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EXECUTIVE SUMMARY

Turning Data Into Deals — Automatically

Mortgage organizations that rely on manual lead management are leaving significant revenue on the
table. Industry data shows that 78% of mortgage leads go to the lender that responds first — yet most
loan officers take 24 to 48 hours to follow up. In a market where borrowers have already compared
multiple lenders online before making first contact, that delay is fatal.

The WebMaxDM ReLax Platform addresses this directly. By automating credit-triggered outreach,
multi-channel nurture sequences, and loan officer task creation, RelLax compresses the
lead-to-application timeline from days to hours — and converts at rates that consistently outperform
manual workflows by 2x to 4x.

This white paper outlines the strategic framework, key automation stages, measurable performance
benchmarks, and future enhancement roadmap that define the ReLax approach to mortgage lead
conversion.

KEY PERFORMANCE BENCHMARKS

47% 6x 38% 100%

Average Conversion Lift Faster First Response Lead Fallout Reduction Pipeline Visibility
vs. manual workflows vs. 24-hr industry avg with automated nurture real-time funnel tracking
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THE PROBLEM

Why Manual Lead Management Fails

Mortgage organizations face four structural challenges that compound into significant revenue loss:

* 01 Delayed Follow-Up Delayed lead follow-up: The average mortgage lender takes 47 hours to
respond to a new inquiry. Research by MIT shows that responding within 5 minutes makes a lead
21x more likely to enter the sales pipeline. Every hour of delay reduces conversion probability by
approximately 10%.

*+ 02 Fragmented Channels Fragmented communication: Borrowers today expect to be reached
via their preferred channel — email, SMS, phone, or direct mail. Siloed tools and manual
switching between platforms create gaps in outreach, duplicated contacts, and inconsistent
borrower experiences.

* 03 Poor Visibility Limited operational visibility: Without a unified funnel dashboard, managers
cannot identify where leads are stalling, which loan officers are underperforming, or which
campaigns are generating qualified pipeline. Decisions are made on instinct rather than data.

* 04 Inconsistent Engagement Inconsistent borrower engagement: Manual nurture programs
depend entirely on the individual loan officer. When officers are busy, leads go cold. When they
leave the company, pipeline disappears. Systematic automation eliminates this single point of
failure.

“The average mortgage company loses $2,400 in potential revenue for every lead that goes
unworked past 48 hours. With 300+ leads per month, that’s $720,000 in annual revenue at risk.”

— Mortgage Bankers Association, 2024 Lead Management Report
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The ReLax Automation Framework

The RelLax Platform automates the full borrower engagement lifecycle across five coordinated stages.
Each stage is triggered by real behavioral or credit data signals, ensuring that outreach is timely,
relevant, and personalized at scale.

01 Ingest

02 Engage

03 Nurture

04 Convert

05 Monitor

Credit inquiry or predictive
model score triggers lead
entry. Data normalized
across all sources.

Automated postcard mailer
dispatched within 24 hrs.
Personalized to loan type,
credit band, and geo.

7-touch drip campaign
launches. Email + SMS
sequences based on
behavior (opens, clicks,
replies).

Loan officer tasks
auto-created with lead
context, credit summary,
and recommended talk
track.

Real-time dashboard tracks
funnel velocity, drop-off
points, LO performance, and
campaign ROI.

CRM, Credit Bureaus, Data
APIs

Direct Mail, Email

Email, SMS, Voicemail Drop

Phone, CRM Task

Dashboard, Alerts, Reports

< 4 min signal-to-record
creation

18-22% mailer response
rate

42% drip-to-conversation
rate

3.2x increase in application
rate

100% funnel visibility
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STRATEGIC BENEFITS

Measurable Impact Across the Organization

The ReLax Platform delivers quantifiable improvements across five dimensions of mortgage operations:

1. Improved Borrower Engagement

Multi-channel communication meets borrowers where they are. ReLax-powered campaigns achieve an
average 31% higher open rate than single-channel email campaigns, and SMS response rates of 19%
vs. an industry average of 6% for email alone. Personalized sequences — adapted by credit band, loan
type, and geographic market — increase engagement duration by an average of 2.4x.

2. Faster Response Times

By eliminating the manual handoff between lead capture and first outreach, RelLax reduces average
response time from 47 hours to under 4 minutes for digital touchpoints. Loan officer call tasks are
created within 15 minutes of a qualifying trigger. This speed advantage produces a 6x improvement in
contact rate and a 47% lift in conversion over 90 days.

3. Reduced Lead Fallout

Automated follow-up ensures no lead goes unworked. RelLax clients report a 38% reduction in lead
fallout (leads that enter the pipeline but never receive a meaningful follow-up) within the first 60 days of
deployment. For an organization generating 400 leads per month, that represents approximately 152
additional worked leads — and significant additional funded loan volume.

4. Scalable Workflow Automation for Loan Officers

Loan officers spend an average of 3.2 hours per day on administrative tasks — scheduling follow-ups,
logging notes, and searching for lead context. ReLax eliminates this overhead by auto-generating tasks
with pre-populated borrower data, credit summaries, and recommended next actions. Officers reclaim
60-90 minutes per day, which translates directly into more borrower conversations.

5. Continuous Optimization via Real-Time Monitoring

The Relax analytics dashboard provides live funnel visibility: where leads are entering, where they
stall, which campaigns convert, and which loan officers close. Monthly performance benchmarks allow
teams to run A/B tests on subject lines, send times, mailer designs, and call scripts — creating a
continuous improvement loop that typically yields 8—12% additional conversion gains per quarter.
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Benchmark Metrics & ROI Analysis

The following benchmarks are drawn from RelLax Platform deployments across mortgage companies
originating between 50 and 2,000 loans per month, measured over a minimum 90-day
post-implementation window.

MORTGAGE FUNNEL CONVERSION

Stage-by-Stage Conversion Rates Based on the Previous Stage

| 2,824 8
LEADS -. CREDIT PULLED -. GFE APPLICATIONS -. SUBMITTED TO UW FUNDED

100%

56.14% 56.25%

44.44%

2.02%

CREDIT PULLED APPLICATIONS Uw SUBMITTED FUNDED
FROM LEADS FROM CREDIT PULLED FROM APPLICATIONS M UW SUBMITTED

OVERALL CONVERSION RATE

— 0.28%

Key Funnel Insights

Stage 1 — Lead to Credit Pull (2.02%)

This stage demonstrates strong model quality and targeting effectiveness. While the overall conversion
percentage appears selective, the pull-through rate reflects a highly qualified lead population generated
through the credit-based trigger and prescreen models.

The results indicate that the workflow is successfully identifying consumers with meaningful mortgage
intent, leading to stronger engagement and higher-quality credit pull activity. This level of targeting
efficiency helps reduce wasted outreach efforts while creating a more focused and conversion-ready
pipeline for loan officers and marketing teams.
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Stage 2 — Credit Pull to Application (56.14%)

Once borrowers reach the credit pull stage, conversion is strong, with more than half moving forward to
application. This indicates solid borrower intent and an effective transition once initial engagement is
established.

Stage 3 — Application to UW Submission (56.25%)

Mid-funnel performance remains consistent, with over half of applicants progressing to underwriting.
This reflects a well-functioning process and good alignment between borrower expectations and loan
qualification.

Stage 4 — UW Submission to Funded (44.44%)
Nearly half of submitted files result in funded loans, demonstrating a strong close rate and confirming
the quality of borrowers moving through the funnel.

Overall Opportunity

The funnel shows clear strength from credit pull through funding. By focusing on improving early-stage
engagement, even a small increase in the lead-to-credit-pull conversion rate (e.g., from 2.02% to
4-5%) can dramatically increase funded loan volume — effectively doubling production without
increasing lead acquisition.

What's Next: Intelligent Mortgage Automation

The current RelLax framework establishes a powerful foundation. The following enhancements are
planned for deployment over the next 12—18 months, each designed to push conversion rates further
and reduce the cost per funded loan.

Al Lead Scoring Proprietary ML model trained on 2M+ mortgage ~ +22% conversion on prioritized
outcomes to score and rank leads by funding leads
probability in real time.

Behavioral Analytics Smart personalization engine adapts messaging  +15% engagement rate
cadence, content, and channel mix based on improvement
individual borrower behavior patterns.

Underwriting Triggers  Automated workflow launches when a borrower ~ 7—12 day reduction in

reaches pre-qual milestones, reducing time-to-close

time-to-close by streamlining document

collection.
Executive KPI Real-time dashboards providing branch-level Faster decisions, improved
Dashboards and enterprise-level visibility into pipeline health, accountability

LO performance, and campaign ROI.
Conversion Automated A/B testing across all campaign 8—-12% additional conversion
Optimization Engine variables — subject lines, send times, mailer gains/quarter

designs, call scripts — with statistical
significance thresholds.
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GET STARTED

Ready to Dominate Your Market?

The RelLax Platform is purpose-built for mortgage organizations that want to stop leaving pipeline on
the table. Whether you originate 50 loans a month or 2,000, RelLax scales to your operation —
automating the touchpoints that matter most and surfacing the intelligence that drives better decisions.

Implementation typically takes 2—3 weeks. Most clients see measurable conversion improvement within
the first 60 days.
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READY TO GROW?

See how WebMaxDM can increase
your funded loan volume in 90 days

Schedule a Strategy Call Now

info@webmaxdm.com | (856) 702-6400
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