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Expanding Your Bank’s 
Mortgage Presence on 
the Web? 

Consider this:

	 •	Ease-of-use/training;

	 •	Availability of tech support;

	 •	Web-based or individual  
		  product download with  
	 	 annual updates;

	 •	Cost (initially and on-going,  
	 	 if applicable);

	 •	Functions (point-of-sale, state  
		  and federal compliance,  
		  pipeline management,  
	 	 pricing, reporting);

	 •	Security guidelines and testing  
	 	 of those guidelines; and

	 •	Whether it will grow with your 	
		  community bank’s needs and  
		  those dictated by the industry.
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Technology has long played a role in the 
mortgage lending process. Secondary-market 
underwriting machines, loan-origination 
systems and most recently, unique con-
sumer point-of-sale Web sites, help lenders 
expand their market reach and adhere to 
new regulations.

While technology itself cannot deter-
mine what products and services a com-
munity bank offers, it changes the way 
a community bank offers them. Today, 

more and more people use the Internet 
to shop for mortgage products and rates. 
Statistics show that potential borrowers 
tend to move from the Internet to a live 
person before making a final decision. 
For community banks with a Web-based 
mortgage lending presence this has the 
potential to lead to new customers who 
may have once been out of reach.

Web-based systems are obviously very 
powerful platforms for community banks to 
reach a new audience, but they are not the 
end-all. Simply purchasing the most robust 
systems does not guarantee more loans and 
more fee income if it is not used properly. 
Any sort of Web site should complement the 
presence of experienced community bank 
staff that already understands the needs of 
the community bank and its market.  

On the web: www.icbamortgage.com
call us: (800) 253-5356

By Elizabeth Deal, senior vice 
president, ICBA Mortgage

Consumer Point-of-Sale 
Web Sites—the Next 
Breakthrough in  
Community Bank 
Mortgage Lending

L e nding      S o l u ti  o ns M e e t  th  e  N e w  C hairman     

David Hayes, president and CEO of 
Security Bank in Dyersburg, Tenn., has 
been elected as the new chairman of 
the ICBA Services Network. Mr. Hayes 
has a long and distinguished history 
with Independent Community Bankers 

of America having served seven years on 
the association’s executive committee.

Other ICBA leadership roles include 
his tenure as the chairman of the ICBA 
Payments and Technology, Membership 
and Marketing committees. He also served 
as the chairman of ICBA Bancard, the 
electronic payment services corporation 
of ICBA.

Mr. Hayes is vice chairman and chief 
operating officer of the The Bank of 
Jackson and a director of Security Bancorp 
of Tennessee, Patriot Bank and Gates 
Bank and Trust. 

Active in civic affairs, he has been  
chairman of the Dyersburg/Dyer County 
Chamber of Commerce, chairman of the 
Dyer County United Way, president of Dyer 
County Heart Association and a mem-ber 
of the Dyer Industrial Development Board. 
He also served on the Executive Committee 
of the Dyersburg State Community College 
Foundation Board.

Mr. Hayes’ educational background 
includes Memphis State University 
Business Administration School, the 
Stonier Graduate School of Banking and 
numerous technical schools.

Security Bank participates in programs 
offered by ICBA Bancard, ICBA Securities, 
ICBA Mortgage and ICBA Financial 
Services.  

The ICBA Services Network Welcomes 
Its New Chairman, David Hayes

Mr. Hayes has a long and 
distinguished history with 
Independent Community 
Bankers of America having 
served seven years on the 
association’s executive 
committee.


