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S P E C I A L  A D V E R T O R I A L  S E C T I O N

BEST IN 
ORIGINATION 
SERVICES
From tools and technology to new lending strategies and best practices, 
the realm of origination is continuing to evolve. This month’s guide takes an 
in-depth look at how the origination market is changing and profiles what’s 
new and cutting edge in technology services aimed at creating a smooth 
origination process.

As we have seen in the last few years, heavily influencing this business sector 
are new government regulations and guidelines. Rather than considering this 
regulations a roadblock however, smart origination services providers have 
used the new guidelines to make their products better for both their clients, 
and the homeowner. Take a sneak peak at what today’s leaders have up their 
sleeve, and how it can impact your bottom line.
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   COMPANY DESCRIPTION 

Black Knight Financial Services (NYSE: BKFS) is a 
premier provider of high-performance technology, data, 
and analytics for mortgages and home equity products. 

   COMPETITIVE ADVANTAGE 

Black Knight’s technology, data, and analytics 
solutions support compliance, improve loan quality, 
standardize processes, and simplify operations to 
help clients with their greatest business challenges: 
improving profitability and efficiency, and managing 
and mitigating risk. 

   KEY FEATURES/BENEFITS

Within its LoanSphere® platform, Black Knight 
integrates all origination, servicing, and default 
functions with its data and analytics solutions to 
provide enhanced value to clients through streamlined 
operations, cost savings, and reduced risk.
 
• Seamlessly moves data between origination, servicing 

and default systems via automated processes
• Supports regulatory changes with continual 

solution enhancements 
• Gains greater operational insight with origination, 

servicing, and public records data on a single 
platform with LoanSphere Data Hub™

• Proactively manages operations through key 
performance indicators, scorecards, executive and 
employee dashboards, and on-demand dynamic 
reporting using Motivity Solutions’ real-time analytics

   BUSINESS LINES, SERVICES, AND PRODUCTS

Black Knight’s LoanSphere Empower® LOS 
supports every facet of the origination process for 
retail, wholesale, and consumer direct channels. By 
originating both first mortgages and home equity loans/
lines of credit on one system, Empower helps lenders 
increase efficiencies, maintain regulatory compliance, 
mitigate risk, and improve customer service.

LoanSphere LendingSpace® is Black Knight’s 
scalable, web-based LOS for the correspondent 
lending market. LendingSpace features a component-
based design, advanced business rules and workflow 
to streamline loan processing, and data quality checks 
for the purchase of correspondent loans. 

Both systems easily integrate with LoanSphere 
Exchange™, the largest fully interconnected network 
of lenders and service providers in the U.S. Black 
Knight also offers LoanSphere Closing Insight®, a web-
based technology designed to improve collaboration, 
streamline the closing process, and help lenders meet 
document delivery timelines. 

Black Knight also has eMortgage capabilities through 
its eDelivery and eSignature solutions that enable 
lenders to deliver documents and gain consent 
more quickly to speed up the loan closing process. 
The Consumer Portal, where loan documents are 
consolidated on a single dashboard, establishes a 
more personalized consumer experience. 

   ADDED VALUE TO CLIENTS

Black Knight’s comprehensive mortgage performance 
and loan-level data and analytics solutions offer 
industry professionals – from origination through 
secondary markets – the information and actionable 
insight needed to achieve strategic business goals.

LoanSphere SiteXPro™ is Black Knight’s powerful 
lead generation tool that helps pinpoint qualified 
prospects for more efficient, effective marketing results. 
SiteXPro provides access to the most accurate, up-to-
date property data in the industry including:

• More than 151 million property records representing 
over 99.9 percent of the U.S. population

• Datasets from tax assessor, deed and mortgage, 
pre-foreclosure, and assignments and releases 
records

LoanSphere Mortgage Analytics solutions deliver 
intelligent, accurate predictive analytics via highly 
regarded quantitative methods. Combining analytics 
acumen and expertise with extensive public record 
and performance data, Black Knight’s mortgage 
analytics include a comprehensive home price index 
(HPI), AVMs (valuation solutions), prepayment and 
default models, and mortgage scores. 

McDash™ loan-level data spans the entire credit 
spectrum of agency, non-agency, and portfolio 
products, representing more than 160 million historical 
first mortgage loans and over 20 million home equity 
loans/lines of credit. Using McDash, lenders and 
investors can establish benchmark performance 
statistics, develop product and retention strategy, and 
analyze attributes of any portfolio.

Lenders can gain deeper insight into their portfolios 
for more effective risk management with Black 
Knight’s Lien Analytics Suite, including Credit 
Enhanced Lien Identification (CELI), Public Records 
Lien Identification (PROLI), and Lien Alert. With 
access to Black Knight’s proprietary public records 
database and consumer credit data, the Lien 
Analytics Suite offers unmatched visibility and insight 
into properties, borrowers, and loans, and provides 
early warning notifications of key lien indicators to 
support timely decisions and help minimize risk.
 

KEY PERSONNEL

Tom Sanzone
CEO, Black Knight Financial 
Services

Jerry Halbrook
President, Black Knight Origination 
Technologies 

Dan Sogorka
President, Black Knight RealEC 
Technologies

Kevin Coop
President, Black Knight Data & 
Analytics

CONTACT INFORMATION

601 Riverside Ave.
Jacksonville, FL 32204
Phone: 844.474.2537
Email: askblackknight@bkfs.com
Web: BKFS.com

Black Knight Financial Services
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  COMPANY HISTORY 

FICO (NYSE: FICO) powers decisions that help 
people and businesses around the world prosper. 
Founded in 1956 and based in Silicon Valley, the 
company is a pioneer in the use of predictive analyt-
ics and data science to improve credit decisions. 
FICO holds more than 165 U.S. and foreign patents 
on innovative technologies that help address clients’ 
most important issues. Using FICO solutions, busi-
nesses in more than 100 countries do everything 
from helping consumers gain fair access to credit, 
protecting 2.6 billion payment cards from fraud, to 
ensuring that millions of airplanes and rental cars are 
in the right place at the right time. Recognized as the 
standard measure of consumer credit risk in the U.S., 
the FICO® Score is used across the lending lifecycle 
and throughout the credit ecosystem, helping lenders, 
regulators, debt purchasers, consumers, and other 
parties have a common understanding of credit risk.

  COMPETITIVE ADVANTAGE 

FICO® Scores play a critical role in billions of decisions 
each year for measuring risk in the banking, mort-
gage, credit card, auto, and retail industries. Originally 
released in the U.S. 28 years ago, FICO® Scores are 
now deployed in 25 countries and counting. Through 
the FICO® Score Open Access program, lenders have 
provided over 150 million consumer accounts with 
free access to their FICO® Score.

The introduction of the FICO® Score facilitated an 
expansion of credit in the U.S., because lenders 
could make more successful, data-driven lend-
ing decisions, giving them the confidence to make 
more credit available. This democratization of credit 
opened the door to an unprecedented period of 
growth in the U.S. economy. 

The newest FICO® Score 9 even more accurately 
identifies and predicts credit risk in the context of 
today’s market dynamics. Using a new, multi-faceted 
modeling approach, which combines sophisticated 
in-house analytic technology with insights gained 
over 50 years of building credit risk models, FICO® 
Score 9 provides best-in-class predictive power 
across all credit products to benefit lenders and 
consumers, as a more predictive score allows for 
more borrowers to qualify for better terms. Read the 
FICO blog on this subject. 

  BUSINESS LINES, SERVICES, AND PRODUCTS

FICO’s advanced mortgage analytics and origination 
solutions help lenders better understand consumers’ 
credit behavior and associated risks in the context of 
today’s economic environment.

Consumer Empowerment: For unprecedented 
levels of transparency, FICO® Score Open Access 
empowers lenders to share FICO® Scores already 
used for account risk management decisions with 
their customers with no additional score fees charged 
by FICO. This unique program offers unrivaled 
capabilities to drive loyalty, engagement, and trust.

Alternative Data is the Answer: A wave of disruptive 
innovation creates opportunities to efficiently reach 
those underserved by traditional institutions, FICO® 
Score XD is designed with precision and compliance 
in mind to enable issuers to safely extend credit to 
a largely untapped market using an accessible and 
familiar FICO® Score. FICO research shows that the 
credit risk scoring using alternative data can serve 
as an on-ramp to the mainstream credit market for 
people who otherwise might have great difficulty 
in obtaining credit. This provides a solid expansion 
strategy for financial institutions striving to meet the 
credit needs of their communities.

Optimal Mortgage Pricing: A complete pricing 
solution for the mortgage renewal and origination 
business, FICO® Optimization Solution for Mortgage 
Pricing leverages analytically-derived price elasticity 
models to implement granular pricing strategies 
that allow lenders to discover the set of prices that 
best align to current volume and margin goals. By 
providing an automatic bridge between back-end 
analysts and frontline sales teams, this solution 
makes the essential connection to deliver an optimal 
set of pricing strategies to each individual customer. 

  INDUSTRY AWARDS, ACCOLADES, AND MILESTONES

• 50-plus year history of data and analytics 
excellence.

• 95 percent of the largest financial institutions in the 
U.S. are FICO clients.

• 90 percent of all U.S. consumer lending decisions 
use the FICO® Score. 

• 160-plus patents have been granted for FICO’s 
analytics and decision management technology.

• 100 billion® FICO Scores have been sold to date 
making it the most used credit score in the world.

•  2016 IDC Financial Insights FinTech Rankings: 
FICO ranked as a top 100 FinTech company for the 
13th year in a row.

   TESTIMONIAL

“Financial inclusion for more people is 
what the market is seeking. We want to 
create as much financial opportunity for 
as many people as possible.” 

– Jim Wehmann, EVP, Scores, at FICO

KEY PERSONNEL

Will Lansing
CEO

Jim Wehmann
EVP, Scores

Sally Taylor-Shoff
VP, Scores

Geoff Smith
VP, myFICO

Joanne Gaskin
AMP, Senior Director, Scores

CONTACT INFORMATION

Joanne Gaskin, AMP, Senior 
Director, Scores 
Phone: 734.879.0989 
Email: joannegaskin@fico.com

Corporate Headquarters
181 Metro Drive
San Jose, CA 95110
Phone: 408.535.1500
Web: FICO.com

FICO
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   COMPANY DESCRIPTION 

Freddie Mac was chartered by Congress in 1970 with 
a public mission to stabilize the nation’s residential 
mortgage markets and expand opportunities for 
homeownership and affordable rental housing. Their 
statutory mission is to provide liquidity, stability, and 
affordability to the U.S. housing market.
 
New Initiatives
Since the 2008 housing crisis, the cost of originating a 
loan has more than doubled. Recent data reports that 
origination costs rose from an average of $3,685 per 
loan in 2009 to $7,747 by the end of 2015. In the first 
quarter of this year alone, costs rose $667 per loan.

Reasons for the cost increases include new 
regulatory compliance requirements and the 
addition of numerous manual checklist processes to 
avoid future repurchase risk. 

Seeking a solution for lenders, Freddie Mac 
developed Loan Advisor Suite, its new end-to-
end technology solution designed with lenders for 
lenders to help to lower cost, improve efficiency, 
reduce risk, and provide greater certainty during 
the loan production process. Freddie Mac Loan 
Advisor SuiteSM empowers lenders to automate 
data management and receive alerts when a loan 
has a higher risk, allowing them to act quickly to 
resolve issues. It will help lenders deliver high quality 
loans and acquire earlier insight into their eligibility 
for representation and warranty relief.

“We took our time developing this technology and 
partnered with our lenders,” says Chris Boyle, SVP at 
Freddie Mac. “Their objectives were our objectives: 
greater certainty, usability, reliability, and efficiency.”

   COMPETITIVE ADVANTAGE 

Freddie Mac Loan Advisor Suite is a one-stop, online 
shop for lenders to gain better insight into the loans 
they are producing and selling to Freddie Mac It is 
designed to be easy to use and intuitive. Screens 
are clean and uncluttered. Tool icons are intuitive 
and logically organized. Lenders can access a single 
sign-on portal and/or their loan origination system. 

Technology Solutions
Freddie Mac Loan Advisor Suite adds several game-
changing solutions to Freddie Mac’s current roster 
of lender tools and applications: Loan Collateral 
AdvisorSM, Loan Product AdvisorSM, Loan Closing 
AdvisorSM, and Business Intelligence. In addition, 
Freddie Mac is greatly enhancing Loan Quality 
Advisor®, Loan Coverage Advisor®, and its Selling 
SystemSM.

Loan Product Advisor is the next generation of 
Loan Prospector and the cornerstone of Loan 
Advisor Suite. It allows underwriters to easily access 
Freddie Mac’s credit requirements and credit risk to 
assess the loan’s overall underwriting risk. Lenders 
will see major improvements in the tool’s feedback 
certificate. “The feedback certificate has been 
completely redesigned and feedback messages are 
easy to understand, actionable, and loan specific,” 
explains Boyle. 

Loan Collateral Advisor is an appraisal assessment 
tool that promotes better appraisal quality by 
analyzing appraisal reports and providing real-
time risk assessment feedback on appraisals. Any 
appraisals submitted to the Uniform Collateral Data 
Portal (UCDP) will seamlessly and automatically 
integrate with Loan Collateral Advisor.

Loan Quality Advisor is a risk and eligibility 
assessment tool used to evaluate loan data to help 
lenders determine if a loan is eligible for sale to 
Freddie Mac. 

Loan Closing Advisor helps lenders validate their 
closing data against the Uniform Closing Dataset 
(UCD) and provides feedback messages on data 
quality to help lenders identify and resolve closing 
data defects quickly. Lenders will be required to 
deliver the UCD in the third quarter of 2017. 

Loan Coverage Advisor calculates and tracks 
the selling representation and warranty relief date 
for each loan sold to Freddie Mac. The tool allows 
users to search for critical loan-level information and 
quickly generate reports or export data.

Selling System, Freddie Mac’s online system for 
purchasing mortgages, brings together pricing, 
contracting, loan delivery and allocation, note 
certification and settlements into a single, easy-to-
use system. 

“Perhaps the most innovative new capability is 
Business Intelligence,” adds Boyle. “All the data 
from the different tools a lender uses is pulled 
into a simple snapshot designed to make pipeline 
reporting and trend analysis easier.”

Freddie Mac Loan Advisor Suite brings its different 
pieces together in a revolutionary way. It’s a simpler, 
better way to do business.

KEY PERSONNEL

Don Layton
CEO

David Lowman
EVP, Single-Family Business

Andrew Higginbotham
SVP, Single-Family Strategic Delivery

Chris Boyle
SVP, Single-Family Sales & 
Relationship Management

CONTACT INFORMATION

8200 Jones Branch Drive
McLean, VA 22102 
Web: FreddieMac.com/
LoanAdvisorSuite

Freddie Mac
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   COMPANY DESCRIPTION 

Global DMS is a leading provider of commercial 
and residential real estate valuation solutions 
catering to lenders, banks, AMCs, appraisers, and 
other real estate entities for all lending business 
channels. The company’s solution set is cost-
effectively delivered on a software-as-a-service 
(SaaS) transactional basis that ensures compliance 
adherence, reduces costs, increases efficiencies, 
prevents errors, and expedites the entire real estate 
appraisal and valuation process.

   COMPANY HISTORY 

Global DMS was founded in 1999 by Vladimir 
Bien-Aime, a Web application developer with 
deep domain experience in the appraisal space. 
The company started with the goal of bringing 
efficiency and mobility to the appraisal industry 
leveraging Web-based software and has since 
grown into the leading provider of Web-based 
compliant valuation management software. Global 
DMS has expanded its solution set to cater to 
lenders, banks, AMCs, and individual appraisers. 
The company’s centralized platform is proven to 
automate the entire valuation process and keep 
organizations in compliance. 

   BUSINESS LINES, SERVICES, AND PRODUCTS

eTrac: Global DMS’ flagship product is eTrac 
Enterprise, a Web-based single-source valuation 
management system that centralizes and 
compliantly automates all aspects of the valuation 
process: vendor management, order, assign, track, 
review, deliver, sell, and accounting functions.  
eTrac allows company-specific configurable 
workflows and real-time management reporting. 

Global Kinex: Compliantly and efficiently delivers 
appraisals to the GSEs’ Uniform Collateral Data 
Portal (UCDP) and FHA’s EAD.

MARS: Proprietary automated review system 
identifies collateral risk, scores each appraisal 
report’s individual risks, report findings, extracts 
the PDF from the MISMO XML file, and delivers the 
data to GSEs or other investors.

eTrac WebForms: Produces appraisal and 
BPO reports entirely online, allowing real estate 
professionals to be completely mobile and 
autonomous.

AVM/Data Products: eTrac incorporates the 
best-of-breed AVM models from the industry and 
provides access to the most robust data products 
available to increase valuation accuracy.

Global Communicator: Facilitates client 
communication with their staff, vendors, and loan 
originators utilizing mass email.

   KEY FEATURES/BENEFITS

eTrac provides a user interface that allows lenders 
and AMCs to easily communicate and transact 
with appraisers working in the field. The company’s 
software offers an appraiser-facing application that 
provides individual appraisers with a solution to 
manage receiving orders, keep track of appraisals, 
create reports, and deliver them. eTrac provides 
automated submission to EAD and UCDP. eTrac 
also allows customers to manage and drive their 
internal workflows and preferences. Real-time 
reporting is also provided. 

Global DMS integrates tightly with leading LOS 
providers, allowing clients to have access to 
all of eTrac’s features to manage the appraisal 
process without ever having to leave their LOS, 
thus reducing errors and further streamlining the 
appraisal process. Global DMS offers a mobile 
application for appraisers operating in the field.

   COMPETITIVE ADVANTAGE 

Unlike many of its competitors, Global DMS has 
developed a custom platform and solution set that 
automates the entire valuation management process. 
Some vendors, however, only focus on certain parts 
of the appraisal process, while Global DMS handles 
everything via its all-in-one centralized valuation 
management platform. Global DMS offers numerous 
apps, allowing each client to pick and choose which 
apps they need for their business. All apps work 
seamlessly with eTrac including workflow, automated 
report builders, and Automated Review.

In addition, Global DMS has developed standard-
ized and open integration methods for its platform 
using industry standards like MISMO, so AMCs 
and LOS vendors can do business with any of 
their partners. Global DMS is a highly innovative, 
entrepreneurial, nimble, customer-centric, and 
cost-effective partner.

   KEYS TO SUCCESS

Contemporary, sophisticated valuation 
software that is completely Web-based, easy 
to implement, and proven to be highly effective. 
Innovative, forward-thinking coupled with nimble 
responsiveness to customers. Deep experience 
with appraisals and overall knowledge of the 
mortgage industry. Global DMS is intensely 
focused on a commitment to customer service and 
ongoing client relations and collaboration.

KEY PERSONNEL

Vladimir Bien-Aime 
President and CEO

 
Jody Collup 
VP of Marketing

Michael Quaranto
VP of Development

Mac Chiles
SVP of Sales
 
Kevin Madden
VP of Product Management

CONTACT INFORMATION

1555 Bustard Road, Suite 300
Lansdale, PA 19446
Phone: 877.866.2747
Email: productinfo@globaldms.com
Web: GlobalDMS.com
GDMS Blog: GlobalDMS.com/blog
LinkedIn: LinkedIn.com/company/
global-dms
Twitter: Twitter.com/GlobalDMS
Facebook: Facebook.com/
GlobalDMS/

Global DMS
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KEY PERSONNEL

Eric Egenhoefer
President and CEO

Kevin Gillespie
COO

Kevin Allen
SVP - National Sales Manager

Kerry Wirth
SVP - Loan Operations

STAFFING

Waterstone Mortgage has over 
700 employees.

CONTACT INFORMATION

N25 W23255 Paul Road
Pewaukee, WI 53072
Phone: 262.691.9300
Email: info@
waterstonemortgage.com 
Web: WaterstoneMortgage.com

Waterstone Mortgage Corporation
   COMPANY DESCRIPTION 

With a primary focus on supporting loan origina-
tors, Waterstone Mortgage Corporation is a com-
pany built around what these professionals need 
to be successful. Aside from offering their loan 
professionals superior support, such as in-house 
marketing, legal/compliance, and loan processing 
support, they also equip them with a wide variety 
of innovative loan products. 

Another part of the forward-thinking mentality is 
Waterstone Mortgage’s ability to provide effective 
technology to their loan originators. They have 
several proprietary systems that were developed 
with the objective of making the mortgage process 
efficient, streamlined, accessible, and uncom-
plicated, which ultimately leads to origination 
excellence. 

   BUSINESS LINES, SERVICES, AND PRODUCTS

Waterstone Mortgage offers a variety of loan 
products that allow virtually every potential home-
buyer to pursue their dream of homeownership, 
including:

• Conventional, FHA, VA, and USDA loans
• 100 percent LTV Wealth Building Loan
• Jumbo and super jumbo loans (including jumbo 

loans with up to 95 percent LTV)
• Medical professional programs
• First-time homebuyer programs
• Refinance options

   KEY FEATURES/BENEFITS

Purchase Focus 
One of the defining factors at Waterstone 
Mortgage is their commitment to purchase loan 
financing. Because they focus on purchase loans, 
they are able to offer a level of purchase expertise 
that isn’t common with many other mortgage lend-
ers. Approximately 90 percent of their business is 
comprised of purchase loans. 

Innovative Technology 
In terms of technology, Waterstone Mortgage has 
many up-and-coming systems and products that 
they’re excited about. They use mobile technology 
to interface with borrowers and their sales force 
and are currently working on implementing direct 
data solutions and smart document imaging to 
improve efficiency in the mortgage loan applica-
tion process.

Sales-Based Culture
Waterstone Mortgage is able to excel in loan 
origination due in part to its unique sales-based 

culture. Loan originators are able to attend regular 
training and conference opportunities, where they 
share techniques and best practices for boosting 
business. Top producers are also recognized on a 
regular basis. 

   KEYS TO SUCCESS

• Product variety
• Operational efficiencies
• Cutting-edge technology
• Sales-based culture
• Dedicated employees

   INDUSTRY AWARDS, ACCOLADES, AND MILESTONES 

In 2015, Waterstone Mortgage surpassed $2 
billion in annual loan origination volume. Notable 
awards include:

• 2015 KOFAX Best Mortgage Solutions
• 2015 Ellie Mae Hall of Fame Award for 

Outstanding Efficiency & Return on Investment
• 2016 Ellie Mae Hall of Fame Award for Exceptional 

Achievement in Business Growth

   TESTIMONIAL

“Coming to Waterstone Mortgage 
as a smaller branch, I was a little 
worried that my branch could 
be overlooked as the ‘small fish’ 
because we wouldn’t have the 
huge volume of some of the larger 
branches. But my team didn’t 
experience that at all. Waterstone 
Mortgage’s corporate and 
executive management teams 
made us feel very important and 
appreciated. With the support and 
tools that Waterstone Mortgage 
offers, our loan origination 
achievements are greater than we 
could have anticipated.”

—Bill McLeod, Branch Manager, Greenwood 
Village, Colorado
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