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When Margin Is Thin, and Demand Is High,
Friction Hurts Twice
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Home equity lending is a volume business in a low-margin environment—so every extra touch, delay, or
duplicate request carries a bigger penalty. When demand is high, friction hurts twice: it raises the cost per
funded loan and increases the likelihood that a borrower disengages before closing.

For many lenders, the most meaningful near-term lift doesn’t come from complex, non-linear “orchestration.”
It comes from a purpose-built home equity platform that automates the linear steps most teams still handle
manually, from the first form fill to closing. In other words: remove the busywork, reduce uncertainty early
and keep the borrower and loan officer moving forward with fewer handoffs and fewer surprises.

The Cost of Uncertainty is Higher Than it Looks

Home equity workflows often break down not because teams lack effort, but because uncertainty
accumulates in the early stages. Basic questions that should be answered quickly, such as whether the
borrower qualifies, the likely value of the home, required documentation and/or next steps, get pushed
downstream until the file is already in motion.
That uncertainty has predictable effects:

« More rework when early inputs are incomplete or inconsistent

« Longer cycle times as teams chase conditions and reconcile vendor results

« More fallout when borrowers lose confidence or motivation

« Higher fulfillment cost due to extra touches across multiple systems
Borrowers interpret delays and unclear status as a sign that something is going wrong. Loan officers
experience those same delays as friction that interrupts momentum and introduces preventable follow-up.

In a high-demand market, lenders can’t afford slowdowns that are invisible on a single file but expensive
across the pipeline.

Automation That Actually Changes Outcomes

“Automation” in home equity is often associated with big, future-state ideas. But the day-to-day lift most
lenders need right now is more practical: embedded intelligence and workflow automation that reduce
uncertainty at intake, keep the borrower engaged and keep internal teams

aligned. e
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Examples of high-impact, linear automation include: \_

+ Soft credit and AVM support embedded in the intake flow to reduce
back-and-forth and set expectations early



« An upfront view of borrowing potential so borrowers understand
what they can do before they disengage

- Borrower notifications that keep the process active instead of stalling between steps

« Integrated ordering and documentation workflows that reduce duplicate requests and
prevent late-stage surprises

These are not futuristic concepts. They’re the kind of automation lenders can deploy now to improve
pull-through, compress cycle time and protect margin.

What This Looks Like in Production 4

Because many lenders still manage home equity across disconnected systems 39%
and vendors, execution often comes down to how well the workflow stays
connected from intake through closing. FirstClose was built for home equity red uced
execution, combining real-time eligibility support, automated workflows and time-to-close

integrated ordering and documentation so lenders can deliver faster outcomes
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with fewer touches. Rather than forcing teams to manage the process across

multiple disconnected tools, the platform is designed to keep the file moving
forward with clearer status, fewer handoffs and fewer surprises between

application and closing. 20%
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The impact is most evident when lenders reduce uncertainty early and prevent increose
vendor-related delays from compounding downstream. When systems and .
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vendors are not coordinated, teams spend more time chasing information and over-year

less time progressing files. When the process is connected, the same teams
can handle more volume without adding headcount and with fewer delays that -

lead to borrower fallout.

For example, Sharonview Federal Credit Union implemented FirstClose and reported improvements, including
a 65% reduction in document processing time, a 39% reduction in time-to-close and a 20% year-over-year
increase in home equity volume. Those results reflect what happens when lenders remove manual friction
and keep the data, documents, and decisions synchronized from application through closing.

The Advantage in a Low-Margin, High-Demand Market

In a market where margin is thin and demand is high, the lenders who win aren’t simply the ones who
generate applications. They’re the ones who can convert demand into closed loans efficiently, consistently
and at scale.

A dedicated home equity platform helps lenders do that by automating the linear steps most organizations
still manage manually: capturing stronger intake data, reducing uncertainty early, keeping borrowers
engaged and maintaining team alignment through closing.

Reduced friction translates into lower fulfillment cost. Reduced uncertainty results in shorter cycle times.
Together, these changes improve pull-through, protect margin and turn demand into scalable growth.

About FirstClose

Headquartered in Austin, Texas, FirstClose, Inc. is a leading fintech provider of data and workflow solutions
for mortgage and home equity lenders nationwide. The company’s mission is to increase profitability and
reduce costs for mortgage lenders through systems and vendor relationships that enable lenders to serve
borrowers more effectively, reduce closing costs, and shorten closing times.

For more information, visit firstclose.com.
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