
Thanks to your willingness to share your posi-
tive feedback with other lenders, Del Mar
Database has clearly become the fastest grow-
ing provider of core mortgage banking soft-
ware in the industry. This rapid growth has
allowed us to significantly increase our invest-
ment in new product development and cus-
tomer support and we will continue to expand
both areas for some time to come.  

Our rapid growth is also empowering us to
expand our sales team in order to better serve
the needs of our existing and future clients.

Account Manager
The addition of Account Managers will enable
us to provide improved communication to our
300+ existing clients. Once a lender becomes
a DMD client, their Account Manager will be
introduced as their primary business contact.

Our Account Managers have three critical
roles to play:

1. Serve as the lender’s advocate with DMD
and our partners

2. Introduce new product releases to cus-
tomers

3. Provide real-life business needs from our
clients to our product development team

Sales Engineer
With all of the new and exciting products we
are introducing on a rapid basis, we’ve added
Sales Engineers to our sales team. Our Sales
Engineers are experts in demonstrating our
product solutions and explaining how they can
best be used to drive the growth of your pro-
duction, increase your workflow efficiency,

and generate more profitability.
The most important thing to know is

that our entire company is dedicated to
making your experience with DMD
and our products as successful as pos-
sible.  Whether you are working with a
Regional Manager, Account Manager,
Sales Engineer, or anyone else from
the company, our commitment to our
clients is unwaivering.

by Rob Katz: Vice President, National Sales
rkatz@delmardb.com

Let’s face it. Mortgage lending is primarily about
increasing production. Part of increasing produc-
tion is having the flexibility to handle more
capacity. This has always been one of the prima-
ry focuses of Del Mar Database, and is a large
part why DataTrac® has been so successful.

Years like 2002-03 are the exception rather
than the rule. Most of the time, we’re not worried
about how to get loans out the door. Instead,
we’re trying to figure out how to get more loans
in the door! To this end, most lenders default to
one of three strategies: 1) sharpen the pencil and

price more aggressively, 2) sharpen the pencil
and give originators (either brokers or loan offi-
cers) a better split, or 3) hold onto more staff than
needed to provide better customer service.

All three strategies can work. The problem is

No matter how big or small, every mortgage
lender faces the problem of identifying, distribut-
ing and maintaining loan guidelines to employees
and originators.

Following is a look at three specific challenges
and possible solutions to ease product development
and guideline maintenance. 

What Loan Programs to Offer?
You need to find the right balance. It would be great
if you could provide every loan program offered by
every investor, but that’s not feasible. Operational
issues mean each investor relationship and set of
guidelines you offer comes with a maintenance cost.
In addition to higher costs, more programs inevitably
lead to more mistakes. The solution is to determine a
mix that is both manageable and addresses your pro-
duction needs.

Know Your History
Find a way to break down your closed loan volume
by program and product and run the numbers on a
monthly or quarterly basis. This will help you deter-
mine if there are more loan programs you should
offer in a particular category.  

Know the Present
Make sure you understand your originators’ current
loan program needs. Ask several loan officers about
new niches or popular loan programs.  

Anticipate the Future
Be aware of what is happening in the markets you
cover. Are interest rates starting to rise? If so, you
may need to strengthen your offering of ARM prod-
ucts. Have you entered into a lower income market?
If so, you may need to begin offering more down-
payment assistance programs.  Will you soon be get-
ting loans from a higher income market? Maybe you
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Investor Relationships & Loan Guidelines
Introducing Del Mar Database’s GuideTrac™the things to watch for in future releases

include a full SQL data store, better WAN
support, customizable data fields, workflow,
expanded support for standards like
MISMO, easier system integration, and
streamlined vendor access. These enhance-
ments will come in the form of new prod-
ucts, new DataTrac features, and extensions
to the DataTrac database.

While we know we can improve
DataTrac and the underlying database tech-
nology, we also know that our customers
have invested a lot of money to train their
users and integrate DataTrac into their busi-
ness. We have worked very hard to create a
technology plan that will leverage that
investment. If you have questions about the
new products that have come out this year,
or changes that are coming, contact your
sales account manager.

.Net Drives DataTrac Upgrades

...continued from page 6

Are you on the latest product version?
To take advantage of Del Mar Datebase’s lat-
est product enhancements, make sure you are
on the most current product versions:  

• DataTrac 7.6.84.65 
• WebTrac Pro 1.2.1656.1
• WebTrac 7.4.32.62.*

User, Setup, and Update guides are available
on your server in the DataTrac/Documentation
folder. Your administrator can download the
most current version from SupportTrac or the
Diamond Club if necessary.

by Michael Herndon, Director of Customer
Operations, mherndon@delmardb.com

*  As of January 1, 2005, WebTrac will no longer be
supported through the DMD Help Desk or compatible
with future DataTrac updates.

CSS Corner

Del Mar Database Sales
New Customers: 800-290-3331

Existing Customers: Contact
your account manager for the
latest product information.

Connie Foster
Account Manager 
(West Coast) 
360-944-7598 

Marie Perkins 
Account Manager
(US, except West Coast) 
937-885-3309
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In our Summer newsletter we introduced you to some of

the great things that are coming out over the next year.

Continue to read your latest issue of NewsTrac to stay

abreast of all the new and exciting products and enhance-

ments Del Mar Database will be introducing this Fall.

responses without leaving DataTrac.
VSP will be initially offered with connection to Loan

Prospector (loanprospector.com) and will automate rate
spread calculation and data collection. DataTrac users
will be able to order:

Loan Prospector
LP services and populates the findings into the condi-
tions section (UND3) within DataTrac. DataTrac users
will now be able to blend DataTrac conditions with LP
findings to create an approval letter with minimal data
entry. Those clients who use WebTrac Pro can also
immediately post conditions to the web for the loan offi-
cer/broker, thereby increasing customer service. Other
services will follow shortly after the initial launch.
Enhancements to existing service connections will also
be provided.

Rate Spread
In December 2003, DMD made major enhancements to
the system for HMDA. One of the changes pertained to
the RATE SPREAD calculation. Del Mar provides
clients with the required fields to store the information
but clients must launch a website (www.ffiec.gov) to run
the calculation. VSP automates this process by populat-
ing treasury.  

We are working with various vendors with direction
from you, our customer. Thank you for providing your
feedback via the email survey sent in early August. The
responses have provided valuable feedback and direction
to making sure we provide connections that will satisfy a
majority of our clients and helps us with prioritization.

7.7
Word Merge 2003
DataTrac will be updated to support the Word 2003
Word Merge functionality for creating custom reports.

PDF
Our new version of PDF creation does not use Acrobat
v5 pdf writer. Users can have Acrobat v6+ installed
and it will not affect the creation of reports as PDFs
for e-mailing. 

Support for GuideTrac 1.1
Customers who purchase GuideTrac will be able to
launch it from DataTrac and WebTrac Pro.

Mortgage Capital Management (MCM)
Enhanced export for MCM customers will allow for the
collection of new loan data on the trades screen and the
ability to send out more information to the four files cre-
ated in support of MCM’s Risk Management reports.

Reports
Report changes have been made to support AutoPrice
and the conversion of all remaining reports to SQL.

1.2
Clients who have WebTrac Pro and DocumentTrac will
be able to allow brokers to view imaged documents via
WebTrac Pro.

1.3
‘Registered’ Loan Status 
When a loan is created, and before it is entered in the
‘Submitted’ status, it will be in the ‘Registered’ status.
This new feature will allow for better reporting in
DataTrac and additional functionality in WebTrac Pro
1.3. Users can immediately see ‘registered’ loan status
through WebTrac Pro.

To learn more about DMD Solutions contact your
DMD Sales Representative or, if you’re a current DMD
customer, log onto Diamond Club for release details:
http://www.delmardb.com/diamond.asp.

As a secondary marketing
manager, one of your most
important success metrics
is the profitability of each

loan sold to an investor. This task has clearly become
even more challenging as  loan programs have gotten
more complex. Ten years ago a loan might have a half
dozen adjustments. Now, you need to look at over twen-
ty individual fields on a given transaction and compare
each of those to the investor’s rate sheets and program
codes. This is a time consuming and manual process and
an enormous opportunity for expensive mistakes!  

DataTrac’s new AutoPrice feature takes your cus-
tomer service to a new level by providing a sophisticat-
ed pricing solution that automatically prices all of your
loans, including all adjustments. AutoPrice provides you
the ability to quickly and accurately enable your loan
officers and brokers to price and lock a loan with you—
not your competition.  

Using the AutoPrice feature is easy and part of your
existing DataTrac License—no need to buy another
pricing solution. Some of the key benefits include:

• Immediate and accurate pricing for loan officers 
and brokers

• Automatically identify the correct rate and point 
combination

• Automatically populate all loan level price 
adjustments

• Automatic notification when changes occur to 
locked loans in DataTrac

• Rate sheet pricing interface with DataTrac
• Automated base pricing
• Automated web locks via WebTrac Pro

GuideTrac will allow you to
easily and confidently man-

age investor product and underwriting guidelines.
GuideTrac will also push that information to your origi-
nators and staff in an easy-to-access, easy-to-understand
format. Noted by customers for its user-friendliness,
GuideTrac allows everyone involved with a loan to have
access to the same guidelines. GuideTrac’s Program
Finder allows your originators to quickly and easily
match their borrower’s needs to your products through
WebTrac Pro. GuideTrac’s Program Library provides
your originators and entire staff the necessary detailed
guideline information to underwrite, fund and deliver a
loan file. Both solutions are easy to implement and are
continually maintained by Del Mar Database so you do
not have to worry about closing a loan incorrectly.

Vendor Services Platform
Del Mar Database is very excited to announce the pend-
ing release of our Vendor Services Platform (VSP). VSP
is scheduled for release in Q4 2004 and is built on the
same basic concepts that have made DataTrac so suc-
cessful—better efficiency, reduced duplicate data entry,
improved data integrity and increased profits.  

Our objective with VSP is to allow your staff to
directly access other vendor solutions from within
DataTrac. VSP will allow a user to order services, track
the status of the order, and store the results directly
within DataTrac. The services can also be run through
WebTrac Pro and the results will also work in conjunc-
tion with DocumentTrac so that they can be posted to
your historical or investor file. Your users will no longer
need to re-enter data or validate data prior to submission
to the vendor. Connections to vendors will be via web
services which allow a user to order services and receive

D e l  M a r  D a t a b a s e   ( 8 5 8 )  5 5 0 - 8 8 1 0 w w w . d e l m a r d b . c o m

DocumentTrac™

Since the June release of DocumentTrac 1.1, Del Mar
Database has experienced rapid adoption of its newly
acclaimed electronic document management solution
with 14 companies actively using it. In the fall release
of DocumentTrac 1.2, the latest enhancement will
include access through WebTrac Pro. In addition to the
current capabilities of being able to fax and upload doc-
uments, originators can now view and e-mail docu-
ments from DocumentTrac via WebTrac Pro.
Originators will have 24/7, real-time access to the actu-
al loan documents. As a result, your efficiencies are
improved with reduced interruptions for underwriters
and closing—no more lost documents and your staff
can focus on their jobs and still provide quality cus-
tomer service. WebTrac Pro and DataTrac are the only
mortgage products fully integrated with a document
imaging and management solution.  

Del Mar Database has responded to customer feed-
back, thus further enhancing DocumentTrac for the fall
release to also include:

• Direct delivery to CountryWide’s imaging 
solution

• Personal Mailboxes: Documents received are now
associated with individual users

• Additional integration to multi-functional net  
work copiers

P A G E  2 P A G E  3

Moving Forward on the DMD RoadMap:  
Del Mar Database Fall Release 
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Del Mar Database is pleased to announce new regular-
ly scheduled DataTrac training sessions available right
from your desktop. Interested in learning more about
DataTrac functionality? Want to brush up on your
DataTrac skills? Do you have new staff that you
haven’t had the opportunity to fully train yet?

If so, these 90-minute webinar sessions will be per-
fect for you and your team. Sign up early, as space is
limited for each session.

2004 Schedule (monthly on Mondays):

2nd Monday of each month
(October 11, November 8, December 13)
10:30am–12:00pm PST:  Underwriting
1:00pm–2:30pm PST: Shipping, Insuring & Servicing

3rd Monday of each month
(October 18, November 15, December 20) 
10:30am–12:00pm PST:  Marketing
1:00pm–2:30pm PST:  Documents and Funding

4th Monday of each month
(October 25, November 22, December 27) 
10:30am–12:00pm PST:  Accounting
1:00pm–2:30pm PST:  Updates/Administration/Security

Cost per Session
Each company that requests a log-in session will be
invoiced $150 per connection per session, payable
prior to the session.

How do I Register?
E-mail ProfessionalServices@delmardb.com with the
following information:

• Session name and date 
• Your name 
• Company name 
• Phone number 
• E-mail address

Confirmation and webinar login information will be
sent to you via e-mail. We look forward to helping you
maximize your use of DataTrac!

If you have questions or would like to register via phone,
please contact Del Mar Database at 858/550-8810 and ask
for Joni Ybarra (ext. 149) or Philippa Farrar (ext. 109).

need to offer more super jumbo or interest only programs.

Finding the Right Investors
Deciding to whom to sell your
loans is one of the more important
decisions you’ll make. It impacts
volume, operations, costs, employ-
ee satisfaction, customer service
and overall income. Pricing is
important, but you must also eval-
uate guidelines, method of loan
approval, purchase turn-around
time, technology, reps and war-
rants (especially early
payoff/default language) and over-
all reliability.

Use MI Companies
As a service to their lending customers, mortgage insurance
companies may have a department to assist you with find-
ing available products and investors.  

Talk to Your Warehouse Lender
Your warehouse lender can give you great input on how an
investor operates. He may not know much about the prod-
uct details, but he should have great feedback on ease of
getting loans purchased, reliability and overall relationship.  

Use Technology
One of the most obvious tools is an investor’s web site.
The challenge is that each investor has his own layout,
some easier to access than others, and each with a differ-
ent level of detail. 

To help you alleviate these challenges and maximize
your production, Del Mar Database is proud to announce
our newest solution: GuideTrac™. GuideTrac is a web-based
tool that allows you to search over 300+ programs offered
by 40+ conduit investors for the loan program that meets
your needs. GuideTrac will allow you to quickly, easily and
efficiently identify the loan programs that will increase your
production.  

Communicating Updates to Users
Once you have determined which loan programs you need
and which investors you will be selling to, you need to make
sure that those who need the guideline details—including
loan officers, brokers, processors, underwriters and fun-
ders—have quick, easy and reliable access. The challenge
here is not only the initial communication, but also regular
and reliable updates.  

Send Them to the Investor Website
This is by far the simplest solution: Provide a web
address, user ID and password and have all users access

what they need directly from the investor’s own web site. It
requires almost no effort or cost and can be set up in no
time at all. Unfortunately, there are a few problems with
this solution. First of all, the mortgage lender is unable to
mask the source of his loan programs. Second, your users

will often have access to everything
listed on the investor’s web site.
Third, every web site is different, and
your staff and originators will both
waste time finding the information
they need and may make mistakes. 

Create Your Own Guidelines
This is the traditional approach. You
don’t have to really create your own
guidelines, but simply take the details
as provided by the investor and recre-
ate your own version of those guide-

lines. The downsides to this approach are obvious. First, it is
expensive and can easily mean one additional staff for even
the smallest lender. Second, finding the right person to do
this can also be difficult.

Outsource
GuideTrac  is a new, more reliable and lower cost solution
to this problem. Via GuideTrac, we will create an elec-
tronic set of guidelines for every investor and product you
select. You post it on your web site with your name and
logo. DMD
also tracks
the investor
c h a n g e s
and updates
your ver-
sion of
GuideTrac
as needed.
One big
advantage
is that with
numerous investors and loan programs set up in our sys-
tem, rolling out a new set of guidelines can be done in a
matter of days, instead of weeks or months.  

No matter how you approach it, the development, main-
tenance and distribution of loan program guidelines is one
challenging task faced by every mortgage banker. Whatever
approach you choose to follow, make sure you execute it
well. Your success or failure could very well hinge on how
well this crucial task is handled.

by Tim Buskirk, VP, Business Unit Manager
GuideTrac and Vendor Services Platform,

tbuskirk@delmardb.com

Investor Relationships
...continued from page 1

DataTrac® Training:
Right from your Desktop!

that each comes at the cost of reduced profits.  At
Del Mar Database we’re focused on offering you
another alternative. We believe you can use tech-
nology to differentiate your customer service,
extend your product line quickly and efficiently,
and give originators a reason to want to deliver
more loans to you. The average mortgage broker
is signed up with 40 wholesale lenders, but deliv-
ers loans primarily to only four! How much would
your business grow if you were one of those four
with all of your existing brokers? 

If your business is primarily retail, the opportu-
nities are even greater. A retail loan officer may
not have forty different lenders to choose from in
most markets, but when he or she makes a deci-
sion, almost all future production will be going to
one place.   

Our summer and fall releases provide you with
the tools to take control of your production—and
increase your profitability. Whether providing
originators with an easy-to-use eligibility solution
via GuideTrac™ or giving them the ability to auto-
matically lock loans via the new auto-lock feature
in DataTrac® and WebTrac® Pro, we think you’ll
find that Del Mar Database is an important part of
your origination strategy.

Thank you,
John Walsh, President, Del Mar Database

jwalsh@delmardb.com

Letter from the President
Increasing Your Production...Profitably!
...continued from page 1
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To help maximize production,
Del Mar Database is proud to
announce GuideTrac™—a web-
based tool that allows you to
search over 300+ programs
offered by 40+ conduit
investors for the loan program
that meets your needs. 

Via GuideTrac, we will create an
electronic set of guidelines for
every investor and product you
select. You post it on your web
site with your name and logo.
DMD also tracks the investor
changes and updates your ver-
sion of GuideTrac as needed. 
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What that longevi-
ty and market pen-
etration means to
the mortgage
banking communi-
ty is that if you are
working with
experienced loan
officers and
processors (both
retail and brokers),
there is a very high likelihood that those originators
know how to use Point, like using Point, and are most
productive when they use Point.

Today’s lending space has shifted from “too many
loans” to “not enough production” and every lender is
looking for ways to increase the number of loans com-
ing through the door. This focus is the primary empha-
sis driving the ever increasing strategic relationship
between Point and Del Mar Database.

With 66% of all mortgage originators using Point,
leveraging the Point/DataTrac relationship can result in
an enormous time savings and workflow efficiency
gain. DataTrac’s integration with Point goes far beyond
the simple “DU file import” that is so common in the
industry. Instead, DataTrac reads the native data set

used by Point,
captures 1003
data, loan pro-
gram information,
and Fees and
Impounds details,
all with a single
import.

What this
means to a lender
using DataTrac is

that the work that an originator does to set up a file in
Point (again either a retail loan officer or a broker) dur-
ing the origination of a loan is seamlessly transferred
into their back-office automation system.

When retail shops hire seasoned loan officers using
Point, they can generate loans almost immediately, with
little or no training. Wholesale lenders can work with
nearly any broker in the country and the electronic sub-
mission of the Point file feeds right into DataTrac.

Calyx Software is committed to the mortgage indus-
try. The value-add solutions that the Calyx/Del Mar
Database partnership provides is another example of
how solving your business needs are our first concern.

by Dennis Boggs: Senior Vice President, Calyx Software

With the refinance boom waning and projections for mort-
gage lending dropping, lenders looking for ways to cut
costs are turning to products that reduce or eliminate repli-
cation. For Irvine, California-based lender American Home
Equity Corp., DataTrac has enabled them to reduce costs by
more than 15 percent in the past year. 

The slow-down of the refinance boom enabled American
Home Equity to take a step back and evaluate its systems,
said Nick Newsom, the company’s chief technology officer.
After several years of successfully using DataTrac to auto-
mate and manage back-office operations, American Home
Equity realized that its brokers, loan officers and other
employees all wanted web access to the loan pipeline.

“Our customer service rep-
resentatives were handling
a large number of status
phone calls that could be
eliminated by giving bro-
kers and loan officers web
access,” Newsom said.
Since employing WebTrac
Pro—a Del Mar Database
product that provides
remote access to DataTrac
functions, workflow and
information—American
Home Equity has seen a
decrease in incoming
phone calls and conse-

quently a reduction in staffing costs.
American Home Equity has used DataTrac (an automat-

ed back-end mortgage processing product enabling lenders
to leverage their existing tools) since 1999. While DataTrac
increased capacity, American Home Equity also started to
receive proportionally greater numbers of incoming phone
calls to its customer service department.

“When our brokers spend less time on the phone check-
ing, status and conditions and more time generating new
loans, they obviously make more money,” Newsom said.
“Providing 24-hour web access to loan pipeline informa-
tion just makes sense.” He added that was important that
the product be implemented quickly and easily, so that its
brokers could take advantage of web access sooner rather
than later.

Newsom said American Home Equity has already seen a
return on investment from its implementation of WebTrac
Pro. The reduction of incoming phone calls has resulted in
an estimated 15 percent decrease of staffing costs as each
customer service representative manages a larger pipeline.

“Because of DataTrac's architecture, we were also able to
create an auto e-mail feature that e-mails both the broker
and the loan officer every time a status has changed on a
file. The solution has really saved us and our brokers time
and money,” Newsom said.
Go to http://www.delmardb.com/Case_Studies.asp  to learn how
DataTrac, WebTrac Pro, GuideTrac and DocumentTrac have
increased production, profitability and efficiencies for our cus-
tomers.

2004- 2005 Trade Show Schedule
With our new products this year—WebTrac Pro,
DocumentTrac, and GuideTrac—you may be wondering
what is behind all the changes, and where our core DataTrac
application is going.

Our new products are built on a new architecture for
DataTrac using microsoft’s latest .NET technology. We
have designed a scalable, flexible platform that works with
our existing DataTrac database, and provides seamless inte-
gration between the products. This new platform has
enabled us to rapidly deploy new technology, while contin-
uing to improve and extend DataTrac. This platform is not
just an idea on the whiteboard, but is the engine behind the
products we have already released this year, and will be

used by DataTrac’s new AutoPrice feature. This technolo-
gy will continue to evolve over the next year, and eventu-
ally we will have an entirely new generation of the
DataTrac products.

Why a New Platform?
DataTrac has evolved over a number of years into an easy-
to-use, back-office banking system. It was originally based
on FoxPro, and while easy-to-use, over time it became more
and more difficult to rapidly enhance and support the prod-
uct. At the same time, technology around DataTrac
changed. We looked at what our Mortgage Banking cus-
tomers wanted, and designed a platform that will make it
easy for us to build new, more flexible solutions. Some of

...continued on page 8

October 24-27, 2004
MBA 91st Annual Convention
San Francisco, California

November 4-6, 2004
Lenders One Fall Conference
Las Vegas, Nevada

November 9, 2004
Western Region Mortgage 
Brokers Conference (WRMBC)
Las Vegas, Nevada

March 29-April 1, 2005
MBA National Technology in 
Mortgage Banking Conference
and Expo 
Orlando, Florida

May 1-5, 2005
MBA National Secondary 
Market Conference and Expo
San Francisco, California

Leveraging the Point/DataTrac RelationshipDataTrac Drives Higher Profits for American Home Equity

.Net Drives DataTrac Upgrades

Did You Know...
• Calyx Point® currently sits on over 200,000 mortgage desktops?
• On average, Calyx adds 8,500 Point users per month?
• Point has been available since 1991?
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