure to create new loan 
opportunities, reduce prospect lead fallout, and 
provide better pipeline visibility poses a 
significant burden on independent mortgage 
originators.

  To thrive under these market conditions 
requires a revolutionary new solution that 
transforms a currently untapped market into a 

well-qualified, well-informed 
applicant pool. Get Credit 
Healthy converts fallout into 
funded, helping independent 
mortgage originators close 
more loans while providing 
them with a significant 
competitive advantage.
 ARIVE, LLC., is a private 
technology company based 
in Philadelphia, Pennsylvania. 
Conceived as an engine to 
drive mortgage technology 
into the future, ARIVE 
offers the first of its kind 
mortgage marketplace 
designed to allow 
independent mortgage 
originators access to lenders, 
borrowers, and third-party 
vendors in a seamless 

ecosystem.
   BEMG, through its operating subsidiary Get 
Credit Healthy, utilizes its proprietary processes, 
platform, and software to integrate with lenders to 
make it easier to recapture leads. Developed for 
and by those with extensive experience in the 
mortgage industry, Get Credit Healthy's platform 
has already facilitated over $200 million in new 
loan opportunities. 
     Get Credit Healthy has showed sustained growth 
over the past three years and shows no signs of 
slowing down. Get Credit Healthy is working to 
increase its network of partners and is looking 
forward to a very promising future.
    Why do I bring up these partnerships? Because 
they make sense. Both are trying to help lenders 
solve real pain points. That’s what good partnership 
should do. As I continue to report on this industry, 
that's what matters most. Doing something positive 
for lenders that matters is what makes for a good 
partnership. v
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Tony Garritano is chairman and founder at PROGRESS in Lending Association. 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 in the mortgage technology space. Starting this association was the next step for someone 
like Tony, who has dedicated his career to providing mortgage executives with the information needed to make informed 
technology decisions. He can be reached via e-mail at tony@progressinlending.com.
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MortgageSAT empowers lenders with actionable data, peer-to-peer performance 
benchmarking and online testimonial sharing to help create happy borrowers

STRATMOR Group worked with Certainty Home Loans 
on this case study that offers insights into the seven 
commandments for achieving borrower satisfaction 
with real-life examples from loan officers who make 
providing a superior borrower experience a priority. 

Check out the article at MortgageSAT.com

How Important are Satisfied Borrowers to Your Business?

FOR MORE INFORMATION VISIT
MortgageSAT.com
or call Mike Seminari at 614.284.4030

MortgageSAT is the industry’s only complete borrower feedback analysis program, 

a powerful management tool that gives mortgage lenders the control, visibility and 

context needed to manage and improve the borrower’s experience.

DRIVING BORROWER SATISFACTION
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We all know content marketing moves 
the needle on online lead acquisition. 
When it comes to interesting con-

tent, however, some industries have a tough time 
getting away from their stodgy image. As a 
general rule, for example, you’d expect more 
cool content from a soft drink company than a 
B2B software firm. In fact, B2C tends to beat 
B2B in general, at least in theory. 
  The exception to the rule: B2C financial 
services. In the article “8 Awesome Content 
Marketing Examples In the Financial Industry 
That Will Inspire You” written by Rob Steffens, 
he says that companies in the financial services 
industry have one of the most buttoned down 
and knotted up images of any industry.
   And yet, banks and credit card companies can 
succeed with inbound content marketing just as 
well – or even better – than the average brand.
     Why? The answer is simple.
    More than anything else, content marketing is 
about educating your audience. The best content 
marketing examples involve teaching people 
about a subject in a new way. Good content 
sparks interest, which enhances retention and 
fosters rapport between visitors and your brand.
    Marketers in the financial sector need to craft 
their content with care thanks to strict 
regulations. Still, they have the huge advantage 
of being able to educate their consumers on 
subjects that most people find mysterious. That 
makes it easier to position your brand as a 
trusted resource that makes life easier.
    Even having said all that, it might be hard to 
imagine how content marketing in finance 
works. Luckily, some financial firms have put 
out stellar content marketing examples to learn 
from.
Let’s dig deep into some of the top content 
marketing examples in finance!

1. Transamerica Wins With Content on 
Facebook

Business Strategies
The Race To Inspire
For lead generation and brand building, content counts. There are amazing 
stories your content can tell, no matter what industry you’re in.

By Michael Hammond

Transamerica’s Facebook page soars over 
mainstream consumer-oriented brands with 
more than 550,000 likes and nearly as many 
page followers. Transamerica defines its voice 
by connecting the esoteric realm of finance 
with health and wellness, athletic events, and 
charitable outreach.
  For example, they publish an infographic 
highlighting how to find time to exercise 
while doing the usual daily activities, which 
was created in partnership with the American 
Heart Association. This is a unique approach 
to teaching financial service customers about 
other important considerations that relate to 
personal finance.
   Their content is well distributed thanks to 
their social media team, who has mastered 
using compelling photography and infographics 
to drive their message home and capture 
attention on users' news feeds.

2. John Hancock Financial’s Golden Tweets
John Hancock Financial uses Twitter almost 
exclusively to promote the Boston Marathon, 
an event it has become closely associated 
with after more than three decades of 
sponsorship. A roster of nearly 44,000 
followers is testament to its ability to create 
relevant brand content before, during, and 
after races.
  Their content marketing approach is 
especially impressive because their tweets 
subtly drive traffic to the main John Hancock 
Twitter, too. They're using their sponsorship 
as an opportunity to deliver more value to 
their audience while driving engagement.

3. MasterCard Leads on Video Content
MasterCard has been building its video 
library on YouTube since 2006, and thanks 
to their consistent efforts over the long term, 
the quality shows.
  Its channel is a rich cornucopia of  diff-
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erent content campaigns. Many videos are fun 
brand awareness content that appeals to hip 
young consumers.
  However, there’s also insightful thought 
leadership on next wave digital payment 
solutions. Travel is a major theme throughout its 
productions, which appeals to a specific subset 
of their target audience.

4. JPMorgan Chase Maps and Data 
Visualization
Now we get into the deep innovation. JP 
Morgan Chase shows off its fluency with data 
through its Maps and Data Visualization index.
Investors and others interested in all the inner 
workings of the nation’s financial picture can 
explore interactive maps with overlays that 
disclose everyday spending habits, major events 
in the financial market, gas prices, and much 
more.

5. Ideas with Morgan Stanley
Morgan Stanley Ideas is a collection of deep 
dive blog posts at the intersection of finance and 
futurism. Everything from e-commerce to the 
Chinese market to the looming economic effects 
of Gen Z is examined in delectable detail.
   Short videos help set the stage for each post, 
but the lavish quality of the writing means Ideas 
stands out from a crowd of imitators. This is the 

ultimate content marketing achievement – 
creating content that is distinctly superior to 
your competitors' content.

6. The Famous NerdWallet Blog
On the other side of the text content continuum is 
the NerdWallet blog. Look closely and you’ll see 
NerdWallet has a complete content team along with 
dedicated writers, and the difference is very 
noticeable.
   NerdWallet offers a sizzling and snappy look at 
key personal finance topics relevant to younger 
consumers. Small business and travel are anchor 
topics, giving the blog a lifestyle feel that is unique 
in the financial industry.

7. SoFi Online Calculator Center
Some of the top content marketing examples 
include tools to make your life easier. Tackling 
finance means crunching a lot of numbers, of 
course, so audiences in the finance world are likely 
seeking out educational resources that help them 
better understand certain circumstances they may 
be. 
   Enter SoFi. They make things easier with a spiffy 
set of financial calculators that run the gamut of 
life’s finance topics. From student loans to 
mortgages to retirement, you can figure it all out – 
and each calculator page is conversion oriented, 
too. So, learn from these examples and inspire. v

Michael Hammond is chief strategy officer at PROGRESS in Lending Association and the founder and president of 
NexLevel Advisors. NexLevel provides solutions in business development, strategic selling, marketing, public 
relations and social media. He can be reached at mhammond@nexleveladvisors.com.
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When it comes to interesting content, however, some industries have a 
tough time getting away from their stodgy image.
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    If any of the data is 
inconsistent with the 
“facts” taught to the 
machine, or there is no 
rule, it will be unable to 
decide.  These systems do 
not “learn”.  For example, 
if an AUS system has a 
rule that limits DTI ratios 
to 43%, it will not 
approve one at 44%, 
regardless of the fact that 
the human who then 
reviews the application 
does so 95% of the time. 
The system has not 
“learned” that 44% is 
acceptable.   
Robotic Process 
Automation- RPA was 
designed and is utilized to 
automate those processes 
that are routine and labor 
intensive.  Today 
businesses find that work 
associated with repetitive 
tasks, such as inputting data, 
making calculations and 
answering standard customer 
questions is work that can be 
done by basic RPA 
technology. Your home-
based Alexis system is an 
RPA devise that answers 
questions and conducts some 
limited analyses based on the 
input.  For example, when 
you ask Alexis to play music, 
it will find a music program 
and begin to play it. The 
robot has learned what music 
is, the types of music and 
what performers are 
associated with each.  If you 
do not like the type of music 
selected you simply tell 
Alexis and the music is 
changed.  The same applies 
to individual songs.  Alexis 
then “learns” what type or 
piece of music you do not 
like and will not play it again.  
The “bot” as it is now called, 
has learned something new 
and will apply it in the future. 
    Today, companies with 

workflows that are 
consistently repetitive and 
simple are using this 
technology.  For example, a 
warehouse which contains 
thousands of products which 
need to be compiled into one 
order uses these bots to find 
and deliver the items to a 
central location.  These bots, 
which have the appearance of 
what we think of as robots, 
move up and down narrow 
rows of products and quickly 
and accurately collect the 
necessary items.  This has 
resulted in the elimination of 
personnel who perform this 
function with much less 
accuracy and in a greater 
time period.  It even has the 
impact of allowing 
warehouses to be built 
higher, thereby eliminating 
the need to have long, low 
buildings with lower rows of 
goods so that humans can 
reach.   
    One of the critical features 
for these bots is the ability for 
it to recognize what the user 
is saying in their own 
vernacular. Known as Natural 
Language Processing (NLP), 
its purpose is to allow bots to 
learn various languages, 
accents and idioms used by 
customers. The development 
of NPL requires that this 
occurs for industry specific 
terms as well.  Asking a 
question of a bot when the 
terms are used in different 
scenarios will most likely not 
get the answer you need. 
Again, if the bot has been 
trained in the Northeast and 
is asked a question from 
someone in the South, 
without NLP adaptation to 
this accent, it will have 
problems answering the 
questions.  
Narrow A.I.- This term has 
come to be used by many of 
the individuals working in 

this field. Like its name 
suggests, it is focused on 
executing a single task. 
Human interactions with a 
narrow A.I. are limited 
because Narrow A.I. can’t 
think for itself. This is why 
sometimes you’ll get a 
nonsensical answer back 
when attempting to use it 
because it lacks the ability to 
understand context. 
General A.I. General A.I. or 
Strong A.I., as it is 
sometimes called, provides 
the ability to understand 
context and make judgments 
based on that context. Over 
time it learns from experience 
and is even able to make 
decisions, even in times of 
uncertainty.  Even with no 
prior available data it can use 
reason and be creative. 
Intellectually, these 
computers operate much like 
the human brain. This is 
where we are headed when 
we talk about its functioning 
in place of a human.  To 
understand the abilities of 
this technology and how it 
operates, the basic 
functioning of the human 
brain needs to be understood. 
Neural Networks Each 
individual has within their 
brain a series of networks 
which transmit data.  This 
can be a s simple as learning 
what tastes you like and what 
you don’t like.  Before you 
learn, by tasting, that you 
don’t like fried liver there is 
nothing in your thought 
processes that tell you it is 
not acceptable to you. 
However, once you taste it 
and realize it tastes awful to 
you, you reject this food 
choice because your brain has 
learned from this 
observational data. Our 
internal neural network 
processes the data we are 
observing and alerts us to the 
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fact that fried liver tastes 
awful to us and alerts us to 
that fact before we make an 
unacceptable choice. 
    Developing these neural 
networks in our brains takes 
time.  My son recently 
bought a 2-month-old puppy. 
Obviously the first thing he 
needed to do was house train 
him and so he has spent a 
great deal of time making 
sure Bogey understands what 
is expected and what he must 
do when he needs to go.  
Developing this neural 
network in the dog’s mind is 
not an easy task.  Over time, 
the training took hold.  In 
other words, a neural 
pathway had been developed. 
Machine Learning. 
Machine Learning, “ML”, 
technology. This is the field 
of computer science with 
algorithms that learn from 
data that is “taught’ to the 
technology.  It also uses the 
data and incorporates 
algorithms that learn from 
and make predictions on 
data.  This technology can 
learn from humans or it can 
learn from other data. In 
other words, this technology 
is conducting some of the 
analytic thought used in 
bringing various components 
together and allows it, to 
some extent, to predict a 
result.  Another utilization of 
ML is known as “supervised 
learning”.  In this scenario 
data is broken into categories 
such as inputs and outputs 
and humans use it to develop 
an expected output from the 
technology.  When the output 
is inconsistent with what is 
expected based on the 
algorithm, it sends out an 
alert to the user. 
    One of the most common 
uses of Machine Learning is 
found in fraud investigation. 
In these cases, the machine is 

feed information and 
searches for a pattern of data, 
such as spending habits or 
income, and utilizes its 
algorithmic tools to 
determine if the data is what 
would be expected.  If in 
using the previously received 
data, it determines that the 
new data does not fit the 
pattern the output reflects this 
inconsistency and potential 
fraud is identified. This is 
what happens before you get 
that phone call asking if you 
had made a recent trip to 
Saudi Arabia. 
Deep Learning. Deep 
Learning specifically refers 
to the ability of the machine 
to learn from other data. 
Deep Learning consists of a 
multi-layered network of 
algorithms in which data is 
processed through multiple 
layers with each layer as 
individual inputs.  It also 
allows the data to flow back 
and forth between these 
layers thereby expanding the 
systems knowledge base.    
Deep Learning “DL” 
machines can analyze 
patterns and people to 
identify potential problems or 
opportunities far enough in 
advance to allow for early 
intervention or resolution.  
Imagine the ability to know 
the probability that a 
borrower will default even 
before the loan has closed 
and been set up in servicing. 
    These types of artificial 
systems, machine and deep 

 learning, are both predictive 
systems. These systems find 
relationships between 
variables in the historical 
data, identify a pattern and 
then develop a model to 
predict future outcomes. 
Developing these patterns 
requires the use all available 
data, including borrower 
information from sources 
other than the application, 
property information, both 
local, state and national, 
economic conditions, etc., 
that are now available 
provide the opportunities to 
find correlations never before 
considered.   
    By understanding these 
different approaches to 
artificial intelligence, it is 
much easier for management 
to evaluate the type needed to 
successfully implement such 
a program.  There are 
however other issues to be 
understood and addressed 
before taking the leap to 
artificial intelligence.  The 
next article will explore the 
risks and opportunities of AI 
along with new developments 
addressing these issues.  In 
addition, it will discuss what 
it means to “reimagine” how 
work will be done.  Finally, 
we will discuss what a 
reimagined mortgage 
operation looks like and the 
impact its inclusion will have 
on the workflow and job 
functions.  After all, don’t 
you want to know if a robot 
will be taking your job?  v 
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     As consumers try to deal 
with their credit challenges, 
they are being bombarded 
with messages about their 
credit scores from many 
different sources.  Some of 
these companies have even 
created simulated scores 
which many consumers find 
misleading and confusing, 
especially those who rely on 
those scores when seeking 
out financing for a new 
home. 
    Credit Karma is one 
example of a company that 
generates scores using the 
Vantage scoring model 
(Vantage score 3.0).  
Consumers frequently rely on 
the scores that are generated 
by this and similar companies 
before they apply for home or 
auto financing, only to find 
out that lending institution 
utilizes credit reports and 
scores that were generated 
from a completely different 
scoring model. Many people 
are often surprised to learn 
that their actual credit score 
is drastically different from 
the generated score they 
received online.  One reason 
for this is that many 
simulated or alternative 
scoring models don’t take the 
same information into 
account as the reports on 
which lenders rely.  
Consumer Example of 
conflicting credit scores:  
Potential borrower contacts 
lender and has lines of credit 
but DOES NOT show a 
score.  However, when the 
potential borrower pulled his 
credit off a website for free, 
he had a score in the mid-
700’s.   
    His specific report pulled 
by the lender shows NO 
PAYMENT FOR 8 years. 
    The simulated or 
alternative model could be 

basing it on the positive 
payment history, were as the 
repositories are basing it on 
current activity.  A FICO 
Credit Score is a snapshot of 
what is going on today.  Over 
the last 8 years, nothing has 
been going on.  Therefore, no 
scores appear for this 
potential borrower.  
    Can you picture the 
confusions and frustration 
when the lender tries to 
explain that this borrower 
doesn’t have a credit score? 
    It is also important to 
confirm that your personal 
information is correct with 
the bureaus as sometimes 
information is pulled in 
and/or NOT pulled into your 
report.  If something doesn’t 
report, it’s not included into 
your FICO score.    
    Therefore, It is critical to 
help consumers understand 
that not all credit scores are 
created equal, especially as it 
relates to obtaining financing 
for home ownership. 
    Here is a brief overview of 
different credit scoring 
models, the differences 
between actual and simulated 
credit scores, and the 
importance of knowing your 
actual consumer credit 
scores.  
FICO v. Vantage 
The FICO score is a score 
that was formulated to 
evaluate creditworthiness. It 
is promulgated by Fair Isaac 
Corporation and was first 
utilized by lenders in 
1989.  Your FICO score is 
calculated based upon the 
following five factors: 1) 
Payment history, 2) Credit 
utilization ratio, 3) Length of 
credit history, 4) New credit 
accounts, and 5) Credit mix. 
    In 2006, to compete with 
FICO, the three major credit 
bureaus developed the 
Vantage scoring model. This 

model calculates credit scores 
using some of the same 
factors as FICO, but also 
incorporates some additional 
information. The Vantage 
factors include: 1) Payment 
history, 2) Credit age and 
mix, 3) Credit utilization, 4) 
Balances, 5) Recent credit 
applications, and 6) Available 
credit. Although Vantage has 
been making a push in recent 
years, FICO scores remain 
the industry standard across 
various financial sectors for 
evaluating consumer credit 
worthiness. 
Actual v. Simulated 
It is important to note the 
difference between actual 
credit scores and simulated 
credit scores. There are many 
websites, such as Credit 
Karma, that purport to 
provide consumer credit 
scores for free. However, 
consumers should be weary 
of putting too much credence 
or relying too heavily on 
those scores.   
    A simulated score is 
calculated based upon actual 
information in a consumer 
credit report, but it may not 
necessarily reflect your true 
credit score, which is 
promulgated by the FICO or 
Vantage models. There are 
many instances in which 
consumers review their 
simulated scores prior to 
applying for loan or other 
financial product, only to find 
out later that they do not 
qualify because their actual 
score is lower than the 
simulated score.  
Importance of Getting 
Actual FICO Score 
According to FICO, 90 
percent of “top” US lenders 
use FICO scores when 
evaluating the credit 
worthiness of applicants. As 
the predominant scoring 
model in the US, consumer 
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FICO scores will, more often 
than not, determine whether a 
consumer will qualify for the 
loan or financial product for 
which he or she is applying. 
It is imperative that 
consumers keep this at the 
forefront of their minds when 
devising a strategy or making 
a decision about when and 
whether they should apply for 
a mortgage or a car loan.  
    Whenever a consumer 
applies for financing, and the 
potential lender makes a hard 
inquiry (pulls the consumer’s 
credit), that consumer’s credit 
score is negatively impacted, 
and will decrease as a result 
of that inquiry. If a consumer 
believes that he or she will 
qualify based upon the 
simulated score, but is later 
denied, their credit score will 
take a hit unnecessarily. 
    Because of the deleterious 
effect that hard credit 
inquiries have on a 
consumer’s credit profile, it 
is imperative that consumers 
know their actual credit score 
prior to applying for loans. 
There are companies that 
offer monthly subscriptions, 
which include actual 
consumer FICO scores that 
are updated monthly. This 
type of service is invaluable 
for those who are serious 
about achieving and maintain 
credit health, and eliminating 
any guesswork when 
applying for loans. 
    In addition to accessing 
actual credit score, here are 
some ways in which 
consumers can build and/or 
improve their credit profile. 

Two quick way’s to create a 
score: 
    Start using a credit card, if 
you don’t already. Using a 
credit card and paying it on 
time every month is a great 

way to begin establishing 
credit history. 
    For those accounts that are 
open, make sure to use them 
periodically.  If you don’t use 
them, the creditor might close 
the account down which 
could have a negative impact 
on credit score.   
     Why do these two ways 
impact ones credit: 
    30% affects Utilization. It 
is best to have several 
accounts with low balances 
distributed then it is to have 
fewer accounts maxed out. 
To figure utilization: Balance 
(divided) by Credit Limit = 
percentage. Lower than 10% 
recommended per account, 
this is one of the fastest 
means for increasing the over 
all credit score. 
    15% affects Established 
History. The longer you 
maintain open accounts with 
creditors the better. When 
first starting out of course 
this is not easy; but this is 
where getting added as an 
Authorized User to another 
persons established credit 
comes in best. Remember 
that the contributor must have 
an account that has long 
history; clean payment 

record; high credit limit, and 
low balance. Also need to 
check with the creditor to 
insure that they have a policy 
to report authorized user 
accounts to all three major 
credit-reporting agencies. 
Anther great option is getting 
a secured credit card that 
reports to all three bureaus. 
Try to find options for 
secured credit cards that do 
not require to pull credit.  
SPECIAL NOTE to quickly 
build accounts: Authorized 
user accounts are the best 
way to go; since you are not 
legally responsible for the 
debt rather than Joint or Co-
Signer accounts. Also, if this 
account starts to report 
negatively; these accounts are 
usually easier to remove from 
the credit reports by either 
contacting the creditor or 
requesting termination of the 
relationship; or disputing 
through the CRAs. 
     Just because you can pull 
a score off the Internet does 
not mean that it is the score 
that a lender will use to 
qualify you for home 
financing.  Remember, not all 
credit scoring model are the 
same.  v 
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    One of the main barriers for 
lenders as they look to address 
these challenging market 
conditions is their inability to 
easily access data across 
multiple systems and sources to 
make timely and informed 
business decisions. 
    What they need is a dynamic 
way to easily create reporting 
and analytics through access to 
the vast array of information in 
their LOS, general ledger, 
hedging and servicing systems. 
Lenders are not looking for 
more data.  Mortgage Bankers 
needs a single platform that 
absorbs all data sources and 
provides analyzed visual data of 
the entire organization near real 
time to gain profit intelligence. 
    Mortgage Bankers would 
benefit tremendously from a 
solution that converges the 
mortgage banking loan 
origination system, general 
ledger, payroll, contact 
management, warehouse, quality 
control, secondary marketing, 
and servicing data to provide a 
complete picture of their lending 
operation, with focus on 
providing the insights needed to 
manage differently while driving 
profitability. 
    Leveraging all the data from 
multiple sources allows 
Mortgage Bankers to make well-
informed decisions in real-time. 
The ability to identify and 
eliminate performance 
problems, waste, and revenue 
leakage is crucial, especially in 
today's challenging lending 
environment. Bringing 
profitability back to lending 
requires close attention to these 
key and detailed metrics.   

For example, it’s just not good 
enough to measure loan officer 
performance based on 
production volume once a 
month when you calculate 
commission. To effectively 
manage a sales force, lenders 
need to measure loan officer 
profitability, down to the loan 
level. 
    By measuring revenue and 
compensation, and then 
calculating contribution margin 
at loan level, lenders can see a 
clear picture of a loan officer’s 
contribution to profitability. By 
consistently stack-ranking sales 
people, sales, teams, channels, 
and branches, Mortgage Bankers 
can see patterns more quickly, 
and take steps to respond to 
them to gain a competitive 
advantage. 
    It’s not enough to simply see 
the scoreboard. You need to dig 
deeply to see the actual patterns. 
For instances, if a lender had 
several poor-performing 
branches.  Before deciding to 
shut them down, it’s important 
to identify loan officer 
performance and seek options to 
cull the weak performers 
without abandoning the handful 
of solid performers. 
    Once they identify most 
profitable loan officers, they 
need to ask themselves which 
product gives the best return and 
which branch is creating the 
most opportunity for the 
product. How do they find an 
answer for this?  For sales, 
volume and revenue are key 
views. For operations, turn times 
matter. For secondary, gain on 
sale, SRP are important, but so 
are time to fund, investor 

suspensions, and warehouse 
dwell time. 
    Everyone tracks operations 
caseloads. Do you know with 
certainty which processors turn 
profitable files most quickly? 
Can you identify your current 
best performer at a glance when 
a production spike has you 
scrambling to assign loans? Do 
you know which loan officers 
get great service from 
underwriting, and why? Can you 
see which branches are making 
it happen, and which may need 
help this week? Do you 
understand the connections 
among profitability, turn times, 
credit standards, and your 
operations team? 
    If you can’t answer yes to 
each of these questions, you are 
likely relying on gut feelings 
and one-dimensional views of 
your business when you make 
important decisions about 
compensation, workload 
assignment, and process 
improvement. 
     The key is being able to 
identify whether profit, volume, 
mix, productivity, cash flow, 
secondary gain, loan servicing 
metrics and any other key metric 
are on target, near real time with 
one click.  Determine how good 
is your data? Identify data 
integrity issues and dirty data 
near real time with one click. 
Reduce costs by identifying sub-
par performance by product, 
department branch, and channel 
near real time with one click. 
     Up until now, easily gaining 
access to this information across 
multiple systems and resource 
was a daunting and ineffective 
task, significantly limiting a 
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Mortgage Bankers ability to 
gain profit intelligence. 
    In today’s highly competitive 
mortgage market with 
fluctuating rates, increasing cost 
to originate, margin 
compression, and heightened 
competition, understanding 
lender, branch and individual 
LO profitability is critical. 
Teraverde’s Coheus Profit 
Intelligence is the first solution 
of its kind that absorbs all data 
sources and provides analyzed 
visual data of the entire lender’s 
organization near real time. 
    This allows the lender to take 
this actionable intelligence and 
make swift business decisions to 
gain a competitive advantage in 
the marketplace. 
    With applications like 
Coheus, effective management 
teams can watch for patterns by 
analyzing data. This is done by 
listing lender credit by branch, 
loan officer, product and other 
factors, patterns emerge that can 
be investigated and turned into 
action to correct bad practices 
and reinforce effective ones. 
    As seasoned industry 
executives, we have seen and 
worked through major 
challenges in the mortgage 
lending and banking industries. 
We know what works and what 
doesn’t. Our experience allows 
us to accurately identify the 
appropriate business solutions 
the first time, transforming 
lender profitability. 
    We specialize in increasing 
profitability by identifying the 
most profitable products, loan 
officers, branches and channels. 
Identify whether profit, volume, 
mix, productivity, cash flow, 

secondary gain, loan servicing 
metrics and any other key metric 
are on target, near real time with 
one click. 
    With our enterprise profit 
intelligence platform, high-
powered industry insights, 
superior workflow management, 
robotics process automation, and 
visual classification, Teraverde 
clients have experienced a 
significant reduction in costs, 
and increased performance, 
while bringing back profitability 
in lending.  
    Coheus goes beyond cost per 
loan – Coheus lets users look at 
revenue, costs and profitability 
per loan by product, loan officer, 
channel, and branch.  Also how 
long it takes for each step in 
originating a loan, and identifies 
variations among employees, 
departments, and branches. 
Along with looking at the credit 
box, employees, channel and 
branch for loans that default or 
pay off unexpectedly.  Coheus 

helps model and explore the 
possibilities of channel, product, 
funding, process and technology 
innovation.  It provides profit 
intelligence that can be used for 
constant improvement of 
process and also for 
profitability. 
    Coheus drives Mortgage 
Banking profitability one lender 
at a time.  Here is an example of 
Coheus in action.  A Mortgage 
Banker was alerted to a spike in 
delinquent loans, took action, 
saving $4.2 million of 
delinquency and repurchase 
costs.  
    Another Mortgage Banker 
reduced time to close by 16 
days, reduced # of missed 
scheduled closings to less than 
1%, reduced hedge costs by $2 
million, increased daily 
underwriter loans underwritten 
by 40% and improved customer 
satisfaction by 10%. 
    The time is now to bring back 
profitability in lending.   v 
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Q: Capsilon’s mantra is “The Digital 
Mortgage, Perfected.” What does 
that mean?
SANJEEV MALANEY: Companies 
are starting to automate but they’re 
missing a critical step. For automation 
to be successful, you need accurate, 
trusted data. That starts with the ability 
to effectively consume data from ALL 
sources— POS, LOS, asset and 
income aggregators, documents, etc. 
Then the data needs to be normalize 
and rationalize into useable bits of 
information, which feed into business 
applications designed to help lenders, 
investors and servicers reduce their 
cost to originate, close, purchase or 
service loans faster, and improve 
overall quality and scale as volume 
fluctuations hit the mortgage market.
Q: How does Capsilon “perfect" the 
digital mortgage?
GINGER WILCOX: It starts with 
Capsilon IQ, which is the cloud-based 
Digital Mortgage platform that 
captures and perfects mortgage data 
from any source and makes it useable 
across business applications, creating 
efficiencies at every stage of the 
mortgage lifecycle. 
    Capsilon IQ captures millions of 
data points from digital sources and 
from documents. Our patented 
Document Recognition & Extraction 
technology enables companies to 
reduce the manual labor associated 
with document ingestion and 
management. Once documents and 3rd 
party data sources have been ingested, 
Capsilon IQ standardizes the data and 
makes it accessible in as a single, 
authoritative record for each loan file. 
The source of truth for each data point 
and its associated evidence are always 
connected with the loan record in 
question.
Q: How can lenders, investors and 
servicers use this “perfected" data?
JIM OBSITNIK: Companies can use 
the perfected data in their own systems 
or take advantage of Capsilon’s Digital 
Mortgage Solutions that use the 
perfected data to automate processes 
and solve the biggest pain points that 
weigh mortgage companies down. 
Nearly every step of the mortgage 
process can be automated. 

Q: How does Capsilon help lenders 
automate their loan process? Can 
you provide specific examples?
GINGER WILCOX: We offer 
automation solutions for lenders, 
investors and services across the 
lifecycle of the loan. Right now, we’re 
focused on underwriting as a key area 
to transform for the origination 
channel, pre-purchase audits for 
investors in the correspondent channel, 
and loan boarding in the servicing 
channel.
Q: Why is underwriting a key focus?
SANJEEV MALANEY: Underwriting 
has been heavily impacted by the latest 
regulatory changes. Over the last 
decade, companies going from 8-10 
new underwrites a day to the 1.2 
underwrites a day based on MBA stats. 
Even just doubling that has a 
significant impact on a company’s 
bottom line, and more importantly, 
customer satisfaction to help retain and 
recruit top sales people. 
Q: To solve this pain point, you 
recently launched a solution for 
underwriting automation. Capsilon 
Digital Underwriter, which helps 
underwriters make rapid, informed 
loan eligibility decisions with 
perfected data.  Can you explain 
how? 
SANJEEV MALANEY: It enables 
underwriters to calculate income and 
perform credit, income and collateral 
assessment using a complete, perfected 
data set. Capsilon Digital Underwriter 
runs on the Capsilon IQ platform to 
capture and perfect mortgage data, 
ensuring underwriting rules are only 
applied to complete, validated 
information. The source of truth for 
each data point and its associated 
evidence are connected with the loan 
record, maintaining a digital chain of 
evidence for each decision. This 
enhances the quality, security, and 
compliance of underwriting decisions.
Real-time listeners monitor and flag 
new or changed information and 
evidence to reduce manual checks and 
given underwriters the confidence that 
decisions are being made with the right 
information. The end result is a better 
borrower experience that gets 
borrowers to the closing table faster.

   

Companies are starting to 
automate but they’re 
missing a critical step. For 
automation to be successful, 
you need accurate, trusted 
data.

— Sanjeev Malaney 

Companies can use the 
perfected data in their own 
systems or take advantage of 
Capsilon’s Digital Mortgage 
Solutions that use the 
perfected data to automate 
processes and solve the biggest 
pain points. — Jim Obsitnik 

The source of truth for each 
data point and its associated 
evidence are always 
connected with the loan 
record in question.

—   Ginger Wilcox  



Q: How important is scalability of 
solutions to companies in mortgage?
JIM OBSITNIK: Our customers 
consider Capsilon to be a mission-critical 
system in their tech stack, so stability 
and scalability are critical. We built our 
system to support the largest lenders in 
the country. Today, more than 15% of 
mortgages in the U.S. go through the 
Capsilon system each year. With 
Capsilon’s scalable infrastructure, our 
customers can scale with the markets 
effectively. 
Q: What does it mean for Encompass 
users that Capsilon is one of the first 
to be a part of Ellie Mae’s Integrated 
Partner Program?
GINGER WILCOX: As an early 
adopter, Capsilon is one of the first 
technology providers to be fully 
integrated into the Ellie Mae Encompass 
Digital Lending Platform. The 
integration between Capsilon and Ellie 
Mae allows mortgage lenders to more 
efficiently and securely share data 
between Capsilon’s solutions and 
Encompass to drive quality and 
efficiency at every stage of the mortgage 
lifecycle.

  Mutual Capsilon and Ellie Mae 
customers benefit from the seamless 
integration that removes manual work 
and time delays between the systems, 
making it even easier for customers to 
leverage both solutions.
      For example, Encompass customers 
can now use Capsilon to automate “stare 
and compare” activities. Companies can 
immediately access and compare 
Encompass data to information within 
documents, instantly spotting where 
supporting documents and data don’t 
match, enabling them to use better data 
within Encompass and other business 
applications.

  What this means for Ellie Mae 
customers, and our current mutual 
customers, is flexibility and options to 
take advantage of best of breed 
technologies, in which they can then 
create a technology stack designed to 
solve their specific lenders pain points, 
allow them to create competitive 
advantages and provide them a platform 
to proactively respond to the market and 
their customers. 
Q: What value are companies seeing 

with Capsilon IQ? 
JIM OBSITNIK: Our customers are 
realizing tremendous gains throughout 
the loan lifecycle with Capsilon IQ, 
typically 300-400%. In fact, our good 
partners at Home Point helped us 
release a case study. The Capsilon IQ 
platform was integrated with a 
proprietary tool called Automated File 
Intake for Home Point’s Correspondent 
channel. Capsilon IQ was also rolled 
out across their Wholesale channel.
  Home Point reduced Delegated 
Correspondent purchase review time by 
33 percent through integration with 
Capsilon IQ, improving operational 
efficiency and delivering a better 
experience for its clients. For most 
correspondent lenders, the process to 
onboard loans for purchase review 
requires significant manual “stare and 
compare,” and companies invest in 
significant resources to ensure 
consistency across key points of data. 
Typically, more than 50 percent of 
operational staff time is spent reviewing 
documents side-by-side, using a 
checklist to make sure the documents 
support the data in the LOS and that the 
data is accurate.
    Rather than adding more people to 
attempt to solve the problem, Home 
Point expanded its business, choosing to 
invest in building a software-powered 
solution, leveraging Capsilon IQ to 
automate manual work. This solution 
reduced the ‘stare and compare’ from 
the purchase review process and 
improved associate productivity, 
decreasing file intake time.
   “Capsilon's understanding of the 
mortgage business helped us build a 
customized solution that boosts 
productivity across channels,” said 
Maria Fregosi, Chief Capital Markets 
Officer at Home Point Financial. We 
feel this is just the beginning. 
Q: What’s next for Capsilon?
SANJEEV MALANEY: Our goal is to 
help our customers automate 80% of 
the manual work that occurs throughout 
the mortgage lifecycle. For 2019, we’re 
continuing to expand functionality in 
our digital mortgage applications to 
help our customers achieve this goal. 
And, we have a few other exciting 
things planned, so stay tuned.  v

Our goal here at Capsilon is 
to help our customers 
automate 80% of the 
manual work that occurs 
throughout the mortgage 
lifecycle.  

— Sanjeev Malaney 

Rather than adding more 
people to attempt to solve the 
problem, Home Point 
expanded its business, 
choosing to invest in building 
a software-powered solution, 
leveraging Capsilon IQ.  

— Jim Obsitnik 

The integration between 
Capsilon and Ellie Mae 
allows mortgage lenders to 
more efficiently and securely 
share data.  

—   Ginger Wilcox
 



 
 



And The 
Winners 

Are...
The PROGRESS in Lending Innovations Program 
is all about advancing the mortgage space. We 
are the Gold Seal when it comes to recognizing 
true industry innovation. Our goal is to recognize 
industry innovation, pure and simple. We think 
that this is the best way to recognize true industry 
thought leaders and encourage the entire industry to 
continue innovating.

You might ask: What were we looking for 
specifically? We are recognizing innovations 
that were introduced into the mortgage market 
between January of 2018 and December of 2018 
that truly changed the mortgage market for the 
better. Understand that this is not a 
subjective competition. All applications were 
scored on a weighted scale. We looked for 
the innovation’s overall industry significance, 
the originality of the innovation, the positive 
change the innovation made possible, the 
intangible efficiencies gained as a result of the 
innovation, and the hard cost and time savings 
that the innovation enables industry participants 
to achieve.

Also, understand that this recognition was 
not decided by mere industry onlookers, as all the 
industry experts that make up the PROGRESS in 
Lending Association Executive Team acted as 
judges and all were given an equal say in how 
applications were evaluated. In short, the winners 
were judged by industry peers who know the 
mortgage space inside and out.

We encourage everyone to apply online to get 
recognized next year. But for now, in 
alphabetical order, the top innovations of the 
past twelve months are:



PROGRESS in Lending has named Capsilon a 
top industry innovation. Capsilon’s automation 
software solves this, one of the biggest issues 
plaguing the mortgage industry, by ensuring 
clean data for better, faster decisions that drive 
operational efficiency. Launched in 2018, 
Capsilon’s Data Audit is the fastest way to 
automate the expensive, time consuming process 
that all lenders have to ensure they make loan 
decisions using the correct data. With Data 
Audit, companies have a single place to see and 
compare data across sources, including the LOS 
and supporting documents. The app flags data 
mismatches for review so staff can instantly spot 
where supporting documents and data don’t 
match. This replaces the manual ‘stare and 
compare’ process, freeing up staff time spent 
searching for documents and data through the 
loan process. Currently, without Data Audit, 
staff spend hours checking and rechecking the 
data in loan files against old and new versions of 
documents and data to ensure they are working 
with the correct information and ultimately to 
ensure they are in compliance.  

Industry Significance 
A recent survey by Equifax found that 44% of 
lenders said that their most urgent objective over 
the next 12 months is to automate more lending 
processes and tasks. One of the largest areas for 
productivity improvement is in speeding up the 
time consuming “stare and compare” process. 
Most loan data today is entered manually and 
gets out of sync with the documentation, so the 
industry needed a solution to help lenders catch 
problems before they become real problems, and 
let their staff (their most expensive resources) 
focus on their real job. This is true for all 
mortgage companies. From its years serving the 
mortgage industry, Capsilon identified this ‘stare 
and compare’ process as one of the biggest 
bottlenecks in mortgage operations, and 
therefore built this application to solve this 
challenge. Now staff can do the job of providing 
accurate, clean data with a simplified tool freeing 
up time to focus on more critical decision-

making tasks. Finally, Data Audit does a job that 
no one in the company is solely responsible for: 
ensuring data integrity. 

Overall Uniqueness 
Data Audit leverages Capsilon’s competitive 
advantage in data to deliver a superior product. 
The Data Audit functionality is only possible 
because of Capsilon’s significant investment in 
its Mortgage Data Management platform.  
Capsilon’s Mortgage Data Management platform 
creates a single data repository that companies 
can use to power their mortgage business. It 
absorbs millions of data points from documents 
and digital sources, and standardizes them into 
an authoritative record for each loan file. Data 
Audit utilizes this platform to gather and audit 
the loan related documents and data, therefore 
providing the correct inputs at each step. 

Positive Change 
By removing up to 80% of manual work and 
moving to a software-powered workflow, lenders 
can be confident in a more consistent approach 
that reduces risk. Human review is only needed 
when exceptions are flagged, so staff can be 
more productive, resulting in faster turnaround 
times, improved customer and employee 
experience, and increased profitability. For 
example, one of the most expensive operational 
resources in a wholesale or retail lender’s 
organization is the underwriter. The 
underwriter’s true job is to evaluate the risk of a 
loan. In order to do this, the underwriter first 
needs to be sure that all of the evidence for the 
loan is present - is all the data in the loan 
supported by some kind of evidence. And does 
all the evidence "match.” 

Intangible ROI 
Data Audit creates happier staff by removing 
repetitive manual work. Employees can focus on 
making decisions instead of spending time doing 
manual work like shuffling images and entering 
and comparing data. This allows people in the 
process to perform more valuable, growth 
activities, not mundane, anti-growth activities. 

The Capsilon IQ platform is continually 
supporting a 400-500% ROI. Data Audit and the 
near term product roadmap will take this already 
achievable gain to new levels. With any 
innovative software, the improvements build on 
an already successful ROI execution plan.  v 

Hard Savings ROI



PROGRESS in Lending has named FirstClose a 
top industry innovation. In 2018 FirstClose 
delivered an innovative Property & Borrower 
Data Intelligence Platform. This platform is the 
first of its kind in the industry, delivering crucial 
information like loan flood certification, 
valuation, property photos, deeds, liens, 
judgments, transaction history, subject property 
data and tax formation on one platform. Using a 
single platform that hosts everything lenders 
need including simplified vendor management in 
order to fulfill that loan in one place increases 
efficiency, leading to faster turn times and lower 
production costs for lenders in 2018. 

Lenders who want to effectively compete in this 
market must be faster and more efficient than 
ever before. In 2018 FirstClose‘s innovative 
Property & Borrower Data Intelligence Platform 
helped lenders capitalize on these market 
conditions by creating efficiencies in valuation, 
title, credit, tax and flood, so nothing gets 
overlooked or left out. FirstClose incorporated 
decisioning logic into its innovative solution, 
giving lenders the opportunity to get true 
efficiency without sacrificing the consumer 
experience. Through this Innovative Property & 
Borrower Data Intelligence Platform FirstClose 
provides simplified vendor management. By 
consolidating vendors and products on one 
innovative platform, FirstClose makes it easy to 
identify and repair the gaps where lender profits 
can be maximized. FirstClose evaluates where 
vendors are underperforming and provides 
instant options that are a better fit. This allows 
lenders to speed up turn times, reduce origination 
costs, and increase overall productivity. With the 
flexibility of the FirstClose platform, coupled 
with the FirstClose Master Service Agreement, 
lenders can easily swap providers. 

The 2018 FirstClose Property & Borrower Data 
Intelligence Platform is the first of its kind in the 
industry, delivering crucial information like loan 

flood certification, valuation, property photos, 
deeds, liens, judgments, transaction history, 
subject property data and tax information in one 
report. Using a single platform that hosts 
everything lenders need, in order to fulfill that 
loan in one place, increases efficiency, leading to 
faster turn times. Having all the necessary 
property information also helps lenders reduce 
risk. What puts FirstClose’s innovative Property 
& Borrower Data Intelligence Platform in a class 
of its own is how it combines world-class 
technology with an ability to mimic lenders 
underwriting guidelines to apply suitability logic, 
which takes the guesswork out, accelerating turn 
times, and saving lenders time and money. The 
platform leverages their superior property & 
borrower data intelligence, dynamic vendor 
management selection, and practical, street-wise 
knowledge of home equity and refi lending to 
simplify workflow so that lenders can lend 
confidently.  

Banks and credit unions alike are using 
FirstClose’s Property & Borrower Data 
Intelligence Platform. In 2018, FirstClose signed 
up over 60 financial institutions to its Property & 
Borrower Data Intelligence Platform including 
Redwood Credit Union, Washington Trust, and 
Landmark Community Bank. Lenders using the 
FirstClose Property & Borrower Data 
Intelligence Platform Report and a were able to 
reduce application-to-servicing turn times by 10 
days in one case study, which also showed that it 
reduced property report costs by an average of 
40 percent. 

The FirstClose Property & Borrower Data 
Intelligence Platform enables lenders to save 
time while still strengthening borrower 
relationships. Last year, the average turn time for 
the FirstClose report was 2.5 days, as opposed to 
the industry average of 14 days. This tool has 
proven to reduce turn time by more than 80%, in 
some cases. This means lenders can keep their 
business moving and their borrowers happy.  

When one lender compared the costs on 334 
HELOC applications, they found that 
implementing the FirstClose Property & 
Borrower Data Intelligence Platform saved 
$113,319. Costs using the FirstClose solution 
were $97,101, as opposed to $210,420 without 
the solution.  v 

Industry Significance

Overall Uniqueness

Positive Change

Intangible ROI

Hard Savings ROI



PROGRESS in lending has named Floify a top 
industry innovation. Floify is a digital mortgage 
point-of-sale solution that streamlines the loan 
process by providing a secure communications 
and document management portal between 
lenders, borrowers, Realtors, referral partners 
and other loan stakeholders. Mortgage 
professionals use Floify to collect and verify 
borrower documentation, track loan progress, 
communicate with borrowers and real estate 
agents, and close loans faster and easier than 
ever. Floify was developed from the ground up 
to solve numerous inefficiencies and security 
concerns common with traditional mortgage 
processing. The platform was designed to 
employ the most secure methods of document 
collection, verification and cloud-based 
technology available in the fintech space. 

Industry Significance 
Since its rollout to the industry, Floify has seen 
widespread adoption of its leading mortgage 
automation and point-of-sale platform, with its 
user base growing to more than 550,000 users 
worldwide. More than 6,000,000 loan documents 
have been securely transmitted and managed 
through the Floify platform, encompassing 
nearly 400,000 individual loans processed, 
making Floify on of the most widely used 
mortgage automation systems ever. 

Overall Uniqueness 
Floify was one of the first digital automation and 
point-of-sale solutions to hit the mortgage 
market. Since its debut, Floify has seen 
competing solutions come and go in the industry. 
However, what has put Floify ahead of the pack 
and allowed the solution to remain a leader in the 
space is its massive suite of third-party 
integrations, including more than 50 credit 
vendors, 4 loan origination systems, 2 
VOE/VOI/VOA, and more. Floify's robust 
integration offerings mean LOs aren't required to 
use the select few service providers 
predetermined by their point-of-sale provider. 
Instead, LOs are able to continue implementing 

the complementary solutions they've grown to 
know and love, which creates a seamless end-to-
end mortgage experience for both lenders and 
borrowers. 

Positive Change 
Prior to the days of digital mortgage automation, 
loan originators and other lenders in the space 
processed loans through the traditional methods 
we have all grown accustomed to. Exchanging 
sensitive documents via fax, email, and snail 
mail were commonplace. Unfortunately, these 
old school methods of document sharing were 
riddled with security concerns and increased the 
possibility of mishandling, misfiling, or event 
theft. Floify’s groundbreaking secure digital 
document sharing and storage portal, and 
intuitive communications and notifications 
functionality, mean documents never get missed 
or mishandled during the loan origination 
process. Additionally, with Floify’s mobile-
responsive point-of-sale and accompanying 
mobile apps for iOS and Android, mean tech 
savvy lenders and borrowers can upload, 
download, inspect and improve sensitive 
documents from the comfort and convenience of 
their mobile device. 

Intangible ROI 
When using Floify to facilitate the mortgage 
process, loan originators report being able to 
close loans 50% faster and save days in the 
origination process while reducing their 
workload, increasing their annual loan volume 
without adding additional staff, and doubling the 
profitability of their mortgage operation – all 
while dramatically improving lender-borrower 
communication and overall satisfaction with the 
mortgage process. 

Hard Savings ROI 
Floify’s primary contributions to the mortgage 
industry are the efficiencies and time savings it 
creates immediately upon implementation. When 
LOs employ the Floify point-of-sale system, they 
experience an ROI never seen before from 
traditional or competing methods of originating 
loans. In fact, during recent interviews with top-
producing originators, many reported a time 
savings of up to 15 hours per loan and a doubling 
of productivity and profitability. Moreover, the 
time savings realized from implementing the 
Floify point-of-sale system mean loan 
originators can reinvest those newfound hours 
and days into their business or spend more time 
enjoying the things they love.  v 



PROGRESS in Lending has named Get 
Credit Healthy a top industry 
innovation. The pervasiveness and severity 
of credit issues is evident from the sheer 
number of Americans who lack the necessary 
credit scores and profiles to qualify for most 
conventional loans and financial products. 
The problem is a double-edged sword in 
that it affects both, consumers and lenders, 
alike. The innovative process developed by 
Get Credit Healthy simultaneously remedies 
both of these issues. Get Credit Healthy provides 
consumers with the tools and resources they 
need to eliminate debt, compliantly build 
credit, and instill behavioral changes that lead to 
sound financial decision making. In order to be 
effective in doing so, it created a 
revolutionary platform that that also 
provides financial institutions with data 
intelligence and lead recovery that turns 
credit fall out into funded loans.  

Those consumers who are categorized 
as “subprime” by lending institutions 
experience high interest rates that drive the 
cost of their loans significantly higher than 
those who have high scores and strong credit 
profiles. Because their credit profiles saddle 
them with more expensive loans, consumers 
get stuck behind the proverbial eight ball of 
higher interest rates, they have less disposable 
income, are more likely to default, and are 
susceptible to getting stuck in cycles of 
poverty that could persist for generations. 
Get Credit Healthy is a full service company 
that doesn’t just simply provide access to credit 
remediation services; it provides consumers 
with a wealth of resources such as one-on-
one coaching from its network of non-profit 
partners and an interactive educational 
experience in order to provide consumers with 
the necessary knowledge base to maintain a 
healthy credit profile. 

The credit woes of millions of consumers are not 
a problem that has only popped up recently. 

Many different organizations have attempted to 
come up with a solution to the issue; however, 
no one has been able to successfully help 
consumers while delivering a powerful return to 
lenders until now. Get Credit Healthy provides a 
disruptive solution to help financial institutions 
with data intelligence and lead recovery that 
turns credit fall out into funded loans. Get Credit 
Healthy’s platform is the first of its kind. Its 
software fully integrates with leading CRMs, 
POSs and LOSs to allow loan officers to 
seamlessly refer applicants who do not qualify 
for financial products because of credit profile.  

Get Credit Healthy provides a disruptive 
solution to help financial institutions 
with data intelligence and lead recovery that 
turns credit fall out into funded loans. This 
Proprietary System Has Delivered Hundreds of 
Million Of New Loan Opportunity in 
2018 Which Otherwise Would Be Loan Fall 
Out.  Lenders that are taking advantage of 
this innovative solution include 
companies such as: guaranteedRate, 
Miami Federal CU, PRMG, The federal 
Savings Bank, US Century Bank, BBMC, 
and Compass to name a few.  The list of new 
lender clients is constantly growing. 

Additional loan opportunity and 
increased revenue are significant benefits 
that lenders enjoy from the Get Credit 
Healthy platform. Many lenders simply 
disregard those consumers who fall outside of 
qualifying parameters, when they could be 
leveraging that data to create new pipelines and 
close more loans. 39 percent off all mortgage 
declines are due to credit profile. Because 
the Get Credit Healthy system tracks progress 
and collects several data points, lenders are able 
to utilize that data to improve their internal 
procedures while simultaneously recycling 
leads that would have otherwise been simply 
disregarded.

ROI In 2018 this innovative solution was 
provided to lenders at no cost and returned 
hundreds of millions of new loan 
opportunities for lender partners. This 
delivered an amazing ROI for lender clients 
while having a profound impact on the lives of 
thousands of individual consumers. Those two 
ROI are simply priceless. Get Credit Healthy 
provides a free Applicant Data 
Assessment for lenders to see their ROI.  v

Industry Significance
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PROGRESS in Lending has named NAMB All-
In a top industry innovation. NAMB All-In is a 
new platform from the National 
Association of Mortgage Brokers (NAMB) 
powered by Calyx Software. It provides 
mortgage professionals with the three essential 
components they need to conduct business: a 
point-of-sale solution (POS), a cloud-based 
loan origination system (LOS), and a single 
point of access to premier wholesale lenders: 
Calyx Wholesaler MarketPlace. The POS 
allows borrowers to initiate a loan 
application and begin the asset 
verification process. The LOS helps 
mortgage brokers manage all incoming 
online applications, exchange and store 
documents, and provides simultaneous support 
for both the current and upcoming Uniform 
Residential Loan Application (URLA). Calyx 
Wholesaler MarketPlace enables mortgage 
brokers to connect with industry-leading 
wholesale lenders in a single portal and 
seamlessly exchange data with those 
wholesalers. Using this portal, wholesale
lenders will be able to import 1003s and 
deliver completed documents, such as loan 
estimates, closing disclosures, etc., directly 
to brokers. 

 
2019 is expected to be a challenging year for the 
entire mortgage industry due to a slowing 
economy, moderate house price appreciations, 
and rising interest rates that could keep mortgage 
demand and home sales flat. This means the year 
will be even more difficult for brokers who 
are being outspent in advertising, marketing 
and technology by bigger financial institutions 
and new fintech entrants. Brokers need 
technology that not only allows them to 
compete, but also fits the way they think and 
work. That’s what NAMB All-In does. In 
addition, this solution comes from two 
organizations committed to helping 
mortgage professionals take their businesses 
to higher levels: NAMB, the leading national 
trade association for mortgage brokers, and 
Calyx Software, a provider of solutions that are 
not only well-respected among mortgage 

brokers and financial institutions, but also fast to 
learn and easy to use. 

Overall Uniqueness 
While a combined POS / LOS platform is not 
necessarily new technology, what is new, unique 
and innovative about this platform is Calyx 
Wholesaler MarketPlace. This feature provides 
brokers with a central portal to connect with 
multiple wholesalers. Brokers can easily transfer 
loan files to integrated wholesalers and receive 
completed documents, such as loan estimates 
and closing disclosures, back into their loan 
origination software (LOS). All of this makes the 
mortgage origination process much easier for 
both brokers and wholesalers. In addition, the 
integrated POS, Zip, has a 76% borrower 
interview completion rate, which is the highest in 
the industry. 

Positive Change
As an open market LOS, NAMB All-In enables 
brokers to run their business their way and do 
business with any wholesale lenders they choose. 
It is not a closed system that only gives brokers 
limited choices. 

Intangible ROI 
NAMB All-In not only simplifies and speeds up 
the origination process for brokers and the 
wholesalers they work with, but also improves 
the borrower experience. Here are just a few 
ways NAMB All-In makes the mortgage process 
more efficient: 
>>Borrowers can send requested documents
electronically and authorize credit pulls—saving
brokers time normally sent tracking down and
scanning documents.
>>Calyx Wholesaler MarketPlace is integrated
with top wholesalers, so that brokers can access
multiple wholesalers from within their LOS.
>>Borrowers can authorize an electronic asset
verification that transmits asset data directly into
the LOS from a wide range of financial
institutions in seconds. The data is digitally
transferred from the original sources.

NAMB All-In is available for free to all NAMB 
members, which include small business 
owners, loan originators, account executives, 
and other industry professionals. Savings are 
dependent upon the number of users. Brokerages 
could save hundreds to thousands of dollars each 
year. In addition, because NAMB believes in an 
open market that allows brokers to choose which 
lenders they want to work with, brokers that use 
NAMB All-In can still export a FNMA 3.2 file to work 
with any wholesaler that is not in the network.   v

Hard Savings ROI

Industry Significance



PROGRESS in Lending has named NEXT a top 
industry innovation. NEXT is the mortgage 
industry’s only technology-centric summit for 
women executives. A boutique bi-annual 
summit, NEXT’s inaugural event took place in 
January 2018 and attracted nearly 200 women 
mortgage lending executives. NEXT does not 
have any institutional backing. The event and its 
parent, NEXT Mortgage Events, are 
underwritten entirely by its co-founders Jeri 
Yoshida and Molly Dowdy. NEXT’s missions 
are to provide high quality, gender-neutral 
business intel, help attendees cultivate 
meaningful and productive relationships with 
other high ranking accomplished women 
executives, and to increase visibility and 
highlight the accomplishments of women 
mortgage executives, both as individuals and on 
a collective basis.  

Industry Significance 
NEXT is the mortgage industry’s only event 
where women executives can learn and connect 
as high ranking executives, rather than as women 
executives — a major step forward for an 
industry dominated by older white males. NEXT 
also selects its speaker experts based on their 
accomplishments, regardless of age, race, 
religion or sexual orientation. As such, the 
demographics of NEXT’s speaker lineup is more 
reflective of the real world. NEXT provides an 
environment where women executives are 
treated as executives, rather than as “women 
executives,” which is critical if the mortgage 
industry is ever to achieve gender equality. 
While billed as a women’s event, NEXT is open 
to both women and men. Its demographics skew 
toward executive women, with women 
comprising roughly 85% of attendees. 

Overall Uniqueness 
NEXT is unlike any other event in the mortgage 
industry. Here are its primary differentiators: 
High quality, gender-neutral competitive intel: 
NEXT’s sessions center on experiential intel 
from lender executives who have actually 

accomplished the topic at hand. Unlike other 
women’s events, NEXT doesn’t host sessions on 
personal or professional development. It delivers 
hard-hitting business intel. Unlike other industry 
events that showcase vendor executives, NEXT 
delivers peer-to-peer competitive intel from 
lender executives. 

Positive Change 
About 30 minutes after the close of NEXT, the 
co-founders were greeted by an attendee who 
literally had tears in her eyes as she expressed 
her gratitude for creating the event. That is the 
magnitude of positive change NEXT is bringing 
to the mortgage industry’s women executives. 
The attendee explained that she’d been in the 
industry for about 40 years and throughout that 
time, she could have used an event like NEXT to 
bring her closer to her female cohorts across the 
various sectors of the mortgage industry. She 
could have benefitted from the high caliber 
competitive intel and access to high ranking 
executives. Indeed, how different many women 
executives’ lives could have been, had an 
organization like NEXT existed before now. 

Intangible ROI 
If an individual attempted to manually create a 
scenario that delivered the degree of benefits 
derived from attending a single NEXT event, it 
would require such a massive undertaking it 
would be deemed virtually impossible. NEXT 
delivers roughly nine hours of competitive intel 
from over 30 expert sources, and countless 
opportunities to develop professional 
relationships with hundreds of high ranking 
executives. And it does this twice a year. Prior to 
NEXT, there was no pre-established way for 
executives of either gender to access high 
quantities of peer-provided executive-level 
competitive intel, specifically on topics that 
enhance revenue, profitability and other positive 
business outcomes.

Hard Savings ROI 
NEXT delivers a tangible return on investment. 
The competitive intel and professional 
relationships acquired as a result of attending 
NEXT can yield anywhere from tens to hundreds 
of thousands of dollars in salaries, commissions 
and bonuses over the course of an individual 
attendee’s career, and tens to hundreds 
of millions of dollars in revenue to all of the 
different organizations that attend and sponsor
the event.   v 



PROGRESS in Lending has named Optimal 
Blue a top industry innovation. Optimal Blue is 
the first industry vendor to develop and support 
an extensive library of RESTful APIs aimed at 
bringing the mortgage technology vendor 
community together. Used today by close to 50 
mortgage technology vendors generating 
millions of transactions annually, Optimal Blue's 
Optimal Connections API Platform enables any 
participating technology vendor partner to embed 
the full power of the Optimal Blue systems into 
their own user experiences. By embedding 
Optimal Blue's Scenario Pricing, Loan & 
Pipeline, Lock Management, Change Request, 
Historical Pricing, Post-Lock Management, 
Configuration, Hedge Analytics, Digital Trading 
Platform, and/or Investor Due Diligence APIs, 
any third-party technology platform can 
creatively leverage and seamlessly integrate the 
sophisticated functionalities of the most 
comprehensive and most widely-used secondary 
marketing automation platform in the mortgage 
industry. 

Industry Significance 
While the industry has greatly benefited from a 
wide-array of new technology innovations that 
focus on a stronger and more streamlined user 
experience, the digital mortgage agenda of the 
industry has been held back by a lack of "lights 
out" integration and siloed vendor 
offerings.  Optimal Blue's Partner Ecosystem and 
innovative Optimal Connections API Platform 
has set out to change that.  The vendors currently 
participating in Optimal Blue's Partner 
Ecosystem have collaborated with Optimal Blue 
to create hundreds of unique, turn-key interfaces 
based on Optimal Blue's robust API library.  

Overall Uniqueness 
The mortgage industry has always had vendor-
to-vendor integration, some bad and others 
adequate. However, these integrations were often 
inflexible, incomplete, and served limited use 
cases. Optimal Blue's API platform has taken a 
much different and more modern approach to 

industry collaboration, one not yet seen in the 
mortgage industry before this offering. Optimal 
Blue's "API-first" strategy takes the view of 
offering the full gamut of Optimal Blue's 
secondary marketing functionalities via real-time 
API interfaces, not just select capabilities or 
features through a traditional interface.  

Positive Change 
Product eligibility, accurate and compliant 
pricing, loan pipelines, locks, and post lock 
changes are at the heart of every single mortgage 
transaction. When shopping for homes on MLS 
sites, borrowers want accurate, personalized 
pricing before they start an application.  When 
loan officers receive a lead and begin their 
engagement, providing all financing options the 
borrower is eligible for, including the "best 
execution, best fit" pricing, is critical to be at 
their fingertips - especially when the rate 
environment is volatile. When a consumer direct 
application is started, knowing the exact 
eligibility and pricing rules of a lender is 
paramount to application completion - and it 
better not be different than when the borrower 
calls the LO by phone. When an application is 
submitted, or even when it is being processed, 
lights out lock automation can secure a deal and 
save time, money, and hassle. The recent Wells 
Fargo settlement illustrated significant liabilities 
that can be created with failures in locks. 

Intangible ROI 
Due in part by the influx of really strong 
technology vendors specializing in a specific 
niche in the mortgage process, the mortgage 
industry has migrated to a best-of-breed strategy 
with many vendors working together versus an 
all-in-one (or all-in-a few) strategy.  By opening 
up our APIs to the entire mortgage technology 
field versus just integrating with only LOS 
systems, Optimal Blue has enabled the best-of-
breed trend in the industry. In doing so, Optimal 
Blue clients can efficiently work with a broader 
field of providers. 

There are many ROI benefits made possible 
by this innovation - cost reduction, time 
efficiency, ensured accuracy, broader 
alternatives, compliance, revenue creation, 
and more. However, the easiest to illustrate 
are the cost savings brought about by field 
time efficiencies for a simple process like 
determining the best fit product and pricing 
options for a borrower.  v 

Hard Savings ROI



PROGRESS in Lending has named Sagent 
Lending Technologies a top industry innovation. 
The company’s LoanServ Account Connect is 
the premier borrower self-service web portal for 
the loan servicing market. Borrowers can use it 
across all devices – mobile, tablet, desktop – 
with the same functionality to manage their loans 
for more than just payments, but true self-
service. Servicers use it to drive a lower cost to 
service and to power an effective brand channel. 
Account Connect has an intuitive user interface, 
designed for easy borrower interactions, while its 
secure, configurable backend is designed to help 
servicers grow at scale and incorporate new 
devices and data sources as needed. For 
servicers, LoanServ Account Connect lowers 
cost to service and drives better borrower 
retention and satisfaction and provides all the 
servicer self-service tools to enhance brand 
value. 

Industry Significance 
LoanServ Account Connect is built on flexible 
technology that delivers a comprehensive 
solution for servicers who can focus on 
providing superior customer service to 
borrowers, rather than how to develop, support 
and maintain their own tools and applications. A 
responsive design approach ensures borrowers 
have a consistent experience as they perform 
simple tasks on mobile devices then move to a 
larger device to ask for assistance with making 
their payments. LoanServ Account Connect can 
also use device dependent features such as a 
camera to upload pictures of documents or drag-
and-drop files from a desktop to send to a 
servicer. 

Overall Uniqueness 
LoanServ Account Connect is the only platform 
that allows servicers to control more than colors 
and fonts. Servicers can make LoanServ Account 
Connect appear like their other websites to make 
the borrower experience seamless. Beyond the 
visuals, LoanServ Account Connect offers the 
ability for the servicer to change displays of data, 

build workflow rules and distinct views of data 
to drive a better borrower experience while 
maintaining compliance with policy and process. 

Positive Change 
LoanServ Account Connect has two distinct user 
sets: Servicers and borrowers. Servicers benefit 
from allowing borrowers to perform simple 
servicing tasks and communicate issues in a 
secure digital manner to the servicer, freeing 
agents up to refocus on other channels and more 
complex loan cases. A modern UI design makes 
the borrower’s experience with their mortgage 
servicer more closely aligned to the 
technological experiences they have come to 
expect as modern consumers. This experience is 
consistent across devices to build confidence and 
give the clarity needed to reduce borrower 
complaints and follow up calls to customer 
service. Borrowers have experienced higher 
confidence in using self-service tools with easy 
navigation and intuitive design. 

Intangible ROI 
LoanServ Account Connect improves borrower 
satisfaction through 24-hour access to their 
account and the ability to perform their own 
servicing activities. Borrowers feel empowered 
and in control of their loan. The ease of 
interaction that LoanServ Account Connect 
provides results in greater engagement overall 
between the borrower and servicer.  Since it’s 
easier for the borrower to perform multi-step 
activities through the portal, they access their 
loan information more often, decreasing 
complaints and increasing trust. 

Return on investment is largely dependent on the 
amount of loans serviced in any given time, 
however through our research, it is estimated 
that servicers can save from 3% to 7% on 
their servicing costs associated with 
managing borrower calls. This is more 
money in their pockets that they can put 
towards revenue or future investments. Initial 
cost savings feedback from customers include an 
adoption rate of 30% of borrowers electing 
to go e-statements, reducing print costs by 
thousands of dollars a month. LoanServ 
Account Connect is allowing for growth 
without the staff growth that prior models 
forecast; this equals a  l o t  less staff cost over
time.  v 

Hard Savings ROI



PROGRESS in Lending has named 
SimpleNexus a top industry innovation. Lenders 
in 2018 faced significant challenges within the 
mortgage industry. Rising interest rates, 
declining origination volumes, heighten 
competition, increasing cost to originate a loan 
and an arms race to deliver technology to 
improve the customer experience.  In 2017, The 
JD Powers U.S. Primary Mortgage Origination 
Satisfaction Study stated that The mortgage 
industry’s promise of technology creating a 
faster and easier mortgage origination process 
does not appear to be fully recognized, as 
mortgage customers are reporting slower 
purchase processes which found that overall 
satisfaction with mortgage originators declined 
in 2017, due in part to a perception of a slower 
process, despite a significant increase in the 
number of customers applying online. Overall 
satisfaction declined as purchase process slowed. 
Digital use surged but not digital satisfaction. To 
specifically address these challenging market 
conditions and to enhance the overall borrower 
satisfaction of its clients SimpleNexus delivered 
its innovative mobile app to lenders in 2018. 

SimpleNexus is a digital mortgage solution 
provider, enabling lenders to originate and 
process loans from anywhere. The platform 
connects loan officers to their borrowers and 
realtors to easily communicate and exchange 
data in a single location throughout the entire 
loan life cycle. Loan officers can manage their 
loan pipeline, order credit, run pricing, and send 
pre-approvals— all on the go. The app can easily 
be shared with borrowers and realtors, giving 
them the modern mortgage tools they want and 
need. 

While most new mortgage technologies focus 
solely on the customer experience, SimpleNexus 
takes a deliberately broader approach to improve 
the mortgage experience by providing a platform 
with innovative app for all parties vital to the 

loan transaction: loan officers, borrowers, and 
Realtors. A lender’s main source of revenue is 
the LO, and the LO’s main source of revenue 
comes from referrals. SimpleNexus not only 
provides an improved mortgage experience for 
the borrower but also keeps the loan officer 
efficient and enhances their partnerships with 
real estate professionals. SimpleNexus allows 
loan officers to send referral partners an easy-to-
use co-branded app that Realtors can in turn 
share with their borrowers. Not only are lenders 
increasing the referral opportunities for their loan 
officers, but they are also providing a secure and 
compliant tool each party uses. 

How much does having mobile access to 
borrowers, Realtors and systems impact 
efficiency and close rates? The data shows that 
using SimpleNexus, originators can close loans 
up to 20 percent faster. That means you can sell 
more, and make more, without devoting more 
time to your job. The single-platform mortgage 
solution is the conduit that connects originators 
with their customers, Realtor partners, systems, 
and tools they need to do their jobs. 
SimpleNexus helps mortgage companies operate 
compliantly, efficiently, and a little more 
competitively than everyone else. We’re problem 
solvers who believe that, when it comes to the 
mortgage industry, the combination of people 
and technology will always be more powerful 
than technology alone. 

Loan officers are the lifeblood of any origination 
shop, providing the primary source of revenue. 
SimpleNexus’ digital mortgage technology 
offers lenders a unique recruitment and retention 
tool that goes beyond promising great service 
and rates. Recruiting top loan originators is 
critical to a lenders success. Compensation and 
benefits are important, of course. But, with 
SimpleNexus, lenders can also offer a tool that 
helps originators close loans faster, so they can 
sell more, and make more money, without 
putting in more hours. 

By connecting loan officers, borrowers, and 
Realtors into a single, easy-to-use platform, 
SimpleNexus is able to deliver a measurable 
return on investment. The platform reduces turn 
times up to 20%, increases loan application 
submissions up to 16x, and delivers up to 35% 
more referral business.  v
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 In today’s mortgage market, lenders 
and vendors alike are faced with 
constantly changing rules, refi 
fluctuation, foreclosures, negative 
equity, defaults, loan modifications, 
and rising rates. They are inundated 
with regulatory changes and 
compliance updates. To make the 
challenge even greater, many lenders 
and vendors are forced to do more 
with less. 

Unfortunately, many of the industry 
trade associations and publications 
have lost sight of what it takes to 
produce real progress in today’s 
lending environment. That is why 
a group of industry visionaries 
have come together to form the 
PROGRESS in Lending Association. 
The association’s goal is to provide 
thought leadership to lending 
professionals and vendors about 
how to create process efficiencies. 

Be a part of the solution. 
Sponsor Now! 
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Fair Lending 
Is A Mindset 
BY A.W. PICKEL, III

We founded LeaderOne Financial in 1992 as 
a local mortgage brokerage. Since then, it has 
grown into a full service mortgage bank with 
the distinctive capability, since 1995, to under-
write conventional, VA and FHA loans in house 
throughout the United States. Since 1992 the 
size and scope of LeaderOne has expanded 

as the number of rules and 
regulations placed on our 
industry has grown by leaps 
and bounds.
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Housing Finance:  
The Next 100 Years? 
BY PHIL HALL

 
This year marks the centennial of the Mortgage Bankers Association. While it is fun to walk down 

Memory Lane and look back at the last 100 years in housing finance, the real challenge is to look ahead 
at what the next 100 years might offer. And while the dispensing of accurate prophecies is not among 
my sharpest skills, I believe that I can offer some predictions that may prove more than a little accurate 
to the lucky folks that discover this magazine in 2113.

The future of housing finance, according to my crystal ball, should include the 
following developments:

My Stance:Long 
Live Both GSEs

BY LEW SICHELMAN

Pardon me, but why are we 
trying to reinvent the wheel?

By that, I mean, why are we 
trying to reinvent the secondary 
market when one already ex-

ists? A good one, I might add, that seems to be 
working pretty well right now.

I am but a poor humble typist, so better minds 
than mine — much better — are certainly at work 
here. But I still don’t understand why we need a 
brand new entity — not 
to mention a brand new 
system — to take the 
place of Fannie Mae and 
Freddie Mac?

Technology Is 
Not Enough
BY TONY GARRITANO

Technology is not good enough. Simply put, 
technology can’t solve all of your problems. I 
know that you’re probably a bit confused to hear 

this from me, a technology guy 
who has talked about the ben-
efits of all things automated for 
well over ten years now.  What’s 
wrong? Let me explain.

First of all, I am very pleased 
that lenders are taking technol-

ogy more seriously these days. How do I know 
they’re taking technology more seriously? Stud-
ies show that technology spending is increasing. 
That’s a good thing for the mortgage industry.

Raymond James, a diversified financial services 
holding company with subsidiaries engaged pri-
marily in investment and financial planning  pre-
dicts  American banks will continue to grow their 
IT spending at the three-year (2009-2012) com-
pound annual growth rate of 3.1 percent. 

Furthermore, in the 2013 Bankers As Buyers 
Survey, a collection of research, observations 
and articles about what technology, solutions and 
services U.S. bankers will buy in 2013 prepared 
by the William Mills Agency, Jeanne Capachin, 
former research vice president for IDC Financial 
Insights, provided more 
insight into the spending 
habits of banks this year.   
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 “NEXT STOP”! 
So, one such conference just 
occurred pulling 1,000 
MLO’s all the way to the 
sunny state of CA in Irvine 
for the AIME Workshop, 
Association of Independent 
Mortgage Experts (AIME). 
That is an amazing level of 
attendance really for an 
association that is under 1 
year old. At the helm of this 
organization, Anthony Casa, 
who I sat down and 
interviewed, as well as 
several media that attended 
for an unbiased opinion so 
that I could tell all of you 
avid readers of TME, where 
to truly focus on getting 
informed this year.   
    I should note that prior to 
sitting with Anthony, we had 
not personally ever spoken 
one on one. Obviously we 
were very aware of one 
another in the mortgage 
industry, we had no mutual 
cause of monetary affect (I 
feel the need to say) other 
than a shared love for the 
mortgage industry and 
finding ourselves on similar 
personal trajectories in our 
careers, both having left the 
helms of our prior 
companies, forsaking the 
literal work for leadership 
and the cause. Over the years, 
I had heard “things” about 
Anthony, like he is 
“controversial” or “broker 
only focused” and that was 
completely untrue of both my 
personal experience in 
talking to him and by the 
repeated perception of those 
objective media 
representatives. We will get 
to them.   
Search Parties!  

Yes, I could tell early on, 
Anthony Casa is not in need 
of having to say things for 
popularity however I found 
him to be very authentic and 
honest, a genuine person. He 
is also polite, professional, 
clearly experienced and 
poised. He is most of all 
believable. As a sales leader, 
or as sales people go, we 
aren’t easily “sold”. Like 
most leaders I suspect in his 
authenticity he has said 
unpopular things, albeit true. 
I asked the hard questions, 
what he stood to monetarily 
gain by developing the AIME 
convention and in his own 
words: “Honestly, I hit my 
financial goals in life at some 
point and now I am leading 
with cause and know the 
money will follow”. He cited 
a lack of industry leadership 
and a true need for culture. 
    As AIME’s popularity has 
grown and its following 
increased, Anthony finds 
himself in a place where his 
average post is getting 30,000 
views so clearly, the haters 
and the admirers both are 
listening. When you get that 
kind of attention, you are 
holding a microphone that 
surely will continue to attract 
and more over you are doing 
and saying a lot of things 
people want to hear. I think 
in asking endless questions 
he clearly does understand 
his position and his 
responsibility of this 
mentorship. 
     AIME’s Irvine Workshop 
was made up of 80% broker 
mortgage originators and 
20% lender MLO’s.  That 
means the platform is 
attracting more than folks 
from his personal background 

running a thriving brokerage. 
Josh Pitts, Founder of Shred 
Media attended with his 
colleagues from the ‘Industry 
Syndicate’ team, Jason 
Frazier Podcast company that 
now leads the mortgage 
industry in the most 
syndicated independent 
mortgage podcasters under 
one roof, also two people 
who spoke at Agent 2021 of 
Gary Vaynerchuk in Miami, 
who go where the wind is 
blowing. These guys are 
showing up where the buzz is 
at and covering these events. 
On hand in Irvine for AIME, 
when I asked Josh Pitts, he 
said what stood out for him 
was the sheer sense of 
“community and culture”. 
When asked for an honest 
review Josh said he believed 
it was “One of the most 
powerful gatherings of 
Mortgage Loan Originators” 
that he had ever been a part 
of. By sheer numbers I could 
see from thousands of miles 
away how the quantity of this 
gathering would heed respect 
to its collaborators. Jason 
Frazier the Industry 
Syndicate Founder told me 
when I asked about AIME, 
“There is a true professional 
community being built where 
competitors are coming 
together to share tips, tricks, 
and tactics. The energy and 
excitement are unlike 
anything I have ever 
experienced at mainstream 
mortgage industry events.” 
Culture Counts! 
Anthony in fact touted 
“culture” as the thing most 
eroding in our industry right 
now right in front of our eyes 
in this “imperfect time in 
history” he sighted 





originators are seeing culture 
erosion as margins thin with 
owners unwilling to sacrifice 
their own margins for 
exposing “fraudulent 
cultures. “A statement 
probably very unpopular but 
also very true. Of course, we 
could argue the costs and 
overhead of companies trying 
to right size in this market are 
showing reluctance for out of 
job preservation of its own 
teams. More obvious is that 
the originator who holds the 
sales reigns to these 
companies are sharply 
focused on where that wind 
always blows. Anthony is 
right, in this case, serving to 
the front line of the mortgage 
industry, there is a tail wind 
of independence that need not 
be ignored. 
     I am not easily swayed by 
people, I will add. I owe 
nothing to Anthony Casa, in 
fact, I have worn a different 
teams colors for the better 
part of my career, still we 
speak the same language and 
I believe he truly is trying to 
help originators find their 
way in a world where 
leadership is certainly called 
upon. A person who might 
have once found himself on 
the heels of this industries 
opinions, he was pleasantly 

un-defensive. Funny thing 
that happens when your 
primary focus truly goes to 
leadership and honest 
mentoring. HIs belief is “ if 
you work really hard and 
pour yourself into your work 
that money and opportunities 
will follow, it will all work 
itself out in the end, but it is 
not my current focus.” 
The 911 
For information purposes for 
readers, I offer that AIME 
Fuse Conference convention 
will be held in Las Vegas on 
October 12th this year with 
some heavy hitter speakers 
on the venue and maybe 
someone with the initials GV 
in tow, there stands to be a lot 
of attention. 
    Workshops including the 
Fort Lauderdale FLA being 
held on April 17th also stand 
to pull in local and east coast 
originators wanting 

to again sit down and learn 
more for themselves and the 
directions they all need to 
focus on. 
Where is YOUR arrow 
pointing? 
In ending I will leave you 
with a quote I chose that 
seems relevant to this topic, 
from a book Anthony Casa 
quoted as a great read, that I 
surely will be picking up 
after hearing it. The book is 
‘Relentless’ by Tim Grover. 
The quote is: “Ask yourself 
where you are now. And 
where you want to be instead. 
Now ask yourself: What are 
you willing to do to get 
there?”     
    There in lies the answer to 
where each one of our arrows 
are pointing and whether we 
are following its obvious 
direction, or moreover 
putting in the time to figure it 
out.   v 
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With the SimpleNexus white label app, your loan 
originators can easily co-brand with referral 
partners and build continuous borrower and partner 
relationships. All stakeholders get real-time loan 
visibility, proactive communication capabilities, and 
transparent transactions all while knowing 
everything is CFPB compliant and AICPA secure. 

Referral partners will know that your loan originators 
will protect their reputation and strengthen their 
position with borrowers. SimpleNexus accomplishes 
all of this, and then some, while maintaining the 
important human touch element -- beating out the 
direct-to-consumer competition.

LET’S START A CONVERSATION.
Contact one of our education specialists at education@simplenexus.com, 
or call us at 855-684-2777 or visit our website at simplenexus.com.  

EVERYONE IN THE BUSINESS KNOWS that 
real estate professionals and lenders need to work 
together to capture, retain, and grow their repeat 
customer base. Because there are approximately 
2 million actively licensed real estate professionals 
in today’s digital-centric borrower market*,

they often have a more extensive network of 
valuable connections needing loan services. Real 
estate partners want to connect with the best loan 
originators from the top lenders, and here are the 
top 5 reasons they’ll choose your loan originators 
with SimpleNexus over the competition:

Why Realtors Would Choose
Loan Originators with SimpleNexus

Reputations are
Strengthened and Protected

High-Human
Touch Technology

Transparency and
Proactive Communication

Compliant and Secure

Co-Branding and White Labeled
for Lender and Referral Partner
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