
We can all agree that 2012 was a year of  flux for the mort-
gage industry. We went through a Presidential Elec-
tion, refinances surged and the CFPB was gearing up 

to become the watchdog that it was intended to be, just to name a 
few highlights of  the past twelve months. Regardless, several new in-
novations arose to help aide the industry in its efforts to become more 
automated. And that’s really what the Innovations Program is all about. 
We are the Good Housekeeping Seal of  Approval, the Gold Seal when 
it comes to recognizing true industry innovation. 

What were we looking for specifically? We are recognizing innova-
tions that were introduced into the mortgage market between January 
of  2012 and December of  2012 that truly changed the mortgage mar-
ket for the better. As part of  this competition, we not only looked to 
recognize a new release, although we certainly didn’t want to discour-
age the entry of  innovative new releases that hit the market in 2012. We 
also wanted to reward companies and groups for doing creative things 
that made a positive difference.

Understand that this is not a subjective competition. All applications 
were scored on a weighted scale. We looked for the innovation’s over-
all 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 in-
dustry onlookers, as all six industry experts that make up the PROG-
RESS 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 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:
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a la mode, inc.
www.alamode.com

PROGRESS in Lending has named a la mode, inc.’s Ap-
praisal Quality Management (AQM) system a top innovation 
because in a risk-averse market, the AQM service guides un-
derwriters to the issues in each appraisal that require human 
attention, includes actionable recommendations for improv-
ing quality and compliance, an end-to-end audit trail to sat-
isfy examiners and investors, and produces investor-ready 
loan files, dramatically reducing repurchase risk. AQM is the 
result of lengthy collaboration between a la mode and Mas-
terServ Financial and AXIS Appraisal Management Solu-
tions. With AQM, risk assessment and investor preparation 
is transparently integrated with standard collateral valuation 
workflow. This is important because essential results are re-
turned along with an overall Appraisal Quality Index (AQI) 
score compiled from analysis of five intelligently weighted 
risk categories in the appraisal report, consisting of property 
risk, market issues, completeness of the appraisal report, ac-
curacy of the findings, and the risk associated with the col-
lateral value, making it a true innovation. 

 Industry significance
AQM’s impact on the industry is significant because of its 

results, and also because of its accessibility to lenders and 
AMCs nationwide. The industry reach with this innovation 
is exponentially larger than any other appraisal-related in-
novation, and all industry participants are paying such close 
attention to appraisal quality and compliance in preparation 
for the CFPB exams, AQM is needed. Simply put, this inno-
vation provides higher quality appraisals, faster underwrit-
ing and critical compliance. Due to lenders’ universal con-
cerns about collateral valuation quality, AQM was launched 
to help lenders and AMCs provide transparency to the due 
diligence employed with every appraisal, and document that 
due diligence so it travels with the loan file.

 Overall uniqueness
First, there are no other similar products on the market 

that enhance human review rather than try to replace it. 
There will always be a need for the trained, expert human. 
AQM enhances that by directing human attention to the 
issues that need it, while triaging the issues that don’t.  It 
will save underwriters and processors tremendous time in 
file review. Second, it’s a holistic system that also deploys 
a powerful automated revision request system that is tied 
to the appraiser’s desktop PC for seamless communica-
tion. Third, as opposed to 15-20 page analytic reports that 
are difficult for any intelligent person to fish any actionable 
recommendations from, AQM is easily understandable with 
clear recommendations and explanations that are transparent 
enough to supply even to a borrower.  

 Positive change
AQM has definitely changed the mortgage process for 

the better in several ways, and for all parties involved. For 
appraisers, it reduces time-consuming revision requests 
and redundant questions from lenders and AMCs that have 
already been addressed in the report itself. For the lender, 
it provides vital guidance on collateral risk, as well as in-
telligent recommendations for additional due diligence if 
needed. For example, many lenders require two appraisals 
for any jumbo, but one appraisal with a solid AQM included 
will satisfy those conditions and save the lender/borrower 
several hundred dollars by negating the need for that second 
appraisal.

 Intangible rOI
Lenders and AMCs will save at least 15 minutes per report 

in underwriting with AQM, as well as provide due diligence 
documentation for investors. It documents compliance for 
exams with an end-to-end audit trail that travels with the 
loan file. Also, borrowers benefit from a more clear under-
standing of the particular issues regarding their property, as 
well as a more transparent report.

 hard savings rOI
The system improves underwriting since reports that need 

special attention can be automatically routed to senior staff, 
eliminating wasted time and delays. AQM also enables lend-
ers to avoid buy backs because of due diligence documenta-
tion. The hard cost savings on that alone can be astronomi-
cal. In addition, AQM equals faster workflow for appraisers. 
Lastly, the compliance documentation in AQM mitigates the 
risk of stiff penalties that can easily exceed $10,000 per day, 
per incident. ❖



compliance systems Inc.
www.compliancesystems.com

PROGRESS in Lending has named CSi’s Configurabil-
ity tool a top innovation because this product addresses a 
clear and rising industry problem. With the rapid, extensive 
and frequent regulatory changes that are hitting mortgage 
lenders as a result of the 2008 market upheaval, lenders will 
not be able to maintain libraries of modified standard and 
custom documents without introducing unacceptable levels 
of risks. To address this Configurability includes the func-
tionality for lenders to (a) add/append to standard provisions 
within documents (e.g., a Mortgage/Deed of Trust, Con-
struction Loan Agreement, etc.), (b) replace standard provi-
sions within such a document or (c) suppress/exclude certain 
standard provisions (“Configurations”); the functionality for 
lenders to make and manage Configurations internally (i.e., 
without reliance on a third-party entity for making or main-
taining changes); the functionality for lenders to maintain 
and adapt those Configurations as market, business, policy 
and regulatory needs change (which is generally frequent, 
rapid and extensive); the functionality for a lender to cre-
ate and maintain those Configurations while maintaining 
the Compliance Warranty of the underlying transaction; and 
the functionality for lenders to define the business rules/
conditions under which the Configurations are to be used in 
specific transactions.  

 Industry significance
Because of Dodd-Frank…, because of the rules that will 

arise from Dodd-Frank…, because of ever-changing product 
needs in the market…, because of expanding and contracting 
borrower demand…, etc., it is difficult to overstate the impor-
tance of lenders becoming and remaining more nimble than 
ever. Nimble, that is, as it relates to gathering, processing, dis-
closing, retaining, re-gathering, re-processing, re-disclosing 
and updating data – and adopting new methods and solutions 
for doing so. CSi’s Configurability innovation is specifically 
designed to allow for this nimbleness by delivering to and sup-
porting lenders with the first ever and the only configurable 
transaction-level risk management documentation solution. 

Configurability is a vital new solution in the industry because 
when it comes to loan documentation the problem being solved 
for is mitigation of the applicable risks of the transaction for 
which the documentation is being produced.  

 Overall uniqueness
CSi’s Configurability is the only solution that equips and 

empowers lenders to act, react and adapt quickly and fre-
quently to the rapid and extensive changes that are neces-
sary for a transaction level risk management documentation 
solution to remain compliant and to meet lender product 
and policy needs. This application makes being data driven, 
transparent and fully compliant easy.

 Positive change
While there were many causes of the 2008 market up-

heaval and there has not been a sole remedy, the failure 
to identify and manage transaction risks was a significant 
factor.  In 2012, CSi’s Configurability has already changed 
and is continuing to change the way lenders do business by 
equipping them to continue to both offer “standard” prod-
ucts and to make modifications (i.e., Configurations) based 
on each lender’s unique risks and requirements. Rather than 
having documents that define the types of business they are 
able to do, lenders now use CSi’s innovation to have their 
products and their risk tolerances define the content of their 
documents.

 Intangible rOI
There are thousands of static forms used in the mortgage 

industry. When there is a change to one of those forms, it 
generally means there are changes to every version of the 
form. By contrast, with using Configurability, lenders have 
the ability (within their own four walls) to make Configura-
tions that are then automatically made to/included with every 
rendering of that document because both the document itself 
and the Configurations are driven by the transaction data.

 hard savings rOI
In a time when margins are thin and the future is uncer-

tain, Configurability allows lenders to redeploy hundreds of 
thousands of dollars in FTE hard costs to other functions 
within their institutions. With Configurability, when a lender 
has configured a provision, this Configuration of the stan-
dard document is automatically (i.e., based entirely on the 
data for the transaction) included in every appropriate in-
stance of the document. ❖



elynx
www.elynx.com

PROGRESS in Lending has named the eLynx Expedite 
Inbox a top innovation because this solution provides a 
central portal for all consumer documentation. Consum-
ers establish a single account that can manage documents 
across all loan products, providing a consistent and easily 
identifiable touchpoint for the bank. The solution is truly in-
novative because it is the first of its kind to enable borrower 
access to all manner of loan documents through a single, 
bank-branded portal. Instead of borrowers having to search 
through e-mails for the link to a document, they can simply 
log in to their secure account on Expedite Inbox and see a 
visual display of all the document sets sent from their lender, 
with the current completion status (as well as the status of as-
sociated signers, if applicable) and due date provided. These 
visual displays enable consumers to know, at a glance, how 
close they are to completing actions and what tasks must 
take priority. 

 Industry significance
Expedite Inbox is significant because it is the first solu-

tion in our industry that combines all of the best elements 
of electronic delivery and signature – pay as you go SaaS 
platform, simple pricing that delivers cost savings, advanced 
functionality, integrated print fallback, compliance – but 
in a way that enables banks to present a single face to the 
borrower across all loan areas, and that consumers will find 
is easy to consume. Banks have understood for some time 
now that the user experience in retail banking is important 
and have invested heavily to create systems and processes 
to make banking as effortless as possible. Now, the same 
can be done on the lending side. This will be a significant 
evolution in the industry.

 Overall uniqueness
Inbox is innovative because it is the first solution to ap-

proach the electronic delivery and signature of documents 
from a user experience standpoint. Experts in the field of 

customer experience and satisfaction are increasingly look-
ing at “customer effort” as a stronger indicator of true cus-
tomer experience success. Traditional satisfaction scores can 
be influenced by factors beyond the interaction itself; opera-
tional metrics such as resolution on first attempt can be hard 
to measure if the problem re-occurs much later. Customer ef-
fort is a more effective measure of how easy you have made 
it for the customer to take action, find an answer or respond 
to a request. Expedite Inbox was designed with this principle 
in mind – simplify the effort borrowers go through during 
loan application lifecycle.

 Positive change
The benefits of Inbox are easily grasped by the customers 

and prospects that eLynx talks to. Anecdotally, one lender 
signed up for Inbox because they have a lot of document 
deliveries, most of which are disclosures and then subsets of 
those disclosures as redraws. Because of their high priority 
on delivering a good customer experience, they did not want 
“10 different documents generating 10 different emails.” 
Expedite Inbox solves that challenge for them. Additionally, 
they valued the ability of the solution to automatically and 
electronically capture documents that borrowers are asked 
to submit.

 Intangible rOI
In terms of compliance and risk, the design of Expedite 

Inbox reflects both eLynx’s deep expertise in loan document 
workflow and industry regulations, as well as the guidance 
of key customers who contributed input through a product 
advisory panel. A primary illustration of this is the inclusion 
of automatic print and mail fulfillment as a fallback on all 
documents.  Getting documents to customers within the al-
lowable time frames is critical to remaining RESPA compli-
ant. While the goal of doing that electronically is important, 
it doesn’t work in all situations.

 hard savings rOI
Lenders can see 75% cost savings and shorten the work-

flow time by 3-5 days by managing loan documents elec-
tronically. elynx has data that shows that the sooner in the 
loan process you can get a borrower to interact electroni-
cally, the more likely you are to keep that borrower elec-
tronic throughout the whole process. Expedite Inbox enables 
a much more engaging user experience from the start, not 
only for the borrower, but for the loan officer who has to be 
open to adopting electronic delivery processes into his or her 
daily workflow.  ❖

 



Indisoft
www.indisoft.us

PROGRESS in Lending has named IndiSoft a top in-
novation because the company has consistently improved 
business processes in the financial industry, and its RxOf-
fice platform is an innovative technology that is continually 
enhanced to benefit all stakeholders. From originations, to 
default management to foreclosure, IndiSoft’s technology 
has transformed communications and workflow processing. 
In turn, customers have experienced strong returns on their 
investments and consumers have been able to work through 
their financial challenges more quickly, which is greatly 
helping the financial industry gain stable footing for the fu-
ture. This year, IndiSoft added a mobile feature and engaged 
a national law firm to provide users the additional assurance 
that they will remain up-to-date with all regulatory changes. 
IndiSoft truly understands the issues surrounding regulatory 
compliance and the growing need for mortgage companies 
to implement strong quality control initiatives.

 Industry significance
RxOffice gives all of the stakeholders in the loss mitiga-

tion process access to one, centralized system, whenever they 
wish and with the mobile application, wherever they want. 
This kind of flexibility promotes accelerated processing. 
With constant regulatory changes on the minds of everyone 
in the mortgage industry, the additional assurance of hav-
ing immediate legislation updates gives RxOffice users the 
opportunity to truly focus on their core business. Mortgage 
companies are not trying to fight regulatory compliance; 
they simply want an effective way of managing it while still 
servicing their clients and growing their businesses – and 
RxOffice lets them do just that.

 Overall uniqueness
No other company brings together consumers, counsel-

ors, servicers, mortgage insurance companies, lawyers and 
any other industry stakeholders with technology. IndiSoft’s 
unique approach to building a network creates an atmo-
sphere of transparency and removes the barriers of lost com-
munication. Last year as more servicers helped consumers 

through refinancing, which meant more originators needed a 
system to manage the flow of information to ensure a smooth 
process. With this in mind, IndiSoft expanded its technol-
ogy, which has been successful in the loss mitigation and 
default management space into originations. RxOffice has 
been adapted to meet the requirements of Dodd-Frank and 
other quality control and regulatory requirements.

 Positive change
Last year a top five mortgage servicer selected IndiSoft’s 

technology to help in the loss mitigation process. In addition, 
more servicers have access to RxOffice through Home Loan-
Port, which was named in the National Mortgage Servicing 
Settlement, issued in February 2012, as a model system that 
servicers need to allow homeowners to submit and check 
the status of their foreclosure-alternative applications. The 
settlement also mandates that other stakeholders including 
counselors working with homeowners have access to a simi-
lar portal in order to submit applications and communicate 
with servicers. Through Hope LoanPort, IndiSoft’s technol-
ogy serves 17 of the country’s top banks, including Bank of 
America, Suntrust Mortgage, Citi, Chase, PNC, GMAC and 
Ocwen Loan Servicing - representing 85 percent of residen-
tial mortgages. More than 4,000 non-profit HUD certified 
housing counselors at more than 950 agencies nationwide 
use IndiSoft’s technology along with 1,700 for-profit agen-
cies. By providing the technology that powers HLP’s efforts, 
IndiSoft will continue to play a pivotal role in the loss miti-
gation process for years to come.

 Intangible rOI
IndiSoft continues to enable its clients to succeed. For ex-

ample, Wingspan Portfolio Advisors, has run approximately 
30,000 to 35,000 assets through the RxOffice platform thus 
far. It has gained considerable time and cost savings in the 
amount of time needed to gather information from home-
owners, which has dropped from 45 to 60 minutes down to 
just 10 to 15 minutes. Wingspan also reduced the number of 
days for it short sales process, which it attributes to RxOffice 
Short Sales Service; the decisioning process is down to 40 
to 50 days, which is much quicker than the industry norm. 

 hard savings rOI
As they say, the proof is in the pudding. RxOffice por-

tals enabled one department in a Maryland-based law firm 
to experience a total cost savings of $847,780 and a time 
savings of 37,506 hours in six (out of more than 12) major 
service areas, according to the firm’s internal audit. This is 
the equivalent of 18 FTEs savings on annual basis. ❖

 



lykken on lending
www.lykkenonlending.com

PROGRESS in Lending has named the Lykken on Lend-
ing Radio Program a top innovation because David Lykken 
saw a need to create a new way for mortgage executives to 
stay abreast of the latest industry events. With that, the radio 
show was launched. The radio show is innovative because 
it takes an old concept (the idea of doing a specialized ra-
dio broadcast) and brings that concept into the mortgage 
space, which has never been done before. Today the radio 
program averages 30,000 unique downloads of the broadcast 
every month. In 2012 the industry saw the culmination of 
and launching of a lot of new rules. Realizing that mortgage 
lending is quickly becoming a highly-regulated space, the 
radio program quickly moved to innovate this past year by 
filling that need. 

 Industry significance
The broadcast makes digesting everything that’s going on 

in the industry much easier. Lykken on Lending provides 
the 30,000-foot view of this space. As a result, the broadcast 
is adding more advertisers, listeners and speakers each and 
every week. The industry reception speaks volumes to the 
significance of Lykken on Lending. The content is also be-
ing shared socially, which proves that the listeners think its 
significant. That action alone tells the PROGRESS Execu-
tive Team that what the Lykken on Lending Radio Program 
is doing is significant because high-powered executives in 
the mortgage space space are not just tuning in to listen each 
week, they’re also taking the time to share the broadcast.

 Overall uniqueness
This is a one-of-a-kind service. But Lykken on Lending 

doesn’t take that for granted. This year the show introduced 
the Hot Topics Section as well as many other new content 
areas. Simply put, the broadcast is continuing to innovate in 
order to help lenders meet the challenges of today’s market 
with every broadcast. Surely we can all agree that a more 
informed and educated mortgage professional is a plus for 
our industry. Who knows what ideas the broadcast will spark 

in the minds of its listeners and what great things they will 
go on to do for our industry as a result? 

 Positive change
If the broadcast was not a source for positive industry 

change it wouldn’t have an audience. Simply put, nobody 
would tune in. To the contrary, the program touts 141,000 
professionals downloading it. But demonstrating positive 
change isn’t just about numbers, it’s about impacting listen-
ers in a very profound way. In one case the head of Reuters 
walked said of Lykken on Lending, “Dave I listen to your 
broadcast every week multiple times. It is the most inter-
esting and comprehensive source.” That’s positive change. 
He went on to say that he is adapting his business based on 
the contents of the broadcast. Also, Think Big Work Small 
monitors the broadcast. They say that they are looking to the 
Lykken on Lending Radio Program to get ideas on how they 
can become more mainstream. Now, that’s positive change.

 Intangible rOI
What’s the cost of compliance? It’s priceless. Someone 

can spend an hour listening to this broadcast and get compli-
ance updates, rate updates, legislative news, technology tips, 
etc. Lykken on Lending is one central place to go to for all of 
your mortgage information. If you take compliance alone we 
are informing people every week about the latest rules that 
they may or may not know. As a result, lenders are improv-
ing their business as a result of this broadcast.

 hard savings rOI
How do you put a premium on someone’s time? The ra-

dio program is a one-of-a-kind outlet for someone to digest 
all the relevant industry news. In this market the news is 
happening so fast you have to stay on top of it. Lykken on 
Lending changes the content of the radio broadcast some-
times literally on the fly to analyze the latest new stories. 
The radio program is innovating every week to put out the 
freshest broadcast possible to give its listeners a maximum 
return on their one-hour time investment. ❖

 



national credit-reporting 
system, Inc.
www.ncstrv.com

PROGRESS in Lending has named National Credit-
reporting System, Inc. (NCS) a top innovation because for 
the past three years, NCS has been a driving force behind 
the mortgage industry’s IRS electronic signature initiative 
for the income verification IRS Form 4506-T. These efforts 
came to fruition on January 7, 2013, the day the IRS began 
accepting e-signatures for Form 4506-T. The e-signature of 
Form 4506-T will lead to rising consumer satisfaction and 
mortgage processing efficiencies, while significantly ad-
vancing the protection of consumer information and lessen-
ing the opportunities for mortgage fraud. Through its work, 
leadership and influence, NCS was the undisputed leader 
behind this innovation. Only the NCS team—led by Cecil 
Bowman, senior vice president for government and industry 
relations for NCS and a former top administrator at the IRS 
for 35 years—had the know-how and experience to success-
fully navigate the IRS bureaucracy and develop trust with 
the agency.

 Industry significance
NCS has been able to accomplish what the big players 

have not: revolutionary change in income validation for the 
mortgage and financial services industries. The leadership 
and work of NCS has benefitted the entire mortgage indus-
try as the IRS e-signature program will reduce production 
costs and risks, and speed up originations and loan closings. 
NCS had the IRS expertise to bring together MBA and top 
industry players to fashion an e-signature Proof of Concept 
that worked, paving the way for rapid IRS acceptance of the 
program. NCS helped the IRS develop a workable design 
for the industry with plenty of safeguards in order to achieve 
maximum use.

 Overall uniqueness
There is nothing new about electronic signatures in gen-

eral. But for the IRS, the e-signature for Form 4506-T is 

significant. Though we’ve been able to electronically file 
our income tax forms with the IRS for years, the IRS had 
not developed a modern electronic infrastructure for the pro-
cessing of tax return verification forms. To convince the IRS 
that a secure and sound electronic signature system was pos-
sible has to be considered a breakthrough. IVES participants 
like NCS have developed the infrastructure for processing 
4506-T forms electronically.

 Positive change
NCS’ lead in bringing the IRS e-signature to Form 4506-T 

benefits all mortgage market participants, including borrow-
ers, lenders, servicers, Fannie Mae and Freddie Mac, FHA 
and GNMA among others. It is a transformational moment 
for the industry as it culminates the nearly 20-year journey to 
creating an entirely electronic mortgage process. By allow-
ing for the verification of income and identity at the time of 
application, the IRS e-signature program also creates a more 
safe and secure lending process, helping to ensure secondary 
market investors and mortgage regulators of the soundness 
of loans. 

 Intangible rOI
The IRS e-signature creates many intangible benefits for 

the entire industry and investors in the secondary market. 
For one, consumer satisfaction will increase. Financing 
a home purchase in the best of times can be a wrenching 
process. Today, with tighter underwriting consumers want 
to know at the earliest possible stage if they pass the test on 
ability to pay and learn which mortgage product best suits 
them. Being able to access tax transcripts at the beginning of 
the mortgage process brings transparency to the process and 
cuts down on agonizing delays.

 hard savings rOI
By shortening the mortgage application process, the IRS 

e-signature for Form 4506-T offers significant cost and time-
savings to lenders and consumers. With borrowers electroni-
cally signing Form 4506-T and sending it online to the IRS, 
lenders can now receive near-instant income verification in 
minutes instead of waiting several days. As a result, the IRS 
e-signature process lowers origination costs and speeds loan 
closings. Lenders now know right away at the time of ap-
plication whether the consumer has the ability to pay, before 
they commence with the expensive and time-consuming 
steps of underwriting and processing the loan. Multiply 
these costs by thousands of loans, and real cost savings add 
up quickly. ❖

 



the turning Point
www.turningpoint.com

PROGRESS in Lending has named the work of The  
Turning Point a top innovation because the company stepped 
up in 2012 to champion compliance-centric marketing. The 
FTC’s “Mortgage Acts and Practices – Advertising Final 
Rule” (that became effective in late 2011) was instrumental 
in pushing marketing compliance to the top of every lender’s 
agenda, although this is only one component in an expand-
ing array of mortgage-specific regulations that now seriously 
constrain marketing activity. Of particular interest is section 
321.3 of MAP, which outlines 19 areas where mortgage ad-
vertising misrepresentations have been prevalent – including 
loan terms, fees and costs, and the consumer’s potential for 
savings or approval – and which “prohibits any material mis-
representation, whether made expressly or by implication, in 
any commercial communication, regarding any term of any 
mortgage credit product.” The Turning Point’s SaaS-based 
MACH3 platform rose to the challenge, introducing “Corpo-
rate Control” and confirming MACH3’s status as the mort-
gage industry’s only compliance-centric corporate CRM and 
marketing automation solution.

 Industry significance
The mortgage industry has been overwhelmed with a 

flood of new rules and regulations while dealing with un-
predictable origination volumes. This combination has put 
intense pressure on mortgage lenders to maintain corporate 
control and compliance while driving in new business. Vio-
lation can carry severe financial penalties or possible civil 
actions. What’s more, responsibility now falls squarely on 
the lenders’ shoulders. Since the introduction of MACH3’s 
“Corporate Control” in early 2012, The Turning Point has 
experienced significant growth in the numbers of lenders 
implementing MACH3 (more than a four-fold increase) and 
in the number of transactions (six-fold increase) running 
through the MACH3 solution. This innovation is significant 
to the mortgage industry in that it specifically addressed 
pressing industry issues in 2012.

 Overall uniqueness
No other solution in the mortgage industry specifically ad-

dresses the marketing challenges presented by today’s highly 
competitive and highly regulated environment. Yet continuing 
to drive new business is the lifeblood of the mortgage industry 
and critical to its long-term viability. MACH3 – The Turning 
Point’s SaaS-based “Business Opportunity Engine” – is the in-
dustry’s only compliance-centric corporate marketing solution, 
powering superior performance along two key dimensions.

 Positive change
The Turning Point’s MACH3 with “Corporate Control” 

has contributed to positive change in the industry by pre-
venting serious compliance infractions, dramatically reduc-
ing manual marketing tasks to increase speed to market of 
new product offerings, and creating a compliant marketing 
solution for all lenders to help them avoid very serious com-
pliance violations while driving new business. In addition, 
MACH3 with “Corporate Control” delivers a level playing 
field for lenders of all sizes. This powerful tool is affordable 
for all lenders and provides a compliant marketing solution 
that is not dependent on the size of the organization. 

 Intangible rOI
The intangible efficiencies gained as a result of imple-

menting MACH3 are significant: from ensuring marketing 
compliance, to the avoidance of compliance violations, to 
improving the marketing process by compliantly foster-
ing creative programs, driving new business and providing 
corporate control for the organization. This eliminates not 
only numerous headaches, but also tremendous amounts of 
time and overhead expense. Keith Tibbles, President and co-
founder of Cobalt Mortgage, noted, “By putting MACH3 to 
good use, we have been able to develop sophisticated, legally 
compliant marketing campaigns that help foster long-term 
relationships and drive business.”

 hard savings rOI
The hard costs of implementing MACH3 saves and drives 

millions of dollars of business for lenders.  Those savings and 
new opportunities are realized through minimizing manual 
marketing tasks, providing checks and balances for corporate 
control, and the ability to compliantly drive new business for 
lenders of all sizes. In discussing the solution, Hank Cunning-
ham, President and founder of Cunningham & Company, said, 
“Our marketing programs and campaigns experience a 10% to 
40% success rate due to our ability to strategically market to 
each individual originator’s database with razor-sharp focus 
through MACH3. This significantly reduces our costs while 
improving our originators’ success rates.” ❖
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