
sales@profitstars.com 
877.827.7101

ProfitStars.com

Ten Elements of Effective Loan Generation
S E C O N D  E D I T I O N

http://ProfitStars.com 


LENDING SOLUTIONS

2

Ten Elements of Effective Loan Generation

ProfitStars.com

Significant investments have been made in lending technology since 2010, primarily with the goal of producing an end-
to-end platform by which to generate, underwrite, and book commercial loans. There has been increasing competition 
in this arena from small fintech businesses as well as larger development firms. It can be difficult for a community-based 
financial institution to cut through the noise and determine which solutions represent the best fit for their organization. 
For all the buzz created through advertising, blogging, and other media, we cannot lose sight of the most critical goal of 
such systems – creating a meaningful journey for your small business clients through the borrowing process. Lending has 
been and always will be about relationship management. It is experiential. Software that facilitates the lending process, 
therefore, should be designed with a clear intent to enhance that experience. When you analyze the process of loan 
approvals, from application through closing, you discover 10 key elements for an effective loan generation engine. This 
white paper will explore each of these. 

1. Eff ic ient Entry Points for Web, Mobile, Branch or Loan Officer Input of Applications

One challenge in today’s market is appealing to all generations of entrepreneurs. Demographic dynamics are 
pushing all service providers to deliver multiple methods of connection to their institution including online, 
mobile, branch and ATM. This is driven by a unique generational shift occurring in the U.S. that has to do primarily 
with Baby Boomers, Millennials, and Generation Z. While boomers are retiring at a rate of approximately 10,000 
per week, a significant number are either delaying retirement or opting for partial retirement. This segment of the 
population is helping to drive a resurgence in small service-related businesses. 

The millennial generation, having delayed entry into the workforce after the 2008 recession, is now the most 
highly educated generation in American history. More than 10 years removed from the recession, these individuals 
are riding a wave of start-up opportunities as well, both in the tech and service sectors. Between Baby Boomers 
and Millennials, the two largest demographic groups in U.S. history, there are distinctly different preferences 
regarding financial services. These unique preferences are driving the need for institutions to create multiple 
channels to connect to their lenders.

Generation Z (aka the iGeneration and Post-Millennial) is now also emerging. The oldest of these individuals is 
now 22. Many have already entered the workforce and will soon become entrepreneurs with their own preferences 
regarding financial solutions. In 2008, Experian estimated that the average age of a small business owner in the 
U.S. was 50.3 years. In a 2018 study by MIT, that number was estimated to be 42 years. So even though Baby 
Boomers are retiring later, the sheer size of the Millennial and Gen Z markets is having an impact.

https://www.pewresearch.org/fact-tank/2019/01/17/where-millennials-end-and-generation-z-begins/ft_19-01-17_generations_2019/

THE GENERATIONS DEFINED

PEW RESEARCH CENTER
*No chronological endpoint has been set for this group. For this analysis, Generation Z is defined as those ages 7 to 22 in 2019.
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Addressing the unique challenge of meeting the demands of these demographic groups will be a key to success 
for community-based financial institutions that wish to grow their commercial lending portfolios in the years 
ahead. While it is important to recognize these generational dynamics, it is also important not to go too far with 
that analysis. No one should make the mistake of generalizing these unique individuals by placing them into 
specific consumer preference buckets. The key for financial institutions is simply to realize that the diversity of 
those preferences is as wide as it has ever been. Each of these age groups, along with Generation X, has grown 
up in an environment where technology was changing at an incredible pace, and that has impacted how they all 
interface with their financial institutions. 

2. Elegant Work Queues and Workflows Feeding Sales Management Pipel ines

No matter what their age or technological preference, the borrower’s journey is critical. They want positive 
experiences and intuitive process flow. This includes the task of moving a loan request through your institution 
and providing updates to both your staff and the borrower regarding the status of the application. Loan 
origination and loan management systems evaluation should include a review of workflow capabilities. Ask 
yourself the following questions to evaluate the system:

• Are workflows configurable to my organization?

• Are they configurable by loan type?

• Are they interactive? (Once a task is completed, can the ball be passed to the next person in line,  
who is responsible for the next task.)

• Do the workflows include notifications to prime my organization’s 
personnel that a task is waiting on them for action?

The goal is to help bring transparency to the lending process, both 
for borrowers and lenders. This can be addressed by utilizing smart 
workflows as a tool to better inform lenders regarding the status of 
pending applications. This, in turn, allows the lenders to better inform 
the applicants. Efficient work queues serve two purposes: 1.) They 
help to inform everyone involved as to the most recent status of the 
application, and 2.) They help to provide an element of transparency 
within the lending process. 

3. A System That Is in Harmony With Your Industry/
Business Rules and Credit Pol ic ies

An end-to-end loan generation system should create a positive experience for both the borrower and the lender. 
To this point, we have focused primarily on borrowers, but the creation of efficiency within the financial institution, 
the lender’s journey, is every bit as critical as the borrower’s journey. Smart lending systems should incorporate as 
much of the institution’s lending and credit policies as possible. While this serves the loan generation process, it 
has an even greater impact as the end-to-end system begins to monitor financial covenants and exceptions for 
loans that have already been booked.

When evaluating a system, be sure to ask about implementation timelines and processes, as this will be 
an indicator of how integrated your credit policy might be with the commercial lending platform. Does the 
vendor take the time to learn your policies and business rules? Are those policies baked into the mix during 
the implementation process? If not, how is the system ever going to be able to identify a policy exception? 

Efficient work queues 
serve two purposes:

1) They help to inform 
everyone involved as to the 
most recent status of the 
application.

2) They help to provide an 
element of transparency within 
the lending process.
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Meaningful commercial lending platforms require a commitment from your lending staff during the training and 
implementation phases of the project. This is, in effect, a download of your team’s lending policies and practices 
into the system. The end result is a system that seems to have been customized to your institution – because it 
has been.

4. Includes Robust Financial  Spreading Technology

The act of analyzing and spreading financial records can be cumbersome. For this reason, an end-to-end system 
should be graded, to some extent, based on the quality of this system feature. As you review options, have your 
lenders and credit analysts kick the tires. Ask whether the spreading components within the system promote 
efficiency. Do they contain the global cash flow analysis you need? Do they allow for spreading of multiple loan 
types? Are they flexible enough to accommodate complex CRE scenarios as well as C&I loans? Do they allow you 
to stress test CRE scenarios, such as tenancy? 

The automation of financial spreading has the potential to bring significant time savings to the underwriting 
process. It is also an area of technology which still has the most room for enhancement. Look for a technology 
partner who is committed to continuously improving this process. In coming months and years, the ability to scan 
and read documents such as tax returns is likely to see significant change, and you should seek a partner who is 
driven to be at the forefront of the industry in this regard. 

5. Reaches Out to Other Informational Systems as Needed, Such as Personal  
Credit Bureaus, Business Risk Scores, Flood Determination for CRE, etc.

Since it is unlikely that one vendor would be supplying all services relating to commercial lending functions, it 
is critical that your commercial lending platform incorporate an open API connection. Through this connection, 
other vendors and resources can send and receive information to populate key lending functions. This integration 
makes the platform dynamic, saving time and enhancing the workflow for both your lending officers and your 
administrative staff. 

The open API might be available for use with multiple products 
from the same vendor, or it might be accessing data from 
multiple vendors. Some examples might include business tools 
for profitability analysis, loss evaluation with ALLL and CECL, 
pricing tools, and more. 

6. Seamlessly Al lows for Transit ion from Spreading and Analysis to Loan  
Officer Presentation

In addition to what has already been addressed, the spreading system should work hand-in-hand with the loan 
officer presentation or write-up. Make sure the system allows for easy transfer of your spreads to presentations in 
order to accommodate approval of new requests as well as renewals. This is a significant time saver. Rather than 
having to produce a credit evaluation and write-up for approval, the system should utilize information that has 
already been entered. By integrating the platform in this manner, your committee presentations can be produced 

Integration makes 
the platform 
dynamic, saving 
time and enhancing 
the workflow.

The automation of f inancial  spreading has 
the potential  to bring signif icant t ime 

savings to the underwrit ing process. 
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much more quickly. The commercial loan analysis and write-up can take a significant amount of time, depending 
on the requests. A system that eliminates dual entry and pre-populates the majority of the credit presentation can 
make a significant impact on your lending and credit staff. 

7. Contains Specif ic Functional ity to Serve Multiple Loan Types (C&I, CRE,  
Agriculture, etc.)

This was mentioned previously but deserves its own discussion. Chances are that you will be using the 
commercial lending platform for multiple loan types. These might include various subcategories of both 
CRE and C&I lending, such as lines of credit, investment property finance, construction lending, government 
guaranteed lending, agriculture lending, and more. As you evaluate a new commercial lending platform, 
consider the type of loans you currently provide, as well as those areas where you see expansion opportunity to 
other lending verticals. Does the proposed system offer the ability to serve your market while also creating new 
opportunities for your lending officers?

In the years ahead, there will be even greater diversity, as commercial loan origination systems merge with 
consumer loan origination systems. Financial institutions are beginning to demand a single lending platform. 
This makes sense given that small business owners are also individual consumers, and that small business loan 
underwriting is so closely associated with the personal credit performance of the business owner. 

8. Faci l itates Al l  Necessary Approvals,  Including Lenders, Senior Lenders,  
Executive Committees and Boards

Once the financial spreads have been completed and the credit presentation is ready for review, consider 
how your loan generation system can help to facilitate the approval process itself. Does it offer the ability 
to secure approval signatures electronically by tracking those approvals? Is the system smart enough to 
know which approval signatures are required based on the loan type, the size of the loan, and the size of the 
relationship? This is where element number three comes into play. Even if your institution still holds regular 
committee meetings and executive or board reviews for credit, your loan generation system can foster better 
communication between these teams to help facilitate the credit approval and renewal process. 

9. Integrates With Loan Documentation Systems

What if you are already under contract for use of a loan documentation system, and you decide to license an end-
to-end commercial loan platform? Even if that platform has documentation, suppose your contract with the other 
vendor does not expire for another year or two. In cases such as this, you would want the documentation system 
to talk with your commercial lending platform. This is where the open API discussed earlier comes into play. 
Your goal should be a loan generation system that makes a seamless transfer through the lending process, from 
application to financial data collection, analysis, underwriting, approval, documentation, and beyond. 

Your goal should be a loan generation system that makes a seamless transfer 
through the lending process, from application to f inancial  data col lection, 
analysis,  underwrit ing, approval,  documentation, and beyond.
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10. Retrieves and Sends Data to Your Core to El iminate Dual Entry

Now that your loan has been closed, you are ready to board to your core processing solution and begin 
processing the loan itself. Hopefully, the system has already communicated with your core throughout the 
application and underwriting processes. Core integration is another area of significant time savings on the path 
from application to funding and loan lifecycle management.

Hopefully you are always evaluating your lending processes and 
considering the borrower’s journey through your institution. Their 
experiences, and those of your lending officers, will have the 
most impact on your financial success in the years to come.  
Again, small business lending is about relationship development. 
Look for systems that can save your staff time while increasing not 
only their efficiency, but also their effectiveness. That time savings 
gives them the opportunity to do what they do best – interact with 
your clients and prospects. It also gives you a competitive edge and 
allows you to focus more on relationship and less on process.

Look for systems 
that can save your 
staff t ime while 
increasing not only 
their eff ic iency, 
but also their 
effectiveness. 
That t ime savings 
gives them the 
opportunity to do 
what they do best 
– interact with 
your cl ients and 
prospects. 
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