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 High-Performance Production Leader with more than 15 years of residential lending experience in 
streamlining antiquated loan processes, spurring competitive growth, providing visionary leadership and 
improving team and operational production.  Technically savvy and team-oriented, with the drive and 
determination to succeed in challenging start-up, expansion or improvement assignments.  Continuous record 
of driving change and improvement.  

Career Highlights 

 ¥   Helped spearhead development of national brand presence – As one of the original 50 
employees, developed production strategies, steered product development, identified high-margin 
niche markets and negotiated visionary leadership which led to national recognition.  10 year span 
included advancement to corporate officer (Ditech) 

 ¥    Designed POS and LOS software application Ð Developed by Palisades Technology Partners, 
created   the design specs and functionality of the front-line sales application.  The same application 
design was later used as a basis which helped allow the company to be sold to IBM (Ditech)  

               ¥   Created call center presence thru functionality Ð Developed best-execution software application 
to streamline point-of-sale process of managing wholesale lenders (Advantix Lending) 

Areas of Expertise  

  Strategic Sales    Product Development   Strategic Alliances & Partnerships 
  Product Launch    Team Leadership   Sales / Processing Management 
  Client Relations    Executive Presentations  Channel/Account Development 
  Solutions    Needs Assessment   Employee Value / Performance 
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'Downey Savings Retail Implementation: 

Xolutions 

Collaborating with resources from IBM and Palisades Technology Partners, launched and managed 

implementation project team to determine business requirements and system functionality for multi-

million dollar POS, AUS and LOS system to be installed within Downey retail channel.   

 

As business leader, set and led strategic team discussions with key Downey executives including directors 
and managers from all retail channel divisions that included Sales, Set-up, Processing, Underwriting, 
Closing, Funding, Post-Closing, Quality-Control, Wire, Secondary, Compliance, IT and Marketing.  
Identified and captured business rules and procedures to be included within functionality of the software.   
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Launched from the ditech.com strategies, Advantix Lending sought to target the non-prime audience 

thru a high loan volume based concept.  Utilizing a highly successful yet extremely expensive 

marketing and radio campaign, identified the business requirements to create a solid infrastructure 

that allowed for an easier and more efficient loan conversion process.  This new infrastructure would 

be the basis for the recruitment and placement of telemarketers and loan officers. 
 



As Vice President, set strategic direction and led all facets of sales and operations.  Developed state of the 
art, point-of-sale pricing and product eligibility engine utilized by all sales associates to capture business 
opportunities otherwise unavailable from manual dependencies.     
 

• Helped create the two single largest volume months within a 6 month period. 
• Transitioned the call center from a broker sales mentality to one of volume based by creating a 

customized pricing and underwriting engine utilized by the sales associates to help introduce a 
one call close methodology. 

• Implemented three stage sales format to be followed on all inbound calls. 
• Increased call conversion by 55% within the first 6 months.  
• Created policy and procedures to address compliance related items. 
• Established training program for inexperienced agents which included published training manual. 
• Managed pricing and lock commitments for A-paper loans. 
• Supervised Sales and Processing.  
• Based on company directions to hire inexperienced Agents, constant interaction and involvement 

on the floor re-structuring packages, training, question handling and loan pricing.  
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Recognized nationally as one of the most visible mortgage origination leaders, Ditech.com specialized 

in low cost, high volume mortgage transactions meeting financial needs of the consumers for a variety 

of either first or second trust deed products. 
 
As Vice President, set strategic direction and efficiently managed all facets of sales and/or processing with 
day-to-day involvement in business development, product support, pricing, customer service and company 
production levels.  Determined sales goals and formulated managerial compensation plans targeted around 
monthly volume.   Originally recruited as one of only 50 employees during start-up period in 1995 by CEO 
and President, J. Paul Reddam. 
  

• Created original training program for inexperienced associates entering into mortgage field.   
!  Provided the organization a low cost infrastructure to orientate and train new associates 

to handle the ever-growing production demands. 
!  Training program was expanded to include a two week introductory class for all 

production associates, regardless of experience. 
!  Created a 10 session follow-up training program conducted by team managers to help 

target and address issues or questions from new production associates on the floor. 
!  All three programs are still in effect today. 

• Implemented and developed new proprietary software by directing new windows based 
mortgage software access retail channel. Later, designed the current proprietary Loan Origination 
Software program utilized today by loan agents and processors.  Also generated secondary 
programs that presently support production. 

!  Increased production by incorporating new technology utilized within the LOS. 
!  Streamlined file flow through use of better technology efficiencies. 
!  Created cost initiatives by minimizing the need to utilize secondary support groups to 

handle functionality now included within production programs such as electronically 
generating work orders to applicable vendors.  

• Lead and managed duel sales and processing team. 
!  Multiple years of experience managing sales group utilizing features of Òbenefit sellingÓ 

along with managing processing group focusing on ÒoperationalÓ file flow and 
efficiencies. 

!  Responsible for hiring and maintaining efficiencies within both groups. 

• One of only 3 managers rewarded with Òsuper-sizeÓ teams during heavy refinance market.  
!  Based on direction of senior management, was responsible for managing in upwards of 

80 associates that included agents, processors, underwriters and funders.   



!  Fine-tuned organizational and hiring practices. 

• Managed implementation of new mortgage initiative, Cal Direct Home Loans, which offered 
low cost and rate guarantee.   

!  Increased market share by creating extremely price competitive ad campaign competing 
with local lenders. 

!  Currently being utilized for sub-prime initiative. 

• Involved in General Manager’s and Executive Vice President’s senior management team 
strategic planning meetings. 

• Developed and utilized various quantitative analysis spreadsheets to help determine team 
efficiencies.   

!  Provided team managers monthly assessment of teamÕs call to application ratios, call to 
origination ratio, call to funding ratio, cancellation and funding percentages.  

• Implemented “Power Ranking” summary of all loan agents that was utilized by production 
managers to help analyze and recognize agent weaknesses. 

• Implemented new call center Òbenefit sellingÓ modules. 
!  Increased conversion by an additional 20%. 
!  Call monitored agents to provide feedback and techniques to help conversions. 

• Implemented Presidential Sales Club  
 
 

"  Promoted to Training Manager, 1997. 
"  Promoted to Implementation Manager, 1998.  
"  Promoted to Unit Manager, 1999.  
"  Promoted to Senior Unit Manager, larger production unit, 2001. 
"  Promoted to Assistant Vice President, Production, 4th quarter 2002. 
"  Promoted to Vice President, Production,  3rd quarter 2003  (Board of Directors approved July Õ03) 
"  Promoted to Vice President, Sales, May, 2004.   

 
#  Ranked as one of the top processors during 1995 Ð 1997. 
#  Received David ApplegateÕs (CEO of GMAC) Leadership Award,  2nd quarter 2002.  
#  Lead top production team for all of fiscal year 2002. 

o Total of 8 Production Teams. 
o Team closed / funded 18,275 total units for fiscal year. 

!  2nd place team closed / funded 16,886 total units for fiscal year. 
 
 
 
48 8 9: 9; < 4=!>? &>@9>< / >                                                                                                                        1992 Ð 
1995 
 

• Bankers Alliance Mortgage Group 
• SC Funding Corporation 
• Certified Funding Corporation 

 
EDUCTATION                                                                                                                              

LOYOLA MARYMOUNT UNIVERSITY, Los Angeles, CA                                                   
1991 
Bachelor of Arts, Business Management 
 

 
 


