
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

Overall Uniqueness

Hard Savings ROI

Intangible ROI

Positive Change



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

Industry Significance

Overall Uniqueness
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Intangible ROI
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