


N
o Right A

nsw
er

W
ith

 
a 

W
eb 

application
, 

develop-
ers 

bu
ild 

softw
are 

th
at 

can
 

b
e 

ac-
cessed th

rou
gh

 a brow
ser like In

ter-
n
et Explorer or Firefox, th

e top tw
o 

m
ost com

m
on

ly u
sed brow

sers in
 th

e 
w

orld. D
evelop

ers u
se a com

bin
ation

 
of tools, in

clu
din

g h
yp

ertext m
arku

p 
lan

gu
age an

d plu
g-in

s like Flash
 an

d 
JavaScript. A

 u
ser on

ly n
eeds an

 In
ter-

n
et con

n
ection

 an
d a brow

ser to ac-
cess th

e application
, w

h
ich

 is h
osted 

by th
e provider’s servers.

A
 sm

art clien
t is like a desktop ap-

plication
 in

 th
at a program

 is in
stalled 

on
 u

ser com
pu

ters. Bu
t it’s n

ot th
e fu

ll 
application

. Th
e sm

art clien
t serves as 

a gatew
ay to com

pan
y’s data an

d th
e 

fu
ll featu

res of th
e softw

are, w
h
ich

 are 
stored on

 th
e provider’s servers an

d ac-
cessible over an

 In
tern

et con
n
ection

.

W
hen it com

es to W
eb and sm

art client 
applications, there is no one-size-fits-all 
answ

er. D
evelopers have various reasons 

for building to the tw
o specifications, 

rooted in the set of priorities they have 
for their product. In som

e cases, develop-
ers m

ay sacrifice the features of one type 
of application in order to take advantage 
of options available on the other.

N
either option is an out-and-out w

in-
ner. It depends largely on the purpose 
and task a piece of softw

are is designed 
to handle. It’s like the diff

erence betw
een

 
the retractable pens that have a num

ber 
of diff

erent ink colors and a calligraphy 
pen. Like the rainbow

 of colors on the 
retractable pen, W

eb brow
sers are pow

-
erful m

ultitaskers. The sm
art client, like a 

calligraphy pen, is a custom
-designed to 

accom
plish a single task. 

Both have their strengths and w
eak-

nesses, but one diff
erentiator that devel-

opers have to balance is the speed a SaaS 
application 

can 
process 

data 
requests 

and its graphical user interface; key com
-

ponents of a tool’s eff
ectiveness.

W
illiam

 
W

alsw
orth

, 
th

e 
ch

ief 
in

-
form

ation
 offi

cer of Five Broth
ers, a 

W
arren

, M
ich

.-based prop
erty preser-

vation
 an

d tech
n
ology com

pan
y, com

-
pared h

is com
pan

y’s brow
ser-based Fi-

veO
n
lin

e w
orkfl

ow
 m

an
agem

en
t SaaS 

to a graph
ically com

plex sm
art clien

t. 
FiveO

n
lin

e’s priority is sp
eed an

d sta-
bility, n

ot visu
al b

ells an
d w

h
istles.

“W
ith

 W
eb-based versu

s a featu
re-

rich
 in

terface like a W
in

dow
s G

U
I, th

e 
in

terfaces in
 th

e brow
ser u

su
ally aren

’t 
an

yw
h
ere n

ear as good as a featu
re-

rich
 application

 th
at’s ru

n
n
in

g on
 you

r 
local PC

,” W
alsw

orth
 said. 

“For 
FiveO

n
lin

e, 
it 

doesn
’t 

really 
m

atter b
ecau

se th
e in

terface doesn
’t 

n
eed to b

e th
at com

plex,” h
e added.

Jon
ath

an
 C

orr, ch
ief strategy offi

cer 
at Pleasan

ton
, C

alif.-based Ellie M
ae, 

agrees—
th

ou
gh

 h
is com

pan
y’s fl

agsh
ip 

En
com

pass360 LO
S is a sm

art clien
t 

application
.

“D
ep

en
din

g on
 th

e level of calcu
la-

tion
s an

d rou
n
dtrips to th

e server an
d 

com
plexity, you

 get p
erform

an
ce deg-

radation
 if you

’re on
 a w

ebpage an
d 

you
 h

ave to con
tin

u
ally go back to th

e 
server,” h

e said.
“If you

 n
eed b

etter p
erform

an
ce on

 
th

e clien
t, th

en
 a sm

art clien
t w

orks 
b
etter,” C

orr added.
Th

ere are m
yriad advan

tages to b
oth

 
typ

es of SaaS application
s. Th

e fi
rst of 

w
h
ich

 is ease of in
stallation

. 

By th
eir n

atu
re, SaaS produ

cts can
 

b
e u

p
dated electron

ically an
d in

 som
e 

cases au
tom

atically, as opp
osed to de-

ployin
g 

ph
ysical 

m
edia 

storage 
like 

C
D

s or D
V

D
s to release a n

ew
 softw

are 
version

. Th
at cen

tralized data storage 
h
elps provide safe an

d secu
re storage 

for loan
 fi

les an
d oth

er critical data.
D

evelop
ers 

b
en

efi
t 

b
ecau

se 
th

ey 
can

 pu
sh

 n
ew

 version
s an

d services 
to m

arket faster an
d h

ave a low
er cost 

of service. U
sers can

 scale dow
n
 th

eir 
in

tern
al in

form
ation

 tech
n
ology in

fra-
stru

ctu
re as w

ell, providin
g an

oth
er 

sou
rce of cost redu

ction
.

Th
e b

en
efi

ts of W
eb-based SaaS ap-

plication
s bu

ild off
 th

ose effi
cien

cies. 
Th

e 
qu

ick 
in

stall 
is 

b
oosted 

by 
th

e 
brow

ser’s n
ear u

n
iversal accessibility. 

Sm
art 

clien
ts, 

like 
desktop 

applica-
tion

s, aren
’t as easily in

stalled.
“If you

 w
an

t to in
stall an

 application
 

on
 2,000 PC

s at a ban
k, you

’d prob-
ably rath

er stick you
r n

ose in
 a fan

 b
e-

cau
se ban

ks h
ave all kin

ds of secu
rity 

an
d it’s n

ot a very easy th
in

g to do,” 
W

alsw
orth

 said. “W
ith

 a brow
ser, you

 
ju

st give som
eb

ody a h
yp

erlin
k an

d 
th

ey’re ready to go.”
M

ean
w

h
ile, 

sm
art 

clien
t 

applica-
tion

s 
off

er 
develop

ers 
h
igh

er 
p
er-

form
an

ce an
d m

ore con
trol over th

e 
application

’s u
ser in

terface.
“A

ll th
e b

en
efi

ts you
 get from

 pu
re 

W
eb-based are th

ere, plu
s you

 get a 
m

u
ch

 h
igh

er p
erform

in
g piece of soft-

w
are b

ecau
se it can

 do calcu
lation

s 
m

u
ch

 
faster,” 

C
orr 

said. 
“You

 
don

’t 
h
ave to h

ave fou
r rou

n
dtrips to th

e 
server for every sin

gle w
ebpage.”

W
ho’s U

sing It?
M

u
ch

 of th
e decision

 on
 a typ

e of 
SaaS application

 is dep
en

den
t on

 th
e 

en
d u

ser, explain
ed R

an
dy Sch

m
idt, 

presiden
t of D

ata-V
ision

. 
“A

 lot of our focus is based on con-
sum

ers,” he said. “W
e don’t w

ant the 
consum

er to have to do anything diff
er-

ently or special, or dow
nload any sort of 

special com
ponent or application.”

“Som
e w

ould argue that the benefit 
of a brow

ser m
eans I can access it 

from
 any com

puter. A
nd I’ll ask people, 

‘D
o you really w

ant that?’”
Jo

n
ath

an
 C

o
rr, chief strategy officer, Ellie M

ae
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Th
e 

M
ish

aw
aka, 

In
d.-based 

com
-

pan
y 

off
ers 

a 
brow

ser-based 
p
oin

t 
of sale application

 for con
su

m
ers to 

com
plete 

m
ortgage 

application
s 

an
d 

m
on

itor th
eir loan

 statu
s on

lin
e, alon

g 
w

ith
 com

plem
en

tary SaaS tech
n
ology 

to 
p
erform

 
au

tom
ated 

u
n
derw

ritin
g 

ch
ecks, let loan

 offi
cers m

an
age loan

 
cases an

d tran
sm

it application
 in

for-
m

ation
 in

to len
ders’ back-en

d LO
S.

D
espite th

e focu
s on

 con
su

m
er-fac-

in
g 

W
eb 

application
s, 

Sch
m

idt 
said 

D
ata-V

ision
 also h

as a back-en
d system

 
for len

ders. For con
sisten

cy’s sake, th
at 

is also a W
eb application

. “Becau
se of 

th
e w

ay w
e do th

in
gs, w

e pu
t it all in

to 
a brow

ser-based application
,” h

e said.
“If you

’re lookin
g at it from

 a len
d-

er’s p
ersp

ective w
ith

 an
 on

lin
e LO

S, or 
som

eth
in

g w
h
ere it’s strictly goin

g to 
b
e th

e ban
k’s em

ployees u
sin

g it, you
 

cou
ld take a look at goin

g w
ith

 a dif-
feren

t ch
an

n
el,” h

e added.
Providers of W

eb-based SaaS tou
t th

e 
application

s’ u
n
iversal access as a b

en
-

efi
t for em

ployees like loan
 offi

cers an
d 

m
ortgage brokers con

stan
tly ou

t in
 th

e 
fi
eld. M

an
y LO

s an
d brokers h

ave relied 
on

 laptops w
ith

 W
eb-based tech

n
ology 

to collect application
 data an

d m
an

age 
loan

 pip
elin

es ou
t of th

e offi
ce.

A
s 

m
obile 

tech
n
ology 

con
tin

u
es 

to 
evolve, 

m
an

y 
brow

ser-based 
LO

S 
providers h

ave qu
ickly fou

n
d th

em
-

selves ready for th
e tablet pu

sh
 w

ith
-

ou
t ch

an
gin

g a th
in

g, w
h
ile sm

art cli-
en

t develop
ers are scram

blin
g to bu

ild 
n
ew

 in
terfaces to th

eir application
s.

“W
ith the sm

art phones and tablets, 
it really has becom

e you can do it any-
w

here,” Schm
idt said. “You can sit out in a 

parking lot and take an application.

“W
e really h

aven
’t m

obile optim
ized 

it b
ecau

se n
ob

ody’s goin
g to take an

 ap-
plication

 on
 a ph

on
e,” h

e added. “Th
ey 

are goin
g to w

an
t to do it on

 a tablet, 
bu

t th
e w

ay w
e’ve design

ed ou
r site, 

th
ere’s n

o diff
eren

ce b
etw

een
 th

e tablet 
an

d desktop version
s of th

e w
ebsite.”

Bu
t Ellie M

ae’s C
orr sees it diff

eren
tly. 

H
e b

elieves len
ders th

in
k w

ide access to 
a brow

ser-based LO
S is advan

tageou
s, 

w
ith

ou
t realizin

g th
e p

oten
tial risks.

“Som
e w

ould argue that the benefit of 
a brow

ser m
eans I can access it from

 any 
com

puter. I can w
alk into a coff

ee shop 
and I can access m

y loan origination sys-
tem

,” he said. “A
nd I’ll ask people, ‘D

o you
 

really w
ant that?’ It’s nice to think you

 
w

ant that, but how
 often are you going 

to trust that som
eone is going to actually 

do that in a secure fashion across any 
type of brow

ser on an unknow
n laptop 

or unknow
n com

puter?”
That 

so-called 
benefit 

is 
really 

not 
a 

benefit, 
W

eb 
application 

developers 
positioning it as such, C

orr added. “You
 

m
ay w

ant to access status on a W
eb page 

or bits and pieces of functionality, but I 
w

ould argue from
 a security standpoint 

that you don’t w
ant to access the full 

level of capability of the loan origination
 

system
 because of potential security is-

sues on an unknow
n laptop or desktop.”

W
ith sm

art applications, lenders can
 

control how
 and w

here em
ployees ac-

cess the LO
S and can control w

hich com
-

puters have the softw
are installed. W

hile 
that m

eans sm
art client providers have 

to develop additional softw
are, it ulti-

m
ately protects lenders, C

orr believes.
“You

 can
’t u

se it in
 th

e coff
ee sh

op, 
bu

t you
 really don

’t w
an

t to th
at in

 
term

s of som
eon

e else’s com
pu

ter,” h
e 

said. “You
 w

an
t to h

ave th
em

 on
 th

e 
[len

der’s] laptop.”

G
row

ing D
em

and
Based on

 th
e in

creasin
g n

u
m

b
er of 

m
ortgage tech

n
ology ven

dors deploy-
in

g SaaS version
s of th

eir softw
are, it 

seem
s apparen

t th
at len

ders see th
e 

valu
e of SaaS an

d are w
illin

g to m
ake 

th
e sw

itch
 from

 oth
er produ

cts.
M

ortgage C
aden

ce is in
 th

e process 
of 

its 
ow

n
 

SaaS 
tran

sform
ation

. 
In

 
M

arch
, th

e D
en

ver-based LO
S, docu

-
m

en
t 

preparation
, 

defau
lt 

servicin
g 

an
d 

com
plian

ce 
softw

are 
com

pan
y 

lau
n
ch

ed a SaaS LO
S for m

idsize len
d-

ers called Sym
ph

on
y. 

M
ean

w
h
ile, it’s en

terprise-level LO
S, 

called O
rch

estrator, is m
igratin

g from
 a 

sit clien
t th

at’s h
osted on

 len
ders’ ow

n
 

servers to a SaaS application
 h

osted by 
M

ortgage C
aden

ce. Both
 produ

cts are 
accessed th

rou
gh

 W
eb brow

sers.
“W

e’ve b
een

 m
ovin

g tow
ard

s th
e 

W
eb

, 
strategically 

b
ecau

se 
th

at’s 
w

h
ere th

e m
arket is goin

g, b
u

t it also 
m

akes sen
se from

 a su
p
p

ort, in
fra-

stru
ctu

re an
d
 d

ep
loym

en
t strategy,” 

said
 

R
ob

 
Jan

n
otte, 

execu
tive 

vice 
p
resid

en
t of p

ro
d
u

ct m
an

agem
en

t at 
M

ortgage C
ad

en
ce.

“W
e don’t w

ant the consum
er to have 

to do anything differently or special, 
or dow

nload any sort of special com
ponent 

or application.”
R

an
d

y S
ch

m
id

t, president, D
ata-Vision

“If you w
ant to install an application on 2,000 

PC
s at a bank, you’d probably rather stick your 

nose in a fan because banks have all kinds of 
security and it’s not a very easy thing to do.”
W

illiam
 W

alsw
orth, chief inform

ation officer, Five Brothers

w
w

w
.m

ortgage-technology.com
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A
dded Trevor G

au
th

ier, th
e com

pa-
n
y’s execu

tive vice presiden
t of en

ter-
prise sales an

d m
arketin

g, “Th
e origi-

n
al m

arket th
at M

ortgage C
aden

ce w
as 

goin
g after eigh

t or 10 years ago w
as 

th
e top 100 len

ders. W
h
en

 w
e w

ere 
goin

g after th
ose, th

ey w
an

ted to take 
ou

r application
 an

d h
ost it in

-h
ou

se. 
Th

at’s h
ow

 everyb
ody w

as doin
g it.

“O
ver th

e years, an
d esp

ecially n
ow

, 
even

 w
h
en

 you
 get in

to th
e en

terprise 
w

orld ab
ou

t 90%
 of ou

r clien
t base 

w
an

t u
s to h

ost an
d m

an
age an

d th
ey 

ju
st w

an
t to access it over th

e In
ter-

n
et,” G

au
th

ier added.
Th

e sh
ift to SaaS tech

n
ology is h

ap-
p
en

in
g at Ellie M

ae as w
ell. A

ccordin
g 

to th
e com

pan
y’s fi

rst-qu
arter 2011 fi

-
n
an

cial resu
lts, len

der u
se of its soft-

w
are-as-a-service 

LO
S 

h
as 

in
creased 

to m
ore th

an
 11,100 m

ortgage profes-
sion

als at th
e en

d of 1Q
11, from

 2,738 
at th

e en
d of 1Q

10 an
d 8,704 at th

e 
en

d of 4Q
10.

A
t 

th
e 

D
ep

artm
en

t 
o
f 

H
o
u

sin
g 

an
d

 U
rb

an
 D

evelo
p

m
en

t, a b
row

s-
er-b

ased
 

SaaS 
ap

p
licatio

n
 

w
as 

lau
n

ch
ed

 
in

 
su

m
m

er 
2010 

to
 

fa-
cilitate 

tran
sm

issio
n

 
o
f 

d
o

cu
m

en
ts 

b
etw

een
 H

U
D

’s M
o
rtgagee C

o
m

p
li-

an
ce M

an
ager—

a ven
d

o
r th

at over-
sees d

isp
o
sitio

n
 o

f Fed
eral H

o
u

sin
g 

A
d

m
in

istratio
n

 R
E
O

 p
ro

p
erties—

an
d 

m
o
rtgagees an

d
 th

eir ven
d

o
rs p

er-
fo

rm
in

g m
ain

ten
an

ce o
n

 real estate 
ow

n
ed

 p
ro

p
erties, called

 P260. 
Th

e p
ortal rep

laced
 a d

isp
arate sys-

tem
 of faxes an

d
 stan

d
alon

e em
ails 

for 
com

m
u

n
ication

 
ab

ou
t 

foreclo-
su

res, p
reservation

 service reim
b
u

rse-
m

en
t 

an
d
 

oth
er 

d
isp

osition
 

tasks, 
W

alsw
orth

 said
.

Previou
sly, th

ose em
ails an

d
 fax-

es w
ou

ld
 go to th

e servicer, w
h

ich
 

w
ou

ld
 m

an
age th

e d
o
cu

m
en

ts. N
ow

, 
Five B

roth
ers h

an
d
les all th

at d
ata 

en
try as a service to its cu

stom
ers. 

To facilitate th
at w

ork, th
e com

p
an

y 
created

 
a 

p
ro

cess 
th

at 
au

tom
ates 

m
an

y of th
e step

s n
eed

ed
 to u

p
load 

th
e in

form
ation

 from
 FiveO

n
lin

e an
d 

p
ass it on

 to P260.

D
evelopm

ent C
hallenges

D
evelop

ers face u
n
iqu

e ch
allen

ges 
w

h
en

 bu
ildin

g tech
n
ology for eith

er 
typ

e of SaaS application
. W

h
ile brow

s-
er-based 

application
s 

off
er 

virtu
ally 

u
biqu

itou
s 

accessibility, 
it 

com
es 

at 
th

e exp
en

se of develop
ers’ ability to 

bu
ild sp

ecialized featu
res.

“You
 do give u

p som
e fl

exibility b
e-

cau
se you

 can
’t con

trol w
h
at th

e screen
 

resolu
tion

 
of 

th
e 

en
d 

u
ser 

is 
on

 
a 

brow
ser,” Sch

m
idt said. “You

 can
 code 

tow
ard a m

in
im

u
m

 stan
dard, bu

t you
 

don
’t kn

ow
 on

 th
e ou

tside exactly w
h
at 

screen
 resolu

tion
s, softw

are th
ey h

ave 
in

stalled 
or 

w
h
at 

op
eratin

g 
system

 
th

ey’re com
in

g from
, w

h
eth

er it’s a M
ac 

or a M
icrosoft W

in
dow

s platform
.”

W
h
ile th

ere are diff
eren

ces in
 th

e 
w

ay a screen
 m

igh
t app

ear to an
 en

d 
u
ser, h

e added th
at w

h
at’s m

ore im
-

p
ortan

t is gath
erin

g th
e data. 

“In
 all cases, it’s still goin

g to b
e aes-

th
etically 

ap
p

easin
g,” 

Sch
m

id
t 

said
. 

“It’s n
ot goin

g to lo
ok th

e sam
e w

ay 
every tim

e, b
u

t it’s n
ot goin

g to lo
ok 

b
ad

 in
 an

y case.”
Th

ere w
ere sign

ifi
can

t arch
itectu

ral 
diff

eren
ces in

 th
e early developm

en
t 

of W
eb brow

sers, m
akin

g it diffi
cu

lt 
for 

W
eb 

application
 

develop
ers 

to 
w

rite 
to 

m
u
ltiple 

platform
s. 

Th
ose 

problem
s h

ave gen
erally su

bsided as 
brow

sers h
ave evolved, th

ou
gh

 m
ost 

application
 develop

ers still test th
eir 

produ
cts on

 m
u
ltiple platform

s.
The bigger problem

 is w
hen a lender 

isn’t using the m
ost current version of a 

brow
ser. M

any IT departm
ents lock dow

n
 

em
ployees’ ability to update their brow

s-
er, leaving them

 w
ith outdated versions. 

In
 order to prom

ote accessibility, de-
velop

ers h
ave to w

rite to a com
m

on
 

stan
dard 

am
on

g 
brow

sers 
an

d 
ver-

sion
s, m

an
y tim

es losin
g th

e ability to 
take advan

tage of fu
n
ction

s in
 th

e lat-
est edition

s of a brow
ser.

“Even
 

w
ith

in
 

th
e 

sam
e 

typ
e 

of 
brow

ser, if you
 look at IE 7 versu

s IE 
8 or 9, th

ere are diff
eren

ces,” Sch
m

idt 
said. “W

e alw
ays go in

 an
d w

h
en

 w
e 

test ou
r system

, w
e test on

 all plat-
form

s 
b
ecau

se 
th

ere 
are 

diff
eren

ces 
b
etw

een
 th

em
.”

To fi
n

d
 th

e m
id

d
le grou

n
d
 b

etw
een

 
th

e 
tw

o 
extrem

es, 
d
evelop

ers 
m

ay 
h

ave to h
old

 off
 u

p
d
atin

g a critical 
com

p
on

en
t to take ad

van
tage of th

e 
latest b

row
ser featu

res. 

O
th

er tim
es, develop

ers w
ill design

 
th

e u
ser in

terface of a W
eb-based ap-

plication
 

to 
app

ear 
diff

eren
tly, 

de-
p
en

din
g on

 th
e capabilities of a sp

ecif-
ic brow

ser version
, keepin

g it sim
ply 

for old version
s an

d m
ore advan

ced 
for th

e n
ew

 edition
s.

“It’s still w
ith

in
 th

e on
e code base, bu

t 
it’s like tw

o diff
eren

t version
s,” Sch

m
idt 

said. “Bu
t th

at’s pretty stan
dard.”

M
ortgage C

adence’s Jannotte said the 
m

ortgage industry is filled w
ith diff

erent 
levels 

of 
technological 

sophistication, 
particularly across lending channels.

“W
e’ve got clien

ts th
at are on

 IE 9 
an

d
 W

in
d
ow

s 7 an
d
 w

e’ve got clien
ts 

th
at 

are 
on

 
m

u
ch

 
old

er 
op

eratin
g 

system
s an

d
 m

u
ch

 old
er m

ach
in

es,” 
h

e said
. “In

 th
e w

orld
 of w

h
olesale, 

w
h

ich
 len

d
ers h

ave n
o con

trol over, 
you

 still h
ave a fair am

ou
n

t of th
e 

m
arket u

sin
g old

 tech
n

ology.”

“The H
TM

L vs. Silverlight technology 
decision can largely be described as 
selecting the right tool for the job.”

D
am

ir M
atic,chief technology officer, M

ortgage C
adence
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“Th
e 

b
row

ser 
is 

th
e 

gatew
ay. 

It’s 
ou

r 
tech

n
ology 

an
d
 

th
e 

p
lu

g-in
 

to 
th

e 
u

n
d
erlyin

g 
tech

n
ology 

w
ith

in
 

th
e b

row
ser th

at can
 m

ove forw
ard 

or b
ackw

ard
s as th

e b
row

sers ch
an

ge 
w

ith
ou

t 
relative 

d
iffi

cu
lty,” 

Jan
n

otte 
ad

d
ed

. “It’s d
efi

n
itely som

eth
in

g th
at 

w
e 

w
ork 

th
rou

gh
, 

b
u

t 
it’s 

n
ot 

th
at 

large of a ch
allen

ge.”
Sm

art clien
t develop

ers h
ave th

eir 
ow

n
 
ch

allen
ges. 

C
om

pan
ies 

th
at 

de-
velop proprietary platform

s m
ay n

eed 
p
erson

n
el w

ith
 m

ore sp
ecialized skills 

th
an

 th
e com

m
on

ly u
sed W

eb applica-
tion

s requ
ire. Th

is h
igh

er-level fu
n
ction

 
h
as tradition

ally en
abled m

ore robu
st 

featu
res in

 sm
art clien

t application
s. 

A
lso, p

rovid
in

g u
p

d
ates to th

e d
ed

-
icated

 
sm

art 
clien

t 
req

u
ires 

d
ow

n
-

load
in

g an
d
 in

stallin
g th

e u
p

d
ate—

as 
op

p
osed

 to a W
eb

 ap
p
lication

, w
h

ere 
th

e u
p

d
ate can

 b
e im

m
ed

iately d
e-

p
loyed

. B
u

t like th
e issu

es of b
row

ser 
typ

es an
d
 version

s, Ellie M
ae’s C

orr 
said

 th
e im

p
act is n

egligib
le, esp

e-
cially sin

ce u
p

d
ates are still d

ep
loyed 

over th
e In

tern
et.

“It 
ju

st 
isn

’t 
th

at 
h
ard, 

esp
ecially 

w
ith

 clickin
g an

d it stream
in

g dow
n
,” 

h
e said.

Selecting the Right Tool
A

s 
d
evelop

ers 
lo

ok 
to 

b
road

en
 

th
eir 

SaaS 
h

orizon
s, 

som
e 

ven
d
ors 

h
ave tu

rn
ed

 to a sort-of h
yb

rid
 SaaS 

m
o
d
el, called

 rich
 In

tern
et ap

p
lica-

tion
s. Th

ese ap
p
lication

s are b
row

ser-
b
ased

, b
u

t rely on
 m

ore rob
u

st p
lu

g-
in

s an
d
 arch

itectu
re to create a b

etter 
u

ser exp
erien

ce.
Th

e 
decision

 
by 

m
an

y 
W

eb-based 
m

ortgage 
tech

n
ology 

develop
ers 

to 
stay aw

ay from
 w

ritin
g softw

are th
at 

in
clu

des 
Flash

-based 
an

im
ation

s 
h
as 

paid off
 in

 th
e tran

sition
 to m

obile, as 
A

pple’s p
opu

lar iPad does n
ot su

pp
ort 

th
e plu

g-in
. 

D
u

rin
g th

e M
ortgage C

ad
en

ce con
-

version
, th

e com
p
an

y h
as d

ep
loyed 

th
e 

Silverligh
t 

d
evelop

m
en

t 
p
lat-

form
 to create its W

eb
-b

ased
 ap

p
li-

cation
s. Th

ose to
ols, com

b
in

ed
 w

ith
 

oth
er 

W
eb

-b
ased

 
tech

n
ology 

like 
th

e em
ergin

g H
TM

L 5, p
rovid

e a fu
ll 

to
olb

ox 
for 

d
evelop

ers, 
exp

lain
ed 

D
am

ir M
atic, ch

ief tech
n

ology offi
cer 

of M
ortgage C

ad
en

ce.
“Th

ese tech
n
ologies serve diff

eren
t 

pu
rp

oses an
d as su

ch
 can

n
ot b

e com
-

pared in
 an

 eith
er-or fash

ion
,” h

e said. 
“Th

e H
TM

L vs. Silverligh
t tech

n
ology 

decision
 can

 largely b
e describ

ed as se-
lectin

g th
e righ

t tool for th
e job an

d as 
su

ch
, dep

en
ds on

 th
e desired solu

tion
 

attribu
tes, su

ch
 as sp

ecifi
c fu

n
ction

al 
objectives an

d in
ten

ded au
dien

ce.”
H

TM
L rem

ains the optim
al solution

 
for cases w

here m
axim

um
 penetration

 
and com

patibility w
ith a w

ide range of 
devices are desired, he said, like in di-
rect-to-consum

er softw
are. Silverlight is a 

better solution in cases w
here industrial-

strength runtim
e com

bined w
ith com

-
plex front-end processing is necessary.

“A
lth

ou
gh

 in
 th

eory m
an

y th
in

gs th
at 

Silverligh
t does can

 b
e accom

plish
ed 

w
ith

 
a 

clever 
application

 
of 

H
TM

L/
C

SS/JavaScript, th
e resu

ltin
g solu

tion
s 

w
ou

ld b
e sign

ifi
can

tly costlier to de-
velop, stabilize across all brow

sers, an
d 

w
ou

ld n
ot p

erform
 as w

ell as equ
iva-

len
t Silverligh

t solu
tion

,” M
atic added.

A
s rich Internet applications continue 

to im
prove, they gain on the user inter-

face and control advantages of sm
art cli-

ent applications. A
nd since the underly-

ing feature set is built around Silverlight, 
a 

com
m

only 
used 

M
icrosoft 

platform
, 

vendors don’t need specialized developer 
personnel. A

nd Jannotte believes these 
latest tools com

e w
ith few

 dow
nsides.

“Th
e on

ly lim
itation

 h
as b

een
 from

 
som

e of th
e older clien

ts, m
ore estab-

lish
ed ban

kin
g clien

ts, th
ey don

’t fu
lly 

u
n
derstan

d th
e w

orld of th
is rich

 In
-

tern
et application

 an
d plu

g-in
s. Th

ey 
m

igh
t im

m
ediately h

ave an
 objection

 
to an

y softw
are th

at requ
ires a plu

g-in
 

to op
erate,” h

e said. 

“Bu
t th

e reality is th
ere are plu

g-in
s 

em
b
edded in

 th
eir IE application

 th
at 

th
ey’re u

sin
g for oth

er application
s. So 

it’s gettin
g th

em
 edu

cated on
 w

h
at th

at 
really m

ean
s.”

W
hat’s N

ext?
A

s th
e n

ext gen
eration

 of brow
ser-

based application
s con

tin
u
e to evolve 

w
ith

 rich
 In

tern
et tech

n
ology, th

e ph
il-

osoph
ical discu

ssion
 h

as sh
ifted from

 
determ

in
in

g w
h
ere th

e lin
e b

etw
een

 
a w

ebsite an
d a W

eb application
 is or 

th
e 

diff
eren

ce 
b
etw

een
 

desktop 
ap-

plication
 an

d a sm
art clien

t. N
ow

 de-
velop

ers are debatin
g w

h
ere th

e W
eb 

application
 en

ds an
d th

e sm
art clien

t 
b
egin

s—
or vice versa.

“W
e go back fi

ve years an
d th

ere 
w

ere very few
 application

s th
at w

ere 
W

eb en
abled, th

ey on
ly h

ad elem
en

ts 
of it,” C

orr said. A
n
d w

h
ile h

e b
elieves 

th
at sm

art clien
ts cu

rren
tly off

er “th
e 

b
est of b

oth
 w

orlds,” b
etw

een
 desk-

top an
d W

eb application
s, h

e said th
at 

w
on

’t b
e th

e m
odel forever.

“U
n
til w

e get to a w
orld of broad 

ban
dw

idth
 an

d really h
igh

 p
erform

in
g 

com
pu

ters, th
ere’s alw

ays goin
g to b

e 
th

is qu
estion

 of w
h
at fi

ts, w
h
at m

akes 
sen

se?” C
orr said. 

“D
o I th

in
k th

at w
ill b

e th
e m

odel 
forever? N

o. A
s tech

n
ology evolves, as 

ban
dw

idth
 evolves…

it really is a fu
n
c-

tion
 of th

e tech
n
ology an

d ban
dw

idth
 

b
ein

g th
ere to deliver on

 th
e valu

e 
prop

osition
 for th

e cu
stom

er.”
Sch

m
id

t, 
of 

D
ata-V

ision
, 

said
 

th
e 

n
ext 

gen
eration

 
of 

fi
rst-tim

e 
h

om
e-

b
u

yers w
ill also h

elp
 p

rom
ote b

row
s-

er-b
ased

 ap
p
lication

s as th
ey d

em
an

d 
m

ore services on
lin

e.
“Th

e w
h
ole m

illen
n
ial age grou

p is 
gettin

g in
to th

e h
ou

sin
g m

arket an
d 

th
ese are th

e p
eople w

h
o h

ave grow
n
 

u
p w

ith
 th

e In
tern

et an
d th

ey’re do-
in

g everyth
in

g on
 it,” h

e said. “Th
ere 

h
as to b

e an
 In

tern
et com

p
on

en
t goin

g 
forw

ard for th
e m

ortgage in
du

stry, b
e-

cau
se th

at’s w
h
ere a lot of th

is is goin
g 

to b
e don

e.” 

w
w

w
.m

ortgage-technology.com
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