
“It was important 
for us to have one 
mortgage banking 
system. I’ve used a 
patchwork setup of 
different companies, 
and it is a hassle and 
headache when dealing 
with many different 
interfaces.”

—Traci Nocito, Vice President
Mortgage Department

Harleysville National Bank

The Challenge
Banks that leverage wholesale and retail channels to fund loans only thrive when they have loan 

originati on soft ware (LOS) that makes it easy to originate and track both internal and broker-sub-
mitt ed loans. Brokers expect their wholesale partners to have a simple system to submit loans and 
communicate details about the applicati on, and retail originators demand a system that eliminates 
redundant work. 

For Harleysville Nati onal Bank ($5.6 billion in assets in Harleysville, Pa.), which originates 60 
percent of its mortgage business through internal channels, the need for a new, easy-to-use LOS had 
become crucial. However, cost and resistance to change from broker partners was a concern, and 
management believed it was stuck with an older, limited LOS that did not have – among other things 
– a Web-based broker channel.

In late 2008, Traci Nocito, vice president of the Mortgage Department at Harleysville Nati onal Bank, 
began revisiti ng the search for new mortgage banking soft ware to replace their legacy system.  As 
Nocito considered her opti ons, she quickly surmised that any new LOS had to be Web-based, so its 
broker partners could access the soft ware from any computer. 

 “No lender can operate eff ecti vely if 40 percent of its business is not properly supported,” said 
Nocito.  “We needed a system that was Web-based, included a broker workfl ow and contained com-
prehensive reporti ng for regulatory purposes.  We selected OpenClose’s LenderAssist, because it was 
the only system we tested that had all of those items developed.”

The Soluti on
OpenClose gave AME Financial one mortgage soft ware to automate every key front offi  ce origina-

ti on Aft er testi ng several systems, Harleysville Nati onal Bank selected OpenClose’s LenderAssist, a 
Web-based LOS that automates every key functi on from front offi  ce originati on through closing and 
post closing functi onality. Included in the platf orm is a robust banking operati ons core, providing sup-
port for underwriti ng, closing, post-closing, secondary marketi ng, funding, shipping and reporti ng.  

“It was important for us to have one mortgage banking system,” Nocito said. “I’ve used a patch-
work setup of diff erent companies, and it is a hassle and headache when dealing with many diff erent 

Spotlight On...

Harleysville Nati onal Bank felt it was stuck with  its slow, cumbersome retail mortgage banking system.  But 
the bank switched to OpenClose’s LenderAssist LOS to add wholesale capabiliti es and support their broker 
partners with a fully automated system and hasn’t looked back.



“The best thing 
about working with 
OpenClose is the 
care about what we 
have to say,” Nocito 
said. “When we call 
them, we can usually 
get an answer within 
fi ve minutes on the 
fi rst call. Instead of 
making us change 
our workfl ow to 
fi t their software, 
they put things into 
development so 
that their software 
will work with our 
process.”

interfaces. With OpenClose, I can place one call and their team works on it directly.”
The bank also selected OpenClose’s DecisionAssist loan pricing engine (PPE) to automated 

calculati ons and loan price locks. DecisionAssist is fully integrated with LenderAssist to provide 
a seamless interacti on from automated loan pricing and locking to the originati on and closing 
process.

“Having a Web-based LOS is fantasti c and a huge advantage for us,” said Nocito.  “Our loan 
originators can log on from any computer, and the system securely interfaces with any service 
we need.  This enables our originators to work with borrowers from any locati on, increasing cus-
tomer service. Data can also easily be pulled into the workfl ow, making tracking and reporti ng on 
loans very easy, which helps us when facing regulators.” 

Nocito also cited the individualized att enti on the bank receives from OpenClose as a signifi cant 
factor in their decision.

“The best thing about working with OpenClose is the care about what we have to say,” Nocito 
said. “When we call them, we can usually get an answer within fi ve minutes on the fi rst call. 
Instead of making us change our workfl ow to fi t their soft ware, they put things into development 
so that their soft ware will work with our process.”

The Results
Success could be based solely on broker reacti on and retenti on, but both the retail and 

wholesale channels have benefi tt ed from the conversion. The bank has been able to streamline 
its enti re loan process with OpenClose and improve tracking and reporti ng by having one system 
from originati on to closing -- all without data reentry or frustrati ng changes to diff erent programs. 

“The ti me savings are tremendous,” said Nocito. “For my loan originators, they can scan bor-
rower informati on directly into the system. Now everyone in the workfl ow can look at things 
within a couple of minutes instead of waiti ng several days for paper copies to be faxed and mailed 
to all departments.” 

Nocito also said the reporti ng and tracking features improve the bank’s workfl ow and compli-
ance with regulatory demands, which reduces the chance of losses to regulatory fi nes in additi on 
to the improved workfl ow effi  ciencies. 

“I can track whatever I need, from disclosures to rate locks to document status,” Nocito added. 
“When we meet with regulators I can print out anything they need on demand, which has helped 
every aspect of our loan business.”

Joe Scheuren, vice president of Secondary Marketi ng for Harleysville Nati onal Bank, added that 
DecisionAssist has provided similar cost benefi ts to his department.

“We used to calculate pricing and adjustments by hand, but now we can automati cally see and 
calculate prices immediately instead of waiti ng on the fax machine,” Scheuren said. “This helps us 
spend less ti me sorti ng through loan qualifi cati ons on each loan, enabling us to increase volume 
with the same amount of staff  and bett er serve our borrowers.”

While Nocito has an eye on the customer service she provides to borrowers, she also has high 
reviews for OpenClose support.  Nocito cited the customer service as a key benefi t to the bank’s 
relati onship with OpenClose. The support team was there every step of the way through integra-
ti on and training, the making the transiti on, painless.

“The real benefi t is that they care about what we have to say and treat me like I’m the most 
important customer they have every ti me I call,” Nocito said. “OpenClose worked with us to make 
the soft ware fi t our workfl ow, and I appreciate only having to deal with one company to process 
our loans through the enti re process.”

About OpenClose®
West Palm Beach, Fla.-based OpenClose Mortgage Soft ware has been a pioneer of on-demand 

mortgage soluti ons since its incepti on in 1999.  The company off ers four mortgage banking 
soft ware soluti ons, all delivered in a Web-based end-to-end mortgage-banking platf orm. Lender-
Assist™ loan originati on soft ware is the company’s fl agship mortgage banking soft ware, Deci-
sionAssist loan pricing engine provides product pricing and eligibility, ConsumerAssist mortgage 
websites provide lenders with consumer-facing Web sites and BrokerAssist mortgage broker loan 
pricing provides brokers with an originati on system that ti es into the other platf orms. Each instal-
lati on is customized to the lender’s workfl ow, business model and terminology.  

www.openclose.com
1 (561) 655-3752


