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We all know this story: origination 
volume is going to decrease this year 
and interest rates are going to rise. In 

fact, the extent to which volume decreased in the 
first quarter was not predicted, it took a nosedive. 
Also, we’ve now transitioned away from a refi-
heavy market to a purchase-heavy market.

What does this mean? It means that lenders are 
going to have to work harder for every deal. As a 
result, the good LOS systems are stepping in to 
help out. Recently we’ve seen prominent LOS 
players buy CRM systems and roll them into their 
core offering. Why are they doing this? Lenders 
need advanced CRM technology to help them win 
the battle for the borrower.

But it’s not enough to just buy a CRM, you 
have to tightly integrate it and repeatedly update 
it. For example, Mortgage Builder recently ac-
quired LoanXEngine and have updated it quite a 
bit. LoanXEngine 7.0, the new and improved ver-
sion, represents the culmination of the platform’s 
six years of highly praised and innovative work in 
bringing efficiency and cost savings to the mort-
gage origination sector and its borrowers.

LoanXEngine, launched in 2007, was acquired 
by Mortgage Builder in October of 2012 as the 
front end component to round out the company’s 
full mortgage lifecycle array of offerings, joining 
Mortgage Builder’s Architect loan origination 
system and its Colonnade loan servicing system. 
With LoanXEngine providing lead management, 
CRM and PPE functions, Mortgage Builder is one 
of the only technology firms providing “front-end 

to end-to-end” solutions for lenders of all sizes.  
LoanXEngine is also available as a standalone 
cloud-based platform, easily used with other LOS 
systems.

LoanXEngine 7.0’s enhancements include:
 » Updated FHA mortgage insurance pre-

mium changes;
 » Closing cost filtering support features to 

allow lenders to customize fee charges ac-
cording to the requirements of individual 
states, lenders, loan amount ranges, con-
ventional and government loan products 
and other considerations;

 » Redesigned and improved non-qualifying 
product reporting, including detailed fail-
ure to qualify reasons and website links for 
further investigation;

 » Enhanced mobile device viewing, for tab-
let and mobile phone viewing ease;

 » Improved wholesale channel home page 
and workflow for greater functionality for 
third party originators;

 » Integration with LendingTree’s 
LoanExplorer, the all-new version of the 
company’s popular consumer-facing mort-
gage comparison and leadsource engine. 
LoanXEngine is among the very few PPEs 
selected to work with them on this product.

“We’re very excited about LoanXEngine 7.0,” 
says Kelli Himebaugh, corporate vice president 
of Mortgage Builder Software. “It represents a 
whole new class of PPEs for the mortgage indus-
try with its highly innovative lead management, 
CRM and improved functionality in products and 
pricing. With LoanXEngine, lenders of all sizes 
have access to the best front end technology avail-
able today,” she says.

“It is part of the complete mortgage lifecycle 
suite of products that let lenders handle every 
step, from prospect quotes through origination, 
secondary marketing and servicing, all on a com-
mon platform that is easy to use,” she explains. 
“Whether using LoanXEngine, our Architect LOS 
and the Colonnade LSS together or independently, 
lenders now have options for excellence they 
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Ideally, lenders want to handle 
every step, from prospect 
quotes through origination, 
secondary marketing and 
servicing, all on a common 
platform.



never had before.”
Mortgage Builder is not alone. Ellie Mae also 

recently acquired a CRM, MortgageCEO and have 
been aggressively updating it. Ellie Mae launched 
Encompass CRM, an advanced customer relation-
ship management (CRM) and marketing automation 
solution.

Encompass CRM, formerly MortgageCEO, is 
a scalable suite of automated sales and marketing 
tools that allows mortgage lenders to manage and 
market contacts in a compliant manner, leverage 
lead management and lead distribution capabilities 
and develop and manage relationships with Realtors, 
third-party originators or other trusted and valued 
relationships. Encompass CRM streamlines the pro-
cess of converting leads to loans and eliminates the 
need to update multiple systems that can create data 
inconsistencies and introduce compliance and audit 
concerns for lenders.

Encompass CRM allows mortgage lenders to:
 » Promote compliance in all borrower 

communications.
 » Build and manage referral partner relation-

ships with Realtors, homebuilders, financial 
planners, attorneys and others.

 » Manage future, former and current borrower 
contacts.

 » Manage, nurture and convert mortgage leads 
within Ellie Mae’s Encompass mortgage 
management solution.

 » Gain efficiencies with automated marketing 
campaigns.

 » Generate more purchase leads with online 
homebuyer marketing tools and interactive 
websites.

 » Stay in contact with clients across multiple 
loan channels.

 » Track the effectiveness of marketing and 
sales campaigns with comprehensive report-
ing capabilities.

 » Recruit and retain top mortgage professionals.
With Encompass CRM, a loan originator (LO) 

can quickly create marketing campaigns for pros-
pects, customers and referral sources. Campaigns 
and emails can be automatically triggered at key 
milestones in the origination process or over the 
life of the relationship. Relevant, audience-specific 
content is available through a library of professional 
email templates or can be easily created. Online 
scheduling makes LOs more productive and prompts 
follow-ups and tasks. All contacts, marketing mate-
rials and scheduling can be accessed securely via 
any mobile device.

Encompass CRM helps lenders demonstrate the 
steps taken to oversee sales and marketing compli-
ance. In the event of an audit or complaint, a lender 
will know who created the marketing piece, who 
approved the marketing piece, who sent it and who 
received it. This gives lenders much greater insight 
and visibility into their entire sales and marketing 
organizations.

Encompass CRM also tracks what prospective 
clients are doing on company websites, what pages 
they are visiting and what they are searching. This 
enables proactive companies to identify potential 
borrowers at the earliest possible opportunity.

Business managers can use Encompass CRM to 
build realistic forecasts, gain greater insight into 
their sales pipeline and monitor the effectiveness of 
individual and branch performance as well as mar-
keting campaigns.

Unlike standalone CRM systems, Encompass 
CRM can be integrated into the Encompass platform 
so that data can move seamlessly and is stored in 
a single, secure system of record, eliminating data 
integrity issues. Currently, Encompass CRM is in-
tegrated through Ellie Mae’s software development 
kit. In the future, it will be fully integrated into the 
Encompass mortgage management software.

“Mortgage lenders are scrambling to make the 
transition from a refinance to a purchase market, but 
many do not necessarily have a specific plan of how 
to get there,” said Jonathan Corr, president and chief 
operating officer of Ellie Mae. “Advanced CRM and 
automated marketing tools are no longer nice to have, 
but rather, are a necessity to be competitive and to 
thrive. With Encompass CRM, mortgage lenders can 
be more productive, build relationships and drive 
purchase conversions. Furthermore, the capabilities 
within our CRM solution and our single system of 
record helps our clients stay compliant.”

So, the good LOS systems are expanding their 
capabilities to help lenders through these changing 
times.  
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Advanced CRM and 
automated marketing tools 
are no longer nice to have, 
but rather, are a necessity to 
be competitive and to thrive.

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


