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Overview

In order to be successful in a Market like today’s, 
Mortgage Lenders must:

→Methodologies and tools every Lender should 
consider for:

Evaluating / Assessing  / Analyzing
Where your Organization is Today, Where it is 

Heading & What you should Be Doing Next
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Sales and Production

→Many sales agents have not had to really 
sell for the past several years…do they   
remember how to do the “hustle”?

→Real-time access to Critical Information

→Enabling tools, rapid product and rate 
selection
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CEO Dashboard - Production
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COO Dashboard - Operations
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Production Analytics

Period (All) Period (All)
Loan Vol TDType Units TDType
CorrBroType 1 2 Grand Total CorrBroType 1 2 Grand Total
Broker $115,545,339 $7,344,948 $122,890,287 Broker 572 137 709
Correspondent $147,337,881 $79,396,486 $226,734,366 Correspondent 601 1,244 1,845
Grand Total $262,883,220 $86,741,434 $349,624,653 Grand Total 1,173 1,381 2,554

OCT NOV DEC Q4

Total Loans Funded
Total Funded Units 183 206 201 590
Total Funded Volume 29,721,721 33,230,122 36,113,945 99,065,788
Total Avg Funded Loan Volume 162,414 161,311 179,671 167,908

Brokered Loans
brokered units 43 30 42 115
brokered volume 8,502,750 6,588,252 9,057,775 24,148,777
avg brokered loan balance 197,738 219,608 215,661 209,989
% of total Volume 29% 20% 25% 0.24                

Correspondent Loans
correspondent units 140 176 159 475
correspondent volume 21,218,971 26,641,870 27,056,170 72,769,158
avg correspondent loan balance 151,564 151,374 170,165 153,198
% of total Volume 71% 80% 75% 0.73                

Loans Sold:
Units 148 147 168 463
Volume 22,567,499 21,314,784 24,908,317 68,790,600
Avg. sold loan balance 152,483     144,998.53$   148,263.79$   148,575.81$   

Dice 
& 

Splice 
the 

data!!!
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Monitoring Sales & Volume
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Monitoring Sales Fallout

Measure Fallout Rate by Loan Officer
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Tools to
Facilitate
Borrower
Qualification
@ POS

Solution Powered by:
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Solution Powered by:

Product Information 

    
ELIGIBLE TERMS 
Series I+, I & II (ic33) I+, I & II 

Article I. Fixed: 15 and 30 Year  
Article II. ARMs: 30 Year  
Article III. Balloons:  

Section 3.01 30/15 Fixed  
Section 3.02 40/30 Fixed and ARM  

MINIMUM LOAN AMOUNT 

Article I. 1st Trust Deed: $70,000  
Article II. 2nd Trust Deed: $20,000  

 MAXIMUM LOAN AMOUNT 

• 1st Trust Deed: $2,000,000  
• 2nd Trust Deed: $400,000  
• Maximum Combined: $1,500,000  

NOTE: Refer to the Series I+, I & II (ic33) Combo (closed-end), or Series I+, I & II (ic33) HELOC for 
Investor's second trust deed requirements. 
  
QUALIFYING INFORMATION 
Ratios 

• Loan amounts of $1,000,000 and above the debt-to-income ratio is 45%.  
• Loan amounts of less than $1,000,000 the debt-to-income ratios are as follows:  

Loan-To-Value Ratio 

70.01% LTV and Above 50% 

70% LTV and Less 55% 

• Interest Only feature: Utilize the interest-only payment, including taxes, insurance and 
mortgage insurance, as applicable, for the qualifying ratio.  

NOTE: When Investor receives only the first trust deed the above stated ratios apply. 

Tools to
Facilitate
Borrower
Pre-approval
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Tools to Facilitate Pricing @ POS

Solution Powered by:
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Financial Performance

→Financial Statements
→Net Income Analytics
→Gross Revenue by Investor
→Gross and Net Revenue by Loan Program
→Budgets / Forecasts
→Direct and Indirect Origination Costs
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Secondary Marketing

→Plan / Understand
→Methodology
→POS Pricing vs. Delivery Pricing
→Risk Management
→Best Execution (or better execution!)
→In today’s market:

SALES DRIVEN PRICING STRATEGIES!!!
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Business Processes
→You probably think you know “How You Do – What You Do”
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Business Processes, cont’d

→Guarantee from PC:
◘ 90% of Mortgage Lenders that have added any 

technology during the past 2 years…will have:
• Duplicate manual processes on top of automation, 

and/or
• Duplication of efforts between functions, and/or
• Individuals who are not using the full functionality of 

the technology, and/or
• Departments improperly using new technology, and/or
• Significant numbers of employees that need additional 

training.
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Conclusion

To achieve Best Practices within your organization – you must 
embrace the following concept:

People, Processes and Technology must be 
consistently monitored against the financial 

objectives of the organization.
Financial objectives should correlate with:

→Productivity Goals
→Pricing Strategies

→Sales / Volume Targets
→Compensation Structures,
→Technology Initiatives, and
→Workflow Enhancements   

Contact Information:
Laura Pephens
949.248.4596

www.PephensCo.com


